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THE BEAVER MODEL-A 
IS ALWAYS NEWS... 
, —_ 


@ Performance is what counts in a pipe 
and, successful performance is always 
news year after year 
Beaver Model-A Pipe and Bolt machine gives your 
users quick, clean threads, precision cutting and 
reaming. It is right handed with all controls in front 
Your customers get 50% greater working space, gear 
jriven power in abundance, and a full range from 
s to 2 inches 
Reversible Universal motor, safety “shear pin,” rack 
and pinion feed, self-centering wheel and roller cut-off, 
heavy duty chuck, adjustable opening die heads, inter 
changeable die segments and an easily accessible oil 
pump all add up to top performance. 
When you sell Model-A, you sell successful pipe 
tool operation and that makes friends for you 
Keep your information file up to date-—write for 


current catalog 


Eccentric spool pipe support 
centers pipe and prevents ‘spindle 


rock 


216-300 DANA AVE. 


NEW FEATURES 





Salety switch lock—makes it im- 
possible to start machine until chuck 


wrench is removed 


EW ER 


PIPETOOLS 


WARREN, OHIO, U. S. A. 
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SLOW SEASON? _ It’s 
easy to find ways to take 
up the slack, says an IIli 
nois salesman. You'll read 
about four methods he’s 
found to be successful and 
profitable on page 86. 


SELECTED LINES dis- 
tributor is a relatively new 
development in the indus 
trial supply and equip 
ment field. A definition of 
this type of operation, 
plus reports on two firms 
that utilize it, is given on 
pages 107-112 


BUT—This can be a go 
ahead and not a stop sign 
in your way to more sales 
It's what follows that 
three-letter word that 
counts, though. To see 
how an Easton, Pa., sales 
man uses it to advantage, 
turn to page 82 


GENERAL LINE distrib 
utor is a central stockroom 
for industry. His eutire 
organization is geared to 
stock, sell and give service 
on all industrial supplies 
used in his area. [he oper 
ation of two such suppliers 
is told on pages 91-98. 


HERE’S ONE ANSWER 
to the problem of ware 
house help. A Milwau- 
kee house has employed 
high school students on a 
part-time basis. Page 88 
tells how workable this so- 
lution has been 


SPECIALIZED distribu- 
tor gears his stock, organi- 
zational setup and selling 
efforts to the distribution 
of one or two broad lines 
and kindred items. ‘Two 
houses that operate under 
this system are covered on 


pages 113-118 


THE OBVIOUS is easy 
to overlook and can lose 
many a sale. A Massachu 
setts sales manager tells, 
on page 54, how this is so 
and gives six steps to help 
you avoid this pitfall 


DEPARTMENT. 
ALIZED distributor sub 
divides his sales organiza 
tion. In effect, he throws 
one roof over a number of 
separate, specialized indus 
trial selling units. Pages 
99.106 report on two such 
companies 





Productive Capacity 
Talk of the Trade 
Editorial 


REGULAR 


7 Supply Sales Trends 


-- 
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Price Index 


81 


FEATURES 


News 
126 
128 











H-K INTERNAL WRENCHING “ : Socket Head 
- CAP SCREW 


Guaranteed U. nfailing Performance 


Industrial Distributors like the Holo-Krome 100% 
Distributor Sales Policy. Your territory may be open. 
Interested? Write for details! 


HOLO-KROME 
lold Forged 
SOCKET SCREWS 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN, U.S.A. 
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Sprockets with taper lock bush- 
ings can be easily and quickly 
installed and removed right on 
the job...no reboring necessary 


New sprockets with 
taper lock bushings 
gaining popularity 


Link-Belt Precision Steel Roliet 
Chains and Sprockets have long 
drive combina 
Such engi- 
neering shot-peened 
rollers, lock-type bushings, clos 
er heat-treat control and E-Z 
assembly provide sustained high 
efficiency throughout the long 
life of these drives 


been the tinest 
tion money can buy 


extras as 


Now Link-Belt distributors are 
broadening their sales potential 
by giving off-the-shelf service 
on the new Link-Belt line of 
roller chain sprockets with taper 
lock bushings. The ideal solu 
tion for the customer who néeds 
sprockets in a hurry, the design 
incorporates a tapered bushing 
Because this bushing fits the full 
range of normal shafting toler- 
ances without delay for rebor 
ing, there is a great saving of 
time, labor and equipment 


Backed by a new ad program 
and special promotion, the stock 
program includes sprockets for 
all single widths of chain from 
RC-40 through RC-160, as well 
as sprockets for three multiple 
width chains—RC-40-2, RC-50-2 
and RC-60-2 








‘Link-Belt Ofiers Most Complete Line 
Of Mounted Ball and Roller Bearings 





Ball bearing pillow blocks on a trimmer operating at 2000 rpm 








Broad Range of Link-Belt Products Used in Big Lumber Industry 


As in so many of America’s 
basic industries, Link-Belt prod- 
ucts play an important part in 
the production of lumber and 
plywood. From the moment logs 
reach the mill pond, Link-Belt 
conveyors and drives provide 
efficient handling right up to 
the loading platform 


Chains, drives and bearings 
are widely used on trimmers, 
edgers, re-saws and other ma- 


chines including overhead trol 


ley conveyors for peeler logs 
Dozens of different types of 


chain conveyors are in demand 





LINK-BELT COMPANY 


Plants in 

Indianapolis + Philadelphia 
Chicago + Atlanta « Colmar, 
Pa. « Houston + Minneapo- 
lis « San Francisco + Los 
Angeles + Seattle 


Offices in Principal Cities 











| for logs, boards, cants, cores 
sawdust, waste and fuel. Belt 
conveyors and bucket elevators 
are also widely used to keep 
handling costs efhiciency 
up 


down, 


If there are any sawmills in 
your territory, it will pay you 
to cover them regularly. As a 
Link-Belt distributor, you're in 
a position to fill all their 
veying and power transmission 
needs with high-quality products 


con 
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Although no one bearing man 


ufacturer makes all 


tributors 


types ais 
who sell Link-Belt 
otter the broa 


viewp int 


bearings lest 
bine From any 
stvic bore size 


Link-Belt builds 


try s 


housing 


| Capacities 


compiete ling 


* Sales 
Meeting 
in Print 


trial 


of me nted 
ball and roller 
bearings. Every 


normal ind 





| 


, 
devnand can be answere 


blocks 
cartridge, ca 

take up 
shaft 
liaameter. Un 


Included are pillow 
flanged, 
tridge hanger 
blocks for a full 
up to 5 in 
self-alis 
hearings are 
of popular size 


flanged 
ind 
range ot 
sizes 
mounted ning roller 


available in a range 


Link Bele bear 
many exclusive engi 
Housings 


rings tree 


In ad 
ings have 


Htion, 


neering extra sealing 
that leaves the 
to alien itself to the p 
path position ts 
only Link-Belt offers th 


on both ball 


outer 
ropet ball 
And 


feature 


an cxamy) le 


and roller bearin 


Equally Link 


ball and roller bearings are 


Belt 


important 


tolerances 
standard 


ufactured to exacting 
Interchangeability and 
ized assemblies are possible, with 


no special fitting required 


Link-Belt Welded 
Steel Pulleys Cut 
Shaft Deflection 


With Link-Belt welce 
pulleys, the danger of belt con 
veyor head or tail shaft break 
age is d because shaft 
ish hub 
mounting clos 

than 


1 steel 


minimize 
deflection is reduced, FI 
design 
to the 
possil le 
In addition, lower we 
power consumption Rem 
interchangeable hubs n 
stock to carry 


permits 
bearing supports 


with ordinary 





EVERYBODY WANTS 


a THREADWELL'S 
: TAP MANUAL 


ra 


~~) 


4 
_ 

tr? 

og, 
De 
=, 





—————————_ 


56 PAGES OF > 
* TAP FACTS. ™ 


ae Ons 


eet yours NOW! 


THREADWELL TAP & DIE CO. 
GREENFIELD, MASS. U.S.A. 
I'd like copies of the new Tap Manvol. 











NAME 
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STREET 








city ZONE STATE 
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The Cover 


Four means by which industrial dis- 
tributors attain the same end—that’s 
the idea expressed by our cover. To 
find out how this result—more sales 
is achieved in four different ways 
general line, departmentalized,  se- 
lected lines and specialized distributor 
operations—read the 32-page section 
beginning on page 89. 
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got a winning sal 
g 4800 12” lat , 
g: heavy-duty prects 
ged dependability 


You've 


es 4 he 
he. Here's a lat 
with this Clausin 


really sell —a bi 


class — with the rug , 
t the right price: 


customer wants — 4 ioe 
point out its value, talk } 
tures, ia 
é “ yeriment 
nance, tool room, and exf 
tenance, 


t the word around 


ou e 
you 8 4800, 


about the Clausing 


the more your sales. Its 4 


proven fact. 


es number on every 


ion lathe in the $5 
and features every 
' Show ‘em its fea- 
roduction, 


al shops. The more 


All These Order- 
Clinching Sales 
Features... 


pt) IT’S BIG, HUSKY 


36” between-centers lathe weighs 
535 pounds! 


° CLUTCH AND BRAKE 
COUNTERSHAFT 


The only 12” precision heavy-duty 
lathe in its price field with friction 
clutch and brake for stopping work 
without stopping motor. Saves costly 
time every day. 


TIMKEN BEARINGS 


Clausing spindle turns on Timken 
tapered roller bearings that carry all 
radial and thrust loads with minimum 
friction, permit high-spindle-speed 
work, assure long accuracy life. 


V AND FLAT WAYS 


Vee-ways, flat ways, and undersides 
are ground —all eight surfaces align 
to within .001”. Bed is 744” wide, 544” 


- deep — it’s bigger, heavier. 








_ 


AUTOMATIC APRON WITH 

SPLASH LUBRICATION 

Heavy one-piece, double-walled apron 
makes for smoother, more accurate opera- 


tion. Positive clutch. Gears, shafts run in 


bath of oil. 


6 | %” LEAD SCREW 


Clausing’s lead screw (8 Acme threads to 
the inch) is 7” in diameter. 


on DRIVE 
Complete V-belt drive from motor to 


countershaft and countershaft to spindle as- 
sures efficient transmission of power. 


or" THREADING RANGE 
Instant selection of 48 threads or feeds, 
right and left hand threads from 4 to 224. 


QUICK-LOCKING TAILSTOCK 


Only 12” lathe with swing type attached 
wrench for quick, sure, rigid locking of tail- 
stock. 


A GREAT VALUE 


Prices start at $545.00! The Clausing 4800 
is truly a great lathe value. 


CLAUSING DIVISION 
ATLAS PRESS COMPANY 
9-117 N. PITCHER STREET 
KALAMAZOO e MICHIGAN 
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GENUINE ALEMITE LUBRICATION 
FITTINGS 


Sharp edge 
bites through 
dirt and old 
Contour and grease. 
shape give a 
wider sealing 
angle. 


Small open- 
ing and solid 
column of 
grease seal 
against dirt 
and grit. 


Special 
“Armor-Hard”’’ 
body resists 
nicks, scratches, 
bending. 


Hardened 
steel ball check 
prevents leak- 
age. 
Best music 
wire spring is 
secured by extra 
heavy crimp. 
... this 
means a sale! 


tting kee; new grease 


grease to leak 


Hard thanks 


and sell ‘en 
it's a package sale! 


i | ’ 
peed uj rder filling 


| Alemite 


ALEMITE 


Modern lubrication methods that cut production costs 


FREE! Lubrication Fitting Data Sheets... 
Write today for these sheets that tel! you quickly and accurately the 
right type of Alemite fitting for any bearing. They're FREE! 


Alemite, Dept. H-93 
1850 Diversey Parkway, Chicago 14, Illinois 


Nome 
Company 
Address 


City 
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Productive Capacity Is Not Over-Abundant 


By The Economics Department 
McGraw-Hill Publishing Co. 


AS THE $150 BILLION of business 
H expenditures for new plant and 
equipment since 1946 created an over 
abundance of productive capacity? 
Ihe answer is “No,” according to a 
recent study prepared by the Machin 
ery and Allied Products Institute 
whose economist, George Terborgh, is 
an outstanding authority on capital ex 
penditures. 

The MAPI study of changes in the 
total stock of business capital good 
over the period 1910-1953 has turned 
up two important conclusions 


1) The combined stock of plant 
and equipment in 1953 is not 
excessive by historical standards 

2) Recent growth in the total sup 
ply of business capital goods has 
been one-sided. Equipment 
stocks have increased substan- 
tially. But the value of plant per 
worker in 1953 is less than it 
was in 1930. 


A Difficult Calculation 


The derivation of the MAPI esti 
mates of stocks of capital goods in 
volves some highly complex calcula 
tion. In the following indented para 
graphs—which can be skipped without 
interrupting the basic argument—we 
have tried to present briefly and sim 
ply the problem facing Mr. Terbrogh 
and to indicate his solution. 

The value of the stock of capi 

tal goods consists of the total of 

all previous capital outlays less 

the original cost of capital assets 
that have been discarded. Capi 

tal expenditures figures are avail 

able and accurate. But there is 

no simple method of determin 
ing when plant and equipment 

is retired. 

Early attempts to estimate stocks 

of capital goods proceeded on 

the assumption that equipment 
was retired after 15 years while 
plant assets remained in service 
for 40 years. But this method 
had two drawbacks. First, busi 
ness capital goods were not auto 
matically discarded on the a 


sumed dates. Actual retirements 
were widely dispersed. Second, 
the length of life of a capital 
asset depends on such uncertain 
factors as the general business 
outlook and conditions of tech 
nological progress. 

During periods of emergency 
mobilization, for example, when 
supplies are tight, capital equip 
ment may be kept in service be 
yond the normal retirement 
date. When, on the other hand, 
competition is keen, business 
men may retire some plant and 
equipment—although its span of 
usefulness has not come to an 


cnd—and substitute new, more 


efhicient installations in order to 
stay abreast of rival producers 
The MAPI analysis meets the 
problem of retirement disper 
sion. Mr. ‘Terborgh and his as 
sociates have evolved a series of 
percentages which indicate the 
proportion of original installa 
tions of plant and equipment 
still in service after a specified 
number of years. (It remains im 
possible, however, to derive a 
formula which measures the ef 
fects of economic and techno 
logical changes on the stock of 
capital assets.) 

These “survival percentages” 

as they are referred to in the 
MAPI analysis—are presented in 
the following table because they 
furnish useful and interesting 
information about the life span 
of our productive asscts. 


Percentages of Original Installa- 

tions of Plant and Equipment 

Still in Service after a Selected 
Number of Years 


Years Equipment Plant 
10 80% 99% 
20 33 93 
30 12 80 
40) 4 68 
50 ] 50 
60 0 31 
70 17 
80 10 
90 3 

100 0) 
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When these two series of per 
centages are applied to the an 
nual figures on business expendi 
tures for plant and cquipment 
it is possible to compute the 
value of the total stock of capi 
tal assets in any year. It is also 
possible to indicate changes im 
the stock of these installations 
over a period of years. 


Nation Not Overexpanded 


lhe MAPI statistics reveal that our 
stock of capital assets has climbed 
in constant 1953 dollars—from a level 
of $190 billion in 1910 to a peak fig 
ure of $515 billion in 1953. But Mr 
Verborgh and his associates point out 
that this 271°% increase in the stock 
of capital goods is not a guide to the 
rise in capital investment per worker 
Nor is it a fair measure of the gains 
in production enjoyed by the nation. 

Present stocks of capital goods serve 
a labor force of approximately 63 mil 
lion. The labor force in 1910 was 35 
million. The following table indicates 

for selected years—total stocks of 
business capital goods per worker 


Stocks of Capital Assets per Worker 


(thousands of constant 1953 dollars) 


Year Plant Equipment ‘Total 
1910 $3.9 $1.8 $5.7 
1915 2 1.9 6.1 
1920 4.25 2.25 6.5 
1925 $3 2.6 6.9 
1930 5.0 2.6 7.6 
1935 4.7 2.4 7.1 
1940 1.6 2.4 7.0 
1945 +.4 2.6 7.0 
1950 1.6 3.8 5.4 
195 1.7 +.1 3.8 
1952 +.8 +.2 9.0 
1953 (est) 4.9 4.3 Tid 


Vhis table shows that total stocks 
of capital goods per worker in 1953 
ire at an all-time high of $9.2 thou 
sand. But, according to MAPI study, 
this does not indicate that the nation 
has excessive productive capacity. The 
growth in per worker capital assets 
from 1910 to 1930—$1.9 thousand 
was at a rate of 1.6% a year. If this 


Continued on page 10) 





Sell the Original 
Clip Gate Valve 


LUNKENHEIMER SELLS BENEFITS NOT DISCOUNTS 


For 91 years, Lunkenheimer has continued to 
grow as more and more users learned that 
Lunkenheimer Valves assure lower ultimate costs. 
For 91 years, Lunkenheimer Valves have proved 
themselves by providing longer wear and less 
repair in industries throughout the world. 


And during the same period Lunkenheimer Valve 
Distributors have grown and prospered by selling 


their customers the unmatched benefits of their 
service and Lunkenhzimer quality. 

All good salesmen know that the best way to 
make a sale is to make the buyer want the benefits 
promised in the thing they are selling more than 
he wants the money they ask for it. 

The current “King-clip” campaign gives you a 
wonderful opportunity to increase sales by selling 
benefits, not discounts. 


hing-clip Has Been Imitated But Never Matched 


The “King-clip” has often been imitated — but 
never matched for dependability. Be sure you can 
tell your prospects the reasons why: 


NEW NON-SLIP HANDWHEEL provides a firm, 
cool grip—makes it easy to close the “King-clip” 
tight, thus eliminating leakage. 


BRONZE GLAND in stuffing box of 1” through 3” 
valves has hexagon head which can be loosened 
with a wrench. No troublesome prying. (All- 
Iron patterns have similar gland of steel.) 


RUGGED STEEL CLIP gives the valve exceptional 
strength between body and bonnet—provides for 
quick disassembly and reassembly. 


SOLID BRONZE DISC, sharply tapered, handles 
heavy fluids and prevents solids from packing 
under the disc. Horseshoe band strengthens con- 


LUNKENHEIMER 


tae Oe 


QUALITY 


nection with stem. (Al!-Iron patterns have discs 
of forged steel, malleable iron, or cast iron.) 


FAMOUS STEMALLOY* STEMS eliminate thread 
failures. This amazing exclusive bronze alloy has 
exceptional wearing qualities. Millions are in use, 
and not one has ever been returned due to wear 
failure. 


HIGH-GRADE CAST IRON BODY is rugged and 
has substantial hexes, with full, firm wrench hold 
on all six flats. Bronze seat rings are rolled in. 
(All-Iron patterns have rolled-in steel seat rings 
in sizes 4” to 2”. Seats are integral in 3” and 
4” sizes.) 


EXTRA THREAD LENGTH prevents pipe ends from 
jamming against diaphragm or seat rings to force 
them out of line. Threads accommodate both 
A.P.I. and standard threaded pipe. 


Vetat 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 








Ring-clip 


ykUNKENHEIMER 


“Tightest gate valve ever used” 


Ic closes tight . . . it stays tight . . . and here are 
four good reasons why: 


; * 
The new Non-Slip Handwheel provides a firmer, 
more comfortable grip for closing — even when 
the operator’s hands are wet or greasy. 


The body provides unusual ruggedness — protects 
the valve against distortion from wrenching or 
pipe stresses . . . and the steel clip permits quick 
disassembly and reassembly. 


Extra thread length prevents pipe ends from jam- 
ming against diaphragm or seat rings to force them 
out of line. Threads accommodate both A. P. I. 
and standard threaded pipe. 


Stemalloy* stems, in the Iron Body Bronze 
Mounted patterns, have amazing resistance to 
thread wear. Millions are in use, and not one has 
ever been returned due to wear failure. 


1.8.8.M. valves have this non-corrodible bronze 
stem-thread bearing cast into the bonnet and 
carefully machined. It assures perfect stem 
alignment — reduces binding and wear. Note 
also the large unobstructed drain channels 
which permit free passage of fluids that tend 
to clog or congeal. 


ALL-IRON valves have coarse threads cast into 

the bonnet which fit loosely with threads on 

the nickel-plated steel stem. Congealed deposits 

which may form on the stem threads are brok- 

en up when the valve is operated, preventing 
| the stem from sticking or binding. 


«Patented FIG. 1640 
. ——— 
HEIMER 


NAME IN VALVES 














QUALITY 
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UNIVERSAL DIAL 
TEST INDICATOR 


Shortens Working Time 


Modern simplified design gives faster 
readings, guarantees long accurate serv- 
ice. Extra long hole attachment screws 
directly into base — requires no sup- 
porting arms. One piece base and shank, 
jewelled thrust bearing, smooth sensitive 
mechanism that requires no oiling, adjust- 
able bezel and the easy-to-read dial make 
the Lufkin Universal Dial Test Indicator 
lighter, more accurate, more durable. 
Packed in fitted wood cases complete with 


all attachments. 


Many New Lufkin Precision Tools 
make your selling easier 


@ WIGGLERS 
@ MACHINIST LEVELS 


@ MASTER PRECISION LEVELS 


@ TRAMMELS 


@ RADIUS GAGES 

@ MAGNETIC BASE TOOLS 

@ VERNIER HEIGHT GAGES 

@ CARBIDE TIPPED MICROMETERS 


Booklets Available 


Send for a quantity of the Lufkin New Tools 


booklet for yeur trade and for your soles organi- 
zation — tie in with Lufkin’s nationwide odver- 


tising program. 


SELL JUFAIAN TAPES RULES 


PRECISION TOOLS 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN 
132-138 Lafayette, New York City— Barrie, Ont 





Productive Capacity 
Is Not Over-Abundant 


(Starts on page 7) 





rate of expansion had been maintained 
through 1953 capital assets per worker 
would now total $10.1 thousand. By 
historical standards—using the 1910 
1930 growth rate as a yardstick—the 
nation has a deficiency of 10% in 
per worker supplies of business capital 
goods. 

Plant assets per worker in 1953 are 
below the level prevailing in 1930. 
Equipment stocks—as a result of re- 
cent increases—have advanced by 65% 
since 1930. The $1.6 thousand in 
crease in per worker supplies of total 
capital assets from 1930 to 1953 was 
due entirely to this rise in equipment 
stocks. 


Plant Versus Equipment 


Why have plant assets lagged be 
hind the gain on equipment stocks? 
The pioneering and provocative MAPI 
study raises this question. It empha 
sizes that further study is required 
before the complete answer can be 
found. 

In an effort to find some prelimi 
nary and tentative explanations for the 
diverse behaviour of plant and equip- 
ment we discussed the matter with 
several experts, including our col 
leagues on Factory. As a result of 
these extended conversations we now 
feel equipped to suggest several possi 
ble reasons for this recent trend. 

1) More efficient use is being made 
of existing plants. As a result 
of improved layout, superior 
equipment and new materials 
handling techniques more goods 
can be produced per square foot 
of space. In highly automatic 
and continuous process opera- 
tions less plant space is required 
for storing materials and parts 
since everything is constantly 
on the move. 

Many plants built in the last 
15 years have a low obsolescence 
factor. Plants put up just be- 
fore and during World War II 
were built with postwar conver- 
sion purposes in mind. They 
are heavy, rugged installations 
and are certain to provide long 
vears of service. 

Some industries do not require 
much plant. Chemicals, pe- 
troleum, petro-chemicals and 
electric power all important 
and fast growing industries — 
are characterized by an unusu- 


263 BP RA lid Mahl 
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- Rubber Specialists! 


DURKEE-ATWOOD 
BULK SPONGE RUBBER 


Cttention - 


ALL CRUDE— 


Chemically Blown 


36” Rolls available 
in stock \%”" to 1” 
thicknesses. Soft and 
medium densities, 


DURKEE-ATWOOD 


DOOR-TITE 


Investigate the money-making possibilities of 
DURKEE-ATWOOD DOR.TITE, a soft, resilient 
sponge rubber insulation stripping. Check its amaz- 
ing versatility and scores of uses. Comes in all needed 
widths and thicknesses, requires no trimming . . . 
applies readily because of its factory-processed, wet- 
type adhesive back. No solvents needed to activate 
adhesive ... no metal preparation required other 
than a clean surface. Fabric base prevents stretch 
during application, does not creep back and pull 
loose after application. 

* With potented fabric bose. 


DURKEE-ATWOOD 
FRICTION AND RUBBER TAPE 


(Firm density material 
available to order.) 


7, NEW COARSE IMPRESSION FINISH 
FOR MAXIMUM SURFACE CON- 
TACT WHEN USED WITH ADHESIVE 


Z UNIFORM BLOW 


Top quality fric- 
tion tape for all 
types of repair. No 
pin holes, non 
raveling. Backed 
with D-A’'s own 
superior adhesive 
Standard width 

". Available in 


Flectrician's tape 
made of D-A's o 
special rubber 
compound, ex 
tremely high volt- 
age resistant. En 
tire roll smooth, 
uniform, no pin 
holes. Plastic cov 


5S. CRUDE RUBBER USED EXCLUSIVELY 
FOR MAXIMUM RESILIENCY AND 
LONGER LIFE 


ered to remain 

fresh and tacky until needed 
Standard width ' Aluminum 
foil wrapped. individually boxed 


variable widths 
on special order. Each roll is 
sealed in cellophane and packed 
in individual boxes. 
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DURKEE- ATWOOD INDUSTRIAL V- BELTS 


VERTICALLY MATCHED 


MULTIPLE V-BELTS: Heavy-duty design and construction 
for maximum flexibility, durability and strength. Avail- 
able in sets with each belt individually and vertically 
matched on D-A’'s new vertical matching machine 
Eliminates completely the ‘sag error’ always present 
in belts matched on horizontal matching equipment 


‘“Cordura’’® Rayon 
cords give Durkee-Atwood 
Industrial V-Belts longer life, 
less stretch and greater shock 
resistance. Use of this revolu- 
tionary new cord material is 
another one of the reasons why 
D-A Industrial V-Belts can be 
guaranteed to satisfy on any 
properly designed drive. 

GENERAL DUTY V-BELTS: The D-A 
“High Cord Line” places entire 
body of belt under compression, 
reduces slippage and wear. Spe- 
cifically designed and manufac- 
tured for light machinery and q 
— diameter sheaves. . 


») Trademark E.1. Du Pont de Nemours & Co 
Wilmington, Del 


DURKEE-ATWOOD! 
COMPANY - 


MINNEAPOLIS 13, MINNESOTA & 
Dept. iD-9 ‘ 
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High-tenacity' 


VERTICAL MATCHING INSURES TRUE LENGTHS 
AND UNIFORM CROSS SECTIONS 

ATTACH TO YOUR LETTERHEAD 

DURKEE-ATWOOD CO. 


Minneapolis 13, Minnesota 


Industrial Division 


Gentlemen: Send me information and samples on the 
following— 


BULK SPONGE RUBBER 
TAPE | } V-BELTS 


DOR.TITE 
ALL ITEMS 


DURKEE 
ATWOOD 


Name 
Firm 
Addre 5§ 


= 











REGISTERED 
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a choice of abrasive tools 


f Your customer's business, in mass production of parts or 
P P 


finished assemblies, is the problem of generating close 


H tolerance sizes, of producing high surface finishes, of re- 
Ou give moving stock. The business of CARBORUNDUM is the ex- 
. 


clusive ability to recommend and furnish him, through 


you, the specific type of abrasive product which will give 
him highest quality at lowest cost, on every operation he 
Take off-hand grinding, for instance. You can count 
at least 7 different abrasive methods of off-hand grind- 
ing. How can your customer be sure the method he is 
using is the best—the lowest in cost? By asking you and 
CARBORUNDUM ... for CARBORUNDUM alone has a complete, 


branded line of grinding wheels and abrasive belts and 
tumbling and polishing grains. Only CARBORUNDUM can 


recommend without bias, on the sole basis of what's best 
for the user. 


Or suppose he's manufacturing fountain pens. He can 





* 
all abrasive finish and polish the barrels with abrasive belts or grind- 
ing wheels... slit the points with a tiny grinding wheel... 


finish the clips with tumbling abrasives. CARBORUNDUM 


alone can let you offer him one-source control of abrasive 


methods quality, on every type of abrasive he uses... quality that’s 
. constant, identical, dependable—thus economical. 


We tell your prospects where to find you! 


Millions of times this year, as every year, we tell your prospects to look you up in the yellow 
pages. We tell him in a wide range of business publications that you know abrasives as no one 
else can, and that your stocks are the most comprehensive in your area... for CARBORUNDUM 
produces the only complete, branded line of grinding wheels and abrasive belts and polishing 
grains—and this fact makes the CARBORUNDUM distributor the impartial abrasive authority whom 
every user ought to do business with. The Carborundum Company, Niagara Falls, New York. 


RUNDUM/-, 


TRADE MARK 


..-the ONLY source for EVERY abrasive product your customers need 
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Sander-Grinder 


at no increase in price 


New dual-tool speeds production and 


. 
All the Advantages maintenance work, and cuts costs 
that have made d fi 1, Increased power and higher speeds . 5000 RPM, 
MILWAUKEE Sanders first Ample reserve to maintain efhicient, high-speed, con- 
in nation-wide sales tinuous, heavy-duty sanding and grinding 
2. New, exclusive, spring-loaded spindle drive prevents 
lads back-lash, assures smoother, quieter operation and long 


MORE POWER er gear life 


« New handle-design incorporates dust-tight, grit-proof 


HIGHER SPEED switch for positive protection against shorts and burn- 


outs, and new no-slip cord grip 
LONGER LIFE 4. High-volume ventilation with new, high-efficiency fan 
SMOOTHER 


assures cooler operation and higher sustained speeds. 
OPERATION s. 





And, in addition you sell the improved Sander-Grinder 


Pert: rmance at no increase in prices 


Write for Catalog Sheets of the new 
MILWAUKEE Sander-Grinders and Accessories. 


MILWAUKEE ELECTRIC TOOL CORPORATION 


5340 WEST STATE STREET ° MILWAUKEE 8, WISCONSIN 


Also Electric Drills © Saws © Hammers © Screw-Drivers ¢ Drill Stands © Kits 
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Productive Capacity 
Is Not Over-Abundant 


(Starts on page 7 





illy high degree of out of doors 
operations 
Modernization of equipment 
has outstripped modernization 
of plant. While new industrial 
plants represent an improv 
ment over older installations, 
the technical advantages en 
joved by new plants do not 
measure up to tle phenomenal 
improvements in equipment 
design, manufacture and us« 
here has been a tendency to 
shore up existing plant. Son 
manufacturers repair a worn out 
plant although they are con 
stantly on the alert for the new 
est and the best in equipment 
Ihis tendency is certain to im 
pose a severe burden on man 
agement at some future date 
Aside from its merits—or d« 
merits—as a place to work an 
old, patched up plant has poor 
noise control, is expensive to 
heat and to light and often ha 
too low a ceiling and too weak 
floor for modern industrial op 
crations 
It is sometimes argued that postwa 
price trends favored the installation 
of equipment—wherever — possibk 
rather than plant. The following tabl 
shows the course of plant and cquip- 
ment costs over the period 1947-Jun¢ 
1953: 
Equipment Price Building Cost 
Index (a) Index (b) 
(1947 = 100) 
1947 100 L100 
1948 108 110 
1949 114 112 
1950 117 120 
1951 13] § 
1952 132 3 
3 6 


June 1953 l 


| 
| 
I 


t 


(a) Based on the American Ma 
chinist index of machinery 
prices 

(b) Based on the Engineering 
News Record index of build 


ing costs. 


his table indicates that equipment 
and plant prices have gone up by ap 
proximately the same amount since 
1947. In certain years, however, the 
price trends definitely favored equip 
ment purchasers. From 1949 to 1950 
equipment prices rose by 3% wl 
plant costs increased by § On 

(Continued on page 18 
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R 
manne on yt DISTRIBUTOR RECORDS 


...Customer changed to a 
competitive make of conveyor 
belt for price advantage-- 
then back to an R/M belt 
because his records showed 
that on other installations 
they out-performed the 
competition's belt in every 
way...and customer left 
selection of new conveyor 
belt to the R/M distributor... 


THIS CASE, taken from R/M records, highlights two basic advantages enjoyed 
by all R/M distributors. 


1. R/M Belts are continually proving their ability to out-perform 
competitive makes . . . when customers compare records. 








2. Users have confidence in the service and recommendations of 


R/M distributors. 


“MORE USE PER DOLLAR” sums up the engineered qualities of R/M transmis- 
sion and conveyor belts, V-belts, hose and other rubber products as advertised 
in 50 publications for the benefit of R/M distributors. 


MANHATTAN RUBBER DIVISION SAIC, NEW JERSEY 


RAYBESTOS- MANHATTAN, INC. 


& ® i. A 


Air, Water, Steom Hose Oil, Suction Hose Industrial Fire Hose 








Flot Belts V-Belts Conveyor Belts 





Other 8/M products include: Industrial Rubber «+ Fon Belts © Radiotor Hose * Brake Linings * Broke Blocks © Clutch Facings 
Asbestos Textiles © Teflon Products * Packings © Sintered Metal Ports « y ae ng Bolls 
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PARKER-KALON’ 
FASTENERS 


> .@ 
ALL P-K DISTRIBUTORS have been offered 
the new Mobile Display which is available with 
or without the panel on P-K Socket Screws, and 
their requests are now being filled. It is sent fully 
assembled, ready to hang up by the top string to 
any overhead hook or projection. It comes with 
full directions, but hanging it up is easy. If you 
haven’t sent your request form, better hurry, 


because the supply is limited. Parker-Kalon 
Corporation, 200 Varick St., New York 14. 
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MOBILE... 


a colorful, moving display to 
promote the fast-moving P-K line 


“Mobile” is a ten-dollar word selected by the 
modernists to emphasize the continuous, 
intriguing movement of this new art form. 
Since nothing moves faster than the P-K line, 
adapting this new idea to a Parker-Kalon 
Display was a natural. 

Hung in the P-K Distributor’s salesroom, 
its an attractive, eye-catching reminder that 
he is the local source for P-K products. Printed 
in glowing colors, it’s also a dramatic decora- 


tion, its pendants turning in the slightest air 
currents, showing some fastener on each side. 

One of the first displays of its type to be 
offered in the industrial supply field, it is added 
evidence that Parker-Kalon is ever alert for 
fresh ideas that can be put to use as effective 
sales aids for P-K Distributors. 

It’s another reason why P-K Distributors 
agree they are “O.K. with P-K” for steady 
sales support, and profitable sales volume. 


PARKER-KALON 


The Crip aspen SCREWS 


(yl 


fr? SOCKET SCREWS 


AND OTHER FASTENERS 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 





He keeps YOUR customers 
coming back to YOU 


Chis is a Federated metallurgist; one of many in Federated plants 
throughout the country. 
In the microscope he sees a cross-section of a piece of metal. 
In his mind he sees a maintenance man in Skowhegan, 
or Denver, or North Platte. He sees your customer and he knows 
what is needed to keep him buying from you. 
(Juality is what is needed, and it must be in the metal. 
It doesn’t show on the box or the wrapper. 
You can’t tell by hefting the piece, or smelling it, 
or looking at it through a reading-glass. 
You must trust your supplier for the quality. It must be 
engineered in the product. Then your customer gets a spool of 
solder which melts at the right temperature, flows freely, 
binds firmly ...and works the same way every time he uses it. 
(Juality control——both extensive and intensive——is the 
unseen value that the Federated organization engineers into 
its products. It is a value that keeps your customer 
coming back to you . . . reminding you that 


Federated is Headquarters for Non-ferrous Metals. 


Fedecilid. Till Diviwion {ou 


AMERICAN SMELTING AND REFINING COMPANY 


120 BROADWAY, NEW YORK 5, N. Y. “i ED 


In Canada: Federated Metals Canada, Ltd., Toronto, Montreal 





Productive Capacity 
Is Not Over-Abundant 


Starts on page 7 





other occasions, however, plant costs 
did not climb as rapidly as equipment 
prices. From 1950 to 1951, for ex 
ample, plant costs rose by 8% while 
equipment costs increased by 14%. 
On balance it seems doubtful that 
fluctuating price advantages of this or 
der spurred management officials to 
substitute one type of capital asset for 
inother. 

Much more work remains to be 
done before the complete tale can be 
told. We believe, however, that these 
several suggestions provide a useful 
starting point for further and more 
intensive study of the reasons for the 
diverse behaviour of plant and equip 
ment 


Future Demand for Capital 
Assets 

There is nothing about the recent 
buildup of our productive assets to 
suggest that the demand for capital 
goods is about to dry up. On the 
contrary, there are several indications 
that the level of capital goods produc 
tion will remain high 

Ihe recent survey of business’ plans 
for new plants and equipments con 
ducted by the McGraw-Hill Depart 
ment of Economics reveals that indus 
try expects to maintain capital outlays 
it high levels through 1956. And as 
the total stock of capital asscts cx 
pands the volume of capital goods 
production required merely for re 
placement purposes rises. According 
to Mr. Terborgh’s calculations about 
$14 billion of capital goods output is 
needed to replace that portion of our 
present $515 billion supply of busi 
ness capital goods which is retired 
within the course of a vear 

Overseas demand for American cap 
ital goods is increasing. Manufacturers 
of textile equipment, tractors and 
metal working machinery consistently 
export about 20% of total production. 

But the basic strength of the capi 
tal goods industries may not be re 
placement requirements, not foreign 
demand. The Economist (London) 
may have hit upon a more profound 
mainspring of strength when it re 
cently remarked 

“The real secret of American pro 

ductivity is that American society 

is imbued through and through 

with the desirability, the rightness, 

the morality of production. Men 

serve God in America, in all serious 


Aluminum and Magnesium, Babbitts, Brasses and Bronzes, Anodes, 
Die Casting Metals, Lead and Lead Products, Solders, Type Metals 


ness and sincerity, through striving 
for economic efficiency.” 
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Use this 
New 


RUST-OLEUM 


a 
lg 


To Cut Wire Fence Re-Coating Costs 
30%-40% For Your Accounts! 


Demonstrate Rust-Oleum’s 
New Extra-Long Nap 
Lamb’s Wool Roller 


Rust-Oleum provides the answer to 
that wire fence maintenance “head- 
ache.” Take this new-type roller with 
you... actually show your customers 
and prospects how it coats approxi- 
mately 70% of the opposite side of 
the fence at the same time. . . barbed 
wire and ali! Actually show them 
how it “teams up” with Rust-Oleum 
to save 30%-40%! It'll open new ac- 
counts, and it'll sell more Ruse. Jleum 
to your regular Rust-Oleum custom- 
ers. Capitalize on this new IDEA, 
today—DEMONSTRATE! 


Ciose-up shows how Extra-Long Nap Wool 
reaches around to coat approximately 70% of 
other side of fence at same time. Rust-Oleum's 
exclusive penetrating qualities saturate cross 
wire sections for desired mil thickness. 


On long distances of fencing, a 5 man production 
greater savings. The first man wirebrushes the surface to remove dirt, dust, rust 
The second man applies Rust-Oleum liberally by roller, coating the 
wire sections and barbed wire. The third man follows on the opposite side of 
the fence with a “dry” roller to catch and use the surplus. The fourth and fifth 
men work on opposite sides of the fence, brushing the pipe framework and the 


scale, ete 


barbed wire arms 


Special roller glides easily over wire sections 
(Rusted sections have already been primed 
with Rust-Oleum 769 Damp-Proof Red Primer 
to Stop Rust.) Finish coat is Rust-Oleum 470 
R. M. Aluminum. 


Man follows with “dry” roller on opposite side 
of fence to catch and use surplus “tears” an 
quickly coat remaining 30% of wire sections. 


ATTACH TO 


A new, exclusive, different-type roller! Greater 
diameter, specially selected skins, extra-long 
Lamb's Wool all combine to give you 
more coverage faster and easier in the new 
Rust-Oleum Roller-Coating System, 


Even barbed wire sections can be roller-coated 
in one easy pass. 99% of the material is used 
on the fence — not on the workers, not on the 
ground. 


“SST OLEUM 


PST preventive 


YOUR LETTERHEAD- MAIL TODAY! 


RUST-OLEUM CORPORATION 


“team"™ can achieve even 


ship. 
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2414 Oakton Street, Evanston, Illinois 


Please send us complete details on a 
profitable 


Rust-Oleum  distributor- 





ore ; 37” FLARE INVERTED 
* neodl cei oel FLARE 


TUBING  o=ReEITEESTEHnT—a 


CONNECTION ¥ 


at > tb He st hae 


HEADQUARTERS 


TUBE FITTINGS 
TUBE WORKING 
TOOLS 


for every need! 


Whether your customers’ needs call for connecting copper, aluminum 

or steel tubing . . . whether it’s low, medium or high pressure work ty 

. » » whether it involves cutting, flaring or bending tubing, you have the answer Fh. 

with IMPERIAL. ‘ 
With IMPERIAL fittings you really have something to talk about. Fittings are , 

FORGED for greater strength and toughness . . . have tubing size marked on nut* 

. . » have long Dryseal pipe threads. And with IMPERIAL you have the most 

advanced tubing tools can job. Ask for Catalog 

IMPERIAL’S Complete Line makes you tubing connection headquarters! 3500 today 


“Compression and Flare Types 


THE IMPERIAL BRASS MFG. CO., 511 S. Racine Ave., Chicago 7, Ill. 


In Canada: 334 Lavder Ave., Toronto, Ontario 


IMPERIAL Pioneers in Tube Fittings and Tubing Tools 








Al-DUTY ERMETO COMPRESSION THREADED FN FITTING BRASS 
Brass & Steel Std. & Long Nut SLEEVE and HOSE PIPE 


_ GUD pel, DiUss, Aluminum, sice! Gna Uiner MWiCiGl FOUN 
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COCKS 





























To Norton distributors’ salesmen: 


PROVE how 
O.D. grinding 


TOUCH 
of 
GOLD” 


with Norton 


G BOND 


wheels 





..+ “Gave more than three times as many 
pieces per dressing.” 


. +» “Requires less truing and lasts 30 per 
cent longer.” 


..» “Free cutting, excellent finish, consider- 
ably reduced grinding time.” 


-. + “Formed easily, held shape and re- 
moved .078” per plunge cut.” 


“Best Wheel Ever Used,” reported by a user of 
nee Norton G Bond wheels for cylindrical grinding, 
BREST ah \ sums up the industry-wide verdict. 
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Reports like these are coming in fast from our 
O. D. grinding customers using Norton G Bond 
wheels. Throughout the entire range of cylindrical 
and centerless grinding jobs these new wheels are 
chalking up truly sensational records for more units 
per dressing, per hour and per wheel. 


Norton’s present advertising is spreading news of 
these reports and you will profit personally by 
pounding home the G Bond benefit-story on your 
calls. 


Tell how the new G Bond, especially designed for 
precision and semi-precision grinding, is the most 
efficient vitrified bond ever developed. Describe 
how wheels made with it are assured of constant, 
fresh, sharp cutting surfaces because of its unique 
ability to hold each abrasive grain just long enough 
for maximum cutting action. 


Advantages That Pay Off 


Keep your customers reminded of the many ad- 
vantages they'll get from G Bond wheel perform- 
ance: cooler cutting action . . . faster removal of ma- 
terial . . . better finishes . . . more pieces per dressing 
. . « longer shape-holding . . . and easier crush- 
truing. Explain how these advantages add the real 
production-boosting, cost-reducing “Touch of 
Gold” to every O. D. grinding job they do. 


We’re telling, in our advertising, that you’re al- 
ways ready to arrange on-the-job tests of G Bond 
wheels. Make sure your own O. D. grinding contacts 
get this saies-clinching proof! 


NORTON 


ABRASIVES 


@laking better products... 
to make other products better 


NORTON COMPANY, Worcester 6, Mass. 
Export: Norton Behr-Manning Overseas Incorporated, 
Worcester 6, Mass. 





w-1513 


“@ Bond Wheels Cut Faster, with twice as many 
pieces per dressing,” says a customer reporting on 
a centerless grinding application. 
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y  R-PEC VALVES 
| INCLUDE 


BRONZE 
(RON 
CAST STEEL 
FORCED STEEL 
BAR STOCK 
All bronze, iron, and steel castings 
‘are made in the R-PaC foundry 
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R-PaC VALVE DIVISION 


Valve Division 
c=? > Retean gud & Cable Compony, inc. 
ae Pte 












VALVES 
that: 
PROFITABLE! 


All These from R-P&C— You can find valves from 4%” to the big ones. 
We have high pressure valves, high temperature valves, and valves 

for corrosive fluids and gases. There are R-P&C Pressure Seal Bonnet, 
Forged Steel Valves, iron cocks, cast steel fittings, and Lubrotite Gates. 






Plus... From R-Pa&C you can get valves in all popular metals. 
You can get gate, globe, angle, and check valves plus automatic stops 
and checks. There are valves with screwed, flanged, solder, and welding ends 
—in a wide range of sizes, pressures, and heat ranges. 








Quality at Competitive Prices— The manufacturing 
facilities of R-P&C are unsurpassed. They include a complete bronze, 
iron, and steel foundry; machine shops, and a welding department for 
hard-facing operations, etc.; a complete hydrostatic testing department; 
and a modern conveyor system to speed handling from assembly, 
through painting, to final shipping floor. These facilities assure you of 125 $ 
prompt deliveries and quality merchandise at competitive prices. / 200 Owe) } \ \ 


Sales Aids— R-PaC sales engineers work with you periodically 
and help your men develop new business. A big national advertising 
campaign keeps your customers well-acquainted with R-P&C Valves. 
A wide variety of literature is available for sales promotion 
purposes and regular mailings by R-P&C to your accounts 





keep interest alive. 

R-P&C Valves are PROFITABLE— You get ALL the 
valves you need from R-PaC. Unit packaging makes them easy to stoc 
Turnover is rapid because R-P&C prices are competitive. 

You’ll do better with R-PaC. Write to our Reading office 
today for further information. 






AMERICAN CHAIN & CABLE 


Atlanta, Baltimore, Boston, Chicago, 


eee hg Ve Tiiatsmey-Tmelilt ttm Denver, Detroit, Houston, New York, 
Philedelphia, Pittsburgh, San Francisco valves 






FOR COMPLETE INFORMATION 


ABOUT THE SKIL LINE 
AND SKIL SALES SUPPORT 
CALL YOUR NEARBY — ie 


5033 Elston Avenue, Chicago 30, IIlinois 


SKIL FACTORY BRANCH. 201 andes Stat Went Toot 9, Ota 


Factory Branches in All Leeding Cites 
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“SKIL cooperation 
enthuses our salesmen. 
Their missionary 
calls help us sell!” 


. Alton Rickert (left) tells Walt 
Schroeder, manager of the SKIL Mil- 
waukee Branch. Mr. Rickert is president 
of Rickert Industrial Supply Co., Milwan- 
hee, Wisconsin. 


Mr. Rickert is quick to acknowledge 
the value of SKIL cooperation and 
sales assistance to the portable tool 
distributor. He says, ‘““The quality and 
performance of SKIL products coupled 
with continuous cooperation by the 


Deep in a Product Discussion, Walt 
Schroeder (right) manager of the 
SKIL Milwaukee branch, gives 
some sales pointers to Rickert 
men, Fred Milad (left) and Lew 


Collison 


Gy 


7 . 


SKIL Saw 


= BS 


SKIL Driver 


SKIL Belt Sander 


local factory branch inspires enthusi- 
asm in our sales force. This is inval- 
uable. 

“SKIL’s distributor policy has con- 
tributed tremendously to an exception- 
ally satisfactory supplier-distributor 
relationship.” Mr. Rickert concludes, 
“SKIL is constantly promoting the 
distributor—as well as SKIL products 
—through calls made by SKIL repre- 
sentatives on new or ‘hard-to-sell’ ac- 
counts.” 





Standardize 
on TAPER‘LOCK 


Now, for the first time, you can have all 
the benefits of standardizing on a truly 
modern method of mounting wheels on 
shafts .. . through the famous Dodge patented 
Taper-Lock design. 

The time-saving, cost-cutting performance 
of Dodge Taper-Lock . . . already proved in 
millions of installations of Taper-Lock Sheaves, 
Couplings and Conveyor Pulleys. . . is now 
available in a complete line of Taper-Lock 
Sprockets with Dodge Roller Chain. 

The bushing pictured here fits into the 
hub of every one of the Dodge products 
shown—sprockets, sheaves, couplings, con- 
veyor pulleys. Both tapered bushings and 
hubs are precision machined to achieve per- 
fect interchangeability. The result is less 
down-time on machines, simpler mainte- 
nance, reduced inventories. Taper-Lock 
gives you an unmatched opportunity to 
lower your costs and keep production rolling. 


DODGE MANUFACTURING CORPORATION, 


Dodge Taper-Lock grips the shaft for the 
full length of the bushing—holds with the 
firmness of a shrunk-on fit, yet comes off 
easily, quickly. 

Taper-Lock’s exclusive advantages were 
never more strikingly proved than in the 
new line of sprockets recently introduced 
by Dodge. For Taper-Lock brings to sprock- 
ets a new ‘off-the-shelf’ availability. No 
time-consuming and costly reboring, key 
seating, drilling and tapping for set screws, 
needed to fit them to the shaft! Dodge Taper- 
Lock is available in both driver and driven 
sprockets from No. 40 to No. 100, up to 112 
teeth. Taper-Lock bushings to fit shafts from 
1/," to 10” are available from stock. 

Consider carefully the cost-saving advan- 
tages you get by standardizing on Taper- 
Lock — the modern method of mounting 
wheels on shafts. For further information, call 
your Dodge Distributor, or write the factory. 


500 Unien Street, Mishawaka, Indiana 
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—THE MODERN way 





T 
© Mounr COUPLINGS > 


< 


THE TRANSMISSIONEER is featured 
in every Dodge advertisement. Pros 
pects are urged to call the Transmis 
sioneer for information. The advertise 
ment reproduced here is appearing 
in important industrial publications 
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TAPER-LOCK 
SPROCKETS 
and Dodge 
Quality 
Roller Chain 


TAPER-LOCK 
SHEAVES 


TAPER-LOCK 
COUPLINGS 
Rigid and 
Flexible 


TAPER-LOCK 
SOLID-STEEL 
CONVEYOR 
PULLEYS 





THESE WAREHOUSES— 


mean QUICK Sowiee 











CHICAGO, ILL. 
1523 S. State St. 
Wlbster 9-5774 











SAN PRANCISCO, CALIF 
244 Ninth St 
UNderhill 3.3037 
a KANSAS CITY, MO. 


1733 Main &. 
\ vier 7693 
a 














LOS ANGELES, CALIF 
3026 East Otympic Bivd 

- MEMPHIS, TENN 

ANgelvs 36128 730 $. Thied St. 


jf 5-2691 


Home Office 
FORT WORTH, TEXAS 
3600 McCart St 


Witsen 4255 
ATLANTA, GA. 
' S.. S.W 


| * " tan 7018 


HOUSTON, TEXAS 
$83! Armour Drive 


Dat hi Li iT _—— 


SELLING 


FORT WorTH “QD” SPROCKETS and “QD” SHEAVES 
HAVE THE ADVANTAGE OF ONE HUB FOR BOTH 


Fort Worth originated the ta- Why the “QD” hub in roller chain 
pered hub sprocket with the con- sprockets? Better acceptance by indus- 
veniece of the distributor in mind. _try of the QD principle; more rugged, 
One hub to do double duty in fool proof assembly; larger maximum 
BOTH sheaves and sprockets. bores are but a few of the answers. 
No worry about running to a Space does not permit us to give all of 
machine shop for a quick rebore. the advantages. Drop us a line, and 
The distributor makes a generous _—_we will be glad to explain further—or 
profit on the full sale, not just better yet—See for yourself—Try QD 
on the price of a “stock bore” Sprockets and Sheaves — 
sprocket alone. BUY Fort Worth! 
































Write for your copy of “QD” 
SPROCKETS, Catalog Section 
300-D just off the press. 


ORIGINATORS OF TAPERED-SPLIT HUB SPROCKETS 
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FIBREX RED WHEELS 


SIMONDS 


) 


_— 


aap nce 


Your Best Bet fo 
Distributor Selling 











Standard Items of 
* FIBREX RED WHEELS 


. an exceptionally fast-cutting reinforced resinoid bonded 
grinding wheel of great strength and durability — for use on 
portable disc grinders and similar machines — ideal for weld 


grinding, general grinding, metal finishing and cutting-off. 


Guard removed to show always use a guard 


Fibrex Red Wheels are manufactured in abrasive grain sizes 16, 24, 36, 50, 80, 
120, 180, 320 in sizes ranging from 1 to 16 inch diameter. The accompanying 
table lists standard sizes and specifications for both Depressed Center and Straight 
Wheels which are available from Factory Stock. Information about other items 
will be furnished upon request. 


Order by Wheel Number 


Items most commonly used are shown in Red 


HOW TO ORDER 


Order Fibrex Red Wheels by Wheel Number which identifies the wheel shape 
(DX for Depressed Center and X for Straight Wheel), diameter and thickness 
(numerically combined, i.e., 718=7” dia. x 14” thickness) and arbor hole size 
(indicated by fraction), followed by the grain size number. 


DEPRESSED CENTER 


Wheel No 


operation 


STRAIGHT WHEELS 


Wheel No Dia. Thick. Hole Dia. Thick. Hole Wheel No. . Thick Hole 


DX718*-16 
DX718°-24 


7° 


DX918*-16 
DX918*-24 
DX918*-36 


X618°-24 
X618*-—50 
X618*-80 


x 
x 
x 


8 


” x as ordered 


x as ordere 


x as ordered 


9° 
DX718*-36 r 
DX718*-50 7° 
DX718*-8 7 


ts X818*-24 x as ordered 
I 161 ’ "x DX9316*-16 ( ‘ oe ¢” x as ordered 
Dx 14°24 ° x DX9316*-24 > 3 ‘ 818*-80 x as ordered 
[ 16° 3 a? DX9316*—3¢ 4, , X1018*—24 l ‘ ered 
X1018*-50 x rdered 


DX918*-50 
7 y DX918*-80 


1 
1 
1 
l 
Ly 


DX9316*-50 
DX9316*-80 


DX7316*-50 


DX7316*-80 x as ordered 


X1018*-80 


X1218*-24 d xa ered 
X1218*-50 12° " x as orde 1 


X1218*-80 


DX914*-16 
DX914*-24 
DX914°-36 
DX914*-S0 
DX914*-80 


DX714*-16 
DX714°-24 
DX714°-36 
DX714°-50 
DX714*-80 


x as ordered 


X14532*-24 4 J,” x as ordered 


NNN NS 
. 


*Show fraction indicating hole size required 
Example, X618',- 24. 


* hole size is standard for Depressed Center Wheels it need not 
if other than ',” indicate by fraction 


Since 'y 
be specified 


SIMONDS 


ABRASIVE CO. 


— 


> MAIN OFFICE AND FACTORY: PHILADELPHIA 37, PA., JEfferson 5-6100 


BRANCH WAREHOUSES: Detroit 12, 17155 Conant, FOrest 6-2900 
Chicago 18, 3323 W. Addison St., KEystone 9-8010 @ Boston 27, 1350 Columbia St., SO. Boston 8-4520 
San Francisco 5, 298 First St, EXbrook 2.4466 . Portland 4, 311 N. First Ave ipito!l 9331 


Division of 
Simonds Saw and Stee! Co 
Fitchburg, Mass 


mpanies: Simonds Stee! Mills, Lockport, N, Y., Simonds Canada Saw Montreal, Que., and Simonds Canada Abrasive Co. Ltd., Arvida, Que 





O-B Valves have the extra quality features that appeal 

to industrial users. Features like the Flexitite” Disc in all 
O-B Gate Valves. It automatically adjusts to slight vari- 
ations between disc and seat faces. It makes a 


Jeakproof seal, eliminates needless wear. 


Nothing but certified ingot bronze goes into O-B Valves. 
They're easy to maintain, can be repacked under full pres- 
sure. Excellence in construction and performance 

makes every installed O-B Valve a recommendation for 


more O-B Valves. It's easy to get repeat business with 


products that daily demonstrate their quality to their users. 
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ve Ke 


We are telling your customers that 2) 
“U. $. RAINBOW* ; 


are ae _ Vip i ri 


li LP. BS 


Why are U.S. Rainbow V-belts selling so well? Because 
more and more industrial users read Rainbow sales 
stories in Rainbow ads. Here's one in the series: 





Every U. S. Belt has the unique Equa-Tensil Cord 
Section—the exclusive U. S. Rubber development 
that insures efficient pull and strength under a wide 
range of operating conditions. 


These belts are speciaily made to outlive ordinary 
belts and give more efficient service—the cords have 
had their stretch worked out by mechanical means, 
but still retain enough elasticity to enable the belt 
to take very heavy shock loads. A special latex 
treatment of the cords reduces heat generated by 
constant flexing and also provides maximum ad- 
hesion between the component parts of the belt. 


The “U.S.” line is complete, including sheaves. 
You get immediate delivery —thanks to the “U.S.” 
transcontinental chain of warehouses. ‘U. S.”’ also 
gives you sales engineering help and successful sell- 
ing aids and catalogs. Contact any of our 25 Dis- 
trict Sales Offices, or write to address below. 





Top rubber cushion in closely 
engineered balance with the lower 
section to keep cool under con- 
stant stretch and return, 


Equa-Tensil Cord Section — all 
wds scientifically placed, each 
pulling its share of the load. 


A COMPLETE DRIVE SERVICE A sturdy level cushion for the 


Equa-Tensil Cord Section provides 
structural firmness for V-grooves 


MULTIPLE V-BELTS ¢« F.H.P. V-BELTS « SHEAVES Se ae Os ape a eee 
FLAT BELTS AND BELTING ¢« SPECIAL PURPOSE BELTS 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose «+ Belting + Expansion Jointa « Rubber-to-metal Products «+ Oi! Field Specialties + Plastic Pipe and Fittings « Grinding Wheels « Packings « Tapes 
Melded and Extruded Rubber and Plastic Products + Protective Linings and Coatings + Conductive Rubber « Adhesives «+ Roll Coverings « Mats and Matting 
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-- with no investment 


When you use the services of the Republic 
Steel Pipe Distributor, it’s just like having 
your own stockroom. With a number of 
important exceptions. 


You have no capital investment. No inventory 
losses trying to maintain your own stocks. No 
insurance and handling costs. 


The Republic Pipe Distributor’s stockroom 
becomes yours. He carries everything you need 
for complete plumbing, heating, refrigeration, 
air conditioning, process and industrial piping, 





To help tell the story 


of the pipe distributor and the 
service he renders, this and simi- 
lar Republic Steel advertisements 











or other piping jobs. That includes a full line 
of pipe in sizes you need . . . plus fixtures, 
controls, tools, and other items. And he'll get 
your order to you in a hurry .. . often in a few 
hours . . . whether it’s a few lengths of pipe, 
or a truckload. 


All these services are yours ... for the asking. 
And they're as close as your telephone. Success- 
ful operators find it profitable to do business 
with the Republic Steel Pipe Distributor. You 
will, too. Call him, today. 


—~ 
[REPUBLIC | 


STEEL 


are appearing regularly in plumb- 
ing and heating publications, 
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An Open 
Let 
Distributo ter to All Lamson &S 
rs...and their Sal CSe0Re 
esmen 


“The LAMSON & sESSIONS @. 


gonetacterer? ° 
eotr® autTs correr® cap scaew® 
. acw wmacwin® erooucr® 


os aoe oor" avecer 


CLEVELAND 2, OHIO 


as continually 

+ selling 
ect mail 
yi es and catalogue pages have 
been prepa on gistributors and their 


salesme! 


But because there 

fasteners, and peca\ 

spread. we realize that 

to acquaint everyone 

rasteners” 

wTndustrial 


most im- 
1ts, nuts 


consequent ly 
D 

portant 

and screws * 


The first advertisement of this . series 
appears on the opposite page 


As these advertisements appear we suggest you clip and 
Keep them for future reference: We are certain that 
they can pe of help t° you in your selling efforts: 


cordially: 


The Lamson & Sessions Co. 
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$e MOR 
AM eR 


TIME-SAVING, ECONOMICAL 
TAPPING SCREWS ARE USED 
IN AWIDE VARIETY OF APPLICATIONS 
THEY ARE USEDIN: SHEET METAL, 
IRON, BRASS, BRONZE AND 
ALUMINUM CASTINGS, PLASTICS, 
PLYWOOD, SLATE, ASBESTOS AND 
IN FASTENING UNLIKE MATERIALS 
SUCH AS LEATHER TO METAL, 
PLASTIC TO WOOD ETC. 












































ent 


habe *This information 
5 w#mavailableintab 
j v ular form for easy 





reference. Write 
for as many copies 
as you need 
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oo but 
Experience Cannot be Copied 


More than a quarter-century ago MARVEL invented and basically 
patented the MARVEL High-Speed-Edge Hack Saw Blade—the 
UNBREAKABLE blade that increased hack sawing efficiency many- 
fold. 

Every MARVEL Hack Saw Blade ever sold has been of that basic 
welded high-speed-edge construction, with constant improvements 
from year to year, as EXPERIENCE augmented the “‘know-how”’ . . . 


MARVEL is not “‘tied”’ to any single source of steel supply, and has 
always used the best high speed steels that became available from 
time to time as metal!urgy progressed. When-as-and-if finer steels are 
developed—and are proven commercially practical for welded-edge 
hack saw blades—-MARVEL will use them, regardless of cost or 
source... 

There is only one genuine MARVEL High-Speed-Edge! All other 
“composite” or ‘“‘welded-edge” hack saw blades are merely flattering 
attempts to imitate without the “know-how” of MARVEL 
EXPERIENCE ... 

Insist upon genuine MARVEL High-Speed-Edge when buying hack 
saw blades—and be SAFE, for you can depend upon MARVEL. 
They have been “‘tested’’, “‘pre-tested”’, and ‘‘re-tested” by thousands 
of users for more than a quarter-century! 


ARMSTRONG-BLUM MFG. CO. - 5700 Bloomingdale Ave. - Chicago 39, U.S. A. 
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. . Ag 
YY BP. a oo 
7 - 
Twenty engine companies and three fire boots were required to “control” this $258,000 fire ot 
Cardinal Mills in New York which, like all other disastrous industrial fires, started as a small blaze 


BUFFALO 
etter-buil 


CARBON DIOXIDE 
FIRE EXTINGUISHERS 


Destructive fires originating from electrical or flammable liquid haz- 
ards can be stopped when they start by quick action with Buffalo CO2 
Extinguishers. ‘‘Quick action" is sure when Buffalo CO2 Extinguishers 
are close by because the Squeeze Grip Valve is so simple and easy 
to operate. Simply, pull the safety lock pin and squeeze! Clean, dry, 
odorless, inert gas under high pressure snuffs out flames in seconds! 

You know you sell the finest fire proteciion possible when you 
handle Buffalo's complete line. Find out now about Buffalo's ex- 
clusive distributor sales policy. Write today! 


UNDERWRITERS’ LABORATORIES AND FACTORY MUTUAL APPROVED 


BUFFALO FIRE APPLIANCE 


- &- FF N '..  -_ 2 8 @ 


) 
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... And the more you give, the more you get. It’s the doctrine that leads 
to sustained success in all commercial pursuits. [t applies to the manu- 
facturer, the distributor, the salesman—individually and collectively. 


With Nicholson it’s a ‘*3-dimensional” doctrine that has been 
adhered to for 89 years and has made this company the world’s fore- 
most file manufacturer. It embraces these policies: (1) giving the user 
Twelve perfect files in every dozen*; (2) giving the Industrial Distributor 
a protected full-profit selling franchise; (3) giving to both the support 
of liberal field services, plus the most helpful, extensive and consistent 


advertising in the file industry. 
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No industrial distributing salesman has more to give in the selling 
of widely used hand tools, nor more to ge/ in the form of customer 
confidence and repeat orders, than through the handling of Nicholson 
or Black Diamond files 


* .* periect file is one whi h in } ractk I 1c the best job th it 1s possible through 
being precisely straight, carefully balanced, ace tely cut (teeth evenly high and 
sharp) uniformly hardened and mad i the finest steel obtainable for the purpose 
Rigid controls and inspections at all important stages of manufacture enable Nicholson 
and Black Diamond files to live 1 to thi veeping Nicholson policy 

evOls 


ee 
ad v.s. a.” 


NICHOLSON FILE CO., 23 Acorn Street, Providence 1, R. I. 


i 
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aworver MODERN CATALOG 


Compiled by 


for another Leading Industrial Supply Distributor 


Exclusive Features 
In Every Catalog 


1 HIGH SPEED PRICES are printed in 
RED 


? CARBIDE PRICES are printed in 
GREEN 


3 TRADE - MARKS reproduced in 

headings of well-known brands 

tie-in the catalog with manufac- 
rers’ national advertising. 


4 DIVIDING RULES between 
, page columns provide ease of 
reading 


All setups in each catalog are 
submitted to manufacturers 
and brought up-to-date just 
prior to press time. 


Many of the nation’s 
leading Industrial Sup- 
ply Distributors are turn- 
ing to us for their cata- 
log service . . . there is 
@ good reason 


% The Catalog Displayed in this ad has been 
selected from a part of our current production 


600 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
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standardize on Pl 
, reduce detail. +: 


HEOLL to SI handling 
increase profits =f 


v4 


supplies all your requirements for g 
SCREWS, BOLTS and NUTS 


BETTER PROFITS FOR DISTRIBUTORS 
are “built into” every part of 
PHEOLL’S dynamic new program 
on threaded fasteners. One im- 
portant way you gain is in having 
a single, reiiable source able to fill 
all your needs. Costly, time-con- 
suming paper work and follow-up 
are minimized because— 


1. You need fewer purchase 
orders—consolidated ordering 
from the complete PHEOLL line 
saves going to several sources for 
different fastener types and sizes. 


2. Your follow-up detail is re- 
duced—centralized buying elimi- 
nates many letters, telegrams and 
phone calls. 


3. Your selling and buying are 
simplified—with only one brand 
name and one line to learn. 


But that’s only the beginning! 
PHEOLL aiso guarantees you re- 
ferral of inquiries and orders...ex- 
ceptional delivery service from the 
industry's largest stocks . . . instant 
stock information...and many 
other big benefits. 


Check the list. PHEOLL can help 
make threaded fasteners a profit- 
able volume line for you. Take ac- 
tion...cash in on this oppor- 
tunity ... write, wire or phone 
today for complete details. The 
PHEOLL man in your area is avail- 
able to see you at your convenience. 
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BAY STATE’S 
SALES-SERVICE 


An effective distributor service designed for practical use, as 
are all Bay State abrasive products. These services constantly 
promote a leading product through outstanding distributors. 


A QUALITY PRODUCT 


“First with the most” describes Bay State’s achievements in the 
abrasive products field. In over 30 years of experience, Bay State's 
advanced engineering has set the pace for modern grinding practice 
by developing the exact abrasive products your customers need. 


CONSTANT RESEARCH 


No ivory-tower type of theory here! Bay State research deals with 
the facts of grinding wheel life, on the practical level of actual 
production grinding. It constantly asks (and answers) the question, 
“Now that we've made it good, how can we make it better?” 


ON-THE-JOB ENGINEERING 


Again the design is for practical use. Do your customers have a 

difficult grinding problem? Bay State sends capable abrasive specialists 
to the plant with the problem. There they analyze the situation, and 
make practical, direct recommendations for its solution. 


FAST DELIVERY 


Direct from factory or warehouse stocks, Bay Stote distributors give 
rapid delivery service on all standard wheels. Long experience has given 
Bay State the means of knowing when-and-where to stock how-many of 
each type of wheel for the most efficient supplying of customer demand. 


NATIONAL ADVERTISING BACK-UP 


Bay State believes in its distributors and its advertising program. 
Each punchline of this nation-wide, constant campaign in leading 
metalworking publications is factual, forceful buy-appeal to the 
men who can buy .. . FROM BAY STATE DISTRIBUTORS. 


VALUABLE KNOW-HOW BOOKS 


Practical, useful information is packed into Bay State literature. 
Available to Bay State distributors, such examples as the 

“Westboro Standard Stock List’ and specific 4-page folders for 

special phases of grinding constantly help both customer and distributor. 


Write for details on handling Bay State's 
complete abrasive line. 


BAY STATE ABRASIVE PRODUCTS CO. 
Westboro, Massachusetts, U. S. A. 


Branch Offices and Warehouses: Chicago, Cleveland, Detroit, Pittsburgh 
in Canede: Bay State Abrasive ‘Products Co. (Canada) itd., Brantford, Ont. 
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LYTIONARY DISCOVERY. 2:4 


otiea RD ROUND THE WORtD*y 


_ 


The world-wide demand for our 


latest abrasive development, GRITCLOTH, 

has already forced us to increase our produc- 
tion capacity. Right now we are keeping abreast 
of the still growing clamor for this most advanced 
sanding material 


GRITCLOTH gives the removed particles a place * 10to 15 TIMES THE REMOVED 


* NON-LOADING... 


OPEN MESH LETS 


to go and thereby maintains fast cutting action 
throughout its amazingly long life. 


For machine and hand sanding or polishing . . . 


wet or dry...it’s GRITCLOTH. Order now! 


LONGER LIFE than 
the conventional 
types of 

coated abrasives. 


PARTICLES FLOW 
RIGHT THROUGH. 


% THOUSANDS OF 
SUPER-SHARP EDGES 
KEEP ON CUTTING. 
* APPLICATIONS 
ARE LIMITLESS... 
each day finds a new & USE WET OR DRY 
Socoastert : successful operation * FLAT OR FOLDED 
xcellent for fast, smoot . Mi | 
=a of prime coats leading este 7 ne headion * BY MACHINE 
n all boot and marine turers using ITCLOTH : 
finishes. Extra-long life for wet prir coat sand Fabric. OR HAND 
whether you use GRIT- ing BOTH SIDES OF %* BOTH 
CLOTH wet or dry. GRITCLOTH o used 
‘ for moximum life ere SIDES 
wher aU 

yo . 
om it ay 


Outstandine ing re cade ea rom 
ufac 





finishing and deburring. sania advantages in 
less down-time means speed and amount of 
polishing 4 
a BAY STATE 
7 ‘ Pioneered 


more production and less material removed. GRIT 
Product 


mct'earcl foucicass | goes “Omron we igs #320 
cost with GRITCLOTH. CLOTH save \T C LOTAH 
on machin eee 
BAY STATE ABRASIVE PRODUCTS C0, Westboro, Mass., U. S. A. 
Branch Offices and Warehouses — Chicago, Cleveland, Detroit, Pittsburgh 











In Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ont. 
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measure-marked 
every 5 feet 


ees ee | 


Fd « Al 


a sweetheart to handle... 


From 3/16” to %” sizes inclusive, 
that good H & A “Blue Heart” 
Manila and “Red Heart” Sisal Rope 
now comes measure-marked. And 
what a tremendous difference in 
convenience and time saving those 
distinct marks mean to everyone who 
handles rope. Accurately mill printed 
every five feet, they completely elim- 
inate all necessity for slow cumber- 
some measuring of any kind. No 
matter what length is called for, 
just start counting marks as you pull 
rope out from the coil, 


Whether you run a retail store or an 
industrial stock room, you have the 


same problem. Always folks come 
asking for a piece of rope some defi- 
nite number of feet in length. And 
unless you carry H & A _ measure- 
marked rope, right there you have to 
stop and find the time, patience 
and space—to start measuring. Qual- 
ity has won H&A Rope its excellent 
reputation. Measure-marking makes 
it the easiest rope on the market to 
handle. 


Full Coils, Half Coils or Display 
Coils—if it is H & A “Blue Heart” 
Manila or “Red Heart” Sisal rope in 
sizes from 3/16 inch to % inch inclu- 
sive, it comes measure-marked., 


THE HOOVEN & ALLISON COMPANY 


“Spinners of Fine Cordage Since 1869” 
XENIA, OHIO 


BRANCHES, KANSAS CITY, MO. @ OMAHA, NEB. @ MINNEAPOLIS, MINN, 
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H & A Display Coils containing 20 
Ibs. each are increasingly popular 
with merchants whose store space is 
limited. Attractive hexagonal car- 
tons form their own compact display 
and protect contents unusually well. 
Hold plenty of footage. 4 inch, 1000 
ft. 5/16 inch, 700 ft. % inch, 500 ft. 
7/16 inch, 380 ft. “% inch, 260 ft. 
Write today for information on 
H & A measure-marked rope. 





In addition to ‘Bive Heart" Manila and 
“Red Heart" Sisal Rope, H&A 
produces cordage of all standard com- 
mercial grades, including Transmis- 
sion Rope, Drilling Cable, Lariat Rope, 
Yacht Rope, Twisted and Braided Jute 
Packing, Jute and Hemp Twines, Hard 
Fibre Twines, Lath Yarn, Tarred Mar- 
lines, Plumbers and Marine Oakum, 














No. 1579 


HEAVY DUTY ; 
ELEC. DRILL 1 in. © Nos. 1525—1480 4 in. 


HEAVY DUTY ELEC. DRILL 


Quality 


ELECTRIC DRILLS 


BALANCED POWER 3 ; 
STURDY CONSTRUCTION No. 1495 


Nos. 1550-1560-1575 % : All Angle Elec. Drill “% in. 
Yr in., Ve in., % in. te a ; 
HEAVY DUTY ELEC. DRILL 
* Needle-roller-bearings. 
* Permanently lubricated. 
* Three-conductor cord, for ground. 
* Cyclone fan, increased ventilation. 


* Heat-treated gears to increase 
No. 1510 % in. durability. No. 1485 
No. 1517 % in. . . P Pistol Type 
No. 1519 5¢in. * Durable aluminum metallic finish. Elec. Drill Ya in. 
HEAVY DUTY * Momentary safety switch. 
ELEC. DRILL * Oil packed and sealed. 


* Ball bearings. 


Sold only through Authorized SIOUX Distributors 


STANDARD Nos, 1548, in.—1541,% i 
THE WORLD s. Ain vein. 
OVER ELEC. ORILL 
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How Helps the Industrial Distributor 
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“= 
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. \ . 
d A 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 








HOW SPS EXPERIENCE 
HELPS THE DISTRIBUTOR 


What does it mean to a distributor to handle the products 
of a long-experienced manufacturer like SPS? Because he 
is selling a known name and known quality, it means more 
sales. And it means more profitable sales. Long familiarity 
with available markets enables the manufacturer to make 
the right products in the right quantity at the right time. 
It also means guaranteed future sales. Experience has 
taught the manufacturer that changing markets demand 
changing products, and he spends much time and effort 
on product development and improvement. 


It is enough to say here that SPS has been making pre- 
cision fasteners for the last four decades and is the world’s 
largest producer of socket-screw products. It got that way 
by making the best socket screw money can buy, by hav- 
ing a hard-hitting distributor organization selling UNBRAKO, 
and by backing up its distributors for all it’s worth.* 
STANDARD PRESSED STEEL Co., Jenkintown 13, Pa. 
*Nine million advertising messages 


in 48 magazines: that’s how SPS pre- 
sells UNBRAKO Socket Screws for you. 


UNBRAKO SOCKET SCREW DIVISION 
® 


(je Wr Yar : A START FOR THE FUTURE JENKINTOWN Ml PENNSYLVANIA 


avitila 


Self Locking Flat Head Shoulder Knurled Head Dowel Button Head 
Set Screw Cap Screw Screw Cap Screw Pin Socket Screw 
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Do you get 3400 hours out of your speed reducer lubricant? 


3400 hours of lubricant service life is what a 
manufacturer of building plasters is averaging 
from Keystone Speed Reducer Lubricant, S.R. 
No. 1. The machinery involved is a 150 hp 
herringbone speed reducer—see insert—which 
drives a Hardinge Ball Mill. S.R. No. 1 was first 
installed in 1935 and has been used continuously 
since that time. The customer reports no replace- 
ment parts expense. What's more, his over-all 
lubrication costs are extremely low due to the 
long service life of S.R. No. 1. 


In manufacturing S.R. Lubricants, Keystone does 
not depend on high viscosity to achieve body and 
film strength, but accomplishes this end through 


special processing of materials which produce 
low friction lubricants. The result is cooler, 
smoother operation. Savings up to 12% in power 
consumption alone are indicated in test after test. 


Lower power costs and longer periods between 
oil changes are common with Keystone Special- 
ized Lubricants ...two of many reasons why the 
Keystone line is dependable, profitable, and 
high in repeat value. 
KEYSTONE LUBRICAT- 
ING COMPANY, 2ist 
& Lippincott Streets, Phila- 
delphia 32, Pa., Est. 1884. 


2Oa,4 
Sit 


SPECIALIZED 
LUBRICANTS 
a5R No. 1 
‘ ° 


——- oF 


0 * 


Seeee Serte tee. SG. 8. far. Gt8. 


a SPECIALIZED 


RUBRIC A NT SS EZ 
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Illustrated is Versicon—one of Ther- 
moid’s “Basic Five’. A true all- 
purpose hose for handling air, water, 
oil or welding gases. 


When you are in need of hose— 
Suggest you look at Thermoid! 


See how extra strength is built into each length—with either tough 
rayon cords or special cotton fabric. Abrasive resistant—light— 
easily handled —resists kinking —designed for maximum service. 
Whether requirements call for one of Thermoid’s multiple 
service types or a hose designed for a specific use, you 
are able to recommend the type best suited for the job. 


You can always rely on Thermoid service and 
the complete cooperation of experienced 
Thermoid Sales Engineers with their 
» intimate knowledge of industrial 

rubber problems. 


Inermoid 


Industrial 
m Rubber Products 
SS 
? 


S 


It will pay you to specify Thermoid. 


Conveyor & Elevator Belting » Transmission Belting 
FMP. & Muitiple V-Belts +» Wrapped & Molded Hose 


Thermoid Company « Offices & Factories: Trenton, N , Nephi, Utah 
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Sales Engineering at “Abrasive Tech” 


pays off! Gs, / 


Distributor Salesmen 
get the facts to do 
a real selling job on 
Behr-Manning Products 


e 
part of 


For the newest W t h 
ted abrasives a C 


in coa 





The increasing importance of coated 
abrasives and their ever widening 
application throughout industry calls 
for better qualified sales representatives 
than ever before. That is why more 
and more Distributors are enrolling their 
salesmen in the BEHR-MANNING Distributor 


Practical application experience is a popular 


Training Program. Here the necessary gar? of the conten. 
background is obtained with coated abrasive product 


information and application methods studied from the 
salesmen's viewpoint. Those attending find this intensive course 


of training really pays off in increased sales. 


GET FULL INFORMATION — For al! the details call the 
nearest Behr-Manning Branch or write The Director, 

Distributor Training, Behr-Manning Corp., Troy, N. Y.., 

Dept. ID-9. 


/ a COaTED abeasives Students try their hand at sharpening Carbide 
FTI R- INING eve a ° ; Tool bits with the new Behr-Manning abrasive 
A SHARPENING 5§ WES 
7 - 4PM SE 4 cusstusbabeeeees tenes belt method. 


® aivision of NORTON Company 


BEHR-CAT® Pressure-Sensitive Tapes are alse 
covered. 


Shirtsleeve session devoted to ‘‘how to write 
orders and use the Behr-Manning Catalog."' 


Benir-Manning' 
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at. 


1 alee Trainin, Teaches How To Sell... 


Mr. Octien looks through 
the Horris catalog with its 
27 pages of Delta tools 
The catalog is o vital ele- 
ment in development of o 
big volume of big-ticket 


Delto soles. 


"Know the Tools” is the cornerstone of Harris’ soles program 
according to vice president and sales manager, Dick Oetijen. 
Regular meetings like this keep the salesmen thoroughly in- 
formed. Here the Deita salesman explains the design func- 
tions and applicotions of a Delta accessory. 





DELTA QUALITY 
MAKES THE DIFFERENCE 








All telephone inquiries are 
switched to Hons Sunde, 
the firm's Delta specialist 
Sunde maintains the per- 
petual inventory record. 
By reflecting soles of each 
individual tool, this record 
quickly spotlights any need 
for additional training 








6D, 
2- 





SBR OT me wird . vt 
Sr ws . . Pgh os 


a petal rivottoy. Zale Whar t Sol! 


TOGETHER THEY BUILD 


G SALES ofoenra TOOLS! 





says S. H. CLARK, Treasurer of SAMUEL HARRIS & €O., Chicago 


A big seller with still bigger potential, the Delta line is ranked “‘up at the top” by this leading indus- 

trial supply house. ““Training salesmen thoroughly to know every Delta tool forward and back, and a 

perpetual inventory system that records each individual sale—these two fundamental policies have 
made Delta tools one of our top big-ticket 
lines,’’ says Mr. Clark 


To indoctrinate new men and as a refresher for 
veterans, Harris holds an annual several-day 
sales meeting of the entire force, to study all 
major lines. This meeting, directed by Richard 
J. Oetjen, vice president and sales manager, 
and Guernsey Clark, assistant sales manager, 
is supplemented by one-day meetings as often’ 
as needed. 


“Perpetual inventory is the guiding factor for 
this sales training,”’ points out Guernsey Clark, 
A record kept by Hans B. Sunde, our Delta 
specialist, instantly shows up a need for special 
training on certain tools that are not moving 
properly. 

A third important factor is the Harris catalog, 
wig 27 Delta pages, that ties in closely with 
an efficient phone-order department headed by 
Sunde. All phone calls on Delta, generated by 
the catalog, are directed to Sunde 

Vigorous advertising, including persistent di- 
rect mail—all directed by Guernsey Clark— 
teams with the other factors to build increasing 
Delta sales for Harris 


On the look-out for tested methods that will 
make Delta tools a big-ticket leader for your 
business? Do as Harris and other leading dis- 
tributors are doing—big-leaguers that run a 
business by big league standards. Delta Power 
Tool Division, Rockwell Manufacturing 
Company, 634-J North Lexington Avenue, 
Pittsburgh 8, Pennsylvania. 


DELTA QUALITY POWER TOOLS 
Another Product by Rockwell 








and stop nut in one; designed for temperatures to 550°F.; can 


Fiextoc Seir-LOckinG Nuts feature the following: one piece, all metal 
be used repeatedly; every thread takes its full share of the load. 


construction; resilient locking sections; controlled locking torques; lock 


A Good Line to Stock and Sell— 


SELF-LOCKING NUTS 


One piece, all metal lock and stop nuts. Increased capacity assures prompt deliveries 
of FLEx.oc Self-Locking Nuts in any quan- 
tity in a wide range of sizes. A profitable, 
fast-moving line to handle. Write for full 
details and catalog. SPS, Jenkintown 13, Pa. 


Nothing to assemble, come apart, lose or 
forget. Advertised extensively to designers, 
engineers, maintenance men, and purchasing 
agents. Wide acceptance throughout industry. 


FLEXLOC LOCKNUT DIVISION 


Che Sjbet (cee : W SIAR FOR THE FUTURE 


JENKINTOWN PENNSYLVANIA 
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There are almost 1500 
quality line of drop forged fit? 


a. and sizes in Laughlin's 


There are many different are of shackles, swivels, hooks, 
thimbles, clips, sockets, eye bolts and other products designed for 
a wide variety of applications throughout industry. If you use wire rope 
or chain, you can be sure that Laughlin has the right — and safest — fittings 


for the job. 


SAFETY HOOKS .. . The latch locks the load, will 
not open until released by operctor. Strong, drop 
forged stee! hook hos improved latch that leaves 80% 
of throat opening. 15 sizes; 3 patterns, eye, shonk 
ond swivel 


CLEVIS GRAB AND SLIP HOOKS. 
sturdy hooks ore easily attached to any welded link 
chain. Pin and cotter moke it easy to atfach or remove 
for use on another job. Needs no connecting fittings 
or special tools. 


» These 


Fa oi 


& 


Safety “FIST GRIP" Wire Rope Clips. . . Fool 
proof, easy to install Fist Grip clips hold rope more 
securely, con't go on wrong. Fewer clips are required 
than for ordinary types, and they will not crush or 
distort the rope. 


“MISSING LINK" (Reo. U.S. Pot. Of ) Cheaper than 
welding, sofer than cold shut or cast link, “Missing 
Links” go on in a jiffy and ere stronger than proof 
coil chain. 17 sizes from 3/16” to 1-7/8". 


Lavghiin’s new Catalog No. 150 lists the complete line 
of drop forged wire rope and chain fittings with iilustre- 


tions, description and specifications. Write for it today 


THE THOMAS LAUGHLIN CO. 
212 FORE STREET, PORTLAND, MAINE 


COD 


_ meee GOmveere LINE OF DROP FORGED WIRE ROPE AND CHAIN eSUINGS 


Pes jy! ae 
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Doing a 


Tough Job 
Ue. el, for The Chicago Screw Company 


Besly Performance on Tough Jobs... 
Helps You Sell Hundreds of Taps 


Often it’s the exceptional jobs that 
prove quality —and impress tap 
users. For instance, jobs like tapping 
highly abrasive C-1141 steel in this 
threading operation have proven 
to one large company that Besly 
Taps can “take it.” That's why 
Besly Taps are used in many other 
jobs throughout the plant. 


Besly goes after the tough jobs with 
an offer to tap users to “get a free 


TRIAL RUN on their toughest 
jobs.” You can put this offer to 
work for you by letting Besly per- 
formance on the tough jobs help 
you sell Besly Taps for a// tapping 
jobs in the plant. 

ASK US about the Besly Distributor 
Plan for profitably selling and serv- 
icing the 25% of the plants that 
buy 75% of all the cutting tools. It 
will pay to get the details. 


BESLY-WELLES 
CORPORATION 
Established as Charles H. Besly and Company in 1875 





UNSURPASSED ACCURACY 
AT EVERY VITAL POINT 


= Microcentric CHAMFER 
wee Accurate RAKE ANGLE 

(&) Selid-Ground THREAD FORM 
S) Mirror-finish FLUTES 


_ > 
MG ©}) —Tru-Squere DRIVER 


106 Dearborn Avenve, Beloit, Wisconsin 


BESLY Drills, Reamers and End Mills . . . High Speed Cutting 
Tools in a complete range of types and sizes. 
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Salesmen 


‘at the scene of actione «ee 


INDUSTRIAL 


BRUSHES and BROOMS 


You can’t do better than to sell products which, in 
erformance, work to your sales benefit—and that’s 
he story of Indianapolis Brushes and Brooms. It’s the 
omplete satisfaction they give, in daily performance, 
hat gets the re-orders. No wonder Purchasing 
gents and others who do the ordering stay with 

Indianapolis Brushes and Brooms. It’s good business 
ny way you look at it. 


®We suggest to users that they buy thru their local distributor. 


INDIANAPOLIS BRUSH'& BROOM MANUFACTURING COMPANY 


CORNER BRUSH AND BROOM STS. Established 1890 INDIANAPOLIS 7, IND. 
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BRONZE 
GAS STOPS 





GRADUATED 


DIAL STOPS 


Bronze Steam Meta! 





BRONZE 3-WAY 
PLUG STOPS 





LEVER HANDLE 
BRONZE 
SHUT-OFF STOPS 


Also Flat, Squore 
or Tee Head 





FLARED TUBE 
FITTINGS 
Elbows, Tees, 

Couplings, Unions 





COMPRESSION LINE 
STOP and DRAINS 





SQUARE HEAD 
STEAM STOP 


YOU CAN OFFER... 


e a complete range of sizes 
e a complete variety of types 
e all from one source with 


uniform quality 


Every factory requires the use of Stops— Valves 
— Fittings for Water — Steam — Air — Gas Lines 
. . » Consider the number of shut-off stops used 
for coolant liquids in factory machining opera- 
tions that need replacement from time to time. 

Take time to study the HAYS Catalog. Familiar- 
ize yourself with the more than 3,500 products in 
the HAYS line. Show it to your customers. 

Over 80 years’ manufacturing experience has 
gained HAYS a reputation for quality and serv- 
ice. A consistent distributor policy is consistently 
maintained. ... 

HAYS supports you with literature for person- 
al distribution ... plus consistent advertising 
in the trade magazines. IT PAYS TO SELL HAYS. 


HAYS MANUFACTURING COMPANY 


General Offices, Machining, Fabricating and Assembly Plant 
823 West 12th Street, ERIE, PA. 


Foundries: Erie, Pa., and Albion, Pa. 
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fo make 
your 


The return of a competitive market is 
making more and more Distributors 
aware of the great need for better sales 
training. To help our Distributors ac- 
complish this task with the least amount 
of time and effort, Wood’s is always 
eager and willing to assist them in every 
way possible. How? Through personal 
help, Sales manuals, periodic, relevant 
literature on Wood's entire line of 
Power Transmission Equipment plus 
Engineering and installation assistance. 
Why not drop us a line? Perhaps we 
can make your selling job easier. 


WOOD'S PRODUCTS 
SHEAVES @ V-BELTS @ ANTI-FRICTION 
BEARINGS e PILLOW BLOCKS e STOCK 
FLAT BELT PULLEYS e COUPLINGS 
HANGERS @ COLLARS @ COMPLETE 
DRIVES @« MADE-TO-ORDER SHEAVES 
AND PULLEYS @ “SURE-GRIP"’ STAND- 
ARD, SUPER & STEEL CABLE V-BELTS. 


T. B. 
CHAMBERSBURG, PA. 
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catalog 192 
V-Belt Drives 

Catalog 192, practically a treatise . . . 
makes it easier for you to calculate the 
correct drive for your customer's 
needs. Easy to understand tables and 
formulas enable your salesmen to or- 
der complete drives, special drives, and 
V-belts. There’s an entire section de- 
voted to helpful general engineering 
data. 


bulletin 493 
“Sure-Grip" Flat Belt Pulleys 


Gives price listings and dimensions on a 
full range of sizes, plus dimensions and 
list prices for hubs purchased separ- 
ately. 


bulletin 496 
““Sure-Grip"’ Flexible Couplings 


The ink’s not dry on this one yet. 
Wood's has come up with another plus 
feature for Distributors. Now meet 
nearly all of your customer’s require- 
ments yet carry fewer sizes in stock 
because of interchangeable hubs. Com- 
plete price listings and dimensions for 
easier ordering. 


catalog 94 
Power Transmission Machinery 


Catalog 94 contains full and concise 
information on Wood's entire line of 
Power Transmission Equipment, in- 
cluding price list. With sales helps like 
these your salesmen can’t go wrong. 


bulletin 194 
Bearing Units 

Bulletin 194 gives you full information 
on Wood’s famous Life-Lube Bearing 
units. Contains best selling features to 
enable your sales force to hit home 
right from the start. Price list and 
dimensional and load tables included. 


SONS CO. 


CAMBRIDGE, MASS. * NEWARK, N.J. 
DALLAS, TEXAS « CLEVELAND, OHIO 





ese They remember! 
150. ONT 


UGET, 
0. | 


a 








COATED 


ABRASIVES 


... AND WATCH YOUR ABRASIVE SALES 
BEGIN TO CLIMB! You'll find that, month after 
month, these and other memorable Jewel Brand 
advertisements hit the heart of the big abrasive 
products market . . . put JEWEL BRAND 

first in your customers’ minds . . . help you 

sell Jewel Brand Coated Abrasive Belts 

for every finishing operation. Try them and see. 
Prove to yourself why more and more 
profit-minded distributors are adding valuable 
Jewel Brand franchises. Write for complete * 
details. Abrasive Products, Inc., Pearl Street, 
South Braintree 85, Mass. 
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YOUR MARKET FOR BELT SALES BY 
HANDLING THE COMPLETE LINE OF 


GLOBE BELTING 


THE MOST COMPLETE LINE OF THE 
RIGHT BELTING FOR ANY JOB 


®@ More and more GLOBE BELTS are finding favor in industry. 
Engineered for particular jobs . . . improved through research . . . 
tested through actual service, those are the factors that account for 
GLOBE BELTS giving longer service and better performance. . . 
They are also the factors that will help you stimulate sales, provide 


@ more complete service to your customers and increase your profits. 


THE GLOBE LINE INCLUDES 


SOLID WOVEN WHITE COTTON BELTING * KANRY-TEX BELTING 
* PLASTIC AND CELLULOSE COATED BELTING * ENDLESS WO. 
VEN BELTS, COTTON OR NYLON « STITCHED CANVAS BELTING 
¢ WHITE NEOPRENE RUBBER BELTING * WEBBINGS 


YOUR FINEST PROSPECTS INCLUDE 


Flour Mills * Bakeries * Canneries * Cereal Mills 
* Textile Mills ¢ Grain Elevators ¢ Biscuit and Cracker 
Plants * Food Handling Machinery Manufacturers 
* Manufacturers of Packaging Machinery * Automo- 
tive and Aviation Industries *« High Speed Tool Shops 
* Woodworking Shops © Printing Plants * Candy 


Manufacturers 


e The long lasting qualities, dependability, and economy of serv- 
ice makes the Globe line a profitable one for the distributor. 


WRITE DEPT. D FOR DETAILS 


KNOWN FOR QUALITY THE WORLD OVER 
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DSC Fiexible Couplings, 
capacities from 2.70 hp. 
at 100 rpm. to 119 hp. at 
2000 rpm 


DRC Flexible Couplings, 
capacities from 2.70 hp. 
at 100 rpm. te 286 hp. at 
1800 rpm. 








Stock Roller Chains from %" pitch 
to 2” pitch; corresponding Stock 
Sprockets in Types A, 8B, C; new 
Taper-Lock Bushings now avail- 
able in Type B Sprockets with bore 
diameters 2" to 3” in increments 
of Ue". 





Morse-Rockford Over- 
Center Friction Clutches, 
hp. ranges from .57 to 
1.7 per 100 rpm. 


Morfiex Flexible Cou- 
plings, capacities from .06 
to 13.80 hp. per 100 rpm. 





Morflex Radial Couplings, 


capacities from 3 to 262 
hp. per 100 rpm. 
‘ 
Stock Silent Chains and Sprockets, capacities 
up to 50 hp. 





| A. The complete Morse line means 
customer satisfaction, distributor profits 


The distributor who handles the complete line of stock Morse 
Power Transmission Products is in an enviable competitive 
position Customers know he can supply their needs more 
quickly and exactly than any one else. 


In addition to the stock line pictured above, Morse Distributors 
get quick delivery —and profits—on such custom-ordered Morse 
Products as the revolutionary Hy-Vo Drive, Morse-Rockford 
Pullmore Clutches, Morflex Driveshafts, and Morse Cable Chains. 


Another sure profit-builder: as a Morse Distributor, you can 
bank on point-of-sale help from industry's most experienced 
power-transmission engineers. Their personal work with dis- 
tributors and customers has nailed down many a tough sale. 


M-PT 


MORSE 

mean PRODUCT 

POWER LIFE 
TRANSMISSION 








As a Morse Distributor, you'll be aided in other ways. Heavy 
advertising schedules carry the Morse story to purchasing 
agents, plant engineers, buyers in all levels of operating manage- 
ment throughout industry. These informative ads reinforce the 
solid Morse reputation for long service life, less maintenance 
“down-time,” low operating costs. 
Join the list of industry's 
most successful distributors 

Let us give you the profit-making details on a Morse Distributor- 
ship. Write today for complete information. 


MORSE CHAIN COMPANY 
Dept. 523 © 7601 Central Avenve © Detroit 10, Michigan 








MECHANICAL 


POWER Ti 





Prooucts 
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CHASERS IN OR OUT IN SECONDS 


Quick chaser insertion and removal means less down time on threading jobs, and it’s a 
big feature of GEOMETRIC “‘D”’ type Die Heads. 


Just pull up a stop plunger and snap the chasers in or out of their slots in less time than 
it takes to tell how. No face plate to remove, no screws to replace, no parts to adjust. 


Simple to operate, rugged, precision built. That’s the GEOMETRIC “D’’, industry’s BASIC 
DIE HEAD, the one to which all others are compared. 


Write for full details. Specify Bulletin D 


Greenfield Tap and Die Corporation 


GEOMETRIC TOCL COMPANY DIVISION 
NEW HAVEN 15, CONNECTICUT 








Nobody has to argue about the fact 
that the Polar Bear is monarch of 
the North. Nor is there any ques- 
tion about the supremacy of 
Jacobs Chucks. 


Let Jacobs Chucks be your “‘opener’’ on every 
sales call. The customer starts out agreeing with 
you that Jacobs is the world’s outstanding drill 
chuck. This chuck has never been matched in 
gripping power, accuracy and durability. That 
is why it has been the world’s preferred chuck 
for fifty years. The Jacobs Manufacturing 
Company, West Hartford 10, Conn. 


IF IT’S A 


JACOBS 


IT HOLDS... Business for You 
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Qerikeurp 


The time-saving, service-tested, 
stainless steel fitting for joining 
pipe or tube without threading, 
flaring or welding, has been 
getting the raves from cost 
conscious plant managers. 


HERE’S THE WAY THEY TALK: 


“Quikupl put us in production 
months ahead of schedule... 
and sliced 40-50% from our esti- 
mated installation costs.” 
PRECISION FILM LABS. 


“Quikupl saved us 37% on instal- 
lation and eliminated the head- 
aches that go with threading 

or welding stainless steel.” 


NEW YORK DAILY NEWS 
Quikupl may be your answer to 


rising labor costs. Write for the 
facts and find out. 


<i 


FP ee PTAA LD LP LD 


! Get the full story 
! & of this amazing 
| stainless steel fit- 


| \ ting which permits 
| quick assembly 
| and disassembly 


of stainless pipes 
I or tubing without 
| threading, flaring 
l or welding. 
| Write for Bulletin 
| Q100 today. 


ssiethstinineisinatesdednmmaveniemantinestinsineibennmmnsntiniis 
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FOUNDRY CO © HILLSIDE NEW JERSEY 


Nome 





Company 





Address 





| 
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City ~ Zone State 


& 





210% 


preferred everywhere for f - 


ASE and S000 


in 2'I2 to 4” pipe work 


7 


... IN Corners or 
anywhere . . .Save time, cut costs 


“'" TOLEDO 


DROP HEAD TOOLS 


TOLEDO 


NO. 2BR GEARED THREADER 


This popular Toledo for > a to 4” pipe 
produces perfect tapered threads with top- 
speed ... and a minimum of effort. 


EFFICIENT HAND OPERATION... Light 
weight . . . easy handling. . . conveni- 
ent carrying handles. Employs Toledo 


HANDY FOR CLOSE CORNER JOBS. These popular 
Toledo Ratchet Threaders are small, light, com- 
pact. Produce clean-cut threads easily . . . any- 


receding die principle... 5 die seg- 
ments .. . highest quality tool steel 
. three broad faced chuck jaws 
for easy centering. 
HIGH SPEED... Operated with a 
Toledo Power Drive, the 2BR will 
thread 4” pipe in less than 2 
minutes! 


where! 

QUICK CHANGE OF SIZES. Die heads drop into 
ratchet from either side, held securely. 

DIES OF FINEST TOOL STEEL. Precision-ground. Die 
segments can be reground when dull or replaced 
at small expense. These models: No. 00— 4” to 
%”; No. 11—%" to 1%"; No. 12— 4” to 2” pipe. 


+ Always sell and recommend TOLEDO ... the right tools for all-around 

Toledo Pow- : ° . 

co Daive oe satisfaction and profits! Remember— Toledo protects your profit—sells only 

Tiseades. thru distributors! The Toledo Pipe Threading Machine Co., Toledo, Ohio. 
New York Office 165 Broadway, Room 1310. 


SOLD ONLY THRU DISTRIBUTORS 


Noy T ad © PIPE TOOLS ... POWER DRIVES 


eee POWER PIPE MACHINES 
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WITH HOSE, TOO 


It pays to order from your Goodyear Distributor 


- , 


sing specially 


: jal 
yiring spec! 


had been ¥ 
is COMPANY re 
This lied- uP type hose : a 
pur a high Price 
cons ,; 


DISTRIBUTORS! NOTE! 


Advertisements like these appear reg- 
ularly in leading trade papers to help 
Goodyear Distributors make more 
sales—and help make the Goodyear 
Franchise the best money-maker in 
Industrial Rubber Products. 


PP ..wOUSTRIAL PRODUCTS 


)- Specified oiversipire 


Reels lelale me] 1 Woter D 


—m 


il, 
because youn wy. be 7 fn. 
tains a full stoNuueale OWS 
you need. aed 
Double assurance of satisfaction 
because the distributor and Goodyear 
stand behind the products he sells 
you. 


Goodyear, Industrial Products Div., 
Akron 16, Ohio 








We think you'll like 
THE GOODYEAR TELEVISION PLAYHOUSE 


every other Sundoy—NBC TV Network 
Ortac-T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 


GOOD/YEAR 


THE GREATEST NAME IN RUBBER 
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imple. ' 


Simplex LEVER Jacks 


Simplex Lever Jacks are available in a 
broad range of types and capacities, in 
cluding single or double acting models 
with malleable or aluminum housings 
Ratchet Lowering types raise and lower 
the load notch-by-notch and cannot be 
tripped. Trip or track jacks drop the load 
upon release and are recommended for 
track work only for reason of safety. All 
include construction features, long life and 
dependability for which Simplex is noted. 


HYORAULIC 








For each job there is a jack that will work better, faster, more 
efficiently. The Simplex line is complete—each jack designed 
and engineered for definite purposes and applications. Be- 
cause of this, the Simplex Distributor can recommend, without 
prejudice, the Jack that best suits his customer's needs, whether 
a lever, screw, hydraulic or special jack is required. This un- 


biased service results in satisfied customers . 


repeat sales. 


Simplex SCREW Jacks 


Reliable Simplex Screw Jacks feature dur- 
able construction, malleable bases and the 
single, large chrome-moly steel pivotal bal! 
that reduces friction 88%. Built for heavy 
duty work and resistance to abuse, Sim- 
plex Screw Jacks are the safest, easiest- 
acting Screw Jacks to be had! 


. . good will and 


Simplex HYDRAULIC Jacks 


Rugged, powerful Simplex Hydraulic Jacks 
are available in four types: the fast-acting, 
standard Hydraulic Jacks in single and 
double pump models, the famous Simplex- 
Jenny Center-Hole Hydraulic Puller, the 
versatile Re-Mo-Trol remote controlled hy- 
draulic Jack and Puller with solid and 
Center-Hole rams, and the new Rol-Toe with 
equal toe lift and cap capacity. 


*....and Simplex makes the SPECIALS, too! 


Many jebs are done better with modi- Jocks, Pole Pulling of Straightening 


fications of the types above. Simplex 
hes developed o number of stock mod- 
els of special jocks such as Trench 
Groces, Mine Reef Jocks, Cable Ree! 


Jacks, Planer Jacks, Pipe Pushing Jocks, 
Railreed Equipment, etc., that perform 
with top efficiency ond economy in 
their particular job. 





Jacks 


TEMPLETON, KENLY & COMPANY 





Simplex Jacks are sold through Industrial Distributors only 
—no direct-from-factory, automotive or mail order sales! 








2523 Gardner Road, Broadview, Illinois 
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Big Campaign 
Here’s top value at a popular price! It’s the To Tell Nation's Tool Buyers 
ideal drill for intermittent or continuous duty on About Leading U.S. Values! 
all kinds of production, maintenance and instal- ‘ 
tion work. And note the price... it’s priced for 
volume business. Feature it to headline summer 


tool sales. If you are not now stocking U. S. 
Tools, write today for Bulletin US36 which gives 


complete details. 


THE EMERSON ELECTRIC MFG. CO. 
1050 Findlay St. . Cincinnati 14, Ohio 
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24 ACRES 


.». With TOP QUALITY 


DROP FORGED STEEL 


VALVES, FITTINGS 
and FLANGES 


Henry Vogt Machine Co. 


This 24 acre Vogt plant supplies the 
most comprehensive line of top quality 
drop forged steel piping materials 
anywhere available to industry. That’s 
why they’re the choice of leading 
refineries, power plants, chemical 
plants, etc., the world around! 


Flanged, Screwed and Socket Weld End 
Globe, Gate and Check Valves « Ells, Tees 
and Crosses * Couplings © Bushings © 
Plugs * Unions © Flanges and Flange 
Unions * Welding Heads 


HENRY VOGT MACHINE CO. LOUISVILLE 10, KY. 


Branch Offices: New York, Philadelphia, Chicago, Cleveland, 


St. Louis, Dallas, Charleston, W. Va. 
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and give your customer the assembly 


Provide widest choice 
from your motor and 
FALK Motoreducer stocks 


The all-steel, All-Motor type FALK 
Motoreducer, thanks to its construction, en- 
ables you to give your customers the exact 
assemblies they require. You can fit a motor 
from your own inventory to the proper- 
sized FALK reduction unit with desired out- 
put speed. Result: A pleased customer, 
and a clean profit for you. 


You build lasting customer satisfaction 
when you stock and sell the All-Motor type 
FALK Motoreducer—the only complete and 
compact motorized reducer with a sepa- 
rately mounted, resilient Steelflex cou- 
pling-connected motor. With it, the user can 
replace or interchange motors as desired, 
in minutes—on the job! 


Any make, speed, or type of standard 
foot-mounted motors (within unit's rating) 
in NEMA frame sizes can be employed 
without modification. Motors with variable 
speed drive arrangement can be substi- 
tuted for standard motor. Since unit and 
motor are separate, ratio may be changed 
without modifying motor ... For details, 
write for Bulletin 3104. 


he wants. 


.in minutes! 


(| Every FALK Motoreducer 
me ~1l has these "In-built"’ Factors— 


Positive Lubrication. Lorge sump capacity 
. oil-tight construction assures clean lubri- 
cont... direct dip of revolving elements pro- 
vides positive lubrication at all speeds. 
Wide Speed Range. Selective ratio combi- 
nations provide output speeds from 1.5 rpm 
to 1430 rpm with stock gears. 
Streamlined inside and outside. Smooth, 
clean surfaces; machine welded construction 
conforms to NEMA motor frames. 
Sealed Housings. Duo! closures and one- 
way vents keep oil in, dust and moisture out. 
Units ore splash-proof, leakproof, dustproof. 


»+.@ good name 
in industry 


THE FALK CORPORATION - 3001 W. Canal St. : Milwaukee 8, Wis. 


Om Om} 


Precision Gearing. Heat treated alloy 
steel, precision cut and shaved helical gear- 
ing throughout . . . quiet-operating crown 
shaved pinions . . . taper bored gears for 
easy ratio changes. 


All-steel Housings. Unbreakable, strong, 
rigid. Generous overhung load capacities 
provided by wide bearing spans, large shafts 
ond bearings. 


The basic E design permits 
moximum use of standardized 
ports .. . closer control over 
materials, processing, inspection 
ond assembly . . . resulting in 
faster delivery from inter- 
changeable stocked assemblies. 


iy 


i) 


ECB 


WRITE FOR BULLETIN 3104 





108 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


72 


This tap’s a jewel of a business 
builder for fasteners. 

For every time you sell a tap, 
you know it’s going to use up 
countless cap screws, set 
screws, and machine screws. 

Follow up all hand tool orders, and you'll start a 
chain reaction of volume fastener sales that will 
keep on for years. 

Customers want fasteners that torque easily and 
hold securely. That’s what they get when you sell 
them RB&W bolts, screws, nuts and rivets. They're 
uniformly accurate in threading, uniformly strong 


in physical properties .. . thanks to strict quality 
control over every phase of production, from raw 
material to end product. 

Besides selling quality, sell service. It’s smart 
business to know your RB&W stock and be able to 
suggest the right fasteners for a particular job. You'll 
build customer confidence and good will, and lead 
people to depend on your firm more and more for 
an ever-widening range of products. 

Stock a well-diversified supply of RB&Ww bolts, 
screws, nuts and rivets, and make the most of 
those opportunities for related sales when you sell 
hand tools. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. 
Additional sales offices at: Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, San 
Francisco. Sales agents at: Portland, Seattle. Distributors from coast to coast. 
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STANLEY 


TOOLS 


--- the complete 
line ‘ LEVELS 


... the fast- 
selling line 





Stanley — a complete line with the right 
tool for every job, competitive in every 
price class. You save money — there’s 
no need to stock duplicate items. Display 
area is compact, stock-taking and order- 
ing simplified. 
Stanley — the fast-selling line — is na- 
tionally advertised in the magazines 
that sell tools best. And because it’s a 
name known and asked for by your cus- 
tomers, you save time ‘and effort on 
every sale. 
Stanley Tools stay sold and bring repeat 
HAND business. Put your money on a winner — 
DRILLS Stanley Tools — the best and most com- 
plete line since 1853. Send for catalog. 


Stanley Tools, New Britain, Connecticut 


THE TOOL BOX OF THE WORLD 


STANLEY 1" 


Reg. U.S. Pat. Off. 


HARDWARE * TOOLS * ELECTRIC TOOLS 
STEEL STRAPPING * STEEL 
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Victor E. Rabel, President : eh 
STAR MACHINERY COMPANY Si 
Seattle, Washington 


Architect's drawing of Star's new quarters in Seattle 


Tells How “SELECTIVE DISTRIBUTION” Protects His Market 


“My opinion of the Porter-Cable fran- 
chise? Here’s a portable tool franchise that 
helps you grow! 


“The Company’s policy of ‘selective 
distribution’ protects us from indiscriminate 
competition. For example, if Porter-Cable 
feels another distributor in our territory is 
needed, they talk it over with us first. As a 
result, we don’t have to compete with every 
Tom, Dick and Harry in the neighborhood. 


“Even if we do compete with another 


distributor, say in a fringe area, we know we're 


Pix 


®@ Want more information? 
Send for Porter-Cable’s 
Policy Booklet. 


competing on an equal basis. All Porter-Cable 
distributors operate on the ‘direct-to-distrib- 
utor’ basis and get the same discounts and the 
same over-all proposition. 


“All in all, I’d say that Porter-Cable is 
one company that protects its distributors, 
treats them fair and square, and encourages 
them to grow.” . 


Sincerely, 


Victor E. Rabel, President 
STAR MACHINERY COMPANY 


PORTER-CABLE crate Co. 8110 N. Salina St., Syracuse 8, N.Y. 


Manufacturers of SPEEDMATIC and GUILD Electric Tools 
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Send someone to get 
the required belt 


-.and pay your employee while he goes for 


the belt 
.. pay through loss of production 


GET ALL THE FACTS 


This Veelos Data Book 
gives complete details 
about construction, in- 
stallation and uses. 
Write for free copy 
of this money-saving 
book today. 


MANHEIM MANUFACTURING 
& BELTING COMPANY 
601 Manbel St., Manheim, Pa. 





*+- and al 
a'ways have the right size beh wh 
en you 


VEELOS in stock is 
Production Insurance 


Belts for replacement always on hand —just 
4 reels of Veelos in the 0, A, B and C widths can 
replace up to 316 different sizes of endless v-belts. 


Link construction permits quick installation — 
without removing outboard bearings. 
Adjustability provides controlled tension on 
each belt—vibrationiess, full power delivery 
is assured. 





ADJUSTABLE TO ANY LENGTH - ADAPTABLE TO ANY DRIVE 


Made in all widths in three types: regular, oil-proof, static conducting 
Also double V in O, A and B. Packaged on reels in 100-foot lengths. 
Sales engineers in principal cities. VEELOS is known as VEELINK out- 
side the United States 





“AMERICAN BRAND” ROPE IN CARTONS 


Carton protects rope 
Rope stays clean 
Uncoils from carton 
No inner lashings 
Uncoils properly — 

no kinking 
Easy to handle and stock 
Makes attractive display 


6 Sizes —10 Put-ups 

In Individual Cartons 
1/4", 3/16", 3/8", 1/2 
600 and 1200 foot coils 
and 3/4° dia. in 600 foot coils 
only 


dia. in 


ROPE 
IN 
CARTONS 


Handy Coils—100 foor coils up to 9” dia. 
Handy Twines —7 popular types of jute twines 
MAIL COUPON NOW—Ger complete information on the 


“American Brand” packaged cordage merchandising pro- 
gram 


AMERICAN MANUFACTURING COMPANY 
Brooklyn 22, N. Y. | 
(Manila, Sisal, Jute, Nylon, Polyethelene, Saran, Glass), 
Ookum, Pocking, Baler Toise, Cerpet and Electrical Yarns | 
Branch Factories 
St. Louis Cordage Mills, St. Louis 4, Mo. | 
Delaware River Jute Mills, Philadelphia, Pa. 


Sales Offices: Boston, Chicago, Houston, Los Angeles, New Orleans, 
Philadeiphia, Pittsburgh, San Francisco 


Rope 
Twine, 


L 





< 
\ 
S 
S 
\ 


Z 


/ il 
A completely 
= modern cordage 


merchandising 
program. 


--------------- 


AMERICAN MANUFACTURING COMPANY 
Noble & West Sts., Brooklyn 22, N. Y. 
Please send information about 
[) Rope In Cartons (2 Handy Coils CO Handy Twines 





Company 





Se ee ~_ ileal | 


Address___ 





Zone a 
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SHIFT GEARS: September is here and it ought to r 
mind us to slow down a little. There’s too much rushing 
and running and hurrying and bustling these days. Folks 
were better off when only mummies were pressed for time 


THE POWER OF ADVERTISING: Some time ago 
Dave Piggot (J. ‘IT’. Wing, Detroit) received a request 
from a local doctor for some tiuck casters to be used in a 
midget locomotive he was building. Dave obtained the 
wheels and bored them to the doctor’s specifications, 
chalking up the time, expense and inconvenience to good 
will. However, when the hobbyist finished his train, he 
wrote an article for a national railroad magazine, includ- 
ing in the story his source for wheels. Results: for weeks 
afterwards, Dave was receiving from six to cight letters 
daily, with checks enclosed, requesting similar wheels 
The letters have now dwindled to a two-a-day average, 
but the J. ‘IT’. Wing clerical staff is reeling from the job 
of looking up incomplete addresses, running off form let 
ters declining the orders, and returning the money. 


MODEL RAILROADER: John Pauly, Triplex Supply, 
Milwaukee) has had a slightly different experience with 
a similar magazine. Seems four years ago he contributed 
a short article telling hobbyists the proper way to tighten 
a Jacobs key type chuck. Although Jacobs engineers tell 
John that his method was the correct one, he is a littl 
hurt to hear from the editor that controversial letters are 
still being received strongly disagreeing with John’s 
method. 


CONGRATULATIONS: Best of luck to Len Dietz 
(Dietz Industrial Supply, Aurora), the new president of 
the Chicago Industrial Distributors Association. And a 
hearty welcome to Richard Duncan, who switched to the 
field of industrial supply recently when he joined his 
father and brother, Russ Jr. and Sr. (R. C. Duncan Co., 
Minneapolis. 


a] AES 
tl 6 
—a 


ENTERTAINER: Eric Daniels (Abrasive & Supply 
Detroit) is mighty proud of his ten year old son Dennis, 
a lad of considerable talent. ‘The boy takes dancing and 
piano lessons, and now is tugging at his dad’s sleeve to 
get Eric to buy him some voice training. 


I'l MAKES US FEEL GOOD: Our thanks to Joe Walsh 
(R-J Bearings, St. Louis) who writes: “Here’s why we 
cnjoy reading your publication. Never do we fail to get 
it least one good idea from each issue. Frequently we 
build sales meetings around ideas generated by articles 
in INDUSTRIAL Disrrinution,”’ 


Ws &&, 
So 2D 
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BEHIND IN YOUR WORK?: ‘Take comfort from the 
nervous businessman who consulted a doctor and was 
told to take two aspirins and a slug of whisky a day. 
Some time later the physician met the business man’s 
wife and asked how he was progressing. “Just swell,” 
aid the wife bitterly. “He's three days behind in his 
ispirins, and three months ahead on his whisky.” 


THOUGHT FOR THE MONTH: Soine battle their 
way to the top—others bottle their way to the bottom. 
And we close with a virtuous leer 

R. S. 
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Jenkins Valve Advertising 
featuring installations in 
the buildings that make news 
throughout the nation 
. convincing evidence that 
the one secure foundation, 
valve-wise, is the JENKINS 
VALVES =—@> 
Jenkins Diamond. - 





p REASON WuHy 
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IT PAYS TO 


reco use plant aMictomey te ite bustrens 


ts RIS VALVES 


* JENKINS 
Ay VALVES => 


JENKINS 


THIS CAMPAIGN, now in its fourth 
year, reminds valve buyers that Jen- 
kins Valves are the choice of leaders 
in the building profession (whose 
names are listed in most ads) and of 
the managements whose new plants 
and buildings set today's top standards. 


Watch these ads at work in Fortune, 
Business Week, and leading magazines 
read by architects, contractors, con- 
sulting engineers, purchasing agents, 
and plant engineers. And watch the 
result, as they steer more and more 
valve business to you, the Jenkins 
Distributor. 


This intensive cultivation of the 
important building market is only 
one phase of Jenkins promotion .. . 
just one of the many reasons why, 
year in and year out, it pays, and pays 
well, to be a Jenkins Distributor. 
Jenkins Bros., 100 Park Ave., New 
York 17. 


JENKINS 


LOOK FOR THE DIAMOND maARK 


SELL VALVE ox 


"ie: vie ty 
wal S abcd, 
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LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN I, OHIO 


REPUBLIC RUBBER DIVISION 


INDUSTRIAL RUBBER 


PRODUCTS 





| EXTRA | 








Youngstown, Ohio — September, 1953 — 


FLASH 


REPUBLIC DISTRIBUTORS ARE 
ORGANIZED FOR MORE SALES 





This year, Republic Rub- * 
ber Division, Lee Rubber & 
Tire Corporation, is cele- | 
brating the 30th anniver- 
sary of its 5-Point Industrial 
Distributor Sales Policy. 
This plan, stronger than 
ever after 30 years in the 
proving, has been one of 
the basic reasons why 
Republic Distributors have 
been able to “organize for 
more sales.” 





A line of rubber items 
sufficiently complete to 
permit effectively supplying 
the requirements of the 
trade solicited. No sales- 
man likes to make a call 
with his kit half full. No 
Republic Distributor Sales- | 


| 


man has to. | 
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A quality of product uni- * covered by his day-to-day 


formly good and capable 
of delivering service results 


that should reasonably be 
expected. Republic's Dis- 


tributor Salesmen accept 
praise for their products. 
They don't have to give 
excuses for poor quality. 





A price basis inducing 
and making possible ag- 
gressive competition with 
reasonable profit return. 
Republic Distributors have 
aggressive salesmen — pos- 
sible only with a reasonable 
profit return. 





Freedom from competi- 
tion from his source of 
supply, either direct or in- 
direct, among the trade 





solicitations. Republic Dis- 
tributors and their salesmen 
receive help, not competi- 
tion, from their manufac- 
turing source. 





Selling helps of reason- 
able amounts so that his 
sales force may be given 
the advantage of special- 
ized training and a knowl- 
edge of the product sold. 
Salesmen like to answer 
questions—and Republic 
Distributor men can—proud 
and sure of their product 
knowledge. 





Yes, Republic Distributors 
are organized for more 
sales—have been for 30 
years. 








Industrial Distribution 





What Do You Want To Be? 


ERIODICALLY, distributors should pause in the 

hustle of their day-to-day activities and ask them 
selves this question: W hat do I want to be? What 
kind of a distributing operation do | want to con 
duct? 

All too frequently, a distributor's operations have 
grown like “Topsy”. Management has been pushed 
one way and then another by the chance happenings 
in the market being served and by the habits which 
have grown up in the organization itself. Manag 
ment is not managing but is being managed 


Indecision 

Phe lack of predetermined objectiv« the source 
f a lot of headaches, aimless drifting, and lost m 
tion. No positive and consistent course of action can 
be laid out and adhered to when the basic decision 
hasn't been made as to just what kind of an operation 
vou want to run. There’s room in the field for cvei 
tvpe. But it’s impossible to be evervthing to eve 
body 

A long time ago Oliver Herford wrote a littl 
ery rhyme which points up the difficult 


My child, the Duck-billed Platyp 

\ sad example sets for us 

From him we learn how Ind 

Of character provoked Derision 

This vacillating ‘Vhing, you 

Could not decide which he would bx 
Fish, Flesh or Fowl, and chose all th 
Ihe scientists were sorely vexed 

lo classify him; so perplexed 

Their brains, that they, with Rage at Bay 
Called him a horrid name one day 

A name that baffles, frights and shocks us 
Omnithorhynchus Paradoxus 


We are not apt to meet the fat 
but we need to make some basic decision about ow 
businesses. I’m not talking about the classification 
of distributor operations just for the sake of neat 
classifications. The problem runs much deeper than 
that. The point is, all activities in a distributiv 
organization should be planned and integrated into a 
consistent program to attain an overall objective 
which has been determined in advanc« 

Let’s look at it this way. Every industrial dis 
tributor has two basic resources with which he must 
work—the people in his organization, and his capital 
including inventory, equipment and facilities. The 
overriding responsibility of management is to direct 
the allocation and use of these resources to attain the 


f the platy pus 


objectives of the frm. ‘That sounds simple. But, 
what are my resources in terms of the job I am at 
tempting to do? Am I trying to do too much with too 
litthe? Can I organize my activities in another direc 
tion that will enable me to do a more effective job? 
What kind of selling organization do I need for th 
method of operation I have chosen? In other words, 
what are attainable objectives for my firm in terms 
of the resources at my disposal and the market I serve? 
Che adding or dropping of lines, the level of sak 
training, the direction sale promotion is to take, the 
market to be covered, the degree of penetration of 
that market, among other problems, will all require 
varying solutions depending upon the nature of the 
basic job you are setting out to accomplish. The 
vastes of misdirected effort and the costly lost motion 
f inconsistent courses of action can be avoided when 
ill decisions are measured against the formulated 
roals for the firm 


Types of Operation 


Beginning on page 89, the editors of INpusrRiat 
DisrriBuTtion bring you a special report on the meth 
ods of operations of four types of industrial distribu 
tors in this field 


he General Line Distributor: 
Che Departmentalized Distributor 
The Selected Lines Distributor 
Che Specialized Distributor 


We present the basic thinking back of each type of 
distributing organization, and we give you the meth 
ods used to attain these objectives. We are not 
irguing the case for any one type of operation. In 
deed, the firms which are taken as representative of 
each type are all well known, long established and 
successful enterprises. You can't argue with success 
Rather, we present this section as a guide to think 
ing. In each case, the distributors represented know 
where they are going and at all stages have integrated 
their operations to accomplish these objectives. This 
inalysis of the thinking back of cach type of opera 
tion and the review of the methods used to attain 
the objectives will help all distributors answer the 
questions: What do I want to be? And, how can 1 
ret there? 


hs alll 





INDUSTRIAL DISTRIBUTION 


© SEPTEMBER, 1953 





Salesman Daniel M. Wyckoff seems to be running into resis- 
tance. It's at such moments he’s learned “BUT” gets big results. 


“BUT’—The Salesman’s Biggest Word 


By Don MeGill, 


i IWEEN NIOST SALESMEN AND PURCHASING AGENTS Tun 
mT deep river of counter-argument, silence, resistance, o1 
Daniel M. Wyckoff of W. A. Tyde 
man & Son, Inc., Easton, Pa. believes he’s found one way 
if getting across the river and into the P.A.’s conscious 
ness 


just plain cussedness 


It’s a little three-letter stepping-stone called “but.” 
Used with tact, Mr. Wyckoff says, “but” can be the 
means whereby salesinan and purchasing agent can meet 
m common ground, 

For example, when the P.A. says he’s 
salesman agrees with him. At this, the P.A 
take a le Then, quick 


too busy, the 
begins to 


jaundiced view of the intruder 


Associate Editor 


ike Hoppy on the draw, the salesman says “but,” and 


ilready he’s half-way across the river. 

However, to take the final step, the salesman must 
know what to say after “but.” This means talking in 
terms the P.A. readily understands—and what the P.A. 
understands most readily is sales talk centered on his 
own firm, its cost problems, its plant problems. Once the 
salesman displays an intelligent interest in his customer 
and offers a workable solution to a problem ), he’s across 
the river in one giant stride. It’s this interest that divides 
true distributor salesmen from the order-takers 

\s the accompanying pictures show, Mr. W vckoff 
knows when to say “but” and also what to say afterwards. 


PURCHASING AGEN I: I te too 
husy to spend any time with you today 
Come back some other time 


WYCKOFF: “I know you must be very 
busy, BUT I was out in your shop the 
other day, and noticed standard jobbers 
drills being used on those brass castings 
Now we have a drill specially made for 
brass. It doesn’t cost any more than 
a standard drill, and it lasts longer. It'll 
give you more holes per drill and speed 
up production on those castings.’ 
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PURCHASING AGENT: “We spread 
our business around. We don’t put all 


our eggs in one basket. 


WYCKOFF: “Dealing with only 
upply house can be bad, I agree, BUI 
| know you'll be interested in our new 
line of air hose. Your quarry foreman 
told me he was having trouble with th 
hose you're now using because it just 
won't stand up. This new hose will 
take a lot of punishment. It would 
really pay you to give it a trial.’ 


PURCHASING AGENT: “We deal 
directly with the manufacturer, because 
we get expert help that way.’ 


WYCKOFF: ‘That's very truc, BU' 
ve can give your problem spec ial atten 
tion. Very often a factory man, after 
leaving your place, will make two or 
three plant visits before he returns to 


his home plant. Maybe it’s a coupk 
of weeks before he studies your prob 
lem. We can get to it mght away 
Besides we can stock your specials right 
here in town 





PURCHASING AG"UNT: “We've got 
1 better price from ABC Co 


WYCKOFF: “Price is a factor, I know, 
BUT it’s only an imitial consideration 
You've got to be concerned about 
maintenance costs for the life of the 
product. You know the line we repr 
sent means longer, trouble-free life, and 
I can prove, in the long run, our prod 
nct will cost your company les Le 


; 


me show vou some case historic vhich 


prove the point 
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Ever wonder why you lost an order— 
particularly one you worked hard to get? 


oo ae 


Don't Overlook 
the Obvious! 





By George L. Bottari, 


\WHEN HE ANALYZED WHY the lost 
those they'd worked hard to ect, S. F.. Shaw 
Standard Industrial Supply Co., In 
Nlas irrived at an interesting conclusion 
Although we thought we were doing a complete sell 
ing job,” Mr. Shaw say the: vas alwavs some littl 
thing we forgot to do. Some one feature of 1 product was 
overlooked. We took it for granted the buyer knew 
out that feature. And what happened? He bought a 
product because that one feature mentioned 


especially 
ales manage! 
Springfield 


OM pe fitolr 
compctition appe iled to him 

Ilow could this be overcome? Mr. Shaw sums it up 
n one trenchant motto Don’t overlook the obvious!’ 

Mr. Shaw tells a story to illustrate his point. 

One day he was commiserating with an appliance sak 
man about lost orders. His appliance friend told about 
pending hours with a woman who was in the market f 
1 kitchen sink. After telling the woman in detail about 
the faucets, the plumbing, the cabinet space—everything 
he could think of-—the woman left, promising to think 
it over 

A week later the salesman checked and was surprised 
to learn the woman had bought a sink. She said she'd 
bought a sink with a recessed bottom. That featur 
ippealed to her because she could stand closer to the sink 

“But our sink has a recessed bottom, too,” the appli 
ince salesman wailed 

“Oh,” the woman replied, “but you didn’t tell m« 


ibout that.’ 


How It Hit Home 


Mr. Shaw recalls how that story really hit home. “W<« 
had just lost an order for a hoist under similar circum 
stances. My salesman had explained the merits of the 
hoist and left a catalog so the buyer could give it further 
thought. On the follow-up we learned the hoist had been 
purchased elsewhere because the buyer liked one with a 
Our hoist had a grooved drum, too. It 
But our salesman 

He'd neglected 


grooved drum 
even said so in the catalog we left him 
thought that was an unimportant featur 


“DEMONSTRATE THE OBVIOUS,” says Ora W 
Carmichael, Standard Industrial Supply Co. salesman, as he 
points out features of electric drill to Norman E. Blomberg, 
vcneral manager of Experimental & ‘Tool Works 


Assistant Editor 


» mention the one feature the buycr thought was im 
portant.” 

Don't overlook the 
for Mr. Shaw's sales traming sessions. Sales meetings arc 
planned with the ea of thoroughly schooling every 
ilesman on all pertinent features of the particular product 


being studied. And it’s paid off. Here's how once . 


bvious” has become the motto 


Salesman Puts Motto To Work 


Ora W. Carmichael, outside salesman with Standard 

Industrial Supply Co., says, “Although I've been with 
Standard almost thirteen years, | never assume I know 
ill there is to know about any one product. The longe: 
vou sell, the more important it is to be sure you tell a 
prospective buyer everything about vour product.” 
In addition to absorbing evervthing at sales meetings 
Mr. Carmichael welcomes every opportunity to work with 
manufacturers’ representatives. And he firmly believes 
in perfecting the technique of demonstrating a product 
on the job. 

Mr. Carmichael observes, ““We assume buyers know 
more than they actually do about our products. After 
ill, the average purchasing agent buys countless supplies 
of all types. It’s our job to familiarize him with every 
thing about the particular items he might buy from us.’ 

An item like an electric drill lends itself well to demon 
strating. Mr. Carmichael finds it is easier and mor 
effective to show a drill than to attempt to talk about it 

Che highly polished finish on the die-cast housing has 
cye appeal. Internal features can be readily explained by 
removing the handle. Even obvious features like th 
momentary trigger switch and locking pin are not over 
looked in Mr. Carmichael’s presentation 

“Often we not only overlook the obvious in a product,” 
Mr. Carmichael comments, “but sometimes we overlook 
the obvious person in a customer's organization. Becaus« 
we have thoroughly sold the P.A., we assume we'll get 
the order. But sometimes a competitor gets to some one 
else who can influence the order, and we lose it. So I tn 
to sell everyone—in the office and in the plant.” 


84 INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 





DON’T OVERLOOK ANYONE in th ustomer fh TOUCH ALL BASES,” Mr. Carmichael advises. Here he 
or plant. Here Mr. Carmichael demonstra Ini) out ikes effective use of manufacturer's literature to be sure 
the plant to Erwin Borst and Matt Burge iCC-pI ; vervone fully appreciates all the features of the electric drills 
of Expennmental & Tool W ork c is selling 


PREPARATION BEFORE CALLING most important n-lookers are Julius R. Siegel, president, and George M 
to do an_ effective omplete selling jo eft, Mr Siegel, treasurer. At right, Mr. Carmichael takes advantag: 


te 
Carmichael listens attentively as inanag of visit by ‘Thor representative, John MacDonald, to brush 


of his ompany rehearse ics pr mn Interested ip on alient features of clectric drill line 


Don’t Overlook These Six Steps 
portant point in our story. Don’t be afraid to repeat. As} 


Here are six steps to insure again werlooking the questions. Be sure you have the buyer's attention.” 
obvious (As a final suggestion, Mr. Shaw recommends trying to 
1. Before calling, learn all you can about t pr get the order immediately after finishing your story, 
2. Plan vour sales talk to includ procdi If you've done a sound, thorough job, and the buyer 
3. Use manufacturer's literatu lea log is actually in the market,”’ Mr. Shaw advises, “don’t leave 
interested parties without asking, ‘How about sending one over today?’”’ 
Demonstrate the product whe r possil k:ven the most taciturn buyer has to reply to such a 
Give complete presentation rvol n cus direct question 
tomers organization While there's no point crying over spilt milk, analyzing 
On an important job, review ith a vhy you lost a recent order might well prove a profitabl 
fast follow-up call xperience. Even if you hit a home run ball, you've got 
Another word of caution from Mr. Shaw. “Sometimes to touch all the bases to score 
ve keep talking about a product and assume the buyer is And when it comes to sales, one of the best ways to 
bsorbing everything we sav. But it’s possible his mind inprove your batting average is to remember the motto 
mav be on something clsc. He may miss the most im Don't overlook the obvious! 
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VACATION TIME MEANS A SLOWER PACE for 


if lowdown it road equipi nt division of Pullman 


man John Larson takes advantage « 
Standard Car Mfg. Co. to 


heck test reports on a trial grinding whe 


some manufacturers—Sales 


! 


and discusses results of the test 
with the road equipment division's gen 
cral manager and the purchasing agent 


How To Take Up The Slack in a Slow Season 


1. You can spend more time with those customers who also have it 


slow. 


2. You can put extra work on the problems of your busy customers. 
3. You can utilize some of your extra time to investigate those 

potential customers you rushed by before. 
1. You can enlist the help of your service department to tie up some 


loose ends. 


By Robert 


SLOW SELLING PERIODS UTC! 


months, semi-holidavs, off season 
pose no problem to industrial supply 
salesman John V. Larson, Mid-State 
Industrial Corp., Rockford, Il. He ha 
the means to minimize the ill effect 
of periods of relative inactivity of cu 
tomer 
Those 
tions, for example, 
ictive. Any extra time the sak 
has due to his own decreased activity 
he can use preparing quotations, pr 


stagger vaca 


rclativel 


plants which 
remain 


entations, and working out problem 
for the busy firm. In this way he ren 
ders the maximum of service 
up as little of his customer 


possible 


ind takes 
§ time as 
Purchasing and other con 
tacts in those plants which have slowed 
down are generally left with extra fre 


igcnts 


time. The salesman can feel free to 

work with them in a thorough manne 
going over quotations, discussing his 

various lines, and exchanging ideas 
New customers can be contacted 


86 


Slater, Associate 


hard task when vou're handling SO 
or 90 busy accounts. But it is a good 
wav to fill time that’s left on 
hands when your planned schedule is 
vacation slow 


your 


distupted by holiday or 


downs 





Remind Yourself 
To Read This Again 


SuMMER’s just about done with and 
it is quite possible you aren't wor 
ricd about having too much tink 
But there will be 
ahead again 


on your hands 
some slack 
Ihis article gives some good hints 
on how to make most of these pe 
riods of relative inactivity. Why 
don’t you cut it out, or, if vou like 
to keep your copies of INnustRiA) 
Disrrisution intact, just put a 
memo slip marking the spot and re 
fer to it again. It will pay to remind 


seasons 


Editor. 





yourself if vou run into some slacl 








Chicago 


When production is slowed down, 
plants generally can afford to try out 
new equipment, and iron out kinks in 
the production line. A customer appre 
iates the salesman’s stopping by to 
check on and pick up tools to be ser 
iced by the distributor's expert. 

And then, there’s the point brought 
out by R. A. Dunberg, sales manage 
at Mid-States: “An industrial supply 
salesman has so many items, that if 
he has some extra time, he’s always got 

me one to call on and something to 
talk about. Slow periods give the sales 
man a little extra time to pin up the 
loose ends he has to neglect in busi 
times.” 

Mr. Larson, who travels Rockford 
ind 50 miles East, spends 14 days in 
the citv and six days traveling out of 
We work on a planned call 
svstem,”” he savs. “I call regularly on 
major accounts and J alwavs trv to la 
out my working time so that I have 
time available to solicit new business 
I also trv to take mv own vacation in 


town 
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He examines prints with Charles Leppert, buyer, and 
Y. Seborg, chief engineer, finding out which tools he can 
bmit quotation and how utting tools will be 


needed in drilling, tapping and reaming machine 


it Barn 
to che 


hrm on 


ill the 
ises his in reased fre¢ 
ifeations for cutting tool d | 
tool 


PEAK PRODUCTION TIME. is time 
Drill Co Mr 
arefully spe 


it 


Larson tin h ] 
t TT on many 


I 
i) machine 


S 


WHEN THINGS ARE QUIET Salesman Larson finds it's 
1 good idea to keep in close contact with the order desk 
ks his order volume with Frank Ethington and 


CALL ROUTINE CHANGES are discussed by Mr 
with Sales Manager R. A. Dunberg of Mid-State 
periods when many of his customers are cl 


days and vacations, he plans to his new prospects 


Larson 
During 
to hohi Here he ch 


Bob Haines 


osed duc 


} 
) 


gested installation of a specific brush 


I he thing 


JUSINICS 


the slow months. In the Rockford area 
it’s common practice to close plants fo 
1 week period 

We get advance notice from soni 
to whe 


customers and suppliers as 
they'll be this 
chance to govern our busines 
ingly.” 

It is Mr. Larson’s theory that ever 
customer complaint should 
quick and satisfactory treatment. Hi 
considers that each time ible to 
follow through on a complaint as one 
of the best opportunities to turn a 
slow period to good use. “When you 
call on a company, sometimes they 
throw a small order at you to get you 
uit of their hair. You give ’em good 
service and show interest in thei 
plaints, and they realize 


| 


CCOorm 


closed Vive 


receive 


he l 


yn) 


mean 


wnportant 


have the customer's benefit in mind 
In lack | have 
to investigate complaints, and rectif 
A lot of my sales have been thi 


if complaints that were handled 


enough t 


scason 
them 
esult 


ight.”’ 


Makes Self Useful 


Mid-States has a special department 
which repairs and checks spray equip 
ment. Some accounts not working at 
full capacity are able to take the time 
to get their tools back into shipshape 
Mr. Larson brings the tools in and 
has the Mid-States expert repair and 
hip them to the customer 

On if 

iting extra work on product applica 


ited by Mr. 1 He sug 


instance 1 Customer appr 


hon ison 
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n the ot a 
manufacturer; trouble developed; the 
files were shelling out and the com 
pany wasn’t getting the expected life 
from the | Mr. Larson checked 
the operation and found that the oper 
itor was using incorrect methods, and 
the cut of the file needed to be 
hanged. Due to a slack season, the 
chief engineer and the plant superin 
tendent were free to work with him, 
ind the situation was remedied 
“This,” says Mr. Larson, “shows 
that it isn’t enough to make an original 
sale. You have to be able to expend 
the extra time to follow it through and 
nake darned sure the customer is sati 
Summertime, slow time —that’s 
of every -_. 


production line pump 


rush 


hed 
the opportunit 


ile tht 
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HIGH SCHOOL BOYS are life savers 
it I riplex Supply Co Milwaukec 
filling in for employee on vacation 
David Preiss do 
rearranging wood screw take place ot 


i method il job ot 


hard-to-get warehouse help 


ON THE JOB after school, weekends, 
during vacations, the three high school needed by boys who have retentive 
boys have handled general work for 
three years. Sorting rods is John Pauly, 
who “didn’t know a micrometer from weg 4 Mi. W. Mund and President 


1 C-clamp” when he started John 





How To Supplement 


Your Warehouse Help 





\ PARTIAL SOLUTION to a problem which besets Triplex 
Supply Co., Milwaukee——-the difhiculty of obtaining per 
manent, dependable shipping and receiving help-—has 
been the utilization of high school students on a part 
tume basis. The company has employed three boys for 
the last three years, paying them to work on weekends 
ifternoons after school, and during vacations 

According to John Pauly, president, the young men ar 
honest, bright, clean cut, methodical, and have retentive 
minds. “It's very difficult to get reliable help in our 
shipping and receiving departments--such assistance as 
we have been able to obtain has been transient,” M1 
Pauly says. “Employing these boys has helped us a great 
deal. They work all over the place-—-put away stock; 
rearrange it; fill orders; handle shipping and receiving 

“They've done a fine job of setting up our shelving 
I've also had them work on the back order file and do 
lerical work in the office. They're able to grasp what 
they're supposed to do very quickly. And it’s been fine, 
having them to fill in during the summer when our people 
ire on vacation 


MINIMUM OF SUPERVISION is 


minds, grasp jobs quickly, can be used 
for clerical work and filling orders. Sales 


-auly survey boys’ work 


Wolan = 
| “Sth , ad 
eA. Wel san 


wt. oe 


NEAT APPEARANCE of shelves gives testimony of high 
school boys’ aptitude for methodical arrangement of Triplex’s 
stock of drills ranging from a No. 8 Wire drill to a 34-in 
diameter drill, numerous other items 


Mr. Pauly pointed out that although the boys had 
devoted the greater part of their free time working at 
lriplex for the last three years, one of them, Charles 
Boyd, is an honor student at high school, and was 
awarded two scholarshipsand he spent every holiday 
id vacation at Triplex 

After three years, the boys are still amazed at the great 
variety of tools and tool sizes at Triplex. ‘““When I first 
started here,” says young John Pauly, “I had trouble 
telling the difference between a micrometer and a 
C-clamp. I plan on going into engineering, and this 
experience should be a lot of help to me.” 

“I like this job because you learn all about tools,” says 
David Preiss. “It’s a good job—and what I’ve learned is 
bound to come in handy.” 

“Employing these boys is, of course, a stop gap meas 
ure,” says Mr. Pauly. “The shipping department ha: 
always been our vulnerable spot as far as personnel is 
concerned. And although I hope some day to get good 
permanent help, the boys have relieved the pressure—this 
job has helped them, and their work has helped me.” 
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the general line distributor 


the departmentalized distributor 
the selected lines distributor 


the specialized distributor 





Organizing For More Sales 





Introduction 


THere are vour types of distributor organizations 
operating successfully in the industrial supply field: 


General Line Distributor 

Departmentalized Distributor 

Selected Lines Distributor 

Specialized Distributor 

To say that any one type of organization is best or 

even better than the others is to ignore the facts com- 
pletely. Each of the four types of organizations is 
important, yes vitally important, to the overall success 
of the field. In the movement of industrial supplies and 
equipment from manufacturers to ultimate users, each 
type of organization plays a significant part. The market 
served, the ee sete of the management, and even 
the personal likes, dislikes, and resources of the founders 
have a bearing on what type of operation will be fol- 
lowed by any one concern. But they are all industrial 
distributors—they are all selling industrial products to 
industrial buyers. 


Organizing For More Sales 


This special 32-page section is designed to show exactl; 
what each type of organization is, how it operates and 
with what results. Since industrial distributors are basi 
cally selling organizations, the section presents the facts 
on how cach type of distributor operation is “Organizing 
For More Sales.” ‘The article is divided into four parts, 
one for each type of distributor organization. There is 
no attempt to hold a brief for any one type of organi 
zation, 

Four editors gathered the material for the article, an 
editor for each type of distributor operation. Each editor 
worked under specific instructions to present the case 
for the type of organization assigned to him. For that 
reason, you will note as you read through the following 
pages that the pro’s for the general line distributor, for 
example, are included in the one section, without any 
mention whatsoever of any of the weak points that other 
types of distributors may consider go with general line 
distribution 

In effect, cach of the four editors became a protagonist, 
temporarily, for the type of selling organization he was 
writing about 


What It Means To You 


In addition to equipping you with factual information 
for general understanding of the ficld in which you 
operate, this special section can, with study, supply dis- 
tributor management and salesmen with answers they 
need in everyday selling. 

Obviously it is impossible to present a_ tailor-made 
job for very distributor and salesman. With studv, how- 


ever, every distributor and salesman can find answers to 
such questions as: 

“What have I to offer that others do not? 

“What do others offer and can I furnish the same 
services? 

“What are the major selling points for my type of 
organization? 

“Why do buyers purchase from other types of organi- 
zations? 

“Should we consider being any other type or organi- 
zation than we are at present? Why?” 

The number of questions that can be answered by this 
presentation is limited only by the amount of reading 
and study you will do. 


Definitions 


Before thorough discussion of any subject, it is impor 
tant that the subject be defined. Here is a capsule descrip- 
tion of each type of selling organization discussed in the 
following pages: 

A General Line Distributor: is one whose entire organi- 
zation—purchasing, sales, service and finance—is geared to 
stock, sell, and give service on all industrial supplies used 
in his trading area. 

A Departmentalized Distributor: is a compromise 
between a general line house and a specialized distributor. 
The departmentalized distributor carries a broad line, 
but selling and other phases of operations are depart- 
mentalized to achieve the benefits of specialized effort. 

The Selected Lines Distributor: restricts the number 
of lines he stocks and sells. He stocks completely and 
concentrates his sales effort on all of a relatively narrow 
range of industrial supply and equipment items. The 
lines selected for concentration are not necessarily related 
but are carefully chosen to utilize most effectively all 
his resources—finance, manpower and facilities. 

The Specialized Distributor: gears his stock, organi- 
zational setup and selling effort to the distribution of 
one or two broad lines and kindred items. Intensive 
technical knowledge of the line or lines handled is 
implied, as well as broad familiarity with the applications 
and use of the products in the distributor's trading area. 
The usual areas of specializations are bearings, cutting 
tools, power transmission products, industrial rubber 
goods, pipe, valves and fittings, fasteners, materials han 
dling equipment, etc. 

The general line distributor was probably first on the 
scene historically, and still ranks first in terms of num- 
bers, but the emergence over the past 25 years of different 
methods of organizing a distributor business deserves the 
careful study and analysis of everyone in the field. 

Here then, are the methods by which industrial dis 
tributors of four tvpes are “Organizing For More Sales.” 


Corpranmur 1959 ef MeGaraw-Hitt Preetmnaine Co., Inc 
33 36, N.Y 


0 W. 42np Sr 


New Yore 36 
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SANAAAN TA AVENE 
WANARAALLEEEE EE 
WAARABARSAELES 
WARUALEREEREEES 
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ONE ORDER FOR 


line distributor offers 


The 


General Line 
Distributor 


e Stocks all products 
Serves all industries 


A GENERAI 
whose 
ing, 


LIN} 
entire 
sales. 


DISTRIBUTOR is 
organization—purchas 
and finance—is 
geared to stock, sell and give service 
on all industrial supplies used in his 
trading area. 

His complete stock runs the gamut 
of industrial products. In short 
is a central stockroom for industry. 

Historically, the general line philos 
ophy of operation is the original con 
cept of industrial distribution. In 
days of yore, the distributor was truly 
a general store for industry; a_plac« 
where local plants came for all their 
maintenance and production needs 
everything from ten-penny nails to 
leather belting to horseshoes 


OnC 


service, 


he 


ALL industrial supplies 


a complete stock of evervthing from 


The General Line Distributor 


\ 


>.> > & 


«% 


= 


\ to Z (abrasives to zinc sheets). Beals McCarthy & Rogers, 
Inc. of Buffalo maintain perpetual inventory on 46,000 items 


The general 





PURCHASE REQUISITION 


Order No 


Dese Avy 27 
rn ABC Ife & 


Ship to 
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Organizing For More Sales 


EVERYTHING FROM A TO Z is stocked by industry's 
central stockroom to best serve the needs of all plants in the 
Equally important to adequate 
largely dependent upon the ability to move 


distributor's trading area 
tock 


crvice 


Ihe industrial distributor's func 
then as now, was to maintain a 
complete mventory to 
central stockroom for his trading area 
lo understand the operations and 
philosophy of general line dis 
two representative firms were 
studicd—Beals McCarthy & Rogers, 
Inc. of Buffalo, N. Y. and Industrial 
Supply Corp. of Richmond, Va. 
Beals McCarthy & Rogers, Inc. is 
a 127 vear old house with a total of 
210 employees, 20 salesmen, and a 
250.000 sq. ft warehouse containing 
46,000 industrial items and 7,000 
stecl items 
Industrial Supply Corp., a compara 
tive newcomer, started their organi 
zation in 1939. They employ 39 
people including 8 outside salesmen, 
and maintain a four story warchouse 
for approximately 17,000 items 
Both organizations offer complete 
selections in all industrial lines, with 
and delivery from 


tion, 
serve as a 


basi 
tributor 


prompt service 


stock 


Complete Stock With 
Inventory Control 


When one considers the vast num 
ber and variety of items stocked by 
gencral line distributors, it is obvious 
that must be an 


inventory control 
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stock fast 


- 


important factor in their operations. 
Beals McCarthy & Rogers maintain 
perpetual inventory files on all items. 
Cards are pre posted by a battery of 
gitls who constantly keep the records 
accurate and up-to-the-minute. In 
dustrial) Supply Corp. also maintain a 
perpetual inventory system, although 
they do not pre-post, and ledger books 
are found to be simpler to handle for 
their operation 

It is vitally important that the pur 
chasing department continually check 
inventory control records; take steps 
to insure that adequate stocks are on 
hand at all times for all customer’s 
needs. It is equally important that 
salesmen advise of anv future busi 
ness so that purchasing can check 
stock movements and anticipate cus 
tomer’s demands 

Despite the complexity and range 
of items handled by the general line 
distributor, accurate inventory records 
enable them to give immediate advice 
on the availability of all stock 

As the central stockroom for in 
dustry, the general line distributor 
stocks the normal stockroom require 
ments of his customers, plus special 
needs certain accounts request be 
stocked for them. All members of the 
distributor's team—sales, both inside 


Beals McCarthy & Rogers’ three floors, constitut 
ing 250,000 sq. ft. of warehouse, features chutes, conveyors, 
rolling wagons, and other materials handling equipment for 
speedy handling of over 46,000 industrial products 


and out; purchasing, and management 
—constantly review their inventory in 
terms of changing needs within the 
area served. 

Today, we are living in the age 
of the super-narket. As consumers, 
we prefer to market wheie we can ob 
tain all our needs under one roof. 
Housewives say they would rather buy 
ten items in one store than shop for 
two items in two stores. And what 
man likes to shop? 

The days of chasing around from 
the meat market to the vegetable 
store, to the delicatessen, to the groc 
ery, to the fish market, and all the 
other specialty markets, is gone with 
the wind. 

If our personal life is geared to 
affect savings in time and money by 
patronizing general markets that stock 
all our needs, it logically follows that 
industry can expect the same econ 
omies by dealing with the organization 
founded on this philosophyv—-the gen- 
eral line distributor. 


Warehousing and Delivery 


The general line distributor, like 
Beals McCarthy & Rogers and Indus 
trial Supply Corp., pays particular at 
tention to efficient warehouse layout 


so that popular, fast-moving items 
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INVENTORY CONTROL is vital to in 


of all items geared to meet the demands of local industry 


mventory 


\t Industrial Supply Corp., 


items is maintained in handy ledger book: 


by manufacturer on major lines. Weston 


tains perpetual inventory records 


ire most readily accessible, and slower 
moving items away from the 
center of shipping and receiving activ 
ity. All types of shelving, bins and 
racks are used, and both companies 
favor wide aisles for casier and neater 
handling of stock. 

To insure fast materials handling 
at Beals McCarthy & Rogers, modern 
equipment, such as conveyors and 
chutes, is installed between floors; 
every part of their vast plant is within 
instant communication—by tube or 
phone—with every other part. Fork 
lift trucks and rotary lift Levadocks 
also help speed the flow of stock in 
and out of the warechousc¢ 

Industrial Supply Corp. recently in 
stalled a new electric clevator which 
operates on all four floors of their 
warehouse. An inter-com system keeps 
all phases of operations in instant 
touch with each other so that no cus 
tomer has to wait records or 
stock is checked 

Regular truck deliveries are feature 
of both organizations. Schedules are 
o that custom 


stored 


while 


maintained can de 


pend on regular deliveric 


vision is made for emergency 


40 Major Lines 
W hik 


the FCTICT 


_____ The General Line Distributor 


PURCHASING AGENTS at Industrial Supply Corp., L. B 
Cook and N. P. Snead, use inventory control books to gea: 
their purchases in accordance with stock movement. Pur 
1) items is simplified by perpetual inventory 
turnover of every 


sure complete stock 
control on 17.000 
chasing of 17,01 
that show a 
item 


alphabetically and 


» Conley, Ji up-to-date 


main records urate 


tock 


business to give that doesn't 
mcan on a few selected lines. It 


cTVice 


| broad stock of all indus 
ms, it as interesting to not 


both companies studied, de 
tailed sales analysis and effort was 
stressed on approximgtely 40 major 
lines. By keeping a sales analysis on 
these 40 lines, management is as 
sured that salesmen will not concen 
trate on a few “pet lines” but sell a 
broad range of supplies. 

If these 40 odd lines represent a 
large percentage of the general line 
distributor's business, it is logical to 
ask why they stock all the other mis 
cellaneous items. 


Miscellaneous Stock Items 


Eugene F. McCarthy, president of 
Beals McCarthy & Rogers, has this 
to say on the subject: “It is unfair 
and unrealistic for a distributor to 
expect every quart of milk to be all 
cream. We know we handle man 
items that are slow-moving and com 
paratively unprofitable. But can any 
the amount of desirabl 
get because we handk 
irable items? From ou 
know that the 
items help the fast 
faster!” 

Mize, president of Indu 
ply Corp., “We are in 


one estimate 


business we 
the | de 
CXPCTICTIC( wi slow 
moving moving 
tem THOVE 
Llovd B 


i Su says, 
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means on all industrial supplies. Our 
customers know they can depend on 
us for all their needs, that they don't 
have to shop all over the country to 
keep operating. And because we have 
the hard-to-get items, we are favored 
with orders for popular supplies.” 


No Gadgets 


Both companies, however, caution 
igainst handling ‘‘gadgets” and unre 
lated lines. And they frown on direct 
factory shipments and the handling 
of duplicate lines. 

Here is what Paul W 
president and secretary of 
McCarthy & Rogers has to 
Without miscellaneous items, we 
would have little reason to ask for 
more business on the staple products 
With them, we point out how we 

in save customers time and money 
by enabling them to consolidate their 
By being of service on all in 
supplies, my salesmen point 
BM&R deserves more of the 
shoot 


Evans, vice 
Beals 


Say 


orders 
dustrial 
out why 
desirable 
in@ for % 

Which leads to a consideration of 
of the general line dis 
fon the sales force 


busine evervone 1s 


inother phase 


tributor’s oper 
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Sales Force 


THERE IS A MISTAKEN NOTION that 
general line salesmen sell by going 
through their large catalog page by 
page and merely taking orders for 
‘off-the-shelf’’-items 

The general line salesman’s catalog 
has been ridiculed long enough. 
Actually, it is one of the salesman’s 
most potent weapons—his heavy 
artillery in the battle for business. 

Ihe salesman’s complete catalog 
represents his firm's willingness to 
maintain a vast variety of items. It 
enables the buyer to appreciate that 
here is one salesman representing one 
firm with a wealth of information and 
stock to serve his needs—information 
and stock even on the miscellaneous 
products so essential to the maintain- 
ence and operation of today’s complex 
production equipment. While it is 
unnecessary for general line salesmen 
to devote valuable time to plugging 
miscellaneous items, they should ac 
quaint buyers with the fact that their 
company does stock and service all 
items 


Training & Engineering 


\ continuous traiming program is 
essential to educate all sales personnel 
The regular monthly training program 
in force at both companies studied 
stresses schooling on those 40 lines 
that constitute most of their business, 
with emphasis on the more complex 
lines 

Most purchasing agents expect a 
distributor salesman to advise them 
on the availability and merits of a 
product, and occasionally quote prices 

not engineer their needs. However, 
where the general line salesman runs 
into a highly technical problem, he 
usually has the cooperation of those 
in his organization who, by virtue of 
long experience or engineering train- 
ing, are qualified as experts in the 
field. He also has recourse to manu 
facturers’ representatives 

In both companies, salesmen aver 
aged 6 to 7 effective calls per day. 
BM&R’s city salesmen handle an aver 
age of 100 accounts, out-of-town men 
250 accounts; Industrial Supply's city 
salesmen 50 accounts, country sales 
men about 150 

The basic philosophy of the general 
line distributor's operation is incul 
cated in the entire sales force by a 
continuous training program. They 
are taught how to sell on the merits 
of their operations. This selling tech- 
nique can best be expressed with the 
motto—One Call For All 





SMALL PLANT represents desirable and profitable business to the gene ral line 
distributor. As Frank Hart, city salesman for Industrial Supply Corp., puts it 
With a complete line of industrial supplies I find it well worthwhile to solicit 
mall plants. And small plants welcome my visits, because the other type distributors 
with limited lines can’t afford to call on them.’’ General line salesmen feature “Onc 
Call For All” service on the small plant and the 


THOROUGH TRAINING like Wm INSIDE SALESMAN Joe Young 
S. Hendricks, Jr., Industrial Supply (foreground) of Industrial Supply Corp 
Corp. salesman, recipient of diplomas who knows how to find everything in 
from suppliers’ schools and participant the complete catalog always within 
in company sales meetings. Training reach. Assistant John Lloyd is learning 
is also vital for others, such as fast. Sales force is also backed by 


94 INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 








____ The General Line Distributor 











Bob McLeod, city salesman for 
Purchasing agents 


LARGE PLANT as well 
Beals McCarthy & Rogers, Inc., says, 
in large plants prefer dealing with general line salesmen who 
are equipped to advise and serve them on all their industrial 
requirements. The P. A.’s time is valuable—he can’t afford 
to waste it seeing so many so-called specialty salesmen every 


ENGINEERING EXPERTS like Art Darcy (center), one 
of Beals McCarthy & Rogers staff of 5 trained engineers, 
who demonstrates features of lathe to customer brought in 
by Bob McLeod, city salesman. ‘Technical men are, by edu 
cation and experience, prepared to provide general line sales 
men’s customers with every type of technical and 


time he needs a variety of items.” Large plant or small, it’s 
one call for all, and to do justice to all accounts on all 
products, the general line distributor salesman acquires a 
background of inside experience plus a sound knowledge of 
general industrial operations. ‘The general line salesman 
constantly takes time for 


ENGINEERING SERVICE like E. R. Lindstrom of Indus 
trial Supply Corp. who has 35 years experience in chemical, 
mechanical and electrical engineering. Mr. Lindstrom 
maintains detailed files and records of all recommendations 
ind case histories of major installations. Bill Scroggins, city 
salesman, checks blueprints with Mr. Lindstrom 
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require MANY SALESMEN from specialty distributors and manu 

facturers. Because the general line distributor's stock is 

omplete and his buying contacts wide, the purchasing agent 
consulting so many salesmen 


all purchasing agent's 
MeCarthy & Rogers 
at 


ONE SALESMAN handles 
il. Bob McLeod, Beal 


ments im one 


italog; P. A. orders everything 
in climinate 


One Call for All 


How customers save time and money by buying from general line distributors 


omplh te 


ilesman use 
nstead of losing tin 


the me tine cing 


ONE ORDER is all that is necessary for a variety of items MANY ORDERS which are time-consuming for secretarial 
Less paper work all around—one invoice to process through and clerical help to process. Savings in filing, follow-up and 
general paper work reduce high cost of handling orders—a 


me payment check to write—tangible savings 
vital factor in the economy of purchasing 


bookkeeping, « 
alternative of 


shen compared with the 


ONE DELIVERY brings varicty of items into customer's MANY DELIVERIES which jam-up receiving departments 
plant. Fewer deliveries mean streamlined service. ‘This eff and result in loss of time, money and labor. One salesman 
ciency enables industry to maintain a constant production ene order, one delivery is the message used by both distribu 

tors in a planned program of sales promotion 


flow at all times, instead of waiting for 
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SALES PROMOTION PROGRAM that tells their story 


NDUSTRIAL SUPPLY Cr 


—— 


THIS MAN CAN SAVE YOU WHAT YOU CAN'T BUY! 


Nemes 


Tiwet 
rime 


CALL := 


Le, © tia Sth 
a 7 a, 


sage to a mailing list of 7,500. Industrial Supply Corp., 


promotional value of their setup, issue a 
, which reaches 


aware of the 
monthly bulletin, called “Industrial Doctor 
mm audience of 1,500 plant personnel in their trading area 


major 
Beals 


their mes 


and provides ammunition for the sales force is a 
beneft of the general hne distributor's operation 
McCarthy & Rogers’ monthly “Bulletin 


rics 


Sales Promotion 


['O ILLUSTRATE THE SAVINGS in tin 
and money based on the “One Call 
For All” philosophy, Beals McCarthy 
& Rogers made a detailed study which 
they publicized in one of their monthly 
bulletins. It showed how one of their 
customers saved 184 operations in on 
month 

If the customer had purchased that 
particular month's requirements direct 
from manufacturers he would have had 
to 1) deal with 51 manufacturers; 
write 5] purchase orders; 3) send out 
51 checks; 4) interview 
men; 5) wait untold wecks for delivery 

That's 199 operations. Yet, by or 
dering from BM&R, the customer 
needed to deal with one salesman and 
one firm, write only one purchase o1 
der each time he needed a variety of 
supplies, and one check at month's 
While these statistics are based 
on a comparison between ordering 
from a general line distributor and 
manufacturers, the analogy holds truc 
when compared to doing business with 
ther tvpe distributors 


yoOmMmCc 9) § ile S 


end. 


In one of their issues of “Industrial 
Doctor’, Industrial Supply Corp. told 
1 story entitled, “Some Cold Facts 
Mr. Buyer’. This revealed that studies 
indicated the average cost of carrving 
stock of industrial supplies is 15% 
which means the buyer must add 
5150 to every thousand dollars of sup 
plics purchased 

Industrial Doctor’ 
the buyer could reduce these costs in 
by keeping stock at mini 
mum and making use of Industrial 
Supply's convenient, complete stock; 
ind 2) cutting the cost per order by 
consolidating orders with the general 
line distributor—thus simplifying 
bookkeeping and minimizing the num 
ber of phone orders, confirmation 
follow-ups, invoices and check 


showed how 


two ways: |] 


Small Orders 


I he aa ill ord I pre ble Il, 0 
ligned within the industry, is not a 
major problem with the general line 
distributors studied. Primarily, be 

use, with their variety of stock, thes 


Wil 


have little difficulty convincing cus 
tomers of the economy of combining 
orders. 

As an added 
solidating orders for a variety of items, 
Beals McCarthy & Rogers prepay ship 
ments on orders totaling $25 or mor 


inducement to con 


net. 

Industrial Supply Corp. is aware of 
their smal! order situation, particularly 
sales. But 
some emphatic com 
ments on this “We do not discourage 
mall orders! i friendly busi 
The more people come into our 


on over-the-counter cash 


Mr. Mize has 
Qurs 1s 
Hess 
tore, the more they get to know and 
talk about us—the better we like it 

“Sure, a farmer may come in for a 
couple of screws or bolt an unprofit 
ible sale. But, th 

rews or bolts, he patronizes us when 
he needs a compressor or other large 
equipment; he tells his friends about 
our friendly service, the completen 
of our stock. 

“We know it’s added to our list of 
When a man comes 


because we had 


ictive account 
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in a few times and pays cash, we en 
courage his opening a charge account 
And these accounts grow. Yct, despite 
the fact that every month we open 
new accounts, our cash sale business 
remains about 3 to 4% of our total 
business 7 

Mr. Mize also points out that fixed 
overhead enables him to handle small 
orders without adding to his normal 
operating costs 

Mr. Evans of Beals McCarthy & 
Rogers offers an interesting sidelight 
their organization became 

‘sold”’ on the cconomy of 


on how 
completely 
the streamlined central stockroom for 
industry, why they know convincing 
purchasing agents “One Call For All 
with BM&R” is sound business 

“We found,” Mr. Evans says, “that 
our own purchasing department at one 
time spread their purchases all over 
the lot. We were buying from spec 
ialty suppliers; sources from whom we 
bought less than $3000 a year, to 
whom we nt checks as small as $15 
to $20 a month. Over 800 suppliers! 

“We gradually discontinued buying 
from these minor and specialty sup 
pliers. We also climinated duplica 
tion of lines. In our steel purchases 
alone, we cut from 27 suppliers to 6 
Result? Better service at a lower op 
crating cost. Now, we have about 500 





suppliers, and our costs have been 
trimmed considerably.” 

Industrial Supply Corp. has had 
much the same experience; manage 
ment has whittled their regular sup 
plicrs down to 155. 


Organization 


The only advantage claimed by 
other type distributors revolves around 
their contention that they know more 
about their particular lines, that they 
are better prepared—technically and 
inventory-wise—to give better service 
on so-called special or selected lines. 

his is a valid criticism only if the 
general line distributor lacks good or 
ganization. 

With their great variety of items, 
the general line distributor must be 
sure that every department is ade 
quately trained to provide quick serv- 
ice to all customers. And he must in 
sure complete stocks of all items in 
demand in his territory 

Purchasing agents, on the hunt for 
unusual needs, naturally call the cen- 
tral stockroom for industry. This op 
portunity to be of service must be met 
by well-trained personnel, thoroughly 
familiar with all industrial supplies. 
lhe general line distributor's person 
nel has a big advantage in that they 
possess a broad background of indus 


trial experience, their knowledge is 
comprehensive, rather than limited to 
a narrow phase of industry. ‘Thus, they 
are better qualified in the entire in- 
dustrial field to keep customers in- 
formed as to what is available to ef- 
fect a saving in all maintenance and 
production operations. 

Both companies studied stressed the 
importance of a well-trained inside 
sales staff to support the outside sales 
force, plus efficient warehousing and 
streamlined delivery service. 

Beals McCarthy & Rogers have 40 
people in their inside sales staff all 
organized for fast action. Intercom- 
munication systems, pneumatic tubes, 
telephones, inventory files well-manned 
by personnel familiar with every item— 
all are geared for speedy service. 

Industrial Supply Corp. is also set 
up along the same lines to insure 
maximum operational efficiency. 

Every department within the gen 
eral line distributor’s organization 
must be smooth-functioning, and op 
crate as a team. To insure this, it is 
essential that the organization be de 
signed with careful attention to the 
formulation of policy by management 
and the subordinate means to fulfill 
the prime purpose of a central stock- 
room for industry—complete service 
to the trading area served. 
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ORGANIZATION CHART for Beals McCarthy & Rogers, 
Inc. clearly indicates channels of authority 
is determined on executive level of responsibility (directors 
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General policy 


through president, vice-president and secretary in charge of 
sales, and vice-president-treasurer), and then delegated to 
purchasing, service, sales, and finance departments. 








_ SUPPLIES 


The Departmentalized Distributor 


E. E. Stvan is head of the nine divisions of Strong, Carlisle & Hammond's supply department. 


The Departmentalized Distributor 


been secured not by a willy-nilly drum- 
ming-up of sales, but as a direct result 
of improved service to customers. In 
deed, as we shall see, customer service 
is virtually a tangible with distributors 


‘THE INDUSTRIAL DISTRIBUTOR will find 
more sense than syllables in depart 
mentalization. He'll find it’s a big 
word signifying a simple idea—the 
idea of subdividing his sales organi 
zation and concentrating the sales ef 
fort on specialized as well as general 
lines. 

Departmentalization is the logical 
compromise between the straight spe 
cialty house, on the one hand, and 
the general-line house, on the other. 
It combines the best features of each, 
without the disabilities of either 
Where the specialty house must bal 
ance itself on a narrow line of kindred 
items, the departmentalized house can 
stand foursquare on several. And 
where the general-line house spreads 
itself over a whole catalog of supply 
items, the departmentalized house di 


vides, directs, and organizes its sales 
effort 

The advantages of departmentali 
zation are readily apparent in the op 
eration of two successful distributors, 
one large and the other of average 
size. Cleveland’s Strong, Carlisle & 
Hammond Co. is one of the pioneers 
of departmentalization, and E. FE 
Stvan, manager of the Supply Depart 
ment, can tick off at a moment’s no 
tice the benefits which have accrued 
to the firm as a result. In Camden, 
N. J., Fidelity Tool Supply Co., a 
relative newcomer to the supply busi 
ness, has departmentalized to a point 
George W. Powell, the president, is 
justly proud of the results. 

For both firms, the chief advantage 
of departmentalization is greater sales 


volume. Moreover, this advantage has 


who've departmentalized. It’s their 
stock-in-trade, the one commodity 
they’re best equipped to provide. 


Sales Potential Is Key 


Many a distributor mistakenly as- 
sumes departmentalization is impos- 
sible without sales volume. Certainly, 
sales volume is needed eventually, but 
the first criterion must always be sales 
potential. He will find, as both Fidelity 
and Strong, Carlisle & Hammond have 
found, that volume follows as a mat- 
ter of course, because departmentaliza- 
tion focuses not only sales effort but 
management effort as well. 
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Fullest use is made of sales force at Strong, Carlisle & Hammond. General salesmen scout sales for specialty men. 


Here Is Organization for Bigger Sales, 


Criurvetanns Srronc, Caruisre & 
IlamMonD Co. have departmental- 
ized in the conventional way. That 
is, they have set up nine separate de- 
partments, and have leued oa de- 
partment to become thoroughly spe- 
cialized in the selling of the respective 
product lines. 

Caimden’s Fidelity ‘Tool Supply Co. 


on the other hand, has not yet de 
veloped the potential to departmen 
talize in the same way (although 
shortly they will establish an abra 
sives department). However, president 
George W. Powell has adapted many 
of departmentalization’s principles to 
his own circumstances. 

lor one thing, he’s divided his in- 





E. E. Stvan 
Strong, Carlisle & Hammond Co. 
Cleveland 


“We often call our type of firm the 
‘department store of industry,” for 
that’s what it is in the literal sense 

Not only do we carry everything a 
general-line house carries, but we 
have specialized on certain lines so 
that a customer can get expert serv 

ice on those lines and installations 
From a management standpoint, w« 
have spread out responsibility where 
it can best be handled from the 
standpoint of attention to detail 
thorough knowledge of products, 
and maintenance of adequate in 
leve ls ” 





ventors 





side and outside salesmen imto two 
more-or-less equally-matched groups, 
and put an assistant sales manager in 
charge of cach. He has a separate de 
partment for assembling dic-sets, but 
this item is sold by all salesmen. He's 
departmentalized certain management 
functions—invoicing cutting tools, in- 
voicing die supplies, purchase orders, 
and expediting are all handled by dif 
ferent clerks. Finally, separate per 
petual inventory records are kept for 
cutting tools and die supplics and 
abrasives. 

Fidelity’s two sales teams are self 
contained, Mr. Powell as general sales 
manager never interfering unless spe 
cial problems arise. Each assistant 
sales manager spends one day a weck 
with each outside salesman on his 
team, helping him with customers’ 
problems, difficult prospects, and 
checking on his selling techniques. 

Although Fidelity’s salesmen sell 
the firm’s entire line, the frequent, 
direct, and active help they get from 
the assistant sales managers has en 
abled them to become virtual spc 
cialists in those lines 
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Faster Turnover 


Each of SC&IT's nine division 
headed by a manager, and running 
the whole show is the supply depart 
ment manager, Ek. E. Stvan. Although 
“general supplies” (every item not 
handled by a specialty division) i 
separate unit, the 20 general supplies 
alesmen come directly under M: 
Stvan. The general supplies division 
does its own purchasing, has its own 
pricing and telephone order manager 

Each specialty salesman works with 
1 number of gencral-line salesmen, 
ind it is upon: the latter that he de 
pends for most of his leads. Whik 
he has his own accounts and prospect 
1 specialty man is actually in the fo 
tunate position of having anywher 
from three to six expericnced men 
scouting business for him. General 
line men, of course, share in commi 
sions paid on specialty products sold 
in their respective territories 

Thus, in both firms, here is organ 
ization for more sales because the en 
tire sales force is put to the best ad 
vantage, is deployed to bring in th 
highest quota of sales from the dis 
tributor’s trading area. 





FIDELITY'S PRESI 
DENT George MW 
Powell (A) split sale: 
to in two groups, 
wh under assistant 
ale manager (B), 
vith inside G ind 
nitside D) men in 
ca h group Abrasives 
pecialist FE) works 
vith both groups New 
ilesman (F) is being 
trained bv both assist 
int ik manager 














George W. Powell 
Fidelity Tool Supply Co. 
Camden, N. J 

Dividing outside and inside sak 
men into two teams with an assist 
int sales manager in charge of cach 
has given us a highly effective kind 
of sales management. Further, the 
ompctitive spirit which has sprung 
up between both teams is healthy 
ind productive. Finally, as a result 
of the way we've organized our sal 
force, every salesman sees a chance 
for advancement. He can become 
in assistant sales manager im time, 
while an assistant sales manager 
can work up to the position of 
general sales manager 
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AT’ SC&H each division manager checks his own inventory, does his own purchasing 


Amolsh (center), 
clerks “‘flag 


(,corge 
Inventory 


Stvan orn Mr. Powe, and 
will tell you that through 
their 


Asx Mr 

cither one 
departmentalization 
firms have achieved (a) more effective 
(b) inventory geared to 
sales training tailored 


respective 


supervision 
demand, and (c) 
to customer service 

each distributor has 
organization, he’s 


Because sub- 
divided his made 
his management job easier, more 
profitable. Further, the top men, in 
stead of being swamped with details 
trying to run an amorphous body of 
salesmen, can give their full attention 


102 


power transmission manager, looks over his stock records 


items running short 


to setting objectives and watching 
results 

The subordinate 
ind salesmen, on the other hand, wel- 
come the greater responsibility thrown 
on them as a result. Thev feel they 


top management's confidence, 


sales managers 


have 
and set about justifving it 

Most important, however, is the 
continual, immediate, and careful help 
to each salesman in his work 
At both SC&H and Fidelity, every 
inside and outside man can get a 
quick answer to any problem. And 


given 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 


HUDDLE on product problem is held 


by Wm. Sharpe, abrasives 
with salesman and factory man 


manager, 


while there is no suggestion any sales 
man with either firm would delib 
erately shirk his job, it’s a known fact 
a distributor salesman can’t do his 
best work if he feels cut loose from 
the whole organization. 

Secondly, departmentalization leads 
logically to more adequate inventory 
levels. SC&H’s division managers cach 
supervise their own inventory control 
and do their own purchasing. In the 
case of Fidelity’s smaller operation, 
purchasing is handled by the general 
manager; nevertheless he’s kept ap- 








E. Stvan, head of Strong 
Hammond's supply dept 
meets with his division managers to 
plot out top policy. Everyday details 
Mr. Stvan leaves to managers 


(LEFT) | 
Carlisle & 


(RIGHT) one of Fidelity Tool’s assist 
ant sales managers, Joseph Becker, sits 
in as salesman Clifford Ellis describes 
stamp clamp to C. W. Moore, Mag 
netic Metal Co.'s purchasing agent 
Mr. Becker spends a day on calls with 
lesman on his team 


each sak 


Supervision and 





FIDELITY keeps separate inventory records for abrasives and cutting tools. General 


ha 


led Marshall (standing Ri 


made to gear inventory level t 


manager 
. efforts are 


prised of all customer requirement 
in all sales territories. 
Further, whenever SC&H 
up a new department, the stock of 
that particular product line has been 
increased in keeping with the depart 
ment’s prime purpose—te th 
customer better, faster service. And 
adequate inventory will be the first 
thing to get attention when Fidelity 
Tool launches its new abrasives 
partment 
If either 


criterion, sales 


} 


has s¢ 


» give 


bidelity 
in a depart 


SC&H 


training 


or Ss a 


de- 


heck tock Special 


idolf Weber twist drill 


ustomer requirem nt 


mentalized organization dwells less 
on textbook generalities and more on 
customers’ plant problems. And the 
a particular department is in 


the truer this statement 


longer 
existence, 
becomes 

Where he to Ss} 
ciahize, to concentrate attention 
on a few products, a salesman even 
tually acquires complete mastery over 
them and their application. And al 
though the factory representative can 
give the salesman valuable help with 


his product line, he cannot furnish 


is given a chance Yi 


his 
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PRINT” in manufacturers’ 
showing product application 
training 


“SMALL 
literature, 
big point in hidelity’s 


is sale } 


the vast, varied, rich experience this 
ame man will acquire after years of 
contact with customers 

Again, a departmentalized distribu 
tor has more time to devote to training 
of salesmen. Right now, Fidelity ‘Too! 
is tramimg a new man, but instead 
of casting him adrift in a territory 
with another salesman, he’s carefully 
tutored by each assistant sales man 
ger. Strong, Carlisle & Hammond 
don’t expect to train a full competent 
general-line or specialty salesman in 


less than two or three vears 
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Sales promotion material issued by Fidelity Tool & SC&H s tresses ability to render customer expert, specialized service. 


Departmentalization Has a Tangible: 


consolidated at the shipping dock for 


HE DEPARTMENTALIZED DISTRIBUTOR 
doesn't pay lip service to custome: 
service. He can produce it in a high 
degree—and still turn a tidy profit 
Both Fidelity ‘Tool Supply and Strong, 
Carlisle & Hammond have the figures 
to prove it 

Thus, both firms 
point in sales promotion 
serve you better because we are 
cialists.”” ‘They stress that their sales 
men know their products and can 
advise the customer intelligently. ‘They 
stress adequate inventory and fast de 
livery. In other words, to the depart 


the same 
“We can 


spc 


stress 
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mentalized distributor, being a spe 
cialist is knowing his business, and 
knowing his business he’s organized 
himself to give the customer the ulti 
mate im service. 


Ignoring the Obvious 


Nor have other types of supply 
houses the monoply on the “one call, 
one order, one invoice, one delivery” 
argument. The clerical and shipping 
facilities of Fidelity and SC&H have 
been so set up that orders phoned or 
mailed into separate departments or 
taken by different salesmen can be 


delivery and covered by one in 
'his point is so elementary, 
wastes much time bring 


onc 
Voce 
neither firm 
ing it up in promotion matter 

“The customer desn't care about 
minor advantages,” says Mr. Powell. 
“He wants specific help with his prob 
lems and specific supplies and equip 
ment to fill his needs. He puts first- 
rate service above everything, and 
doesn’t care if he gets one invoice 
or ten.” 

Mr. Powell’s observation is borne 
out in part by a survev recently com 
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POWER TRANSMISSION SALESMAN C. A 
calls on A. C. Gravatt, Thompson Products Inc. P.A. for 


capital equipment 


Rybak 


for production 


The Departmentalized Distributor 


STEEL TUBING SALESMAN C. J. Hammond’s contact at 


Thompson is E, A. Moyer, who buys all raw material steels 


Four SC&H Salesmen and One Customer 


CUTTING TOOLS SALESMAN Geo 


Products 


Pearson sees H. f 


McMorris who handles this branch of buying for Thompson 


to W M 


ustomer Service 


pleted at Strong, Carlisle & Hammond 
One of the firm’s departments found 
that over 60% 
were “at the customer's 
[his indicates the extent to 
SC&H’s customers have 
pend on the firm for 
assistance. 

And what is significant in all this 
talk about service is that Strong, 
Carlisle & Hammond can show an 
annual turnover of inventory to sales 
of no less than eight to one! Fidelity 
Tool shows a lower but still substan 
tial ratio. Informed guesses place thi 


of its salesmen’s calls 
request.’ 
which 
to dk 

and 


COTTIC 
advice 


itional average turnover of distribu 
tor inventories at about four times 

Remembering the high turnover of 
both firms, some additional statistics 
in be set forth. Each 
lidelity ‘Tool has about 200 accounts, 
makes about six calls a day, calls on 
(depending on size 


salesman at 


each customer 
ind importance) on an 


month 


average of 


twice a 
Figures Show Results 


Strong, Carlisle & Hammond sp« 
cialty salesmen have about 100 to 
120 active accounts, average only four 


GENERAL SUPPLY SALESMAN Preston Deming speaks 
Martlock when he calls on Thompson's spe ial 


produc ts division 


ills daily, and call on cach custome 


i) average of only once or twice a 
month. General-line salesmen, how 
ever, cach have about 200 account 
iverage cight calls a day, contact cus 


tomers much more frequently 
Two Deductions 


Still remembering both firms’ high 
turnover, what must be deduced from 
these figures is this: Salesmen from 
both firms spend more time with thei 
customers. And a further deduction 
They're giving the 
service as a result 


customer more 
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Organizing For More Sales 





SALESMEN favor departmentalization. Fidelity’s young in intelligent answer, because I've specialty men to count 


Wim. Rutledge (left) sa The whole set-up gives me mor on.” SC&H’s power transmission salesman Norman Rogers 
Ip in my job SC&H's general supply salesman E. | The growing complexity of machinery makes the special 


Rah Departmentalization enables me to give customers ized salesman essential. But I depend o neral men 


Each Departmentalized Firm Is a Team 


DEPARTMENTALIZATION doesn’t result 
in fragmentation. At SC&H and 
Fidelity Tool, every right hand always 
knows what every left hand is doing. 
But like any good team, cach firm has 
its stars and standards 

Both firms use sales meetings to tic 
together divergent sales efforts. ‘Twice 
i month SC&H's 70-odd inside and 
uutside salesmen hear what's going on 
regarding new products, sales cam 
paigns, sales polic ies. At Fidelity Tool, 
1 series of meetings, culminating in 
i monthly sales meeting, affords com 
plete diffusion of sales information 

Finally, both firms encourage inside 
md =outside, specialty and general -. 
lin ilesmen to work together, be GENERAL SUPPLY salesman Carl Kerr (left) found Lake Erie Screw Co. wanted 
1 customer requirements respect complex pickling tank installation, referred job to Donald 'Taschler, SC&H’s indus 
trial heating specialist who studies completed job with P.A. James Dorenkott nter 


no internal boundaries 


MEETING of all salesmen is held monthly by Fidelity Tool tion. Here president George Powell briefs men on a new 
Purpose is to afford complete exchange of ideas and informa product line the firm has taken on 


105 INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 








Selected Lines 
Distributor . . . 


Concentrates Sales Effort 
On Few Diverse Lines 


* He bases his policy on indus- 
trial buyers’ preference for 
“adequate stocks” and “prompt 
deliveries” 


* He utilizes his entire resources 
to carry full stocks of few care- 
fully selected lines 


* He gives his salesmen advan- 
tages of greater concentration 
on mastering and selling each 
line 

* He gives his manufacturer-sup- 
pliers excellent cooperation and 
maximum selling attention 


‘TH 
relatively new development in the in 
dustrial supply and equipment field 
still generally misun 
derstood. He is often mistakenh 
termed a specialist because, like the 
latter, he handles a relatively few lin 
only. However, there are enough dif 
ferences in the policies, objectives and 
practices of the two to warrant a sepa 
ration of the types. 

\ broad definition of the 
lines distributor would read 

“He is a distributor stocks 
completely and concentrates his en 
tire sales effort on all of a relatively) 
narrow range of industrial supply and 
equipment products, not necessarily 
related but especially selected to uti 
lize most efficiently all his availabk 
resources—finances, manpower and 
facilities—and_ to competently 
several large and varied potential re 
quirements of the market in which he 
is Operating.” 

More concretely, the 
distributor 
who ope! ites as 


SELECTED LINES DISTRIBUTOR IS a 


and, as such, is 


selected 


who 


serve 


selected line 
may be identified as one 
follows 


ee 


be 
bs 
? 


The Selected Lines Distributor 


LARGE INVENTORIES of few select product lines, says Augustus Foster. sales 


manager, Squier, Schilling & Skiff, Newark, N. J., 
complete 


vant most—prompt deliveries from 


1. Stocks heavily and sells onlv a 
few carefully selected lines 
from 15 to 40)..The 
cidentally, as 
of different products supplied by on 
manufacturer, regard of wheth« 
they are all, or 1 part, of the 
products he makes. lor cxample, a 
gear manufacturer’s “‘line’’ may in 
clude gears, chain, sprockets, et 

2. Trains salesmen fully in cach of 
the lines handled 

3. Demands that 
lines handled with equal emphasis 

+. Tends to avoid employing “‘sp« 
cialist’’ to sell only a single “‘line.’ 
many reasons 
rigid definition can be made of dis 
but many general line 


generalh 
word “line”, in 


used here means a group 


only 


salesmen sell all 


here are why no 
tributor types 
distributors ar sclected 
lines 
their sal 
difference 
lected lines distributor is 
former continues to stock 
many other lines while the 
lines distributor stocks and sell 
selected 


practicing 
elling policies by concentrating 
efforts on “key 
between thes« 


lines Lhe 
and the s¢ 
that the 
and scl 
selected 
only 


those lines he 


give customers the service they 


stocks 


sclected lines distributor 
centused with the 


Since the 

most commonly 
specialist, the essential differences 
should be pointed out. Generally 
peaking, the specialist concentrates, 
even restricts, his entire marketing op 
eration to once or two broad lines, 
iy power transmission or power trans 
mission and materials handling 

I'he selected lines distributor tends 
to spread his choice of products over 
varied 
is not as 


to mect more 
requirements, In short, he 
restricted as the specialist and not as 
diversified as the general line distribu 
tor. Howard Begg, general manager, 
Squier, Schilling & Skiff, Newark, 
N. J., a firm that has done consider 
ible pionecring in developing selected 


1 broader range 


lines policies and techniques, explains 


this more fully 
Many 


maximum sale 


that 
cannot be produced 
vithout specialization. ‘To some ex 
tent this is, of course, true. The trend 
within the industry is toward more 
ind more specialization; less and less 
generalization. However, many 540- 


distributor believe 
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Organizing For More Sales__ 





My resources are... 


THE SELECTED LINES DISTRIBUTOR STATES HIS CASE: 





ideal Lys 











ere 

















...- JUST SO MUCH 


capital ; 


. handle only that number of lines which my re- 
sources — capital, manpower, physical facilities - 
can accommodate efficiently with adequate inven- 
tory in each line, well trained salesmen and 
adequate storage. 


. select the lines on the basis of: potential sales; 
manufacturer's distributor policy; profit margins; 
size of adequate inventory and investment re- 
quired; degree of consumer acceptance of prod- 
ucts; discount policy; competitive elements; sell- 
ing characteristics of the products. 


. refuse to sell products not carried in stock. My 
reputation must be based on complete stocks and 


This Policy benefits all concerned. 
For Myself, IT... 


. Simplifies control and direction 
of the business operation. 


Strengthens my competitive 
position against “specialized” 
distributors. 


. Increases my company’s pres- 
tige as it gains competence in 
handling the relatively few se- 
lected lines through concentra- 
tion. 


. Builds general volume through 
more exhaustive coverage and 
exploitation of the selected lines. 


. Permits closer supervision of 
my entire sales effort. 


Simplifies analysis of market 
variations and their effects on 
profits, making it simpler to 
decide and take timely correc- 
tive action 


For The Customer, IT... 


. Provides contact with sales- 
men well equipped with tech- 
nical knowledge of a few lines. 


. Offers better selection of sizes, 
types and quantities and 
prompt delivery from large in- 
ventories. 


.Sets up a trustworthy local 
source where special problems 
may be referred to for solution. 





- JUST SO MUCH 
adequately trained 
man power ; 
So How can I make the best use of these to benefit my 
customers, my suppliers, my people and myself? 


...- JUST SO MUCH 


physical plant and facilities, 


By adopting a “Selected Lines” Policy by which I will ... 


prompt deliveries of items I stock and sell. Volum+ 
added by selling items I do not stock mean les; 
profits per sales dollar. 


.give complete coverage of small, medium an 
large customers for each line through constant 
direction of sales effort — salesmen, promotion anc 
advertising — and utilization of sales analysis, re - 
views of potential, product meetings, etc. 


.make full use of simplification inherent in han - 
dling few selected lines to maintain and improve 
selling and operational performances to give out - 
standing service. 


. Provides a reliable source ot 
supply regardless of his size 
-small, medium or large. 


For The Salesman, IT... 
7% o 
Ff a 

\ ae «) 
) 2 

y , 


For The Manufacturer-Supplier, IT .. . 


. Sets the pattern for his expan - 
sion and development. 


. Clarifies the scope of his duties 
and outlines exact responsi- 
bilities. 


Builds his confidence and ef- 
fectiveness through rapid de- 
velopment in a few lines. 


.Gives him tangible objectives 
for each call and permits 
greater concentration of his 
selling time and effort. 


. Gives more satisfactory repre- 
sentation, enhances custome: 


ae acceptance of his products. 
(#  ...Heightens interest, focuses at- 


' 
; 

6 | as j tention of my salesman on his 
ay y line. 
re .Permits direct integration of 

his effort with mine for greate: 
RN < - volume in his line. 


.Encourages mutual respect, 
mine for his problems and his 
for my problems, and more 
amicable solution of differ- 
ences, 
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The Selected Lines Distributor 
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FUNCTIONAL TYPE of organization 
Schilling & Skiff with authority and responsibility for opera 
tions residing in 20 men and women 
assis 


(general manager, sales manager, 


called general line distributors mak« 
just as much money and perform just 
is effective service as do the special 
ists. Our own thinking convinces us 


that specialization can be over-done as 


well as under-done. 

“F xcept on the larger accounts in 
our areca, it would be practically im 
possible for one salesman to call for 
the purpose of selling cutting tools 
inother power transmission 
inother for abrasives. Our customer: 
just do not have that amount of timé 
to devote to us. Thus, we 
that it is better to have a 
group of salesmen well-versed in 


one for 


conclude, 
relativel 
large 
the job of selling a relatively small 
number of lines (our 14 men selling 
21 lines) than to duplicate calls a 
the specialists do, or to have six men 
selling 200 product lines as the gen 
cral line distributor does 


Why Concentrate? 
Like 


line 


all departures from the gen 
policy, the of selling 
only is a t 


eral theors 


selected lines positive 4 
to overcome a basic and increa 
ible weakness of that tra 
ditional concept. The immense ex 
American industry in the 
lecade ha diffi 


temp 
ingly vulner 
pansion of 


past ravated the 


oo 
igg 
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tant 


is used at Squier, 
Executive group 


sales manager, of employees 


ultv general line distributors have in 
maintaining adequate inventories. It 
requires no extensive documentation 
for all distributors to realize that this 
has: been happening. Plaints about 
“limited working capitai, rising oper 
iting costs and inflexible profit mar 
ins are common. 

Instead of regarding these plaints as 
explanations”, the advocates of  s« 
lected selling regard them as 
cold, hard business realities’’ about 
vhich they can and must do some 
thing. Selected lines selling is the r 
ult. The program is based on a re 
evaluation of objectives, full apprecia 
tion of the limited resources and then 
in cfhcient utilization of those r 
to vield maximum benefits to 


lines 


Our©rce 
il] 
With this attitude, 
distributors felt it necessary to 
ibandon the traditional concept of 
trving to be “all things to all indus 
try” as unrealistic. The proper utiliza 
t yf one’s available resource 
finances, manpower and facilities—tr 
quired doing relatively fewer thing 
for industry but doing them exception 
illy well. In other words, don’t 
your resources too thin; con 


the sclected 


1 
Hmnes 


ion 


pre id 
I 


entrate 


more 


assistant general and operations manager, assistant operations 
manager and accounting manager) exerts substantial influence 
over conduct of corporation affairs 


Figures indicate number 


The policy recognizes the inroads 
made by the specialist on the business 
of the general line distributor and 
properly analyzed the specialist's suc 
cess as due to concentration. How 
ever, selected lines selling avoids the 
extreme restrictiveness of the special 
ist. It maintains, with the general line 
distributor, the theory that all sales 
men should sell all lines, only ther 
should be less of the latter 


Basic Thinking Again 


Studies of operations and costs hav« 
convinced selected lines distributor: 
that volume increased by an indis 
criminate addition of new lines when 
resources are limited merely hastens 
the operation of the law of diminish 
ing returns. Each new line added 
merely serves to dissipate the sales ef 
fort on previously selected lines. Each 
investment in a new line diminishes 
investment in already lines 
leading to inadequate inventories. And 
when the new line is added, space 
must be found to store the inventory 
ind this space can be had, usually, by 
‘iminishing the space allotted to other 
lines, or by renting, or by building. 

Phe attached by s« 
lected building 


sclected 


inportanc 


lines distributors in 
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Organizing For More Saies 
W. Travers Knapp, SSS salesman: 


Yes, | sold general supplies before 
going into service during the war, 
so . 


1 can really concentrate now, 
learn more about each line I'm 
selling, . 


volume only in the lines carried is re 
flected in a statement of Squier, Schil 
ling & Skiff’s sales objective 

Our broad sales objective is simpk 
Day after day 
we are attempting merely to do an in 


and casily understood 


creasingly better sales job for each one 


of the 21 manufacturers we represent 
Thus, any total stems 
from individual increases on each one 
of our lines. We are not attempting to 
increase sales by adding to the num 
ber of product lines we sell. Our am 
bition, for the moment at least, is to 
become a valuabk 
tributor for each one of our 21 manu 
facturers. Our inventory investment 
is deliberatly concentrated in only 21 
lines in the belief that industry will 
eventually one distributor 
is headquarters for one product-line, 


sale S mecrease 


and successful dis 


recognize 
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... | didn’t think much of this 
idea of selling only a few selected 
lines, but . 


.. . Get more intensive product 
training like | got on this carbide 
tipped tool .. . 


mother distributor as headquarters for 
another and will for 
reasons of convenience and time-sav 
ing, learn to purchase as a matter of 
habit from the headquarters distribu 
tor. The concentration of so much in 
ventory on relatively few lines helps us 
in competition with other distributors 
in the area whose inventory 
ment covers many more lines and thus 
is not usually as heavy in any one line 
We have no pick-up service from 
other distributors, but it is our policy 
to tell customers where the item they 
want can be obtained if it is an item 
we do not handle.” 

Selected lines distributors based 
their program on their own private in- 
vestigations as to the chief reasons 
why industrial buyers purchased from 
distributors. The reasons, they found, 


product-line, 


invest 


.. . I've learned; this is it for a 
salesman, there’s no comparison 
because . 


. . . And generally build up a lot 
of selling confidence which means 
more sales. 


were “complete stocks” and “prompt 
deliveries. Moreover, survey after sur 
vey substantiated these findings. The 
surveys also indicated virtual indiffer 
ence of buyers to the appeal of being 
able to purchase all requirements from 
d singl« source The surveys also show 
that the number of buyers relying on 
a single source of supply is negligible 

Che adoption and implementation 
of a selected lines policy requires con 
siderable management thinking and 
acting and effective use of estimates 
of potentials, market analysis, budget 
ing, sales analysis and control and in 
ventory control 

Naturally, the initial step is the ap 
praisal of the available resources— 
finances, adequately train manpower 
and physical facilities. To a large ex- 
tent, the state of these resources will 





ame , ____The Selected Lines Distributor 
For example, a datributer wan si00, We F, Petervary SSS salesman: 


000 available for inventory investment 
has the choice of selecting 100 lines 

with an average inventory of $1,000 

per line, or he may select 10 lines with 

an average inventory of $10,000 per 

line. If the market indicates an aver 

age inventory of $10,000 per line, he 

knows he can operate with 10 lines. 

Similar considerations are applied to 

available manpower and facilities. 

But there are other factors which 
management must consider selecting 
lines and these must dovetail to some 
extent with his resources. These in 
clude: (1) market potentials; (2 
profit margins; (3) inventory invest 
ment required; (4) manufacturer's dis 
tributor policy; (5) selling character 
istics of the product; (6) competitive 
elements; (7) consumer acceptance of I've had some engineering which . . . The chance to draw on com- 
product; (8) discount policy; (9) stor helps a lot with customers’ prob- plete stocks is one of my biggest 
age space required. lems, but. . . assets, because .. . 

There is a prevalent misconception 
that the sole factors are profit mar 
gins (necessarily high); market po 
tential (necessarily large) and fran 
chise (necessarily exclusive). ‘Thes« 
are impressive but the other factors 
play an important qualifying role and 
cannot be ignored if the policy is to 
be carried out successfully. 

A product line may appear very at 
tractive from the point of profit mar- 
gins, market potential and manufac 
turer’s distributor policy and still be 
rejected because one or several of the 
other facfors are unfavorable. Vor ex 
ample, the line may be a difficult onc 
to handle due to inadequate facilities 
ind certain technical selling difficul 
ties the staff is unable to overcome, 
involving considerable expense to set 
straight. 

Regarding the impression that it | 
necessary to have an exclusive fran 
chise to effect a selected lines program 
Mr. Begg says, “This idea may be im 
plied in the relatively high degree of 
concentration which the selected lines 
distributor gives to a line but it isn’t 
obligatory nor, in some cases, even de 
sirable. In many cases, an exclusive 
franchise involves the hiring of a 
“specialist” to devote his entire ef 
forts to that one line. Since that is 
contrary to one of the basic objectives 

to have a relatively large number of 
salesmen concentrating on a relatively 
few lines—an exclusive arrangement 
may not be too attractive.” 

The emphasis is on having all men 
sell all lines. Every effort is made to 
develop the salesmen’s selling com 
petency in each line and, with fewer 
lines, the opportunities are ther ... It’s a pleasure to tell them . . « Makes a good customer who 
Irving Buck, president, Tool Supply they can have it and more right invariably will go right down all 
& Engineering Co., Dallas, Tex., says, away, which your lines. 





. . . Customers don’t object to our . . . If you’re selling gears, they 
carrying only a comparatively few expect you to have the gear they 
lines, but... need and... 
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Organizing For More Sales ‘ 


Edwin £. MacElroy, SSS salesman: 


Selling only a few lines is the only 
way for effective sales work, . . 


.. » You know your total poten- 
tial for each line pretty accu- 
rately, . 

Sclling selected lines certainly has its 
ulvantages and we find that, in time, 
it develops the salesman to use a 
specialized’ type of selling. We mak« 
constant opportunities for 
knowledg: 


Wailabl 
increasing the salesman’s 
of our lines 

Under the policy, the distributor 
ible to intensify his product trainin 
chedule and receives cooperation from 
manufacturers’ field representatives 

Manufacturers’ field men are fitted 
more readily into a field trip schedul 
under a selected lines policy than un 
der a general line set-up due to less 
competition for salesmen’s time. Re 
problem” sales, Mr. Begg 
that a certain 
on each lin 


irding 
tates, “It is inevitabk 
} 


percentage of sales made 


( illed 


may 


problems 
mount to 


vill represent 
I hese problem ile 


much as 5 percent on some line 
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... You can devote more time 
toward mastering each line . 


. . « You can really help your cus- 
tomer with selection or help, 
and... 


nd as little as one percent on others 
Whenever engineering assistance is 
not available within our own sales 
staff, manufacturers’ field representa 
tives are called in to help.” 

When a firm changes over to a s« 
lected lines policy, the sales staff may 
have to be rather than cus 
tomers on the new plan. It must bx 
pointed out to the salesmen that cus 
tomers want, above all, “complet 
stocks” and “prompt deliveries”. Used 
to obtaining whatever the custome 
vanted, the salesmen pay undue stres 
to satisfying buyers’ every whim. As 
me distributor put it, once a buyer 
finds a salesman can obtain almost 
iny hard to get items, he'll naturally 
reserve all such business for that sales 
man who probably doesn't know that 
it costs his company money to han 
dle such Properly indoctri 


“sold”’ 


business 
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.. . You can devote more time 
with customers on each line, .. . 


... You don’t get involved in 
sales for sales’ sake alone. You 
know what you have to sell. 


nated on selling complete stocks and 
prompt service, salesmen eventually 
prefer the policy. 

Ihe same difficulties are less fre 
quent with customers. Mr. Buck re 
ports, “We did experience this tvpe of 
selling problem but now it has com 
pictels disappeared We have sold all 
of our customers on the idea of com 
plete stocks and better service on the 
items which we have available for 
them in our warchouse.” 

The selected lines policy 
heen termed a “fair weather” policy, 
not vet tested in tougher, more 
competitive times. [It has been. The 
policy has flexibility. When demand 
falls off, the size of the “adequate” in 
ventory becomes smaller and mainte 
nance of “adequate” inventories re- 
quires less investment. Resources then 


can accommodate added lines 


ilso has 








SERVICE IS NO CLICHE in specialist's operation 


maintains adequate stock; dealing wit! 


_______The Specialized Distributor 


to 
to sell 


sonnel acquire 


trained 


He 


per SCcTVICct 


] 


bith enable 


complete 


yroduct knowledge; men are 
] 4 


first, bearings second 


The Specialized Distributor 


[HE SPECIALIZED DISTRIBUTOR gears hi 
stock, organizational setup and selling 
effort to the distribution of one or two 
broad lines and kindred items. As the 
title “specialist” implies, an intensive 
technical knowledge of the litic han 
dled, and its varied applications in th: 
distributor’s trading area, is one of th 
primary requisites of a specialist hous« 
The specialist restricts himself to 
one field such as bearings, rubber goods, 
equipment, cut 
valves and fitting 


power transmission 


ting tools, or pipe, 


He carries a complete stock of the 
items, and has thorough technical and 
practical knowledge of their usé 


Advantages 


(he advantages of specialization ; 
leat 

1. The term “spec ialist,”’ often in 
orporated in the firm’s name (and in 
iny case implied), conveys the idea to 
the customer that here is the logical 
source for this item, or service relating 
to it 


2. Mechanical processing—shelving 


ind storage; shipping and receiving 
billing and inventory; ordering and o1 
der filling—is considerably simplified 
ince it is concerned for the greater 
part with classification of one item 
rather than identification and classifi 
cation of many 

Product training, being narrowed 
tudy of one broad line 


down to the 
is intensified 


ind its kindred 
ind experience in its application practi 
cal and thorough 


terms, 
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TRAINING is demonstrated by W. C 
Thompson, sales manager of Detroit 
Ball Bearing. Sales force attends 
manufacturers’ schools 


also 


MORE 


out unique 


one up vith best answer 


+. The supplier knows that the mov 
ing of his product is the sole object of 
the specialist, and thus works in close 
ooperation and harmony with him 
Such specialist houses as the many 
branched Detroit Ball Bearing Co. of 
Michigan, which covers Michigan and 
Northwest Ohio and the smaller Ober 
juerge Rubber Distributing Co., Inc., 
St. Louis, which for seven vears has led 
the country in the distribution of 
Goodyear industrial rubber products, 
ire two examples of specialist opera 
hions 
In their combined 43 years of ope 
ration these two houses have exempli 
fied the specialist in facility of opera- 
tion, complete service and supply of 
their products in their respective trad 


Organizing For More Sales. 


| 


ENGINEERS than salesmen are DBB men 
ome of its 30 salesmen gather in the home office to thresh 
tough applications. Combined technical experi 1S ( 





Gi 


IDENTIFICATION WITH SERVICE - 


OCAHINGS 


a prime advantage of the specialist’s type 


organization is here demonstrated by motto over Detroit Ball Bearing’s counter. Slogan 
is publicized by main office and 11 branches—featuring 4 miles of bearing stock shelving 


throughout its trading area. 


Here 


Moor ind J I 


MANAGEMENT’S FUNCTION, exemplified by R. J 
Moore, Detroit Ball Bearing vice presidents 
oncentrated on continuous, smooth-flowing passage of onc 


line and related items from stock to customer 


ing areas, and a more than adequate 
representation of their suppliers 


Organization 


Detroit Ball Bearing Co. of Michi 
gan, founded in 1917 by Thomas B. 
Moore, now employs approximately 
140 and has 12 branches. It carries 
$200,000 to $300.00 worth of stock; 
in the main house alone are more than 
two miles of shelving filled with bear- 
ings and kindred items: pillow blocks, 
flanges, retaining rings and grease. It 
represents 30 manufacturers of these 
bearings and related items. 

Ihe relatively new Oberjuerge Rub- 
ber Distributing Co., founded in 1946 
by Walter W. Oberjuerge, stocks close 
to $200,000 worth of industrial rubber 


products, employs 20 and travels 6 
salesmen. 

Because of its single product nature, 
the specialist house is able to function 
with a relatively simple and direct type 
of organization, which becomes more 
complex only as the organization in 
creases in size and sprouts forth 
branches. Detroit Ball Bearing (DBB) 
is headed by the founder who has dele 
gated active authority to four vice 
presidents. One vice president handles 
personnel, another is in charge of the 
western sales district, the third is as 
sistant general manager (advertising is 
one of his responsibilities) and the 
fourth is general manager. Authority 
is delegated in turn by these four off 
cers 
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EXTRAS like conveyor belt remnants 
inspected by W. W. Oberjuerge after 
Akron buying trip, helps customers who 
need odd picces for patching belts 


At DBB all activitiy is directed to 
the promotion of bearing sales and the 
extension of service related to bearings. 
In Oberjuerge’s case, each person has 
as his direct aim the sale of industrial 
rubber. In each case, the two functions 
are clear cut and without the necessity 
of promoting and rendering service on 
four ten fifty or a hundred 
other lines 


or Or 


Selling Philosophy 

When J. ‘IT’. Moore, secretary and as 
sistant general manager of DBB says 
“We sell service first and bearings sec 
ond,” he isn’t glibly repeating the 
phrase which is drummed into every 
employee. In his own words, “We have 
devised our organizational setup to im 
prove and change our arrangements to 
spread our duties. As our company 
grows, problems increase. We wanted 
to make arrangements for service 
around the clock; we feel that we can 
give the customer more service on his 
bearing requirements and problems be 
cause we can concentrate on that one 
item; it was necessary for us to organize 
our company so that at any time, in 
any place In Our area, in any Way, we 
can serve his needs 
Essential to Survival 

‘This specialization seems essential 
if the industrial distributor is to survive 
In the case of our line—bearings—the 
business is getting more complicated 
all the time. Some day we might even 
be selling bearings by prescription. 

“And another thing—the general line 
man has to call on the manufacturer 
when he has a problem call to make or 
a technical item to push. When two 
men walk in on the p.a., he’s outnum 
bered two to one. Bad psychology.” 

In Oberjuerge’s case, the company 


SIMPLIFIED 
other specialist 
stock cards don 
lated items 


just rubber products 


internal operations — an 
advantage. Oberjuerge’s 
t list thousands of unre 


TAKING CARE of competition is also 
part of Oberjuerge’s operations. D. C. 
Whitaker, sales manager, checks stock to 
he Ip local competitor on rush job 
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SIMPLE AND DIRECT ORGANIZATION is possible in a specialized house like 


Detroit Ball Be 


aring 


plex only as more branches are added 
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Lines of authority are clearly defined and 


ctup gets more com 








Organizing For More Sales 
r . ee : 


~ . : 


SOLUTION to customer's problem was engineered by J]. T 
Kellman, Oberjuerge salesman. Jacobsen hammer caused ex 
broke 


ind mstalling 


vibration and chattering which 


After re 


CSSIVE 


foundation ommending 


sctup also works toward one thing 
promotion of service to customers of 
industrial rubber goods. Under the op 
crating manager are such service de 
partments as belt repair—a function 
which exists solely for the customer's 
well being rather than as a money mak 
ing deal. The salesmen also, as in the 
case of DBB, are able to extend the ul 
timate in service because they concen 
trate solely on one phase of industrial 
suppl 5 

Says W. W. Oberjuerge 
we have limited our stock and services 
to industrial rubber, we are able to con 
centrate more on knowledge of our 
product; analysis of our trading area 
potential is simplified and more accu 
rate; and we can maintain an adequate 
line to service this potential. We don't 
have to spread ourselves too thin.” 


Because 


Sales Training 


What appears on the surface to be a 
problem for the specialist, the necessity 
of concentrated technical sales train 
ing, turns out to be one of its greatest 
advantages. If either company were to 
take a man with average mechanical 
ability off the street and put him on its 
sales force, it naturally follows that his 
constant experience in the sale and ap 
plication of one type of item would 
serve to educate him far sooner than 
if he were striving to sell several unre 
lated items. When engineers were 
available, it was the practice of DBB 
to specify such training as a require 
ment for a sales post. With the short- 
age of such qualified men, the company 


has contented itself with candidates 





up concrete 


who have mechanical traimmg or ex 
penence. In Oberjuerge’s case, all its 
salesmen have had several years experi 
ence with industrial rubber products at 
another end—that of the suppliet 

DBB has instituted an cight-wecks’ 
training plan for new salesmen which 
involves their putting in time in cach 
department — they start in shipping 
and receiving and work their way up 
through the warehouse. They spend 
tune on the counter and then mo 
finally to the order department. S: m« 
manufacturers’ schools are utilized, and 
occasionally salesmen travel with a 
manufacturer's man, but in the main, 
DBB feels that constant exposure to 
its specialized operations works most 
intensely in the process of product edu 
cation and application. On its own, 
DBB has accumulated 1,400 pages of 
hearing data, collected over a pernod of 
34 vears 


Plant Surveys 


All DBB salesmen at one time or an 
other have worked on a plant survey 
for one of the firm’s customers or po 
tential customers. This usually takes 
the form of an extensive listing of all 
bearings used in the machinery of a 
plant — first, tvpe of equipment with 
position of the bearing, manufacturer's 
drawing number, size and type of bear 
ing used and quantity of bearings used 
in each application. The chief service 
to the customer comes from what is 
usually the second section of such a 
survey: a bearing interchange list and 
suggested stock section 

Such an anti-friction bearing plant 


in manufacturer adopting vibration mountings 4s 


a vibration dampc..ci — vibiuon 


was eliminated. This new application by Mr. Kellman resulted 


tandard 


equipment on his machines 


survey recently made for a steel cor 
poration in ‘Trenton, Mich., by DBB 
salesmen ran to more than 63 pages. It 
is not difficult to see how the salesman 
making such a survey benefits. Varied 
product knowledge is added to the 
facts necessary for him to undertake 
such a project. 

The recipient of the survey service 
also benefits; he learns which of the 
essential parts he uses are interchange 
able, which he can replace quickly in 
case of trouble, and what his reserv 
stock should be 


Saving the Customer Money 


In one such survey, DBB showed a 
customer how to reduce an $18,000 
inventory which had been spread in 
three locations to $10,000. “After th: 
company had worked off its overstock, 
our business with it increased conside1 
ibly,”” said Sales Manager W. C 
l'hompson. 

‘These surveys teach us a lot about 
customer's applications — and he gets 
to know our organization better and 
cooperates more readily.” 

Similar surveys also are undertaken 
by Oberjuerge salesmen when there is 
sufficient reason to believe that the m 
turn business will warrant the time and 
effort. A salesman often spends a: 
much as a week analyzing every con 
vevor belt in use. Pulleys are measured 
to see if the belts can be standardized 
thus allowing for ordering in volum« 
ind doing away with specialized sizes 
and a check is made for special con 
ditions which warrant special belts 
heat or oi] resistant, for example. ‘The 
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SHIPPING {S EXPEDITED at main house of Detroit Ball Bearing which maintains 
three city trucks and one “over the road”’ truck. Bins are maintained in this room for 
material to be dispatched to each branch; supplies are shipped in wire baskets to save 


time and expense of packing. 


complete imdustrial rubber require 
ments of a plant are studied and listed, 
with appropniate recommendations and 
suggested stock. 

An Oberjuerge salesman recently 
checked a steel company which was 
cating up conveyor belting — two 500 
ft. rolls a month. He found that rods 
in the core box were catching in the 
belt's metal fasteners, ripping the belt 
He persuaded the company to let him 
make a couple endless belts which ran 
for a year without accidents. 

Now the steel company is splicing 
its own belts, and buying its air hos 
welding hose and other industrial rub 
ber from the distributor who cut it 
innual belt bill by 65 percent. 


“Not Just Theory” 


“With us, this business of being a 
specialist isn’t just theory,” says W.W 
Oberjuerge Over a period of year: 
we've proven to our accounts that it 
pavs to do business with us becaus« 
we can put time on their problem 
\nd we don't have to drag along a sup 
plier’s man with us.” 

Ihe practical experience gained on 
the line counts high in increasing prod 
uct knowledge. Sales schools are also 
utilized, suppliers’ representatives fre 
quently are asked to talk up items and 
also encouraged to work with Ober 
juerge’s men. But chiefly, it is the prac 
tical experience gained working with 
the diversified industry in the area, and 
the coal and oil fields and the river 
trade, that, on top of their supplier 
training, polishes up the Oberjuerge 
salesmen’s product knowledg: 


The Specialized Distributor 


MANUAL of over 400 pages compiled 
by DBB lists bearing specifications for 
all types and makes of equipment a 
tvpical specialist sales tool 
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ORGANIZED TO SELL industrial rubber products only, Oberjuerge Rubber Dis 


tributing Co 
lesigned for maximum service 


DBB mails out 15,000 mailing pieces 
monthly to keep its name before the 
customer and supplement the sales 
men’s calls. “Our principal job in the 
stimulation of business,” says J. ‘T 
Moore, “‘lies in advising the customer 
as to what's new in the bearing world 
W hen new ideas or new products come 
up, we know who to tell about it. And 
our customers, following the trend 
which in all fields leads the consumer 
to the specialist, have respect and confi- 
dence in us. Our sales figures show us 
that. At all times we stress ‘specialist.’ ” 
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backs up its six salesmen with a repair department ind inside operations 


Che company retains an advertising 
agency to assist in promotion pieces, 
and has a four-man department which 
prepares, mails and catalogs advertising 
matter. Heavy use of testimonial adver 
tising is mace, and the firm’s several 
branches are plugged in every mailing. 
The firm also uses the Anti-Friction 
Bearing Distributors Association’s re 
leases, which are imprinted. Institu 
tional advertising plays a big part in its 
mailings also. A 404-page catalog, re 
vised every few years, also pushes the 
specialist's name 





Organizing For More Sales 


THERE’S NO PROFIT in repair department maintained by Oberjuerge 





Two men, 


trained to vulcanize new conveyor and transmission belts and repair damaged sections 
of old belts, are ready on moment's notice to pack equipment in special truck for field 


jobs 


Oberjuerge supplies a 2,500-name 
list, analyzed, to several of its suppliers, 
who imprint circulars and do the ac 
tual mailing. ‘The company also makes 
monthly mailings of blotters and note 
books, and advertises in technical year 
books. A specified percentage of prof 
its are set aside yearly to take care of 
this activity, which includes frequent 
letters written to companies im antici 
pation of their activity season 


Inventory Control 


l'o regulate and tabulate its stock, 
which ranges from a 1/16.in. size steel 
ball to a 4-15/16-in. pillow block, with 
everything in between—lock nuts, lock 
washers, oil seals, bearing grease, spiral 
lock retaining rings-DBB utilizes a 
Remington Rand Kardex system. Each 
card, one for every item and size in 
stock, contains the maximum and 
minimum amounts to be stocked, and 
is coded from a to d depending upon 
the item’s activity. The firm tries to 
keep the stock record within an hour 
of the time shipping tickets are written, 
knowing that a minutely close check 
is necessary on a specialized stock of 
this kind. During a recent week a check 
showed that all inventory cards were 
posted within a half-hour of the time 
the shipping tickets were made out. 

The inventory control at Oberjuerge 
(annual stock turnover, 6-8) is a sim- 
ple double check system—a stock record 
is maintained on cards in the shipping 
room of incoming and outgoing stock, 
and a ledger, posted from invoices, is 
maintained in the office. Maximum and 
minimum amounts are kept on each 


Another customer service provided by the specialist 


item, and the cards are balanced against 
the office ledger daily. Every three 
months the maximum and minimum 
are reviewed, and every five months 
the general figures are scrutinized to 
check on slow-moving items. Ordering 
is based on what is moving, and the 
sales are checked over reasonable pe- 
riods. 

Obviously, since the specialist con 
centrates on one broad line and kindred 
items, it is essential that he keep this 
classification in full and up to date 
stock. As indicated, both houses watch 
very closely to assure this 


Sales Analysis 


Although the specialist realizes the 
importance of sales analysis in his op 
eration, the process is considerably 
simplified for him since classification of 
items is extremely narrow when com- 
pared to that of the varied-lines houses 
DBB requires a manual sales analysis 
monthly from salesmen and branches. 
A duplicate of all invoices goes to the 
sales department which posts account 
sales. Each salesman has his own rec 
ord which he brings up to date 
monthly. Every three months a com- 
parison is made with the previous 
year’s activity by company and item, 
and gains or losses carefully studied; 
and in the case of the latter, corrective 
action taken. 

At Oberjuerge, sales are broken up 
by main customers and chief items, and 
are brought up to date monthly. Sales- 
men are also required to submit resu- 
mes each month; these sales letters are 
restricted to one page and list all new 


COMMUNICATION by phone and 
teletype between Detroit warehouse and 
branches is another feature of DBB's 
operations as used by T. P. Moore 


accounts. Daily call reports also are 
used to scrutinize sales activity. 

DBB considers its type of analysis 
good for the reason that it keeps man- 
agement’s finger on the pulse of sales, 
and because the salesman himself gets 
his sales picture the hard way. “And,” 
says Mr. Moore, “it gives him some 
thing to talk about besides the weather 
when he visits a customer.” 

“They (the salesmen) get the pic 
ture and we get the picture,” says W 
W. Oberjuerge in reference to his com 
pany’s system. 


Salesamen’s Opinions 


Thomas I’. Daly, field engineer with 
DBB says of his type of distributor 
selling: “Seems to me if you know 
something very well, you like it. And 
if you like it, you're going to sell. } 
particularly enjoy the selling challenge 
that comes from selling bearings—and 
the technical type of service you have 
to give. Our market is mostly main 
tenance; in a case like that you've got 
to know your stuff. In the case of a 
breakdown, you're not necessarily sell 
ing your product—you're selling know! 
edge. Ours is a twofold job; engineer 
ing and selling.” 

Salesman B. C. McCaslin of Ober 
juerge says, “We ought to know our 
lines—after all, we've only got one type 
It seems to me, we're doing real sell- 
ing when we go into a plant—with us, 
it isn’t a case of letting a buyer thumb 
through our catalog to see if there’s 
something there he can use. We greet 
him with a specific item and his appli- 
cation of it, in our minds.” 
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General Conclusions 





General Conclusions 


General Line Distributor 


‘THE GENERAL LINE DISTRIBUTOR’S entire organization 
purchasing, sales, service, and finance—is geared to stock, 
sell and give service on all industrial supplies used in 
his trading area. 

This aim of being a central stockroom for industry 
is —— by maintaining a complete stock of all 
industrial supplies required for the maintenance and pro- 
duction needs of local plants. A perpetual inventory 
control system insures adequate stock of all items. 

The entire organization is streamlined—one salesman 
sells all supplies, one inside sales force handles all in 
quires and orders, one service and shipping department 
makes for one delivery of a variety of items. 

This type operation provides a major promotion and 
advertising benefit. The general line distributor has a 
story to tell and sell to potential accounts—One Call 
For All. The salesmen’s presentation and all promo- 
tional material can be prepared to point out the savings 
in time and money obtained by buying from the central 
stockroom for industry— 

One Call . instead of many. 

One Order . . . instead of many. 

One Delivery instead of many 

Continuous training of all personnel is essential so 
that everyone is well versed in the over-all requirements 
of their trading area. Training is directed on 40 odd 
major lines which constitute the bulk of the distributor’s 
business. Emphasis is given to those items that are 
more technical in nature. 

Sales analysis is maintained on major lines to insure 
maximum sales effort on the broad range of industrial 
products, rather than a concentration on “‘pet lines”. 

All personnel, however, are trained to be familiar with 
everything in the company’s catalog. The general line 
distributor salesman’s catalog is actually a potent weapon 

-a complete unit of factual information 

On those lines that occasion technical problems, some 
one in the organization—qualified by experience, special 
training, or engineering education—is available to back 
up the salesman. The distributor's engineering depart 
ment or technical advisors and the outside sales force 
function as a team to provide complete service on special 
jobs. The men with technical backgrounds also par 
ticipate in the training program to improve the sales 
man’s ability to handle run-of-the-mill problems 

Well planned warehousing, modern materials handling 
equipment, and an efficient inter-communications system 
all help to maintain fast service to the customer 

Organization, from the executive level On down, is 
designed to provide uniformity of operations and pur 
pose— to function as industry’s central stockroom. 

Both from the historical and present-day standpoint 
the general line distributor's concept of distribution is 
sound. Originally the distributor was a general store for 
local plants. Todav, the general line distributor operates 
in a similar fashion to modern super-markets and large 
retail establishments. 

Conscious of the consumer’s awareness of saving time 
and money by shopping for everything under one roof, 
the general line distributor provides the same type service 
for industrial users. 





Departmentalized Distributor 


By DEPARTMENTALIZING HIS OPERATION, a distributor can 
net himself more effective sales management, more ade 
quate inventory levels, and more thorough sales training 
He'll reap two rewards as a result: faster turnover and 
higher sales volume. 

This is not mere theory, but has happened to two 
distributors—one large, the other average-sized—who've 
successfully brought departmentalized order out of what 
might have been general-line chaos, Departmentaliza 
tion, in essence, is nothing more than deploying the 
existing sales force to the best possible advantage 

Departmentalization enables a distributor to exercise 
closer supervision over each salesman. It assumes a 
good salesman can be made even better provided he’s 
given generous assistance with his problems and not cut 
loose to fare as best he can. 

Departmentalization enables a distributor to make 
specialists of his salesmen. Instead of knowing a little 
about everything in the catalog, such salesmen handle 
fewer lines (usually lines made up of kindred items) and 
thus become versed in their characteristics and appli 
cations. 

It follows, therefore, that a distributor who has con 
sciously encouraged his salesmen to become specialists 
is in a position to sell a virtual tangible—namelv. “cus 
tomer service.” It is no accident that such a distributor's 
customers eventually come to look upon him not as a 
mere purveyor of goods, but as an expert who can deliver 
the goods when it comes to plant problems 

Distributors who departmentalize find they must give 
first attention to inventory levels if anv department is 
to justify its existence, It is usual to place supervision 
of inventory in the hands of the department manager 
He can then proceed to build up and maintain stocks 
sufficient to meet customer demand in his area 

Other advantages of departmentalization flow from 
the above. Salesmen have a greater incentive because 
they usually have a greater degree of responsibility 
More careful attention can be given to sales promotion 
and advertising of products handled by specialty depart 
ments. 

It’s the departmentalized distributor's experience that 
customers are not too impressed with the general-linc 
house’s boast it can give “one invoice, one delivery,” 
etc. Today’s industrial customer usually wants specific 
products and equipment, along with specific help from 
an industrial distributor 

Anvway, there’s not a departmentalized distributor 
who hasn’t so organized his clerical and warehousing 
functions that orders can’t be consolidated on one invoice 
and sent out on one delivery. 

It is true that a distributor can’t departmentalize on 
a product basis unless he has volume sales in those lines 
However, volume itself isn’t important in the first in 
stance. A distributor anxious to capture the advantages 
of departmentalizing should look first of all at the poten 
tial available in his area. If he feels he can develop this 
potential faster by departmentalizing, then he’s only 
treading water by remaining a general-line house with 
mistv objectives and an even mistier management set-up 
It’s time he decided to “divide and sell.” 
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Organizing For More Sales 


General Conclusions 


Selected Lines Distributor 


[HE POLICY OF SELLING CAREFULLY SELECTED LINES of 
industrial supplics and equipment is a positive, yet real 
istic, attempt to comply with industrial buyers’ demands 
for “complete stocks from which to secure prompt 
deliveries”. It is the result of recognizing the fact that 
limited working capital, increasing operating costs and 
inflexible margins’ are “cold business realities”, not 
merely explanations; that these “realities” are making it 
increasingly difficult, if not utterly impossible, for the 
general line distributor to adequately stock ALL the 
requirements of an ever-expanding American industry 
md that he had better limit his product spread and 
oncentrate his resources to accomplishable objectives 
w else sufter the inexorable squeeze-out of profits 

I'he selected lines distributor is also keenly aware of 
the imroads made by the specialist into the business of 
seneral line firms and, under the selected lines policy, 
secks to benefit from the lesson on concentration. At 
the same time, he is not entircly sold on the merits of 
onfining any one salesman’'s efforts to a single line. 

In short, the selected lines distributor believes he 
has found the middle road between the “I am all things 
to all industry” policy of the general line distributor and 
the extreme restrictiveness of the specialist. 

By limiting the number of lines he carries, the selected 
lines distributor is able to concentrate all his available 
iesources—finances, manpower and facilities—on main 
taming adequate stocks to give prompt delivery of those 
tew lines. Under the policy, he simplifies his entire 
business operation and makes it more effiicient—man 
igement, sales, purchasing, office, warehouse, shipping, 
receiving. Management then can devote the proper 
tune to management's proper functions to keep the busi 
ness in a healthy state 

The salesmen operating under a seiected lines policy 
ilso reecive many benefits. ‘They can concentrate mor 
readily and more effectively on product knowledge and 
ipplications of a few lines than on many. They can 
devote more selling time and effort to each of the few 
lines carried than if they were encumbered with a littk 
knowledge about many lines. ‘They gain customer con 
fidence more speedily with the excellent service which 
idequate inventories provide 

Naturally, the customer, having expressed his wish 
that distributors carry adequate stocks and give prompt 
delivery, appreciates the benefits he receives. Few, if anv, 
complaints have been registered by these people about 
the policy where it has been successfully introduced. 

The manufacturer-supplier has every reason to wel 
come a distributor who adopts the selected lines selling 
policy. It is a source of satisfaction to know that the 
distributor is carrving a relatively heavy inventory of his 
goods; that he is devoting adequate selling effort to 
those goods and that his field men have more than ampk 
opportunities to work with distributor salesmen 

Is there room for many more selected lines distribu 
tors? Ample! By gearing resources to give adequate 
service on a few lines, even so-called “unprofitable”’ 
lines may be handled at a good profit. There are enough 
lines to go around 


Specialized Distributor 


FOLLOWING TODAY'S INDUSTRIAL TREND toward speciali- 
zation, the distributor who concentrates to the extent 
of handling one broad line or dealing in one field, has 
the advantage of being able to maintain a fully adequate 
inventory in the face of expanding industry without 
undue strain to his working capital; his operating costs 
are lower, and his operations themselves simpler, due to 
the limited classification of product lines distributed and 
services. Determination of potential is less complex; 
location, processing and shipment of stock more rapid. 

Selling is simplified because the efforts of relatively 
many salesmen are concentrated on one general line; 
knowledge of the product is more intense and practical. 
Closer supervision of sales effort is possible; general sales 
volume increased through more exhaustive coverage and 
exploitation of the single line. The salesman becomes 
closely associated with the line being promoted; is 
immediately identified by the customer as the source for 
that line. 

Sales training is not as difficult as it may appear. Sales 
men must be technical experts, but since they have onl 
one product line, they learn rapidly from constant 
exposure to specialized operations involving their prod 
ucts. Men with average mechanical ability, not neces 
sarily engineers, have proven their ability with this kind 
of selling. 

There is more leisure for concentration on customer 
stocking, maintenance and operational problems; more 
experience toward solving them. It achieves more satis 
factory representation for the manufacturer; provides for 
close harmony in manufacturer-distributor operation. 

Two examples of the specialist house—Detroit Ball 
Bearing Co. of Michigan, and Oberjuerge Rubber Dis 
tributing Ce., Inc., St. Louis, show that the specialist 
is not limited in size of organization; type of industrial 
product; or hampered by the simultaneous operation of 
numerous nearby more general line houses—and 1s, 
in fact, a frequent help as a supplement to the stock 
and product knowledge of his fellow distributors. 

Ihese case histories also demonstrate the streamlining 
and simplification of such necessary functions as sales 
analysis; determination of potential; inventory keeping; 
and down-the-line clerical processing, as compared with 
more general line houses. Advertising budgets can be 
planned on a lower scale, since promotion is aimed at 
1 limited audience and deals with a single line. The 
term “specialist” itself appeals to the selective buyer 
implying concentrated attention to his problem. 

Service, the chief commodity offered by the indus- 
trial distributor whatever his type of selling organization, 
can be extended more thoroughly, more effectively and 
more promptly, since, as has been demonstrated, his 
inventory. his personnel, and his efforts are in every 
degree concentrated on this object: the distribution and 
servicing of one broad line. 

In short, those advantages which attach themselves 
to any single-minded, concentrated effort, accrue to the 
industrial distributor who by the limitation of lines 
carried and the magnitude of knowledge and experience 
possessed in these lines, can be termed a “specialist.” 
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This ad appears in leading business papers to help you sell Osborn brushes 


ARE YOU FOLLOWING THROUGH? 





There's an Osborn brush for every in- 


"o ° k j 9) Cl 4 d ial ed. Specify Osborn f i 
Want “Quick N’ Easy” Cleaning? brushes, maintenance brushes, power 
rusnes. 
* 
.«- specify Osborn Brushes 


foe maintenance man knows the best brush when he sees it... 
he just looks for the name “OSBORN”. His quick “OK” can 
lead to important savings in purchasing time and cost. All you need 
to do is specify “OSBORN” for quick, sure buying. 


You can buy OSBORN Brushes automatically with confidence 
because their workmanship and materials are backed by 61 years 
of OSBORN service to industry. Accepted as the standard of quality 
by purchasing agents today, Osborn Brushes are stocked by leading 
Industrial Distributors in your area. The Osborn Manufacturing Com- 
pany, Dept. R-9, 5401 Hamilton Avenue, Cleveland 14, Ohio. 





FREE HANDY CATALOG. Describes 

Osborn maintenance brushes for every 

industrial need. Handy pocket size. 

Write for your free copy. aby 
OSBORN POWER, MAINTENANCE AND PAINT BRUSHES AND FOUNDRY MOLDING MACHINES 
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Supply Sales Trend 


Final Figures For June 1953 
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Connecticut 
Maine 
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New Hampshire 
Rhode Island 
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New York 
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EAST NORTH CENTRAL 


Illinois 
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Michigan 
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Missouri 
Nebraska 
North Dakota 
South Dakota 


. 7% 
+ d% 


+ 3% 


1% 





+ T% 
+17% 


+11% 


8% 








+ 7% 


NO 
CHANGE 


+ 1% 


NO 
CHANGE 





INDUSTRIAL DISTRIBUTION 


© SEPTEMBER, 1953 











THE ALL NEW 


OSTER) 
“SEWER MASTER” 


Ads like this one 





have proved 


T last, here's a sewer cleaner that's 
A. ASy (© Operate, casy tO Move thats 
powertul and economical 
lr only takes one man to operate the new 
Oster “Sewer Master’, and he can use the 

ethod he likes best. He can feed the 
make” through the machine using the 
rol b dle, or he can teed it by hand 
method the powertul, easily 

s grip the 


Ne cutting tool into 


weighs less than 106 
bbher ured wheels. Its 


ged. One man can more 


© obser ” 
‘ er Mase 
hye ark hasiar 
omy and 
nv yi ‘ rine strain at all 
« ener ster moter is powertu 
universal, variable speed and reversi 
. ble. A flick of a snap switch starts it 
ww ienae 
work clearing out chips, grease, and vibe 
ys 100 feet or more from the 
sewe nce 
the cost of the Sewer 
But doo't let the low price 
re for feature there isn'ta 


« market that can match 


MANUFACTURING CO. 


© Owe ond Favtery 


Mo 
2058 East 61st St., Cleveland 3, Ohic 


1893 + CELEBRATING 60 Years Leadership in the Threading Industry-+ 1953 


Ads like this one are telling your cus- 


¥ like the one illustrated have been 


drawing a terrific response from your 


customers. Maintenance men need and want 
a sewer cleaner that has the advantages of 
the all new Oster “Sewer Master’’. 


They want a machine that’s easy to operate, 
easy to move...that’s powerful 4nd econom- 
ical, and that machine is the new Oster 


“Sewer Master”’. 


THE 


tomers to contact you for full information 
on the “Sewer Master” . . . pointing out 
that you offer reliable service and de- 
livery ... and sound recommendations. 
For more facts or promotional literature on 
the new “Sewer Master’, write us today. 
We'll be glad to cooperate in any way 


we can. 


MANUFACTURING CO. 


Main Office and Factory: 


2081 East 61st St., Cleveland 3, Ohio 


1893 * CELEBRATING 60 Years Leadership in the Threading Industry + 1953 
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SALES TRENDS (Cont'd.) 
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Compared with 
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District of Columbia 
Florida 
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Arkansas 
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Oklahoma 


Texas 
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Arizona 
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Utah 
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California 
Oregon 
Washington 
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+ 2% 
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+ 2% 


+ 1% 
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“THIS ADVERTISING PAPERWEIGHT 
HAS BEEN A GOOD YARWAY 


SALES TOOL FOR US’ 


/ 


—says J. E. MADSEN* 


This half scale model of a Yarway Impulse Steam Trap, 

furnished in quantity to distributors on a cooperative basis, has 

made a big hit with dealers and customers alike . . . another example 
of the progressive promotion that makes Yarway Impulse 

Steam Traps and Strainers a popular and profitable line with 


*J. E. Madsen so many industrial distributors. 


Vice President of Broad magazine advertising, intensive direct mail, dealer displays, 
Madsen & Howell, Inc. ; : , 
Perth Amboy, N. J trade show exhibits, modern packaging, local advertising and 
, exceptional repeat business are other reasons why more than 900,000 
Yarway Impulse Steam Traps have already been sold. 


Yarway Traps and Strainers are marketed only through recognized 
industrial distributors. For information, write. . . 


YARNALL-WARING COMPANY « 11! Mermaid Avenue, Philadelphia 18, Pa. 


IMPULSE STEAM TRAP 
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Price Index for 19 Product Classes 


(1947-49—100) 
% Change 


June May June From 
NAME OF PRODUCT CLASS "53 "53 "52 Year Ago 
Abrasive Products 116.0 116.0 117.1 0.9 
Cutting Tools 119.1 118.5 119.1 0 
Fans and Blowers 134.9 134.9 136.7 ‘1.3 
Fasteners 147.2 147.2 139.1 +5.8 


Incandescent Lamps 136.9 136.9 117.9 + 16.1 





Industrial Rubber Products 127.9 127.9 128.4 0.4 
Lubricants 81.0 83.0 98.5 17.8 
Materials Handling Equipment 128.5 128.1 127.1 +1.1 


Mechanics Hand Tools 
(Files, saw blades) 134.9 133.1 124.7 +-$.2 


Metalworking Accessories 128.7 122.9 107.6 
Motors 121.1 117.0 117.0 
Paint 110.8 110.8 110.6 
Portable Power Tools ; 116.6 116.6 113.3 
Power Transmission Equipment 128.0 127.5 124.4 
Precision Measuring Tools 119.9 115.5 116.8 


Pumps and Compressors 128.9 126.8 123.2 


Steel Products ; 
(Pipe, bars, nails, ete.) 136.3 134.2 124.5 


Valves and Fittings 126.4 126.4 120.6 


Welding Machines 


(Equipment, rods) 


Total Index 125.7 124.7 121.7 


119.0 119.0 119.0 


Source: Bureau of Labor Statistics and Industrial Distribution 
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GET 
WHEN YOUR " o fu 
CUSTOMERS CC/a 


NEED 


Spece/” \ CHESTER CHAIN HOISTS 


CHAIN | FOR SPECIAL HANDLING PROBLEMS 


HOISTS 


CALL ON 


CHESTER 


FOR 
... get faster service 


FAST SERVICE pep sowie 


If you have a special problem in your plant, 
in handling, lifting, lowering or moving... 
chances are excellent that there is a Chester 
Hoist “Special” that will simplify the opera- 
tion and save you time and money. 
For example, the Extended Handwheel 
BE SURE TO Hoist can be efficiently operated from a safe 
distance in lifting and moving hot, freshly 
painted or other hard-to-handle loads. Or, if 
SEL L floor to ceiling height in your plant is too 
limited for standard hoist and trolley equip- 
ment, the Low Headroom type with built-in 


trolley can easily solve that problem. 

These, and other special hoists, as well as 
standard Spur-Geared Hoists and trolleys, in 
11% to 25-ton capacity, are quickly available 


from the Chester line. Streamlined production 
often permits deliveries in a fraction of the 
FOR usually anticipated time. If you can use a 
Chester Hoist “Special” to facilitate your pro- 


RUGGED duction, ask your distributor today—or write 
. us for the Chester catalog and tell us your 
“special” problem. 


DEPENDABILITY § — CHESTER HOIST DIVISION 


The National Screw & Mfg. Company, Lisbon, Ohio 


RT & 
Current advertisement at right eee FASTENERS HODELL CHAINS CHESTER HOISTS 
in Factory and Mill & Factory 
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Extended Handwheel Type lew Headroom Trolley Hoist? 











The Outlook For Business 





By The Economics Department, McGraw-Hill Publishing Company 


SINCE WE LAST REPORTED there have been 
two developments of great potential significance 
for the longer range business outlook. 


One is the truce in Korea. 
The other is the death of Senator Taft. 


The standard, and we believe correct, impression 
is that the truce in Korea will not affect business 
much if any in the months immediately ahead. 
Estirnates of the direct savings from “cease-fire” 
range from one to two billion dollars a year, 
and all of this will not be reflected in the 
volume of defense expenditures right away. Shoot- 
ing or no shooting, there is such a firm commit- 
ment to a high level of defense expenditures that 
it cannot be unraveled for some time. 


THERE WAS A POSSIBILITY, of course, 
that a truce in Korea would drastically affect 
that all-important and equally slippery economic 
element, consumer psychology, and prompt a more 


lesisurely pace of buying, That, however, has not 
happened. Consumer spending is still running 
very high. 


There is at least a chance, however, that the 
truce will burgeon into a much more general let- 
down in the cold war and related hot wars. If this 
happens, it seems pretty negligent of out national 
history to contend, as many do, that it won't 
result in a considerable cut in defense expenditures 
with attendant effects on business generally, We 
have always needed the inspiration of actual shoot- 
ing to keep our guard up,and,while we as a nation 
may get a little wiser as we get older, there is no 
compelling reason to believe that we will suddenly 
depart completely from our past. 


IF IT EVENTUATES that the truce in Korea 
leads to a reduction in defense expenditures because 
it is justified by the improved relations between 
the Free World and the Communist World, that 
certainly should be put down asa fine thing indeed. 
It is a vastly more constructive job to work out 
economic read justments from more to less production 
for war than the reverse. But it is nonetheless a 
complicated job. 


LIKEWISE, it will be some time before the 
significance of Senator Taft's death can be ap- 
praised with any pretense of precision. This is true 
if for no other reason than that Congress has 


adjourned, presumably until next January, If, 
we were forced to choose between the numerous 
estimates of the political and economic signifi- 
cance of his death, we would choose the one that 
it sharply increases the possibility of widening the 
split in the Republican party - the split between 
the isolationist-fundamentalist wing and the in- 
ternationalist-gradualist wing. Althought Senator 
Taft was frequently identified as belonging to the 
former wing, he was in fact a powerful mediator 
between the two wings. If his death should result 
in giving the Democrats Congress next year, that 
would obviously be both a political and business 
development of large significance. 


SO FAR AS THE SHORT-RUN COURSE of 
business is concerned, perhaps its most notable 
characteristic is its persistent refusal to accomodate 
the opinion held by an overwhelming majority of 
the accredited business forecasters that some falling 
off is in order, We are now in the vacation season, 
which knocks into a cocked hat a lot of key indexes 
needed to tell what is happening to business more 
or less currently. And it could develop that when 
the vacations are over and the indexes straight- 
ened out again there have been some fairly basic 
changes which the vacations have obscured. But 
so far as it is possible to tell, business is holding 
up remarkably well all along the line. This year 
will record a decline in net farm income from 
$14.3 billion to about $13 billion because of 
lower prices. There hes been a slump in production 
of household durables from the very high rates 
set earlier this year. And for a couple of months 
housing starts, moving against their usual seasonal 
course, have fallen off slightly, a development 
which may or may not have some abiding sig- 
nificance, But pretty generally otherwise,the economy 
seems to continue to roar right along at or nearly 
full capacity. 


WE STILL TRAIN WITH THE PACK in ex- 
pecting that there will be some moderate decline 
in business toward the end of the year, led by 
a slow-down in the production of consumer durables, 
notably automobiles and steel. In fact, when the 
statistics get straightened out in the fall we suspect 
that they will show that some decline in industrial 
production is already underway. But each successive 
month we have the pleasant experience of finding 
that business as a whole continues to roll right 
along in super high gear, and with a remarkably 
steady quality about its performance. 
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Select, 
Stock, and Sell 
the Right Drill for 
Non-Ferrous Metals 
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Highest efficiency requires your customers, 

who are production drilling non-ferrous metals, 

to select proper speeds, feeds, and most of all, 

drills specifically applicable to the material. From 

the complete line of W & B drills you can select a drill 

for each non-ferrous metal, that is carefully designed to 

increase your customer's production and lower his costs. 

A typical W & B non-ferrous drill is the ‘Fastwist” type, which 

is recommended for high speed drilling of aluminum, magnesium, 
zinc, other die cast metals and metals of low tensile strength. To 
assure your customers of maximum results on individual non-ferrous 
drilling applications—select, stock, and sell W & B non-ferrous drills 


designed for the job. 


Send today for your copy of the new W & B 
catalog covering the complete line of W & B 
Drills, Reamers, Countersinks, Counterbores, 
Carbide Tools, Tool Bits, and Special Tools. 


“Makers of Fine Jools Since 1848 


WHITMAN & BARNES 


PLYMOUTH, MICHIGAN 
NEW YORK e CHICAGO «+ LOS ANGELES ¢ HOUSTON 
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ADVERTISEMENT —SEPTEMBER 1953 


Linco/n LUBRICANT 





Apply The Right Lubricant — In The Right Quantity — At The Right Time 





LINCOLN MULTI-LUBER® SYSTEM 
WINS NATIONAL PRODUCT AWARD 


Each month the Editorial Board of Mill & Factory, one of the two leading 
trade papers serving the Plant Operating Group, previews hundreds of new 
products carefully compiled by the Editors after extensive research. One 
product is selected to receive the coveted, blue ribbon Editorial Board Award. 


We are proud to announce that Lincoln’s new MULTI-LUBER (Centralized 
Lubrication System) was chosen as the winning product, and was so pre- 
sented in the June issue of this paper. Selection is based on the newness of the 
product, its wide application, and its ability to save time and money, or 


improve working facilities. 
———— : 


John Dix of “Mill & Factory” ls shown, at left, presenting the Award to Mr. Alex P. Fox, 
President of Lincoln, with John FE. Renner, Lincoln's General Sales Manager at right. 


This low cost System provides controlled, 
centralized lubrication for press bearing 
points requiring periodic applications of oil 
or light grease. It is designed to serve from 
5 to 12 bearings on standard inclinable or 
straight-side punch presses and other similar 


types of machines. The entire System is 
contained in a compact Kit, and can be 
easily installed by two maintenance me- 
chanics in 1'4 hours or less, without special 
tools or engineering skill. 





Branch Office Modernization Program 
Assures Distributors Streamlined Service 


Anticipating the coming need for the closest, 
most efficient cooperation with its Distribu- 
tors, Lincoln entered upon a broad program 
a yea? ago, to rebuild, expand and modernize 
many of its Sales and Service Offices in 
strategic cities from coast to coast 


Already, new Offices have been built in Long 
Island, N. Y., Los Angeles, Calif., and 


*Registered Tradename 


Berkeley, Calif. Offices in Detroit, Cleve- 
land and Portland, Oregon have been mod- 
ernized with display, service and warehouse 
facilities greatly expanded. 


Lincoln Distributors and their customers 
can look forward to Regional Office coopera- 
tion and assistance second to none in the 
Industrial Market. 


Four Lincoln 
Case Histories Selected 
by Purchasing Magazine 
for Special “Purchase 
for Profit” Issue 


Unique in this long-famous, once-a-year 
issue is the fact that the Editors of “Pur- 
chasing” elected to include four Lincoln 
Case Histories in this outstanding collection 
of Cost-Saving Methods compiled especially 
for Purchasing Agents throughout Industry. 
Rarely do the Editors ever include more 
than a single case history from any one 
company, but the spectacular services ren- 
dered by Lincoln Distributors to various 
industrial plants, through the installation 
of Lincoln Lubrication Systems, just 
couldn’t be overlooked. 

This is indeed a tribute to the effective, 
highly trained selling of our Distributors. 





Yale & Towne Features 
Lincoln System on 
New Shop Trucks at 

Materials Handling Show 


Lincoln's CentrOmatic* Lubrication Sys- 
tem, as installed on Yale & Towne’s newest 
Shop Trucks displayed at the recent Ma- 
terials Handling Show, proved to be a real 
standout. Among the hundreds who inspected 
the Trucks incorporating the Lincoln Sys- 
tem were 16 representatives of the Ford 
Motor Company. These men were unani- 
mous in their opinion that the Lincoln 
System was the finest advancement that 
anyone had come up with on Fork Lift 
Trucks, and that all future trucks of this 
type that they purchased would certainly 
have to incorporate the System. Here is an 
outstanding application with great potential 
for Lincoln Distributors. Photographs and 
case history material available on request. 





LINCOLN ENGINEERING COMPANY 


St. Louis 20, Missouri 
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PREPARED BY LINCOLN ENGINEERING COMPANY 


APPLICATION Mews 





Modern Controlled Lubricant Application Systems For Modern Machines 





LINCOLN LUBROVANS* SERVICE OVER 100 
PIECES OF EQUIPMENT AT WORK ON 
LARGEST EARTHFILL DAM 


Intermountain Equipment Company Supplies 
Answer To Keeping Equipment On-The-Job 


Palisades Contractors, working on the largest earthfill dam ever attempted by the Bureau 
of Reclamation, and involving a $29,180,000 contract, were faced with a real lubrication 
problem of keeping over a 100 pieces of heavy construction equipment operating three 
shifts daily. Two Model CS-6 Lincoln Portable Lubrovans, supplied through Intermountain 
Equipment Co., Pocatello, Idaho, proved to be such a successful solution that a third 
Stationary Lincoln Lube Station was added to service additional heavy equipment required to 
assist in the placement of 13,800,000 cubic yards of bulk materials. 


Here's what the lubrication Engineer on the job says 


“We knew our Lincoln pumps would work 
fine through the summer, but when winter 
came, I was frankly surprised to see their 
remarkable performance, morning after 
morning, when we ran them out from a 
cold start in sub-freezing weather. Never 


once did the pumps fzil to deliver. 

“I have been working with lubrication equip- 
ment for over 15 years, but this is my first 
experience with Lincoln. I am now more 
than satisfied.” 





Lincoln Distributors Backed-Up 
With National Award-Winning Advertising 


Carefully planned and skillfully executed 
National Advertising is still the most effec- 
tive and economical method for the Manu- 
facturer to help Distributors sell more at 
lower sales cost for more profit. As a result, 
Lincoln does everything in its power to 
make its Advertising a powerful selling force, 
constantly directing the Buyer to the com- 


*Registered Tradename. 


pany’s authorized Distributors. 


Recognition of Lincoln's efforts in this re- 
gard was recently accorded by the National 
Advertising Agency Network when one of 
their 1952-53 Awards went to Lincoln ‘‘For 
Its Integrated Advertising and Merchan- 
dising Campaign.” 


Le Valley-McLeod, Inc., 
Builds Customer-Goodwill 
and Sales for Streck’s, Inc. 


As the result of the intensive training 
received at Lincoln Distributor Training 
Clinics, LeValley-McLeod Salesmen have 
been equipped to provide their customers 
with an exceptionally high level of lubri- 
cant application “know how.” One of sev- 
eral examples concerns the problem facing 
Streck’s, Inc., Watervliet, N. Y., who were 
rebuilding a large precision Crankmill for 
one of the major steel companies. The ma- 
chine had 125 bearing points, and Mr. Streck 
felt that it was imperative to incorporate a 
modern automatic lubrication system. The 
Le Valley-McLeod salesman not only re- 
commended the correct Lincoln Centralized 
System for the application, but arranged to 
have all the components shipped promptly 
from their local warehouse stocks, and then 
worked together with Streck's skilled crafts- 
man so that the System was neatly and 
quickly installed. 


View of Crankmill showing one of the two Electric. 
Motor operated, Time Clock. controtled Lubricant 
Pumps and Injectors. 


Side view of Crankmill showing Injector Manifolds 
mounted on the machine and connected to bearings 
by tubular feed lines. 


When the Crankmill was put back in service 
at the Steel Mill, the interested parties there 
were equally pleased over the fine work- 
manship of Streck’s in their rebuilding job, 
and in the automatic Lincoln System incor- 
porated in the machine. 


The above is just another example of the 
problems that can be licked, and the fine 
results that can be achieved when Indus- 
try and the Mill Supply Distributor work 
together. 





Write for complete details on how you can become an authorized Lincoln Distributor 
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Henry L. Russell Coe & Brown Move to New Plant in Hamden 


Killed in Crash 


Henry L. Russell, 22, of J. Russell 
& Co., Holyoke, Mass., was killed July 
20 near Holyoke when his car was hit 
by a construction truck 

The crash occurred as he was dris 
ing to his summer job at the company 
from South Hadley, Mas 

Mr. Russell was a son of the late 
Robert H. Russell, vice president and 
treasurer of J. Russell & Co. His unck 
Stuart A. Russell, is president of the 
firm and his brother, Robert H. Rus 
cll, Jr., is treasurer 

Doctors said Mr. Russell had died 
instantly when struck by the big truck 
head on. ‘The truck driver told police 
his hood flew up, blocking his vision 
and causing him to swerve into the 
Russell car 

Mr. Russell, an Army veteran, was 
i student at the Babson Institute in . \ 
Wellesley, Mass He had resumed | . 


his summe | . : . 
5 C oo employment at J. Russell Planning layour for new quarters of The Coe & Brown Co. in Hamden, Conn., 
0, after returning from a vacation Harry F. Grieger, treasurer and general manager, directed the move from New Haven 


with his family in Nantucket 

He is survived by his mother, his 
brother and two sisters, Mrs. Kenneth 
Denton of South Hadley and Mrs. | 
Gordon Hill of Northbrook 


Brodhead-Murphy 
Elects Officers 


Brodhead-Murphy Co., Elizabeth, 
N. J., has elected Frank W. Carey as | 
vice president in charge of sales and 
Chester H. Breaks as vice president 

John J. Hopkins, formerly vice presi 
dent, has retired from the company. 


Frank M. Cruger 


Small Business Group 
Names Cruger Trustee 
Frank M. Cruger, partner in In- 
diana Manufacturers Supply Co., In 
dianapolis, was clected a trustee of the 
National Small Business Men’s Asso 
| ciation at the group’s annual meeting 
recently in Chicago 
Mr. Cruger is vice president of the 
National Industrial Distributors Asso 
ciation and a director and past presi 
dent of the Central States Industrial 


Frank W. Carey Distributors Association 





Ihe Coe & Brown Co. moved on 
September | from New Haven, Conn., 
to new and improved quarters on Dix 
well Ave., Hamden. 

Harry F. Grieger, treasurer and 
general manager, planned the layout. 
It provides room for the company’s 
leather-belt manufacturing as well as 
stocks of its expanded lines of power 
transmission equipment. 

Ample space is provided for cus 
tomer parking. 


Ducommun Manager 
To Handle Inventory 


Ducommun Metals & Supply Co., 
Los Angeles, has named Jim Cain as 
manager of inventory control 

An outside salesman from 1946 un 
til 1952, he has been buyer for the In 
dustrial Supply Division for the past 
year. He joined the company in 1936 
as stock clerk and became a sales engi 
neer in 1940. In 1945 he served for 
a year as assistant buver. 


Awards Presented 


Ducommun’s 40-year service award 
was given to Jim Hossfield, outside 
salesman. Others honored were: Jim 
Swintek, shipping supervisor, for 25 
vears’ service; and Arthur Tripp, war 
house, retired after 25 years 
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American Firm Buys 
Norma-Hoffman Bearings 


Norma-Hoffman Bearings Corp. has 
passed from British to American con 
trol after 30 years as a subsidiary of 
Hoffman Mfg. Co. of England. 

Universal American Corp., of New 
York City, recently bought controlling 
interest in the Stanford, Conn., com 
pany. It will continue to operate as a 
separate company, the new owners 
imnounced, except that Herbert M 
Singer of the firm of Levian & Singer, 
ittorneys, has been clected chairman 
of the board 

Re-elected as Norma-Hoftman off 
cers were: William L. Hubbard, presi 
dent; Robert L. Miller, vice president 
in charge of sales, Dwight Batesole, 
vice president in charge of engineer 
ing, A. J. Schmiel, secretary and 
treasurer; and F. Milton Evory, as 
istant treasurer 

Leonard Morey, president and a 
director of Morey Machinery Co 
New York City, has been elected to 
the board of directors. He is also vic« 
president and a director of Nathan 
Mfg. Corp., New York City, and vic« 
president and director of J. M. Leh 
mann Co., Lyndhurst, N. J 

Norma Co. of America was or 
ganized in New York Citv in 1911 
and opened its first factory in_ the 
Bronx. In 1919 it moved to Long 
Island Citv, N. Y., and 1922 it wa 
purchased by Hoffman Mfg. Co. of 
Chelinsford, England. ‘The nan 
changed to Norma-Hoffman Bearings 
and the firm moved to Stam 


Corp 
ford 


A. Leschen Rope Firm 
Sold to H. K. Porter 


H. K. Porter Co., Pittsburgh, has 
bought controlling interest in A. Les 
chen & Sons Rope Co., St. Louis wire 
rope manufacturer. 

Operations will continue as Leschen 
Wire Rope Co., a Division of H. K 
Porter, under D. W. Vernon, vice 
president and general manager. A. A 
Leschen, former president, said he 
wished to retire from active business 

I'he Leschen firm was founded in 
1957. It supplies wire rope for oil and 
gas drilling, elevators, marine uses and 
bridges as well as industrial uses 

I. M. Evans, president of H. K 
Porter, it was his company’s 
policy to diversify, to avoid becoming 
dependent en any one industry. H. K 
Porter now operates Quaker Rubber 
Corp., Connors Steel Division, Buffalo 
Steel Division, Delta-Star Electric Di 
ind Watson Stillman Co 


said 


vision 





Black & Decker Names Executives 


John F. Apsey, Jr. 


\psey, Jr., has been named 
manager of ‘The Black & 

Towson, Md. Other 
new ippointments — are G. Ross 
l'rench, advertising manager, and Rob 
ert A. McGrain, sales promotion man 


narketing 


Decker Mig. Co.., 


iVCI 

Mr. Apsey joined the company in 
1927 and has been advertising man- 
1935. In his new post, he 
ee all phases of advertising 


wer Since 
vill Ove! 
inl market development and integrate 


these functions with sales 


Unique time-keeping mechanism displayed by I 
Cincinnati, fascinates 


board of Wirthlin-Mann Co., 





G. Ross French 


Mr. Apsey was president of the Na 
tional Industnal Advertisers Associa 
tion in 1951-52. Hle is a director of 
the Advertising Research Foundation 
and vice chairman of the Association 
of National Advertisers. 

Mr. French joined Black & Decker 
in 1948 and for the past year has been 
assistant advertising manager. Mr 
McGrain, whose previous sales experi 
ence was in the automotive aftermar 
ket, joined the company’s sales pro 
motion department last vear 


Distributor’s New Clock Operates by Chains 


N. Wirthlin, Sr., chairman of the 


passerby. Its overall reduction 


ratio, by chain drives, from motor output shaft to hour hand is 129,600:1, An 


engineer made it for Diamond Chain Co., 


Indianapoli 


FOR ADDITIONAL NEWS, SEE NEXT PAGE —_—p> 





Headquarters for Link-Belt Limited are at this new plant in Scarboro, Ont 
facility handles fabrication and heavy 


7? 000 sq ft 


The 


issembly 


Delta Division Meets at Rockwell Offices 


Entire sales staff of the Delta Power Tool Division and Rockwell Mfg. Co. execu 
tives mapped plans recently in Pittsburgh. Three-man group (standing, rear center) 


consists of I 
and FE. W. Ristau, vice president—sales 

Delta Power Tool Division of Rock 
well Mfg. Co. held its first general 
sales meeting at the Rockwell home 
office in Pittsburgh recently to review 
policy to spotlight sales plans for next 
vcar. 

Attending were cighty members of 
the Delta sales staff and Rockwell ex 
ecutives, headed by President W. F. 
Rockwell, Jr 

The session also covered recent or 
ganization changes and plans of the 
product manager group. 

It was the division's first national 
meeting in three years 
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\. Dixon, Sr., executive vice president; W. F 


Rockwell, Jr., president; 


New York Belting 
Names Sales Heads 


New York Belting & Packing Co., 
Passaic, N. J., has appointed Wenzel 
\. Lindfors as regional sales manager 
for all of the country except the Great 
Lakes region. Named Great Lakes 
manager is Carl G. Link. 

Wilbur E, Combs was named mer- 
chandise manager and Harry H. Raber 
sales operating manager. 

Mr. Link’s territory includes Chi- 
cago, Pittsburgh and Detroit areas. 








Official opening of Link-Belt 
Limited’s new Scarboro, Ont., plant 
drew more than 500 civic and business 
leaders and engineers recently as the 
72,000 sq. ft. plant near Toronto 
started production of conveying and 
processing equipment. 

The second Link-Belt plant to open 
within a year, it is the organization's 
18th plant. Link-Belt Co., Chicago, 
opened a new plant at Colmar, Pa., 
last December. 

The new operation increases the 
capacity of the company’s Toronto 
plant, as steel fabrication and heavier 
assembly work have been moved to 
Scarboro. Conveyor and power trans- 
mission components will be produced 
in Toronto. 

Headquarters for the Canadian com 
pany, including Ontario district sales, 
have been moved to Scarboro also. 


J. M. Tull Spotlights 
Chemical Problems 


J. M. Tull Metal & Supply Co., 
Atlanta, Ga., and International Nickel 
Co. joined forces recently to probe 
industry problems of phosphate min 
ing and chemical companies at a 
meeting in Lakeland, Fla. 

Representatives of the Atomic En 
crgy Commission were also present. 
Problems of corrosion and abrasion 
were spotlighted. 

John F. Nation, vice 


“se ymca in 
charge of monel and nickel sales for 
J. M. Tull, headed a nine-man staff 


from the Atlanta distributor and pre 


sided at the sessions. International 
Nickel sent eight executives. 

Twenty-three mining and chemical 
companies were represented. 

H. O. Temple of International 
Nickel discussed corrosive effects in 
phosphate mining and showed slides 
and a film, “Corrosion in Action.” 

Representing J. M. Tull, besides 
Mr. Nation, were J. A. Taylor, J. L. 
Henderson, Paul Stephens, Hugh D. 
Thompson, Paul Presley, Harry F. 
Homer, Tom Cely and B. C. Bran- 
non. 

From International Nickel were Dr. 
W. A. Mudge, L. A. LaQue, W. Z. 
Friend, H. O. Teeple, C. J. Bianowicz, 
K. A. DeLonge, J. R. Davis and 
R. W. Wilson, Jr. 


Opens Pittsburgh Office 


Ward Leonard Electric Co., Mount 
Vernon, N. Y., has opened a district 
sales office in Pittsburgh. Leonard H 
Wurzel is in charge. 





The mayor of Mishawaka, Ind., presents a placque to Joseph E. Otis, Jr., 


of Dodge Mfg. Corp. Left to right: Joe I 


Walton, Mr. Otis, and Mason L. Petron and Edward C 


Dodge Mfg. Co., Mishawaka, Ind., 
recently marked its 75th anniversary 
in its Indiana home city. 

A civic testimonial luncheon and 
an open house for 3,200 visitors high- | 
lighted the event. Mayor E. Spencer 
Walton of Mishawaka presented | 
Joseph E. Otis, Jr., Dodge president, 
with a plaque commemorating the 
day. Company officials staged infor- 
mational programs for civic and service 
clubs, and local newspapers honored | 


W. S. Wilson, Goodyear Mark 20-Year Sales Tie 
= 


president 
Brady, former mayor, Mayor E. Spencer 
Went, former mayors 


the firm in feature stories. 

Wallace Dodge, the founder, opened 
the company’s first plant in 1878 
to make wagon jacks tor horse-drawn 
transportation. A wood split pulley 


| was later added, and the flexible drive 


systems for steam engines. Later presi 
dents of the firm were: Melville W. 
Mix, 1894-1922, and George C. Mil 
ler, 1922-1939. 

Che 


products 


company now makes 6,000 


Plaque honoring 20-year association between W. S. Wilson Corp., New York City, 
and Goodyear Tire & Rubber Co. is presented to A. V. Graseck, W. S. Wilson 
president, and H. J. Mackin, Goodyear’s New York manager. Looking on are S. B 


Eliis and Tom Swan, Goodyear, J. L 
lr. L. Patterson, Goodyear 


Sturges, W. S. Wilson vice president; and 





Cc. W. Farmer Co. 
Names Executives 
C. W. Farmer Co., Macon, Ga., 


| has appointed Ted R. English as vice 


president of its electrical division, 
C. W. Farmer Electrical Supplies, 
Inc. 

He has been sales engineer for seven 
years with Noland Co., Newport 
News, Va. 

The company has a new sales man- 
ager, Rogers Hazelhurst, promoted 
from city salesman. 

Other new developments at C. W 
Farmer: 

Renovation of part of the ofhce 
space into a modern sales conference 
room, with recess lighting and ait 
conditioning; 

Publishing of a new catalog, the 
first in ten years. Soon off the press, 
it contains 938 pages. 


Robert E. Kenngott 


Machine Tool & Supply 
Names Sales Manager 


Robert FE. Kenngott has 
named sales manager of Machine Too!) 
& Supply Co., Tulsa, Okla. 

Formerly machine tool engineer for 
Douglas Aircraft Co., he was also for 
many years a mid-continent sales rep 
resentative for the Guiberson Corp. 
He has sold industrial supplies and 
machine tools for other mid-continent 


I ccnh 


firms. 


Blue Ridge Supply 
Opens Kingston Branch 
Blue Ridge Supply Co., Pittston, 


Pa., has opened a new branch in 
Kingston, Pa, 

The company, founded in 1936, has 
another branch in Scranton. Steve 
Joyce is president of the firm. 


FOR ADDITIONAL NEWS SEE NEXT PAGE oD 








Connecticut 


Mill Supply Club 


Shows its 


Golfing Form 


Spectators’ bench was also crowded at the club’s annual outing in New Haven 
Watching the tee here are: (back row) Mr. Treat, of Clapp & ‘I'reat; Fred Norris, 
The Tracy, Robinson & Williams Co., Hartford; H. J. Behn, H. J. Behn & Co., 
Bridgeport; A. G. Messenger, Silliter-Holden, Inc., Hartford (front row) Art Klebes, 
Smith & Klebes, Inc., New Britain; Carl Lyon, The C. S. Mersick & Co., New 
Haven; Lee Griswold, L. L. Ensworth & Sons, Hartford; J. H. Behn, H. J. Behn & 
Co.; Gil Silliter, Silliter-Holden; and Miles Stray, Charles A. Templeton Inc 








Pausing at the club house are Art Klebes, Smith & Klebes, 
and Gil Silliter, Silliter-Holden. 


Opening up with a good drive off the first tee is Tom 


Norris, of Robinson & Williams 





I'racy 


J. T. Wing Purchases 
Crane Co. Building 


The J. T. Wing & Co., Detroit, has 
purchased the five-story building occu 
pied by ‘The Crane Co., at 150 Ran- 
dolph St., in Detroit. The manage 
expects to occupy the new 
ifter minor alterations are 
completed, sometime this month 

According to David S. Piggott, vice 
president, the new quarters will afford 
increased office and _ warehousing 
space, and will make it easier for cus- 
tomers to reach all of J. T. Wing's 
departments. 


ment 


pre mises 


Chicago Pneumatic 
Buys Jacobs Mfg. 


Chicago Pnuematic Tool Co., New 
York City, has acquired the assets of 
he Jacobs Mfg. Co., West Hartford, 
Conn. 

Jacobs’ manufacturing and sales op 
erations will be carried on by a new, 
wholly owned subsidiary called Jacobs 
Mfg. Co., a New Jersey corporation. 

G. J. Coffey, Chicago Pneumatic 
president, said that otherwise Jacobs 
operations would not be affected by 
the sale. He said personnel and com- 
pany policies would not be changed. 


Gastonia Mill Supply 
Adds to Headquarters 


Gastonia Mill Supply Co., Gastonia, 
N. C., is constructing a 6,000 sq. ft. 
addition to its headquarters 

The new building, a one-story struc- 
ture with mezzanine, will provide both 
office and warehouse space. Offices will 
occupy the mezzanine. ‘The warehouse 
section will have a loading platform 
equipped with an electric hoist and 
tramway for handling steel, pipe and 
other heavy materials. Cold steel will 
be in a separate warehouse for easy 
handling. Shipments will be by truck. 


ADDITIONAL NEWS STARTS ON PAGE 220 
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There's a Yale 
hoist 


for every 
lifting job! 





























® When your customers hit a sour note 
with their lifting problems, you'll hit a 
sweet note by recommending YALE as the 
perfect solution. 





Your customers have heard that YALE 
experience in making hoists goes ‘way back 
to 1876. They're aware of YALE qui ality and 
performance because YALE sets the indus- 
try’s quality standards for both materials 
and workmanship, 








They know, too, that Yate makes a 
wide variety of hoists—in capacities rang- 
ing from 500 pounds to 40 tons. _ 

Most of your customers know these 
things from actual experience, from the 
conversations of friends, and from reading 
about them in consistent YaLe advertising. 





Pictured here is the famous YALE Load King Hand Hoist at work 
Aluminum construction reduces weight without loss of strength...means 
a truly portable Hoist, easily moved and safely operated by one man 
Models to 2 ton capacity...deliver up to 95% mechanical efficiency 


LING 
You complete the sale oes 





when you recommend Yale 
to your customers. 





Gas, Electric, Diesel Lift Trucks * Worksavers * Hand Trucks « Hand and Electric Hoists ©* Pul-Lifts 
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IDEAS: 


Can... 


... unload pipe neatly, stack it neatly 


- 


Stecl pipe, whatever its size, is not the casiest material 
in the world to handle, especially when it comes in by the 
truckload. Reichle Supply Co., Saginaw, Mich., has 
developed a couple of ideas which expedite pipe handling 
ind stacking 

lo help warchouse men unload the truck, large wooden 
horses were built and spaced so that the delivery trucks 
could back up to them. The pipe, which comes fastened 
with steel bands, is hoisted from the truck on to the 
horse. Then the steel bands can be clipped and, instead 
of rolling over a large areca, the pipe remains neatly 
tacked, held in place by the high arms of the hors« 


... sel up an eye-catching window 


Because it is raised by the horse, it is a simple matter to 
encircle it with a chain for hoisting 

For use in stacking the pipe, angle irons or 2-in. pipe 
were secured to both ends of various lengths of two-by 
fours. ‘Two such lengths of wood are laid at cither end 
it a distance of less than pipe length, and the pipe is 
laid on this base. The wood raises the pipe from the 
ground, and the angle iron both keeps the pipe from 
rolling off the base and provides a support for the next 
row of pipe. This provides a compact pile of pipe. It 
makes it a simple matter to encircle each row of pipe with 
i chain, to hoist it away without disturbing the row below 


display 


John S. Wells, vice-president and general manager of 
Peaslee-Wells, Inc., West Springfield, Mass., realized that 
although they had a new building, it was set back from 
the main highway and was unnoticed by passing traffic 
He had a large picture window in the front of the build 
ing and decided to set up an attractive display that would 
capture the attention of highway users. 

After checking with the sign painter who had donc 
some work for him, Mr. Wells learned they also special 
ized in making wood models for displays. Why not hav« 
wood models made of the major items handled? 

After discussing what he had in mind, it was decided 
to make models of a circular saw, a drill, a grinding wheel 
and a carbide-tip cutting tool. The final models, carved 
and painted, had an amazing likeness to the actual prod 
ucts and have inspired many comments from customers 
and casual viewers 

Even close-up it is hard to believe the models are mad¢ 
ot wood. 

As Mr. Wells put it, “We've only been in business 
three vears, so anything that publicizes our existence is 
vital to our growth. The wood models have more than 
paid for themselves as an eye-catching window display 
And we can also use them for clinic and open house 
exhibits.” 
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He couldnt put 
the blameon Mame! 


@ Even though Herman was 
a—if you'll pardon the expression — 
henpecked woodpecker, this time he 
couldn’t blame his wife. 

@ Time and time again she’d 
told him, “One of these days, Herman 
— between your nearsightedness and 
ogling every Melanerpes* that flies by 
— you're going to start pecking on 
the wrong pole.” 

@ And she was right. One 
afternoon at the ball park, he absent- 
mindedly landed on one of those alu- 
minum light poles. When beak met 
pole, something had to give. Unfor- 
tunately — to the acoompaniment of 
a blinding pain — it was Herman. He 
hung on, and stared in bewilderment 
at the shattered ruin before him 

@ Luckily, however, a wood- 
pecker friend of Herman’s who was 
an industrial distributor in Brooklyn 
had flown in for the game. He noticed 
Herman’s plight . . . and hurried to 
his stricken friend’s side. 


@ “Hoiman,” he said, “you 
have damaged your bill more than 
somewhat. Accordingly, you are in- 
deed in need of something which will 
render you once more effective.” With 
that, he whipped out a catalog and 
continued, “Observe, here is a Dumore 


Drill Head.” 


@ “What would I,” said Her- 
man, still trying to assess the damage, 
“ever do with that?” 

@ “All of your drilling, that’s 
what,” was the reply. “Observe again. 
Said Drill Head weighs only 17!2 
pounds, is extremely compact, and 
best of all, is independent of shop air 
lines. Therefore, you can use it practi- 


Dumore Drill Head 
— has automatic 


built-in controls. \ 


cally anywhere. ..on metal, plastic or 
wood. And,” his friend concluded, “the 
Dumore will give you low-cost high 
production and amazing accuracy.” 


@ Herman, despite bent beak, 
still had a good head on his shoulders. 
He ordered a Dumore... 


@ Though Herman’s distribu- 
tor friend violated a strict Dumore 
franchise policy (for which he was 
severely reprimanded), his action 
does illustrate an important point. 
Know your prospect’s problem, anti- 
cipate his objections. Then show him 
how and why Dumore quality-built 
tools fill the (excuse us) bill. That 
way you'll find sales come easier and 
faster. You'll profit more with Dumore. 


*Melanerpes erythrocephalus — 
Woodpecker, American red-headed variety 


PRECISION TOOLS 


THE DUMORE COMPANY 
1300 Seventeenth St. a 


Builders of precision, high-speed drilling equipment—hand grinders 
— fool post grinders — flexible shaft tools and electric motors 


Racine, Wisconsin 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 














ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Regulator 
For Air Or 


Oxygen Systems 


A new Model 10700 pressure reduc- 
ing regulator for air Or Oxygen systems 
has been introduced 

Weighing 8 oz. and measuring 
lj-in. by 1{}-in. by 244-in., the new 
regulator is said to take inlet pressures 
up to 2,000 psi, have adjustable output 
from 50 to 300 and 
up to 300 liters per min 


pressure 
handle 
ute 

Output pressure variation from zero 
to full flow is said to be approximately 
15 percent. According to the manu 
facturer, the regulator will handle 
larger than 300 LPM flow if pressure 
drop from zero to full flow is allowed 
to drop more than 15 percent 

The Aro Equipment Corporation, 
Bryan, Ohio 


psi, 
flows 


Hose 
For Liquefied 
Petroleum Gases 


Ironsides butane-propane hose, a 
new type of butane hose combining 
layers of horizontally braided steel 
wire and rayon reinforcement, 
has been announced 

Specially developed for the handling 
of liquefied petroleum gases, the hos« 
is said to feature a and 
oil resistant rubber extra 


cord 


non porous 
tube and 


wwrerr _ 
(1) eth \ 
Minny» Hee 








trong reinforcement. Each size, ac- 
cording to the manufacturer, has a 
minimum burst of 1750 psi, with 
actual burst pressures exceeding 2300 
psi. 

Each length is said to have two 
separate static wires, interlaced with 
the reinforcing braids, to insure static 
conductivity. 

The new hose, made on a mandrel, 
is available from 14-in. to 2-in. inside 
diameters 

Quaker Rubber Corporation, Divi 
sion of H. K. Porter Company, Inc., 
Philadelphia 


Safety Vise 


Three Bosses, 
Ratchet Jaw 


A new safety devise, said to be de 
signed for fast sct-ups on production 
pieces and featuring a ratchet-jaw, has 
been announced 

Said to be heavier than the maker’s 
previous model of Float-Lock Safety 
vise, the new model has three 
for easy jig attachment. It is claimed 
that anv number of holes can be drilled 
without removing the work as_ the 
vise turns over on three sides for max 
imum drilling flexibility. 

I'he vise is said to lock securely by 
a quarter turn of the “T” handle, at 
any position on the table, thus making 
it a dependable drill jig when duph 
cate pieces are required. ‘The work is 
said to be tightly locked, or completely 
released, by a flick of the hinged han 


bi ysscs 


dle which operates the screw jaw 
When not in use, the vise can be 
swung completely out of the way. 

With a choice of either a 9-in. or 
12-in. jaw opening, the vise is said to 
be an excellent holding device for end 
drilling and centering, angle drilling, 
centering long rounds, and drilling 
sheet metal. 

A companion product featured by 
the maker is the Float-Lock universal 
safety band saw vise, said to allow safe, 
accurate cutting of all shapes and 
thicknesses of material. With this 
vise, it is claimed close tolerance cut 
ting is made easy, and a twist of the 
handles, grips or releases the material 
being cut. 

W ahlstron Float-Lock Sales Depart 
ment of American Machine @& Foun 
dry Company, New York, N. Y. 


Mobile Grinder 


Gasoline Engine, 
Flexible Shaft 


\ new gasoline engine powered flex 
ible shaft grinder has been announced. 

Designated as Model DGX-7, the 
new mobile grinder is said to have 
been designed to climinate the need 
for air compressors and where clectric 
power is not available for grinding, 
rotary filing and other cutting or fin 
ishing operations 

The unit consists of a 5 hp. gaso 
line engine mounted on a wheelbarrow 
type truck. A 7 ft. flexible shaft is 
attached directly to the motor shaft 
4 j-in. capacity arbor style hand spin 
dle at the shaft end to take 
any conventional shaft tool and grind 


1S said 
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ing wheels up to 10-in. by 14-in. Right 
angle handpicces are also available. 

Other features claimed by the 
maker include: engine mounted on 
platform by means of a swiveled base; 
base moves a full 180-deg; swivel plate 
locks in five different operating posi 
tions. The new unit can also be used 
as a fixed bench tool. 

The Franklin Balmar Corporation, 
N. A. Strand Division, Baltimore, Md. 


Speed Reducer 


Shaft-mounted, 
13 to 1 Ratio 


Under the name “Shaft-King,” a 
new 13 to 1 ratio shaft 
mounted speed reduction units has 


series of 


been introduced. 

Adaptable to any shaft-size up to 
318-in., the speed reducers are said to 
be compact, and require only stand 
ard shaft lengths to be mounted di 
rectly on the shaft of the driver ma 
chine. ‘Two trains of flame-hardened 
helical gears are said to reduce the 
driven shaft speed to obtain a 13 to | 
ratio. Gearing and bearings are said 
to be continuously splash lubricated 
by the high andthe 
countershaft pimon which operate in 
an oil reservoir in the lower third of 
the three-wall housing 

Another construction feature 
claimed by the maker is the patented 
concentric shaft design which place 
the input and output shaft above the 
oil level. This is said to eliminate th« 
necessity for bearing seals to operate 
against a head of oil. 

Additional features include a leak 
proof, anti-friction oil sealing system, 
interchangeable split tapered bushings, 
and the use of both ball bearings and 
tapered roller bearings. Optional over 
load release and backstop features arc 
also available 

American Pulley Company, Phila 


delphia, Pa 


speed gear 


FOR AN INDEX OF 


(t\ 


Gear Pullers 
Jaw Clips 
Self Adjusting 


\ new line of gear and wheel pull 
ers for maintenance of industrial 
equipment has been announced. 

According to the maker, jaws and 
blocks are forged from selected steel 
and heat-treated for extra strength and 
safety; jaw clips are self adjusting; 
forcing screws are made of high quality 
illoy steel and heat-treated; new “uni 
fied” thread is featured on screws and 
blocks 

I'wo and three-jaw styles, in many 
sizes, are available with changeabl 
jaws to extend the range of their use 
and capacity. Several styles of “all 
purpose” and slide hammer pullers 
ire said to be equipped with attach 
ments making it possible to assemble 
just the right puller for the job. 

J. H. Williams & Co., Buffalo, 
N. Y. 


Return Idler 
Belt Training, 
Self-aligning 


The deve lop nt of a new type belt 
traimmng return idler, known as Rex 
Stvle No. 41 roller-bearing belt train 
ing return idler, has been announced 

Said align 
ment for the 


to provide automatic 


return belt without the 
it is claimed 


use of sick guide idler 





that damage from belt roving is greatly 
reduced. 

I'he idler consists of a dead-shaft 
roller-bearing return roll, mounted at 
each end to a toggle-like arrangement 
of swivel arms suspended from the 
conveyor framework at an angle of ap 
proximately 45 degrees in the direc 
tion of the belt travel. 

Because of its principle of opera 
tion, the idler operates in one direc 
tion only. When installed, it is recom 
mended by the maker that one belt 
training idler unit be located close to 
the head pulley te immediately center 
the return belt and one unit close to 
the tail pulley so as to center the belt 
on the tail pulley for subsequent load 
ing. Additional units should be spaced 
as conditions warrant 

Style No. 41 idler is furnished with 
standard 5 or 6-in. diameter steel re 
turn rolls. Style No. 41 RC idler, 
equipped with a standard 54-in, di 
ameter rubber-covered spiral return 
roll, can be furnished 

Chain Belt Co., Milwaukee, 


consin 


Wis 


Builder's Saw 


With Overhead 
Type Handle 


A new 8}-in. saw, Model 698, said 
to cut 2-in. dressed lumber at 45 deg 
and cross-cut 3-in. dressed lumber, has 
been announced 

Features claimed by the manufac 
turer include: a universal motor, ball 
and needle roller bearing construction, 
overhead type handle for one hand 
control, built in rip-fence, and auto 
matic telescoping blade guard with 
retracting handle 

(Continued on page 145) 
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Balanced Action Taps give them con- 
sistently accurate work; this minimizes 
scrap losses. 

Balanced Action Taps give them much 
longer tool life. 

These carefully-manufactured Taps are 
money-savers for your customers. Explain 
to them this BALANCED ACTION PRIN- 
CIPLE. It's a remarkably effective selling 


Uniform Flute Contours 
story 


venue at ; WINTER BROTHERS COMPANY 
Concentric : if #7 Rochester, Mich., U.S.A. 
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You Can Offer Your Customers It's the cutting-edge that counts. Cutting 
tools today, as National designs and 


manufactures them, will produce more 
Metal Cutting At aie as heen, 


Get and keep the edge 
i 9 Ww E EF % £ T petition with sree tunes thie, 
= : Reamers, Counterbores, Milling Cutters, 
with Cutting Edges Like Thesel End Mills, Hobs, and Special Tools. 


NATIONAL TWIST DRILL AND TOOL COMPANY, Rochester, Mich., U.S.A. 
Distributors in principal cities. Factory Branches: Mew York © ODetrolt .« Chicago * Dellas «© San Francisco 








= For customer satisfaction, 
~ supply POWELL VALVES 
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On The Market Today 


(Starts on page 140) 





ting up to 45 deg. Depth of cut is 
regulated at one point by use of a new 
lever type clamp said to permit 
quicker, more positive adjustment. 
According to the manufacturer, 
(Continued on next page) 


The upper blade guard is said to 
direct sawdust away from the op- 
erator, and keep the line of cut clean. 
oe 144 lIbs., it is said to be 
completely adjustable for depth of cut 
from ys-in. to 2%-in. and for bevel cut 








Index of Manufacturers’ Products 


Regulator 
The Aro Equipment Corpo- 
ration 


Hose 
Quaker Rubber Corpora- 
tion, Division of H. K. 
Porter Company, Inc. . 
Safety Vise 
Wahlstrom Float-Lock Sales 
Department of American 
Machine & Foundry Co. 140 


Mobile Grinder 
The Franklin Balmar Cor 
poration, N. A. Strand 
Division 
Speed Reducer 
American Pulley Company 


Gear Pullers 
J. H. Williams & Co 


Return Idler 

Chain Belt Co..... 
Builder’s Saw 

Skil Corporation 
Tool Kit 

Porter-Cable Machine Co. . 
Conveyor 

M-H Standard Company. . 
Spring Winder 

Advance Car Mover Co. 


Sprockets 
Link-Belt Company... 


Surface Plates 

The Taft-Peirce Manufac 

turing Company. . 

Spray Gun 

Sullivan-Becker Co. . 
Grinding Wheel 

Merit Products, Inc. . 
Saws 

Heston & Anderson. 
Relief Valves 

McDonnell & Miller, Inc 


Locknut 
Thompson-Bremer and 
Company . “tee 160 


Socket Wrenches 
Plomb Tool Company 161 


Hydraulic Valve 
Rivett Lathe & Grinder, 
Inc. 
Flange Mounting 
Burg ‘Tool Mfg. Co 


Ladders 
Ballymore Company 
Gas Regulator 
Rockwell Manufacturing 
Co. 
Valves 
[he Lunkenheimer Com- 
pany 
Band Saw Setter 
Foley Mfg. Co.. 
Micrometer Gage 
Acme Industrial Company. 
Paint Rollers 
The Wooster Brush Co... 
Power Hack Saw 
Sales Service Machine Tool 
Co. “t. alata 
Electric Drill 
United States Electrical 
loo] Division, The Emer- 
son Electric Mfg. Ce. 
Miter-Frame Clamp 
The Cincinnati Tool Com- 
pany 
Heat Exchanger 
Farris Engineering Corpora- 
tion . 
Tube Fittings 
Crawford Fitting Co 
I-ductor 
Rockwood Sprinkler Com 
pany SAR er 
Slitting Saws 
Nelco Tool Co... 
Magna-Holder 
Cullen Manufacturing 
Company 
Roller Bearing 
Shafer Bearing Corporation 
Conveyor Belt 
Main Belting Company. 
Di-Profiler 
Nord International Corp. . 
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ASK FOR THEM 


Get Them from Your 
Local Jobber or Distributor 


esty of 
BOLT COMPANY wit 
which to t 1 anot tury 
th 


wherever fastening fast with greater security is 
a must 
CLARK Bros Bort (0 
aap O) comme Ay ana og 0 


oon 160 Canal Street. 
MILLDALE, CONN, 


$0ug wHwT) 


— 


ii 
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Export Dept.: 
Suite 513 
25 Beaver St., N. Y. 4, N.Y. 
Whitehall 4-4392 





ARMST 


G-BRAY 


EL PULLERS 


STEELGRIP 
forged arm 
screws as 
Universal 
considerabl 
end of sha 


ARMSTRONG-BRAY & CO. 


5356 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 





CALDER 


for Bigger Profits... Easier Sales 


the Dresser Line 


BUILT RIGHT—~-Best materials throughout tool 


steel cutters Right and Left hand Threaded Bushings 


for Automatic Tightening. 


EASY TO HOLD— Extra 
Weight well distributed 


for smooth handling 
Also CALDER Fine Diamond Dres ng Tools« 
SOLD ONLY THROUGH DISTRIBUTORS 


CALDER MANUFACTURING et oF 


2049 North Prince Street Lancaster, Pennsylvania 
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Model 698 is ideal for all framing on 
home construction, and the high speed 
of 5600 rpm is said to make it ideal for 
cutting and scoring concrete, cement 
block, stone, metal and composition 
materials. 

Skil Corporation, Chicago, Illinois. 


Tool Kit 


Electrical, 
Woodworking 


A set of electric woodworking tools 
are now available in a complete kit 
containing accessories for sizing and 
triple-hinging doors and jambs. 

Automatic equipment in the new 
Model 112 kit is said to include a 
high-speed portable electric router and 
an electric plane, both using one inter- 
changeable motor; adjustable hinge- 
butt templet; attachment for sharp- 
— cutters; and a number of other 
attachments. These are all packed in 
two convenient steel carrying cases. 

The router with hinge butt templet 
is used to cut hinge seats on doors and 
jams. The plane is used to trim down 
the door to size. 

Both router and plane are said to 
have countles other uses in house con- 
struction and interior trim. Plane 
and router kit can be obtained with- 
out the hinge butt templet in a sepa- 
rate steel case. 

Porter-Cable Machine Co., Syra- 
cuse, N. Y. 


Conveyor 
Individual Metal 


Link Construction 


A new development in metal belt 
conveyors, known as “Armorbelt”, 
has been announced. 

According to the manufacturer, the 
new conveyor can carry loads ranging 
from a few ounces up to 16 tons and 
will resist wear, heat, cold, high im- 
pact, oils, etc. 
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THE BRIGHTON SCREW & MANUFACTURING CO. 


1827 READING ROAD CINCINNATI 2, OHIO 











Pioneered 

by Horton 

these large 

dimension chucks 

were designed for 

the aircraft industry especially 

for machining various jet engine 
parts. 

For 102 years Horton Chucks 

have kept pace with industry's 


Other features claimed include; en- 


tire belt run on protected ball bear- | 
ings; individual metal link construc- | 


tion eliminates belt tracking; cases 
and crates can be pulled off or pushed 
on from the sides without damage to 


belt; belt becomes a production line | 
by bolting or welding jigs and fixtures | 


to the steel belt links. 


Available also in inclined or vertical | 


models, it is claimed the conveyor can 
be easily assembled in the field. Hori- 
zontal conveyors are furnished for both 
standard and heavy duty applications 
in widths from 6-in. to 12U-in. and 
lengths up to 200 ft. 

For corrosive or sanitary conditions 
Armorbelt will be constructed of 
aluminum or stainless steel. 

The maker states the belt joints do 
not use pins, there is nothing to force 
or lock, and does not require tools for 
assembly. Joints are said to stay tight 
even when going around — 

Accessories such as side 


available. 
M-H Standard Company, Jersey 
City, N. J. 


Spring Winder 


Improved Design, 
With 4 Mandrels 


According to an announcement 
from the manufacturer, their Porter 
spring winder now offers improvements 
in frame design for those who wind 


| springs for maintenance and repairs by 


hand. 

An enlarged clamp opening provides 
for clamping the machine to bench 
tops up to 3-in. thick. 

It is stated that the Porter will wind 
right or left hand springs with inside 


eaves, side | 
tables, cleats, vertical bends, diverters, | 
corner rollers, gravity spurs are also | 








Pd He (poor soul) 
was out of 


WILTON 
VISES 


when they saw 


ORDER NOW! Tie in with 
Wiiton’s LIFE promotion. 
You’ll sell more than ever 
before, when 20,000,000 
men see WILTON VISES 
in LIFE! 


Everyone knows that 
WILTON 
is the finest name in Vises! 


write now for full details: 


WILTON ioc: wre. co. 


925 WRIGHTWOOD AVENUE 
DEPT. ID9 * CHICAGO 14, ILLINOIS 
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can you name the company 
that 


supplies catalogs and 


literature that’s hard selling & gets results. . . 


conducts sales meetings and special promotions . 


will do ‘missionary work’’ with. your salesmen 


that helps make vises o lel Leds profit item . 


: 


makes the vise in the world... 


guaranteed unconditionally for 5 years! ... 


@ the answer? 


The company that gives you a complete 
profit line of industrial clamping 
tools and an accepted Brand Name 
that means quality in your business. 


WILTON TOOL MFG. COMPANY 
Dept. D9, 925 Wrightwood Ave., Chicago 14, Illinois 
offices in: new york * chicago * los angeles 











THE TAMING OF THE 


SCREW! 


BIG PROFITS FOR YOU! 


N 


WH ——_ 


Get set for a PARADE OF PROFITS! Sell the screwholder attachment that fits ANY 
round standard screwdriver in its size range! (they'll sell like hotcakes!) Rugged, 
“wedge-grip” that’s slim, trim for e-a-s-y screw starting and removal in close 
quarters. Slides up and out of the way when not in use. Available in 3/16” and 
other major sizes. (Put ‘em up with your Xcelite display for “bonus” sales. You'll 
sell more Xcelite tools, too!) 


FIT 


WRITE TODAY TO 


XCELITE, INCORPORATED 


(formerly Park Metalware Ceo., Inc.) 
DEPT. F ORCHARD PARK, NEW YORK 





‘Reole) mie XCELITS 


BETTER 
WELDED 
CHAIN 


for every industrial purpose, for 
every essential industry——wherever 
chains are needed, you'll find 
Wesco Chains doing a better job be- 
cause they are better welded chains. 


PROOF COIL CHAIN 
BBB COIL CHAIN 
SLING CHAINS AND 
LOG CHAINS 


RAILROAD CHAIN Write gy ood — 


WESTERN CHAIN COMPANY 


1819 BELMONT AVENUE e CHICAGO 13, ILLINOIS 
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diameters from 4-in. to 14-in. from 
wire ranging from finest piano wire to 
fs-in. tempered spring wire. It comes 
complete with four mandrels 4-in., 
}-in., g-in., and 4-in. 

The manufacturer advises that man- 
drels of any diameter within this range 
and of any length necessary may be 
used, and are available if so desired. 

Advance Car Mover Co., Appleton, 
Wisconsin 


Sprockets 


New Line, 
No Reboring 


A new line of roller chain sprocket 
wheels with taper lock bushings, said 
to facilitate delivery and installation, 
has been announced. 

Without reboring, the stock sizes 
of sprocket wheels can be securely 
mounted on a shaft, equivalent to a 
shrink fit. Action of the taper lock 
bushing is said to assure tight fit 
within the full range of normal shaft 
ing tolerances. 

Assembly and disassembly is said to 
be easy. Sprocket wheels with taper 
lock bushings for 4, %, 3, 1 and 14-in. 
pitch single-width chains are now 
available. 

Link-Belt Company, Chicago, III. 


Surface Plates 


Non-magnetic, 
Non-abrasive 


The addition of granite surface 
plates to its line of precision layout 
and inspection equipment has been 
announced by the maker. 

he plates are said to be made of 
extra fine, even-grained, blue-white 
granite from Westerly, R. I. The 
angle of grain to the working surface 
is approximately 45 deg, a character- 
istic said to minimize the possibility 
of chipping or plate breakage. 

All plates are claimed to be preci 
sion ground and lapped, and surface 

(Continued on page 154) 





E W ELECTRIC 


wnt 


HIGH SPEED 

DRILL BITS 
Set of 13, 4" to K", 
for fast drilling in steel 
of wood. 


Tool 
Makers 
ete teiioe eve Sa since 1893 
brushing. 


aly 


PRECISION ARBOR 
Permits use of grinding 
wheels, buffing wheels. 
wire brushes. 


3’ GRINDING 
WHEEL 
For sharpening tools. 
knives, shaping meta! 


Hiexes EXTRA SALES FOR YOU ... in the home 
© wns enue workshop market...to add to the profits you can make from 
For cleaning off rust Thor's high quality Silver Line industrial electric tools. Powerful, 
eo sturdy, 4” Thor “Copper Line” Drill, finest quality acces- 
sories, carrying case. Write for Circular No. JE-1602. 
THOR POWER TOOL COMPANY, AURORA, ILLINOIS. ap 


Cy TOMORROW 
+ enue ete. =— oe oe ae a oe es ae ee oe oe 


For polishing, cleaning, 
buffing. 


POLISHING 


COMPOUND 
Brings dullest surface THOR POWER TOOL COMPANY 


to bright sheen AURORA, ILLINOIS 
Please send Circular No. JE-1602 describing new Thor 
Copper Line Drill Kit. 
OEE 
EEE 


aoortss__ 


Oe 
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TO TURN 


Just where does Watson-Stillman fit into YOUR formula of 


PROSPECT+PRODUCT + SERVICE = SALE? 
PROSPECTS: Nationwide advertising—reaching over 4% million 


readers monthly—carries the W-S story of superior performance . . . does a 
missionary job of pre-selling the Double-Diamond—THROUGH DIS- 


TRIBUTORS! 


PRODUCT: — Fact-filled bulletins, describing the various W-S Fittings 
lines and W-S hydraulic power tools, furnish wide-spread direct-mail cov- 
erage of your markets ...act as permanent reminders of LOCAL DIS- 


TRIBUTION! 


SERVICE: Complete catalogs on all types, sizes, materials in the 
Double-Diamond brand... available to you and your customers; insert 
pages and cuts for your own catalog; miniature catalogs, promotion lit- 
erature for your direct mail use—all help YOU to turn PROSPECTS into 


CUSTOMERS for DISTRIBUTOR PRODUCTS. 


Wherever you sell or serve, W-S is there, lending a hand toward BIGGER 
PROFITS! 


WATSON-STILLMAN FITTINGS DIVISION 


H. K. PORTER COMPANY, INC. 
ROSELLE, NEW JERSEY 


W-S Bulletins, Catalogs and Folders are 
available to help you sell W-S products. 








ee 


WATSON. STILLMAN FITTINGS DIVISION 
# & PORTER COMPANY tic 
sinene OD PORKLLE SEO 


looking down your pepe line 


2) 
WATSON STRLLMAN FITTINGS DIVISION 
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SUPER POWERED 
- SOLDERING IRONS 


Solder Faster r six MODE 18 
with Lower Tip Cost! be DIA “ bay Bi é z 
For example, Cat. 1/4 100. +»plla, 
P.214 has more 1/4 re eT 154 si 
speed than conven- ——— —___—___— 
tional 200 watt F214 
iron, but takes ¥%" ea 
tip inctead of P-212 
(only 1/6th the ' 


copper). 


* 


x 


SEaR ee 


Write for Coleen showiny 40 industrial solder- 
ing irons of every type and size; no obligotion. 


HEXACON ELECTRIC COMPANY 





j 
; 








138 west CLAY AVENUE, ROSELLE PARK, NEW JERSEY. 
HEXACON — Industry s No. 1 Soldering Iron 


BARRISSTRS Made to A.P.). and A.LS.1. 
DROP-FORGED STEEL PIPE FLANGES Specifications 


Manwfactured to A.S.A. MARRISBURG 
Standards SEAMLESS STEEL PIPE COUPLINGS 


THOROUGHLY RELIABLE 


If your firm sells Couplings and Flanges... if your customers demand 
quality in products where usually your recommendations are followed 

. you would do well to investigate what Horrisburg Steel has to offer. 
You simply cannot buy... you simply cannot sell... any better Pipe 
Couplings and Pipe Flanges. Write for Catalogs and prices... . today. 


arrisbur 1g Steel 


MARRISSURG te —— on 
PENNSYLVANIA a 
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accuracy unaffected by ordinary tem 
perature changes. According to the 
maker, this dense granite has no in 
ternal stresses, and its rigidity pre 
vents warping and distortion. Heavy 
or pointed objects dropped accident 
ally on the surface are said to merely 
powder the stone at the point of 
impact and will not cause a compen 
sating hump to impair accuracy. 

The surface is said to be non- 
abrasive. It is pointed out that be- 
cause of the fine grain and low 
porosity it cannot become readily im- 
pregnated with dirt or grit particles 
to cause abrasion. It is unnecessary 
to demagnetize work before check- 
ing as the plates are said to be non- 
magnetic. 

The soft blue-white surface finish 
| is claimed to facilitate reading of in- 
| struments without distracting reflec- 
| tions. Being rust-proof, the manu- 
facturer points out that no special oil 
ing or covers are needed 

The  Taft-Peirce Manufacturing 
Company, Woonsocket, Rhode Is 
land 





Spray Gun 
Powered By 
CO2 Cartridges 


A new improved model of the mak 
er's self-contained spray gun has been 
develcped. Said to be powered by 
CO2 cartridges, Model “53,” needs 
no compressor, hose or electrical con 
nections, and is portablc 








ENGINEERS 
SPECIALIZE 


AT HY-PRO 





... fo help cut your customer’s production 





Hy-Pro is in business to produce taps. Towards this end, we concen- 
trate our operation upon one important line. Design, production, 
delivery, and service are all specialized to supply the top quality 
taps best suited to your needs. Hy-Pro’s proven success stands 
behind this reputation as the “‘tap specialist.” 


Experienced engineers are ready to advise your customer at any 
time. Whether it is a special problem or one in his regular set-up, the 
chances are that they can help him save time and money. 


Keep reminding him about Hy-Pro for all tap needs. Our engineering 
specialists and full line of quality taps are at his service. 


HY-PRO TOOL CO., NEW BEDFORD, MASS., 


Distribvtorships Available in Selected Markets 


ADDITIONAL WAREHOUSES: 6046 College Ave. 10428 W. McNichols Rd. 
OAKLAND 18, CALIF. DETROIT 21, MICH. 
Piedmont 5-4337 University 4-1077 
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U. S.A. 


6141 North Elston Ave. 
CHICAGO, ILL. 
Newcastle 1-6486 
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You re sure of top quality in matchiess markers 


when you specify and stock American and Old | 
Faithful crayons. For over a century “Old Faith. | 


ful” hes been producing new markers for every 
industry —special crayons that are ‘engineered 
for the job” te deo it faster and better—seaves 
time and money —often means the diflerence 
between profit and loss 


A MARKER FOR EVERY SURFACE 
AND PURPOSE! 


THE AMERICAN CRAYON COMPANY 
SANDUSKY OHIO NEW YORK 


FREE BOOKLET! SEND TODAY FOR YOUR COPY 
OF INDUSTRIAL MARKING GUIDE. Dept. Mi-7! 


Other features claimed include: ad- 
justable, removable nozzle for spray 
ing from a fine mist to a stream; easy 
to reload; accessory 

| substituted even while gun is charged. 
lor industrial applications, the gun 


is said to be available with a special | 


ittachment that fits into the handle 
0 the unit can be pressurized by a 
conventional air line for spraying solu 
| tions which will atomize at low pres 
sure (approximately 120 psi) 

The spraying head is of cast alumi- 
num, container of heavy-gage steel, 
and inserts of brass and stainless steel. 

Sullivan-Becker Co., Kenosha, Wis 
consin. 


Grinding Wheel 


For Light Grinding 
And Metal Finishing 


\ new tool, known as Grind-O-F lex 
ind said to incorporate a new prin 
ciple for light grinding and metal fin- 
ishing, has been announced. 

According to the manufacturer, it 
is a flexible grinding wheel which con 
sists of hundreds of individual abrasive 
cloth leaves sealed to a hard core. As 
the wheel rotates, it is said to present 
a continuous abrasive surface to metal 
parts 

It is claimed to be designed to 

smooth surfaces and remove flaws 
from contours without the danger of 
digging into the stock 

Grind-O-Flex is 64-in 
one inch wide and is available in a 
variety of grits from coarse to very 
fine. It may be used stationary or 


portably for all types of light grinding | 
and deburring on irregular surfaces, | 


according to the maker 


Said to be simple to set up and 


operate, a mounting arbor is pro 
vided for attaching the wheel to any 
standard plain or threaded shaft or 


| for chucking in }-in. or 4-in. chucks 


nozzles can be | 


in diameter, | 


...the UNION 


in which there is 


STRENGTH 


and LONG-LIVED SERVICE 


Jefferson Unions are inherently strong, with 
every detail designed for STRENGTH, long. 
care-free service and leakproofness without 
undue wrench pressure. They are a quality 
product throughout . . . in design, material 
and workmanship . . . and they are profit- 
able to handle. Completeness of the Jeffer- 
son line means simpler piping systems as 
well as savings in time and material ...a 
source of supply that will enable you to meet 
all the needs of al] your customers. 


Remember these sales features: Jefferson 
Unions are made of 55,000 p.s.i. tensile 
strength malleable iron; seat rings of seam- 
less drawn brass tubing, press-fitted into 
machined channels; seats are of true preci- 
sion spherical contour. 


The Jefferson line includes: WOG 2000# to 
2” and 1000 to 4” in Jefferson 300% brand 
straight through unions, union ells and union 
tees; flange unions; AAR male and female 
unions; Enduro 300. Excel 250% and Mas- 
ter 150% unions. All types also available 
with all-iron seats. Underwriters approved. 


Investigate “Jefferson” as your 
source of supply for Pipe Unions 
TODAY! 


JEFFERSON 
UNION CO. 


671 W. 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass. 
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Here’s what 
hat your customers are reading about 


the Diek line... 


Prime your plant for 
CONTINUOUS propuctivity 


.. with DEPENDABLE 


POWER TRANSMISSION and 
CONVEYING EQUIPMENT 





EXPERIENCE von roe a or 

Stee! Split Pulle V-Belt Drives and Balata Belting have the 

fortitude to give o offer you long, efficient, 
economical service . .. have the rugged ability to absorb your 
repeated peak operating demands. 

That's why manufacturers who wanted to prime their plants 
for continuous productivity years ago turned to the depend- 
able Dick line. 
today’s increased prod 
thing. 

Whenev 


equipment, be 
line. It’s the best by test! 
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Flanges, which are held securely in 
place against the tool by a single nut, 
are also provided. The manufacturer 
states the arbor and flanges may be 
used repeatedly, only the wheel need 
be replaced when worn. 

It is said to attach to any rotating 
spindle (motor shaft, lathe, drill 
press, portable drill, flexible shaft). 
A one-sixth hp motor is said to be 
sufficient for normal purposes, and the 
new tool weighs 8 oz. / 

Merit Products, Inc., Culver City, 


One of our distributors writes us, eo . California 
“The distributor policy of Laminated = 

Shim is so excellent that we feel 

obliged to consider its packaged 

shim stock as a major line.” 

Good lines are not necessarily just 


the very largest. Fair policy and Handy rolls in cartons, flat packets 
quality merchandise have built our of heavier gauges, and sturdy 
metal racks combine to make up 
a well-rounded line of shim stock. 
Arbor spacers also available. 


LAMINATED SHIM COMPANY, Inc. 


ae on y oomot em 


distributor organization since 1913. 


Saws 


One New Model Added, 
Redesigned Small Model 


According to an announcement 
from the manufacturer, a new model 
has been added to its line of swing 
cut-off saws, and their smallest model 
has been redesigned. 

As illustrated, the line now includes: 
the No. 55, with 16-in. or 18-in. blade; 

— No. 25 with 14-in. blade; new model 
es No. 15 with 12-in. blade; the rede 


signed No. 5, 10-in. bench model 
| also available as a floor model. 
The maker points out their auto- 
ye a —_ | matic air operating unit may be used 
Leatiner Leather Leather with all models. 


Heston &¥ Anderson, Fairfield, Iowa 


Relief Valves 
For Hot Water 
Space Heating Boilers 


Two new larger size pressure relief 
Send Us Specifications or Semples for Prices! valves, said to be designed for use on 
| hot water space heating boilers to pro- 
tect against over pressure, have been 
announced. 
The two new valves are said to be 
larger versions of the company’s No. 
230 pressure relief valve, and are cata- 
logued as the l-in. No. 230 and the 


EXCELSIOR LEATHER WASHER MFG. CO 14-in. No. 230. 
hh MAS Met ke According to the manufacturer, 
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Sell the Top “Name Band” 


NAME 
BAND « 


for all these 
Metal-Sawing 
Jobs 


For Heavy 
Production 
Cutting 


This rugged, break- 
resistant standard tooth 
blade is for trimming gates 
and risers off castings, 
cutting metal bars and 
other tough production 
work. Hardened along 
the tooth edge only, it cuts 
fast, stays sharp. All stand- 
ard widths and _ tooth 
spacings. Furnished in 
100’ and 300’ coils or 
welded to length for spe- 
cific machines. 


Factory Branches in Boston, Chicago, San Franci 
© Ssmond: Divition 
Phila., 


Canadian Factory in Montreal, Que 


Simonds Abrasive Co., 





For Contour 
Cutting and 
Die Making 


In the narrower widths, 
this edge-holding, smooth 
cutting blade is an out- 
standing favorite for con- 
tour work. Because the 
teeth are set with absolute 
evenness on both sides of 
the blade, it assures 
straight, on-the-line cuts 
with no “‘leading.’’ All 
standard widths and tooth 
spacings furnished in 100’ 
and 300’ coils or welded 
to specified length. 


co and Portland, Oregon. 


Pa. and Arvida, Que., Canada 





y, 


SIMONDS Metal Band 5 


For 
Horizontal 


Cut-Off Work 


Furnished either Regular 
or Wavy Set in the wider 
widths, this Simonds-made 
standard tooth blade easily 
handles the wide variety 
of cutting required in gen- 
eral shop and steel ware- 
house operation. All sizes 
come in 100’ and 400’ 
coils or welded to length. 


Get Delivery f 





oom... 


ee 


For Cutting 
Soft Materials 


This Skip-Tooth Hard 
Edge Blade has extra gul- 
let capacity with maximum 
blade strength ... gives 
fast, trouble-free service 
in cutting aluminum, mag- 
nesium, plastics, plywood 
and hardwood. All stan- 
dard sizes available in 
100’ and 300’ coils or 
welded to length for spe- 
cific machines. 


dustrial Supply Distributor 


SIMONDS 


SAW AND STEEL CO. | 


Simonds Steel Mill, Lockport, N. Y. 
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change from cord 


GIVES YOU LIGHT 
WHEN YOU WANT IT— 
WHERE YOU WANT IT! 


No installation 
costs. Just hang 
vp, plug in! 


Feelpreef 
"Gravity Action” Re- 
coil Mechanism .. 
locks ot ony desired 
length! 
U/L Approved 218-2 
$.V.0. Neoprene 
jacketed, kink-proof 
cord! Oil and weoter 
resistant 


New ° “Stubby” Handle! 
100% Neoprene with 
preventer ears 


New type “swing open” 


Uncenditionally guaranteed 
fer one year! 


V MODERN V EFFICIENT 
V ECONOMICAL 


No more tangling in a clumsy wire 
“booby trap’ that's always in your way 
causing short tempers and paintul 
accidents! Save time. trouble and money 
the Cordomatic way. Cordomatic works 
ihe a window shade—just pull out 
the length of cord you need and it locks 
in place automatically! A flick of the 
wrist, and z-z-zip, it rewinds itself 
One Cordomatic Trouble Light Reel will outlast 
many ordinaty drop cords 


Available Through Your 
lecal Automotive Jobber 


@heq US Pat OF 


OF THE VACUUM CLEANER CORP. OF AMERICA 
Plant Ne. 2: 


CROSKEY ST. & INDIANA AVE. 


PHILADELPHIA 32, PENNA. 
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they were developed to make time 
tested pressure protection available 
for hot water boilers with heat output 
to 743,400 BTU/hr. and 1,025,100 
BTU/hr., respectively. All valves are 
said to be designed to open at 30 Ibs. 
pressure. 

All operating parts are said to be of 
non-corrosive materials; valve seat 
proper, or orifice, is of brass; high 
temperature silicone is used for the 
valve disc; valves are tamper-proof, 
with pressure settings established at 
factory. It is also stated that inde 
pendent-action testing lever cannot 
interfere with the automatic operation 
of the valve even if tied down, and 
each valve can be easily disassembled 
for inspection or servicing by remov 
ing four screws. 

McDonnell & 
cago, Il. 


Locknut 


Shrinks 
As It Sets 


\ new “spin-down” locknut, said to 
apply a permanent vibration-proof 
grip only after the nut actually con 
tacts the work, has been developed 

Formed and threaded from a single 
piece of high carbon steel, and heat 
treated after fabrication, the new Ever 
lock nut is said to be finger-free until 
contact with the work is made. ‘The 
“spin-down” action is said to make for 
faster application and easier handling. 

At point of contact with the work, 

} turn is said to take up all play. As 
the nut is drawn tight, six threaded 
tines are said to bite into the bolt in 


Miller, Inc., Chi 


NIN 


tHe Sondard 
of Companson 


BY WHICH OTHER 
PLIERS ARE JUDGED 


“Since 1857°’ Klein 
Pliers have been the 
standard of quality with 
men who know good 
tools. Today, Klein 
offers the most complete 
line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 
want the best. 


Write for your free copy 
of the Klein Pocket Tool 
Guide today! 


DISTRIBUTED 
THROUGH 
JOBBERS 
Foreign Distributor: 
InternationalStand- 


ard Electric Corp., 
New York. 


\. 


oo ML LE : Nes & = 
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a “shrinking” action, caused by the 
concave base design. As the nut is 
drawn tight, the base is said to flatten, 
forcing the six buttress-tines securely 
into the bolt thread. 

Ihe new Everlock locknut is said 
to be approximately 4 lighter than the 
common hexnut, and having the same 
shape, ordinary six-sided socket or box 
wrench or power tool may be used for 
its application. It is also said to be 
unaffected by water, oil or heat up to 
550 deg. I. It is available in No. 8-10 
and }-in. sizes in both National Fine 
and National Coarse threads. 

Thompson-Bremer and Company, 
Chicago, Illinois 


Socket Wrenches 


Hollow Head Screw, 
Metric-size Types 


According to an announcement 
from the manufacturer, two more 
types of socket wrenches—hollow head 
screw and _ metric-size—have been 
added to their line. 

Ten 2-in. drive sockets are available, 
ranging in hexagon bit size from 4-in. 
to g-in. and accommodating Allen 
type screws from 3-in. to 3-in. Three 
sockets have extra long bits for special 
jobs. Each bit is said to be held s« 
curely by a slotted head set screw to 
permit easy removal of a bit that may 
become worn after long use. The 
part of the socket that holds the bit 
is said to be tapered to increase clear 
ance. A hole in the female end en 
gages the socket-holding, spring-actu 
ited ball on handles and attachments 

rhe sockets with metric-size open 
ings are said to be needed for equip 
ment, machinery, autos, etc. made in 
most European countries except Eng 
land. 

The line includes nine }-in. drive 
sockets with openings from 4 to 12 
millimeters, and twenty 4-in. drive 
sockets with openings from 12 to 32 
millimeters. 

All of the new sockets are said to 
be made from special alloy steel and 
chrome plated 

Plomb Tool Company, Los An 
geles, Calif. 


NUMBER 6 OF A SERIES 


Adi antages 


of the Donnelley-built Catalog 


GOOD PRINTING 
GOOD BINDING 

CROSS-INDEXING 
COVER DESIGNS 

STEP CUTTING 


6 Sectional Indexing 

















Still another way to help the buyer find his way to the particular section of 
the catalog he is immediately interested in. It helps the user to master the 


organizational layout of your catalog, and find what he wants quicker. 


7 ILLUSTRATIVE END SHEETS 
8 GOOD COMPILING 


Sectional Indexing Saves Time 


A Section Guide in your catalog is one of those extra features which 
prompts the thought, “Now isn’t this handy!” If your catalog can 
be made more conveniently usable with good features like this, you 
know that it will do a better job. Here again, Donnelley’s UNDIvIDED 
RESPONSIBILITY for every step in the building of your catalog means 


more efficient representation throughout every day of catalog life. 


The Lakeside Press + 
R. R. Donnelley & Sons Company 
(lS 350 East Pwenty-second Street 


“ 


Catalog Compuling Department 


Chicago 16, Illinois 


~\ PRINTERS * BINDERS «+ ENGRAVERS * LITHOGRAPHERS 
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THEY SATISFY 


The line is complete 


in sizes, shapes and cuts 


VIGAT, 
p> BRAND On 


FitEeS 
SWISS PATTERN 


For tool and die work, for 
making precision patterns 
and similar work where 
superior workmanship and 
extra fine files are 
needed. 


CARSON NEWTON Alili- 
gator Brand Swiss Pattern 
Files are made to exacting 
standards. Points smaller, 
tapers are longer and cuts 
are finer. Made in Cuts 
from 00 to 6. 





Designed to 
meet the needs 
of your 


ONY UNA) 


Corporation 
on 112-114 WEST WILSON AVE. 
NORFOLK, VIRGINIA 
SOB BOBO DED DEDEDE DD PP" PPP PP"P9P9PP“P“PP DI 
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ytton MOTOR DRIVEN 
POWER or PRESSURE 


BLOWERS 


Yes, Sutton Blowers are designed to meet ALL the air needs 
in any manufacturing plant—and Sutton Service to distributor's 
salesmen, sales managers and executives is geared to help you 
serve your customers in a fully rounded way that will get you 
orders you never could get before. Whenever your customers 
want quiet running, efficient units for continuous operation, 
they can depend on these motor-driven products made by a 
reputable manufacturer and made to “take it under the 
toughest conditions. They are flexible, quiet, adaptable, long 
lived. And the Sutton Service behind them enables distributors 
to really do a better job for customers all along the line—and 
that means more Sales. Write today for descriptive literature. 
We also manufacture heavy duty utility blowers in cast housings 


Manufacturing 











Hydraulic Valve 


Ball Detent, 
Hand Operated 


A new hydraulic 4-way valve with 
ball detents to hold the valve piston 
in any given position has been devel 
oped 

According to the maker, the locking 
action of the new detent permits the 
valve to be mounted vertically as well 
as horizontally and prevents vibration 
from causing movement of the valve 
piston. 

The valve is available with one, two 
or three ball detents; with one detent 
the valve piston is held in center posi 
tion; with two detents the valve piston 
is held in either end position; with 
three detents the valve piston is held 
in both end and center positions 

Designed for 1500 P.S.I. pres 
sure, the new valves are offered in 
three different types of operation: 
threaded stem, lever and knob; in 
seven sizes: }-in., #%-in., 4-in., }-in., 
l-in., 14-in., and 14-in.; and in five pis 
ton designs to meet the requirements 
of any hydraulic circuit 

Rivet+ Lathe & Grinder, Inc., Bos- 
ton, Mass. 


Flange Mounting 


New Adaption Of 
Standard Machine 


Another adaption of the maker's 
standard Model 2A flange mounting 
machine has been announced. 

New Model 2B is said to be de- 
signed so that 2 or more machines can 
be mounted on the same base at vari 
ous angles in order that operations can 
be performed on different planes at 
the same time. 

Equipped with a separate mounting 





¥ 
i. 


Climb... 









































Your sales curve is sure to rise when you handle 
and push the complete Brown & Sharpe line. It's 
the broadest line of its kind and known for high 
quality everywhere . . . provides a natural basis 
for “multiple sales” on every call you make. From 
one easy-to-use catalog you can offer customers 
screw machine tools, permanent magnet chucks, 
Johansson gage blocks, electronic measuring 


WE 





LP OE 
4. rag @? ra 






































equipment, and 185 stock pumps — as well as a 
complete line of machinists’ tools, cutters, and 
other essential shop equipment. 

Why not make the most of the short time you 
have to talk with each customer? Handle and 
push the line that makes sales climb . . . the broad 
Brown & Sharpe line. Brown & Sharpe Mfg. Co., 
Providence 1, R. 1., U.S.A. 


URGE BUYING THROUGH THE DISTRIBUTOR 


Brown & Sharpe '"5 
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“YANKEE” TOOLS 


are known by the 
customers 








Mechanics, craftsmen, production 
workers and others particular about 
top tool performance, use and recom- 
mend “Yankee” Tools. Their fa- 
mous quality and durability have 
won wide acceptance .. . make 
“Yankee” Tools readily salable. . . 
repeat sales-builders. Be sure your 
stock is ample on the complete line 
of time-saving “Yankee’’ Tools. 
They're fast-movers! 








OFFSET RATCHET 


SCREW ORiver NO. 1993 VISE 





1530A HAND DRILL 








NORTH BROS. MFG. CO. 


200 West Lehigh Ave. 
PHILADELPHIA 33, PA. 


Division of STANLEY TOOLS 


Reg. US. Per. OFF, 








clectrical panel and chain counter- | 


weight unit, Model 2B can be ob 
tained with an automatic hydraulic 
feed 

According to the manufacturer, 
specifications on the new model are: 
S-in. spindle travel; 12 pre-selective 
spindle speeds, 225 to 3000 RPM, 4 
speeds per spindle; 12-in. throat depth; 
maximum clearance from nose of 
chuck to bottom of mounting flange 
$12/16-in.; center of spindle to first 
mounting hole on flange 123-in.; size 
of mounting flange 15-in. by 12-in.; 
overall dimensions, height 322-in., 
width 40t#-in., depth 15-in. 

Burg Tool Mfg. Co., Los Angeles, 


Ladders 
New Tread Design 


For Safe Footing 


A formed metal tread of a new de 
sign, said to increase safe footing, has 
been added to the maker's line of 
safety ladders. 

Ihe new tread, now optional on 
the maker’s ladders and work plat 
forms, is said to be formed from a 
single piece of heavy gage steel which 
is cut, punched and raised as illus 
trated. The edge of each half of the 
raised steel is serrated to furnish posi 
tive non-slip foot grip 

In addition, the tread is said to 
clean the soles of workers shoes and is 
self-cleaning. Metal chips or fragments, 
oil-soaked paper or other objects are 
scraped from shoe soles by the raised 
edges, and objects removed are not 
retained because the design is said to 
permit dirt and picked-up material to 
drop through holes in the tread. 

The maker's ladders with the new 
tread are available in from one to eight 
steps with safety handrails and one to 
three steps without handrails. 

Ballymore Company, Wayne, Pa. 
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A STUPENDOUS 


PULL! 


When Paul Bunyan cleared 

white pine in Minnesote, he 

would hitch his ox to a gigantic 

load at Lake Vermilion and in 

a single pull deliver if to 

Duluth or Two Harbors. A stu- 
ndous puli—even for 
‘aul’s ox 


WE KNOW THAT THE 


“MORE POWER PULLER” 


is not designed for this type of heul, but we 
do know thot it has proved time and again 
that there is enormous Ning power packed 
in this flexible sturdy lightweight unit 
Here is a puller operated by one mon that 
requires no electrical or fuel connections that 
can be easily carried anywhere and is always 
ready for instant use. 

The “More Power Puller’ offers unlimited 
possibilities for solving your customers’ power 
puller problems, moving or loading heavy mo- 
chinery, and in general maintenonce work 
Ground a plant 


It comes equipped with 20, 
30, or 40 feet of cable 


List Price $27.75 to $33.80 F.0.B. Factory 
Distributor and Dealer Openings 


THE WYETH-SCOTT CO. 


NEWARK, OHIO 
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...@ good, long 
established 
seller... 

ecsy to store, 

easy to ship, 


for maintenance, 
means repeat 
sales assured... 


. yes, our popular ADAMANT 
Fire Brick Cement heads a complete 
line of refractories supplies. Other 
BOTFIELD Products include: Castables, 
Plastics, Ramming Mixes, etc. 


BOTFIELD backs its Distributor’s 
sales efforts with consistent trade 
paper advertising, both locally and 
nationally . . . and with special aids 
from time to time. 

Write for our Distributor Propose 
tion today . . . we believe it wit 
prove attractive to you! 


REFRACTORIES CO. 


781 S. Swanson St. Philadelphia 47, Pa. 
In Canada, Canadian Botfield Refractor- 
ies Co., Ltd., 171 Eastern Avenue, Toronto 








George M. Jolly, head of the Milium Division of Deering-Milliken & Co., tells how... 


‘“‘We helped sew up $500,000!”’ 


“A Kansas City coat manufacturer had 
$500,000 in sales sewed up—except for 
the linings! Buyers had flooded him 
with re-orders for 12,000 Milium 
lined Fall coats. But the uncompleted 
coats were hanging in the loft 

‘12,000 Milium linings had to catch 


up with 12,000 coats and fast, too 


We called in Air Express! 


As fast as the cloth was dyed and 
finished in New England, it was rushed 
to South Carolina and processed as 
Milium insulated linings, then speeded 
to Kansas City. Every deadline was met 

ind the deal was sewed up. 

Our customers 12,000 coats were 
turned into a fast $500,000—thanks to 
the speed and reliability of Atr Express! 


___ & Air Express 


GEeTse THERA FIRSBT via US. Schedule d Airlines 
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‘We face frequent customer dead- 
lines. We can’t afford any air servic 
bute the fus/est 
stake. Yet in most of the weights and 


there's too much it 


distances we ship, Air Express rates 
turn out to be lowest in the field! 

It pays to express yourself clearly 
Say Air Express! Division of Railway 
Express Agency 


—— 
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makes the finest in... 


CAP SCREWS : SET SCREWS 
COUPLING BOLTS 
MILLED STUDS 


% 
Wt Ortembler CO: York, PENNA. 





ATHOL 
VISES 


SOLD ONLY 
THROUGH 
DISTRIBUTORS 





ATHOL PROTECTS 
ITS DISTRIBUTORS 


Write for complete catalog showing our Machinists’, Combina- 
tion Pipe, Sheetmetal Workers’, Steam fitters’, Plumbers’, Drill 
Press, Milling Machine, Utility Vises and Power Driven Grind- 
stone Frames. 


ATHOL builds the complete vise in its own foundry and machine 
shop. 


Athol Machine & Foundry Co. Athol, Massachusetts 
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Gas Regulator 


With New Pilot 
Loading System 


A new pilot loading system designed 
to increase the safety and versatility of 
the maker’s standard 014 regulators 
has been announced. 

As a special safety feature of the 
new system, the manufacturer points 
out that the valves of the pilot-loaded 
014 automatically close in case of inlet 
pressure failure or diaphragm case 
breakage. The entire mechanism is 
enclosed to discourage tampering. 

It is also claimed that the greatly 
increased pressure range extends the 
field of application to include many 
installations that formerly required a 
high pressure regulator. The _pilot- 
loading system is said to provide highly 
sensitive regulation throughout the 
range of operation. 

Complete systems are available for 
changing over the maker's existing 
regulators to power pilot loading. 

Rockweil Manufacturing Co., Pitts- 
burgh, Pa. 


Valves 


Redesigned, 
New Features 


A redesigned line of 600-pound 
small steel globe, angle and check-list 
valves has been announced. 

According to the manufacturer, two 
new features, a “full-way” plug type 
disc with increased seating width and 
a new chromium stainless steel seat 








A spot check of successful building and industrial ap- 
plications, anywhere in the country, will show a pre- 
dominant use of NATIONAL Steel Pipe. That’s because 
NATIONAL Offers you all the desirable features you want in 
good pipe. And small wonder! From raw material to finished 
product, NATIONAL Pipe is manufactured by one organization, 
ihe largest and most experienced producer of tubular products 
in the world—NATIONAL TUBE. 
Here are just four of the most important reasons why NATIONAI 


Steel Pipe is “First Choice” for all types of piping installations: 
; UNIFORM THROUGHOUT—NaTIONAL Pipe is uniform in 
t metallic structure, ductility, strength, corrosion resistance, 
~ surface finish, wall thickness and diameter—a uniformity 
» ¥ : that is rigidly maintained at all times. 
\ 
Cee 


S ~ CONS AND BENDS WELL—NaTIONAL Pipe has that extra 
measure of strength and ductility to make smooth bends 
of uniform, circular cross sections. With NATIONAL you 
can estimate closely without worrying about excessive loss 
of material, time and labor. 


THREADS AND CUTS EASILY—Strong, easily-made threads 
are possible because of the unvarying quality of the metal 
and the absence of slag inclusions, laminations and blisters. 
The steel cuts clean and retains its characteristic strength 
even in the lightest part of the smallest thread 


J SPELLERIZED—Spellerizing is an exclusive NATIONAL devel- Wiss 
opment. The blooms for the pipe are knobbed so that the “ 
surface is worked to eliminate any irregularity. The result 
is a uniform, dense exterior that lessens the tendency to 
corrode or pit and thus assures longer life, better service. 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS + UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S°S NATIONAL Sfeel PIPE 
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WHEN YOUR CUSTOMERS 
NEED PRESSES 


ARBOR 
PRESSES 

1 to 25 tons 
Bench, Pedestal 
or Floor Models 


DAKE 


HYDRAULIC 
PRESSES 

25 to 300 tons 
Electric, Air, or 
Hand Operated 














and get your share of the 
press business 


SPECIAL 
PRESSES 


engineered 


e) 
individual 
require- 





PRESSES 
DAKE ENGINE CO. 


631 Monroe St. 
Grand Haven, Mich. 


which eliminates conventional seat 
rings, have been incorporated into 
these valves. The “full-way” plug type 
disc is said to replace the throttling 
type seat and disc valve, and the new 
disc is made of Type 420 chromium 
stainless steel, with a 500 Brinnell 
hardnes 

The “lay-on” seat, Type 410 chro- 
mium stainless steel containing 13 per- 
cent chromium with a 350 Brinnel 
hardness, is said to account for a sharp 
reduction in errosive action. Elimina- 
tion of the use of ring seats is claimed 
to solve ring breakage and ring joint 
leakage. Disc and seat scoring is said 
to be prevented by the combination 
of these exceptionally hard metals. 

The Lunkenheimer Company, Cin- 
cinnati, Ohio 


Band Saw Setter 


With Motor 
And Foot Switch 


A new automatic power setter, said 
to feature a “twin-hammer” action 
that will set both rows of teeth (both 
sides of band saw) in one operation, 
has been introduced 

According to the maker, setting 
speed ranges from 64 to 15 seconds per 
foot, for saws with 4 to 8 points pet 
inch up to 14-in. wide. The machine 
is also said to set band saws from 4 to 
16 points per inch 

Perfect uniformity of sct for all 
teeth is said to result from the “twin- 
hammer” action, as both hammers are 
powered by one spring. This precision 
set is claimed to avoid tooth breakage, 
and produce fast, true-cutting saws. It 
is stated that the saw may be set before 
or after filing 

For automatic operation, the maker 
states that only three adjustments are 
needed— insert saw, select points per 
inch, adjust depth of set. Long life is 
said to be assured by hardened steel 
anvils and hammers, precision bush- 
ings and life-time lubricated ball bear 
ings where needed. The new setter is 
equipped with a motor and “step-on” 
foot switch 


Foley Mfg. Co., Minneapolis, Minn. 
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The 


NEW 
0.420 


AEG. U.S. PAT. OF, 


Teeaoe wean 


| 
pressure evenly. 7. ‘Rite Angle” 
| teeth «guarantee maximum bite 


| and minimum wear. 
Here is a plier that will last for 
years! Channellock Pliers— made) 
only by Champion DeArment Tool | 
Co., Meadville, Pa. 


Channellock pliers are listed in | 
the Yellow Pages of most Tele- | 
phone Directories under "'Tools’’ | 


ptsic 
~~ - rd "ar ° | 
. *SO.eres ALL OTHE, | 


CHAMPION DeARMENT mashes 


}CHAN Wey LOCK | 


CHAMPION DeARMENT TOOL CO . MEADVIL'E, PA 








These Features of PET brie 


Reserve Power for the ext 


So ae features 
you can SELL f 


lly Balanced Arm 
Pohitlak: for freedon 


ime dlelae hile. 






Here’s a drill line 

that’s built to sell... 

a line that has everything! 

When you sell PET Super- 

duty Drills, you can do a com- 

petitive selling job. Model by 

model, feature by feature, you can 

WN \\ prove that PET Drills live up to 


















mpact Design— . AY L ) 
makes hard-to \\ , their trademark — Plus power per 
reach drilling jobs \ pound. 
easier and faster 





you the best deal in the industry. If you 

s want to carry a line that sells—that will 

> @ help build up your profit volume—write 

s\ Sr ous today! We have a proposition that’s 
_ NN bound to interest you. 


[74 \) 7 
‘ And if all the features shown above 
pay : y : . o imply high price, it’s time you found out 
ar wg dar tate ‘4 é about a drill line that’s priced to sell, too. 
weight ain eee 4 We say without equivocation: PET offers 
foil are! ° 
Forced Ventilation— 
| ae running yj, 


ears 












The complete PET Drill line helps close sales easier and faster 


PET offers a really complete choice... you meet every sales 
drill line... 54 distinct mod- opportunity. And, the PET 
els in 3 capacities: 4",*%%" and Superduty line includes drills 
4%" with pistol or saw-type meeting U.S. Government 
grip. Your prospects geta wide and military specifications. 


© MAIL COUPON FOR 
Wray FULL INFORMATION 
per Plus Power PORTABLE ELECTRIC TOOLS, INC. 1D-93 


AST POWER TOOLS per Pound 320 W. 83rd St., Chicago 20, Ill. 


Gentlemen: We want a free copy of your 
PET catalog and information on your dis- 
tributor proposition. 


PORTABLE ELECTRIC TOOLS, INC. | °°. ae 


320 West 83rd Street, Chicago 20, Illinois Address 


in Canada: Portable Electric Tools, Ltd., : City State 
452 Birchmount Road, Toronto 13, Ontario, Canada ‘ 


Industrial Counters 


Built for maximum dependability 
Longest life—Lowest upkeep 


You can show a Silver King and make the 
sale. These rugged, steel housed, chrome- 
plated counters challenge comparison. On 
casual examination, critical analysis or 
the most exhaustive life tests they come 
out miles ahead. 


Silver Kings are built rugged as an army 
tank, yet operate smooth as a watch. Extra 
heavy shaft. Oversize bearings. Life-tested 
parts. Light weight number wheels. Tamper- 
proof, one-turn reset. All steel housing. Un- 
breakable windows. These are a few of many 
reasons you can show Silver Kings with pride 
and recommend them with assurance. Every 
sale is a seed that grows into more, profit- 
able business. 


Available in Stroke and Revolution types, 
5- and 7-digit models, knob or key reset, 
right or left shaft extension. 


Ask your PIC Representative to show you 
a Silver King or write for literature. 


Propuction Enstrument Company 
708-32 W. Jackson Blvd., Chicago 6, Ill. 








WATER GAUGES 
FITTINGS 


Quality products that give full GREASE CUP 


service 
Help your customers to save 
money over long periods of time 
A good selling opportunity 
® Send for catalog 


AIR COCK 
SHUT-OFF COCK 


FITTINGS: 


ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est. 1907 DETROIT 7, MICH. 
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Micrometer Gage 


For End Diameters 
Of Chamfers to 1-in. 


A new chamfer micrometer gage, 
said to be designed to read accurately 
and directly end diameters of cham- 
fers up to 1-in. from 0 deg. chamfer to 
90 deg. included angle maximum 
chamfer, has been announced. 

The depth of chamfer in a hole is 
also easily computed, it is claimed, and 
a master check bar with a known in- 
dicated end diameter and chamfer is 
furnished for checking the calibrations 
of the micrometer. 

Each gage is individually packaged 
in a protective felt-lined, varnished 
wood case. 

Acme Industrial Company, Chicago, 
Tl. 


Paint Rollers 


Two New Models 
For Industrial Use 


Two new paint rollers, said to be 
designed for industrial and mainte- 
nance use and with fabric covers to 
carry larger paint loads, have been in- 
troduced. 

The “Long Boy” is said to be for 
use with any length handle or pole up 
to 14-in. diameter, fastening on by 
means of adjustable worm-gear clamps. 
Its removable cover is 9-in. long, made 
of electrified lambswool in 1}-in. nap 
length on a phenolic laminated core 
of 300 Ib. breaktest strength. Bearings 
are said to be of nylon. 

The maker recommends use on 
rough stucco, chain link fence, metal, 
brick, shingles, plaster, corrugated sur- 
faces, porous concrete and cement 
block. It is said to apply flat wall 





Fast-Selling, Big-Profit Mops 
Made of Du Pont Sponge Yarn 


These new mops are getting the same enthusiastic 
welcome from customers as the sensationally suc- 
cessful Du Pont Cellulose Sponges. They’re easy to 
sell, because they do cleaning jobs better. Best of 
all, every sale of a sponge-yarn mop brings you big- 
ger profits! Write for names of mop manufacturers 
you can contact. E. I. du Pont de Nemours & Co. 
(Inc.), Cellulose Sponge Section O, Wilmington 98, 
Delaware. 


LOOK AT THESE POWERFUL 
SALES POINTS: 


1. Easier to use—wring out damp-dry 


2. Highly absorbent—won't leave flags 





3. Easier to clean—easily sterilized 


4, Resist tangling, souring—always, 
hold shape 





5. Both wet-mop and waxer 
—wax rinses out easily 





REG. U.S. PAT. OFF 
BETTER THINGS FOR BETTER LIVING 
- THROUGH CHEMISTRY 
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No. 0 
Hi-Production 


POWER PRESSES 


produce more man hours of work with high effi- 
ciency in varied applications. The unique safety fea- 
tures of Press-Rite simplify the training of operators, 
and its rugged construction assures continuous high 
speed operation on long production runs. 
Increasingly Press-Rite Power Presses are the choice 
pe. 0 2-Voo is of leading manufacturers who want greater production 
reduction Model 
at lower costs and who demand equipment which pro- 


avaitable in 
lowe . vides constant dependability with a minimum of main 
tenance 

Extra Heavy Uni-Cost Frames 

Single Stroke Sefety Mechoenism 

4 Point Replaceable Clutch Plates 

Automatic Com Actucted Broke 

Triple Ramwey Lubricetion 

Roller Bearings in Flywheel 


FREE—Write today for your copy of the new Press-Rite bulletin 
detailing our complete power press line. Whether you need equip- 
ment now or in the future, you should heve this information 


Sales Service Machine Tool Co. 


PRESS RITE PRESSES - SHAPE RITE SHAPERS - KELLER POWER HACK SAWS 
2347 UNIVERSITY «+ ST. PAUL 4, MINNESOTA 








EVERLASTING 
Boiler Blow-O f 
VALVES 





— 








Win Repeat Orders 


When you sell an EVERLASTING 
Duplex Blow-off Unit, you'll find that 
its many superiorities make a regular 
customer for you. 

These units combine a tight seal with 
resistance to wear... quick action with 
ability to withstand repeated operation 

.. and long life that Res been demon- 
strated for more than 40 years. 

You can sell EVERLASTING Duplex 
Units in any desired combination of 
quick-operating valve, angle valve and 
“Y” valve, and all units fully meet 
ASME code requirements. 


Write for catalog and price information. av sve 


EVERLASTING VALVE CO., 49 FISK STREET, JERSEY CITY 5, N. J. 


Everlasting Valves 


TRADE BARK EVERLASTING O06 US PAT OFF 
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paints, metallic paints, exterior wall 


paints, stucco paints, idluminum paints 
and roof coatings. 

The “Long Boy” painter kit includes 
9-in. roller with cover and clamps and 
a 2-gallon metal paint tray with dis- 
tributor screen. 

Vhe ““T'win-Boy” model is said to be 
a combination long-and-short reach 
convertible maintenance paint roller 
that can be converted for cither high 
or low areas by adjustment of a worm 
gear clamp and extension handle. 

The ““Twin-Boy” is available in both 
7-in. and 9-in. rollers and with 3-in 
long-nap Dynel changeable cover. Said 
to be suitable to application of oil and 
rubber base paints, as well as metallic, 
stucco, aluminum and roof coatings, 
it is recommended by the maker for 
use on rough or smooth surface wood, 
stucco, metal, concrete block, plaster, 
brick and wall board 

This unit contains a 9-in. roller and 
#4-in, extension handle with clamp. 

(he Wooster Brush Co., Wooster, 
Ohio 


Power Hack Saw 


With Swivel Base Vise, 
Capacity To 7-in. by 7-in. 


\ new No. 4 Ily-Dutv power hack 
saw with a capacity of 7-1n. by 7-in. has 
been added to the maker's line 

\ quick acting swivel base vise is 
said to operate to a 45 deg. angle and 


have a capacity of 4-in. b in. at 


#5 deg 





TOUGH 308s mace EASY... 


WITH 
FOOTE BROS. 


HYGRADE 


DRIVES... 
MORE 
STAMINA 

IN LESS SPACE 


Horizontal Hygrade Drive operating door 
control cable of open hearth furnace at 
Fairless Works, United States Stee! Corpor 
ation. For purposes of illustration, safety 
guard over coupling has been removed 


Steel making is a rugged, ’round-the-clock job. And Foote Bros. Hygrade 
Drives have the stamina for such typical, tough service —like this 
Hygrade at U. S. Steel's Fairless Works. 

Sturdy, compact Hygrade Drives are built especially for heavy-duty 
applications — ratios range up to 4,108 to 1, capacities up to 260 h.p 
But Enclosed Hygrade Drives are also designed to meet area limitations 
— modern, space-saving housings have been engineered around new- 
process, high-efficiency worm gearing to assure maximum performance 
in minimum space. 

In addition to these horizontal and vertical worm gear units, Foote 
Bros. makes a complete line of helical gear drives. For extremely rugged 
duty, there’s the Maxi-Power series — capacities reach 1,550 h.p. and 
ratios range up to 360 to |. The Line-O-Power family — short in size 
and cost, but long on reliable operation — includes both straight line, ay 
foot mounted units and the new right angle types, horizontal and vertical, Drives 

foot and flange mounted. Also available are Worm-Helical 
Gear Drives and a complete line of Foote Bros.-Louis Allis 
Gearmotors, horizontal and vertical. 
Whatever the need, Foote Bros. has the drive 
earmotor to meet all requirements. 
Write for information. 


Line-O-Power Foote Bros.-Louis Allis 
Drives Gearmotors 





. " . - « q . ( - 
hs Trademark Stonds forth Bote ewe, Gort a chine Copeman 
incet in industrial Gearing ef ; Sou estern Blvd., Chicago 9, Hlinois 
Please send me full information about Foote Bros. 


complete line of Drives and Gearmotors. 


#f ~ Name 
Position 
Cellr Power —— Through —— Compan) 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
4545 South Western Boulevard ° Chicago 9, Illinois City Zone 


Address 
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Solve your Customer’s BENDING PROBLEMS 


. 


ee 








ONE MAN bends 2” x 3/16” Angle Iron EASILY! 


HOSSFELD MANUFACTURING COMPANY 


402 WEST 3RD ST. »* 


with... 


HOSSFELD 


Hydraulic 
#2 UNIVERSAL 


IRON BENDER 


. 





The Hossfeld Bender is fast, accurate and de- 
pendable. It assures smooth, perfect bends on 
bar, angle, flat, round and pipe with either hot 
or cold stock. 

Easily set up and requiring only one-man opera- 
tion, it is ruggedly built for trouble-free effi- 
ciency. Handles up to 2” pipe or 44” flat bars 
and is available with hydraulic power. 


WRITE today and let us send you the complete details. 





DEALERS: We have an attractive dealer proposition, liberal 
discounts and available territories. Write for full information. 











WINONA, MINNESOTA 





J 





SOLD BY 
supriy 
HOUSES 
every. 
WHERE 


drills 


inches of 
faelsla acta 


per 


... gives lowest 
cost per foot of 
concrete drilled with a 


tilden 


ROTARY 
KONKRETE KORE DRILL 


Patented core 
slot expels 
vitings 
tomatically 


U.S. Pat. No. 
Re. 23539 


WRITE TODAY 
for free, 
ilMustrated 
h catalog. 


TILDEN TOOL a a a ea) a 
0% Pa a ee 


209 Los Mo +S 


me ee 
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According to the manutacturer, a 
variable power pressure regulator pro- 
vides blade pressure trom 0 to 200 
pounds. An adjustable foot lift is said 
to help hold the saw frame in position 
while loading or unloading, and en- 
able the operator to use both hands 
for setting and starting the saw 

Other features claimed for this 
model include: automatic lift on re- 
verse stroke; adjustable bronze bear- 
ings for guide bar in saw frame; 
built-in coolant tank and pump; 
equipped throughout with Oilite bear- 
ings. 

The maker also states that two 
speeds of 80 to 140 strokes per minute 
are available by shifting belts. The 
new model requires a floor space of 
17-in. by 51-in., and standard equip- 
ment includes automatic stop switch 
and automatic belt take-up 

Sales Service Machine Tool Cc., 
St. Paul, Minnesota 


Electric Drill 


Y“-in., Full 
Ball Bearing 


A new }4-in. full ball bearing elec- 
tric drill has been announced. Built 
for continuous duty, features claimed 
include: 100 percent ball bearing con- 
struction, strong aluminum alloy 
frame, heat treated alloy steel gear, 
Jacobs 3-jaw geared chuck and a uni- 
versal motor. No-load speed is said 
to be 2500 rpm. 

United States Electrical Tool Divi- 
sion, The Emerson Electric Mfg. Co., 
St. Louis, Mo. 


Miter-Frame Clamp 


Aluminum Alloy 
Corner Blocks 


A new miter-frame clamp, said to 
clamp all four corners at one time 
without marring the work, has been 
announced. 

Features claimed by the manufac- 
turer include: can be used on finished 
stock; flexible as to capacity; quickly 


adjustable to any square or rectangle 





men who use 


REPUBLIC 
UPSON ano nurs 


appreciate these 
smooth-working 


wrench fits snugly 
on heads and nuts 


7 
* 
- 
- 
* 
- 
a 
s 
- 
“ 
- 


full thread area 
to grip firmly, 


clean, accurate threads 


mate properly i Specify top-quality Republic Upson Bolts 
...frunon ~%/ and Nuts for all of your standard fastener 
Oa,’ requirements. More than 20,000 different 

smoothly ge. types, sizes and shapes to choose from. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND 13, OHIO ¢ GADSDEN, ALABAMA 
Export Dept.: Chrysler Bldg., New York 17,N Y 
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AHLBERG 


BALL BEARINGS SPECIAL 
BEARINGS + PILLOW BLOCKS 
AND OTHER MOUNTED UNITS 


EC SERIES PILLOW BLOCK 


. «+ for light-medium duty and normal 
speeds. Shaft sizes 

%" to 2%". 

Compact design— 


bearing at no 
extra cost. 


ED SERIES PILLOW BLOCK 


. »@ low priced precision unit for light load 
requirements. Shaft 

sizes Ya" to 1%". 

Clean, trim 

appecrance— 


trouble-free 


life expectancy. 


FEC SERIES FLANGE UNIT 


. « for light-medium duty and 
normal speeds. Shoft sizes 
%”" to 2%". Equipped 

with precision, self- 
aligning extended inner 
ring bearing. Simple— 
sturdy —inexpensive. 


. built to the 
highest standards 
of quality—in 
types and sizes 
for any 

purpose. 


Send for New Catalog Today! 


Contains complete information 
on the entire Ahiberg line. 


Ask about our sales and 
engineering assistance 


AHLBERG BEARING COMPANY 
3025 West 47th Street 
Chicago 32, Ilinols 


| Palisades Park, N. ]. 


within its maximum opening; accurate 
and holds firmly until released; no slip- 
ping 

The corer blocks are said to be 
made of aluminum alloy; screws from a 
good grade of steel, }-in. diameter; ad- 
justing nuts are steel. 

The new clamp is made in four sizes 

8-in., 12-in., 18-in., 24-in. maximum 
openings; minimum openings for all 
sizes is 2-in. 

The Cincinnati 
Cincinnati, Ohio 


Tool Company, 


Heat Exchanger 


For Safety 
Relief Valves 


An internal heat exchanger, said to 
be available in all the maker’s nozzle 
and semi-nozzle safety relief valves, 
is now incorporated in their valve 
bodies without creating interference 
with the rest of the valve mechanism. 

The internal heat exchanger is said 
to eliminate the necessity of steam 
tracing or steam jacketing a valve 
where highly lading is en 
countered. 

According to the maker, it consists 
of a steel coil inserted into the valve 
body and led out to connect with a 
steam line. Other features pointed 
out by the manufacturer are: coil ends 
are accessible for return-pipe installa 
tion or one-pipe installation with a 
vent valve; a steam trap drains the 
coils and construction is suitable for 
back pressure. 

Farris Engineering 


viscous 


IMPROVED 


new LOK-BLOK 
HANDLE CONSTRUCTION — 
TWIST AND IMPACT 
PROOF eee Another 
Outstanding and 
Exclusive Feature... 


PLUS Chrome-plated Satin- 
finish Blades * Super- 


tension Gripper Fingers 
* Blades Finest Chrome 
Vanadium Steel * 


z= . ¥ 
a 
Exclusive 


LOK BLOK 
// ofa 


Models far Slotted and 


cessed Head Screws 


slly Designed 
ts Both Recessed 


ypes 


HOLD-E-ZEE 


The Original 
Automatic Grip 


SCREWDRIVERS 


ORDER THRU YOUR JOBBER 


Corporatio 
l ation, UPSON BROS., INC., Rochester 14, N. Y. 
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Photograph by Paul Davis 


Part of Butterfield’s fine reputation for taps and dies 
stems from rigid control over quality production. 


The value shows up in performance. 


fn iFfN re 6 Pf ri 
PoP wn we 


Union Twist Drill Company Butterfield Division Derby Line, Vermont, U.S.A 


. DIES « REAMERS ° DRILLS ° COUNTERBORES ° SCREW PLATES 





rata 


\THOL, MASSACHUSETTS 
Tools 











Titian 


Unretouched Photograph by Morten Berger 


TAPS by CARD 


Performance on the job is what guides all Card manufacture. For generations, 


Card has had but one objective —to make the best taps money can buy. 


S. W. CARD MANUFACTURING CO., MANSFIELD, MASS. « DIVISION OF UNION TWIST DRILL CO Cis) TAPS © DIES « SCREW PLATES 
Quali 























CHAMPION Lamps may give you the 
key to new volume and profit. 

Every prospect on your list buys lamps. 
You, and every other supplier, offer the 
same brands over and over. No chance 
for you to get your foot in the new busi- 


ness door. 


The CHAMPION line gives you some- 
thing new. Not everyone carries them. 
Champion spots its distributors care- 


fully and selectively. 














HERE’S A 
GOOD KEY TO 
NEW ACCOUNTS 


CHAMPION Lamps have the quality 
reputation and the performance to 
back it up and win steady repeat 
business. 

CHAMPION Lamps are sold your way 
— no consignments, no extra paper 
work, no red tape. They’re easy to han- 


dle — easy to sell. 


If a door-opener to new business in- 
terests you, ask us to give you the 


Champion story. 


CHAMPION LAMP WORKS 


; ; y ; i; 
Lyon, VMasssachuselss 


A DIVISION OF CONSOLIDATED ELECTRIC |: a eee 
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WAY \ 


A) 


eg 


We! 


S-A HAND and 
S-A CAR PULLERS MOTORIZED WINCHES S-A 

Gave Menpouw. — — enable one man to lift—or “TELLEVEL” 
can move and spot from one move—heavy loods—up to regulates material level in bins, 
SACO SPEED REDUCERS to twelve cors. Every firm 6,000 mite Ask tiny tanks and storage silos auto- 
adapt stendard full speed mo- with @ switch treck con use letin No. 340. matically. Prevents overflow. 
tors to any speed required. Save one. Bulletin No. 1339. Normal duty, explosion-proef 
time, floor space, installation and heavy-duty models. Byl- 
costs and maintenance. Bulletin letin 11-0. 

Np. 643. 








That’s why more and more distributors 
are turning this $-A Line into growing 


sales and profits—HOW ABOUT YOU? 


The equipment units shown here mean manpower savings S-A BOX CAR LOADERS 
speed up loading and trimming 


or other operating economies for practically every indus- of loose, small lump materials in- 
, to box cors. One mon, part time, 
trial plant you call upon. can operate. Bulletin No. 948, 
That is why—in case after case—one unit seen in service 
usually sells many new users in the same area. Every item 
in this group is of the highest quality—a fact known to 
owners of S-A equipment coast-to-coast. 
Find out now how easily you can turn this S-A line into a 





steady, growing business. Write for details, discounts, 


. 


S-A “SWIVELOADERS" 


fill and trim dry bulk materials 
—wup to 2” size—into cars, bins 
and storage spaces of low cost. 
Bulletin No. 1046. Can alse be 
STANDARD PRODUCTS DIVISION Mited te conveyors to extend 

storage range. Request Bulletin 


S 


ENS=Abamson 


prices and delivery schedules. 





\ 


B RIDGEWAY AVENUE AURORA ILLINOIS @ LOS ANGELES CALIF 
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BELLEVILLE, ONTARIO 





Another Strong Link 
in Your Chain... 


Good performers, these 
y~. Roper Pumps. Good 
sellers and sub- 
stantial profit- 

makers, too! Value- 
wise, they are “right up” to 
the other fine products 
you stock and rec- 


The 
Roper link is 


commend. 


a strong link in 
your chain. Hook-up with 


Roper now! 


WIDE RANGE OF SIZES... 
Pumps For Every Purpose 


Roper Pumps Series 

4600, F, H, and K are 

simple in design; come 

in ranges from 1 to 300 

&-Pp.m., pressures to 

ca 1000 p.s.i. They are 
used in diversified 
industrial and commer- 

cial applications, pumping 

both thick and thin clean liquids. 


Send for Catalog 
Get all the facts and specifications on 
the Roper line. Write for your free 
copy ~~ 
GEO. D. ROPER CORP. 
339 Bleckhewk Perk Ave. 
Rockford, til. 


Tube Fittings 


Cap and Plug 
Added To Line 


Two new fittings added to the 
maker’s line, the Swagelok cap and 
Swagelok plug, have been announced. 

The cap is used for capping the end 
of a tube. The plug is used for plug- 
ging the unused port of a fitting. Ac- 
cording to the maker, both fittings 
come completely assembled, finger- | 
tight, and require only one and one- 
quarter turns of a wrench to provide 
a torque-free, leakproof seal. 

Both items are available in a wide | 
variety of sizes from 4-in. up in brass, | 
aluminum, steel, stainless steel and | 
Monel. 

Crawford Fitting Co., 
Ohio 


Cleveland, | 





Eductor 
Four Models, 
1% and 2'%-in. Sizes 


Eductors, said to introduce foam 
liquid into fire hose lines to provide 
proper mixture of foam liquid and 
water for the operation of the maker’s 
corresponding Type FFF FogFOAM 
nozzle, has been announced. 

According to the maker, the new 
eductors may be used anywhere in 
the run of the hose, subject only to 
limitations in their operation instruc 
tions; the eductor is provided with a 
female swivel coupling on the inlet 
side and a solid male connection on 
the discharge side; pick-up tube in- 
corporates a ball cleck valve to pre- 
vent flow of water to the Foam liquid 
container when the nozzle is shut off. 

Ihe new eductors are made in four 
models in both 1]4-in. and 24-in. sizes. 

Rockwood Sprinkler Company, 
Worcester, Mass. 
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with Heller NUCUT 


wavy teeth Coarse, fine and extra-fine 


teeth all combined on one file for fast, deep, double- 


action cutting. Even, scratch-free finish. No chatter- 
ing. Longer file life. ORDER FROM YOUR 
LOCAL DISTRIBUTOR 


Notice NUCUT patented tooth 
ie a 
enlarged section 


THESE THREE FAMOUS FILES ARE 
MADE ONLY BY HELLER BROTHERS 


HELLER BROTHERS COMPANY 


America's Oldest File Manufacturer 
NEWCOMERSTOWN, OHIO 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 








STRAINER 


\ 
for 


| HEADQUARTERS } Jobbers 





STYLE A 


KECKLEY 


CHICAGO 


STYLE A— Type. Standard 
and extra heavy flanged, flanged 
blowoff 


STYLE B—"“Y”" Type. Screwed 


connections, screwed blowoff. 


STYLE C—"Y” Type. Screwed 
connection, flanged blowoff. 


STYLE D—Basket type. Screwed 


or flanged. 


Screens, perforated or wire 
mesh, in brass, steel, monel or 
stainless steel. 


Bvensina you need in strainers! A complete line ready for fast 
delivery to satisfy your customers. Make Keckley your strainer head- 
quarters! Ask for Catalog No. 53C. 


O.C. KECKLEY COMPANY 


400 W. MADISON 


Saletn 


STREET CHICAGO 6, ILLINOIS 


THE BELT HOOKS 
WITH THE 


There is no substitute for Safety 
Belt-Lacing because the paten- 
ted Safety binder bars not only 
hold each hook in perfect align- 
ment (both before and after ap- 
plication) but also cover and pro- 
tect belt ends, prevent fraying 
and assure long life. It's the all 
purpose belt-lacing, too. It can 
be applied in factories and 


shops not only with shop lacers but also in the field with the 
pocket Tu-Way Lacer and a hammer. 


Write for Catalog Sheets 
SAFETY BELT-LACER CO. 


5388 N. Menard Ave. 


Chicago 30, U. S. A. 
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Slitting Saws 
Color Coded 
For Identification 


A new line of slitting saws, said to 
feature heavily reinforced bodies to 
end shearing during stresses and pre- 
vent shattering at high operating 
speeds, has been announced 

The alloy steel bodies are said to be 
built out to the width of the teeth to 
minimize vibration, assure true run 
ning, and provide finer finishes to 
closer tolerances. 

According to the maker, the new 
slitting saws retain their design feature 
of overhanging carbide tips to elimi 
nate the cost of grinding both steel and 
carbide in resharpening. The free chip 
removal aftorded by full side chip 
clearance is said to assure cooler opera 
tion and score-free finishes. 

Other features claimed by the maker 
include: accurately ground hubs; pre- 
cision honed holes; saws color coded 
for ease of identification by electroplat 
ing process; color coating also protects 
cutter body and prevents rust. 

Nelco Tool Co., Manchester, Conn 


Magna-Holder 


For Indicators Up 
To 3-in. Diameter 


Said to be designed for indicators 
up to 3-in. diameter, a new product 
known as Erick Magna-Holder Model 
No. 350-A, has been introduced. 

Base dimensions are 34-in. long by 
l-in. high by l-in. wide. A precision, 





lateral adjustment mechanism, con 
trolled by thumb screw adjustment 
travel of one-half inch is said to enable 
the operator to zero in the indicator 
without touching the imdicator or 
work. 

A finished aluminum guide block 
is said to seal the magnetic field from 
indicator attachment. The base with 
permanent Alnico magnets, said to 
exert a 50 Ib. pull, permits mounting 
of the unit on all ferrous surfaces, 
curved or flat. 

Other features claimed include 
thumb screw lock; detachable exten 
sion bracket which can be moved 
through 180 degree arc without loosen 
ing or tightening any screws or nut; 
shoulder screw attachment which pet 
mits similar adjustment through a 90 
degree arc. 

Cullen Manufacturing Company, 
Racine, Wisconsin 


Roller Bearing 
High Capacity, 
Minimum Weight 


A self-aligning, torque tube type, 
double row roller bearing, said to pro 
vide full freedom of rotation under 
all conditions of misalignment result 
ing from mounting inaccuracies and 
the usual flexing of airframe struc 
tural members during flight, has been 
developed. 

The bearing is said to be factory 
lubricated and equipped with posi 
tive seals which perform the two-fold 
duty of retaining lubricant and pre 
venting air loss in pressurized aircraft 
Other features claimed include: sim 
plicity and compactness which pro 
duce a high capacity; light weight 
bearing of fewer parts with minimum 
cross-section dimensions. 

This bearing, developed primarily 
for today’s high speed aircraft, is 
designated as the DP series 

Shafer Bearing Corporation, Dow 
ners Grove, Ill 


You can't is | 
handle a better 
line of bolts 


HERE’S WHY. . .1. Circle ® bolts are 
made from high quality selected steel by 
the most modern methods and machines. 
2. Circle ® bolts are packed in clearly- 











labeled, sturdy corrugated board con- 
tainers that simplify your handling and 
stocking. 3. Circle ® bolts are concisely 
cataloged in a useable book that makes 
specifying and ordering easier, faster and 
more efficient. In addition, this complete 
line of quality fasteners, with all the 
plus features, is no high- 

er than ordinary 

bolts alone. 

















BUFFALO 


| BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities 


PRODUCERS OF CIRCLE @ PRODUCTS 
BOLTS « NUTS « RIVETS AND SPECIAL FASTENERS 








NUMBER $1 identifies the latest 





catalog available. If you don’t 
have a copy, we'll gladly send you 
One upon request. 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 








HOISTS 


High-speed, heavy-duty, 
hand chain hoists; All types 

Spur Geared, Screw- 
Geared, Differential. Capaci- 
ties 4 to 40 tons 


GS fest-litting 
ELECTRIC 


HOISTS 


Both Welded 
i) Chainand 
If Cable Types. 
y* Low head- 
room light weight, low cost. 
Hook, plain trolley, lug sus- 
pension. 4, % and ton 
capacities. For general-pur- 
pose power hoist service 
where efficiency and econ- 
omy are essential 





¥ 





Superior Medel 

88 Spw - Geored 

ball-bearing 

Chain Holt. 4% to 
20 tons. 


DR free-rolling aA, 
LLEYS (it * 
Ragone ot wl ee 
-be 4, so 4 ay e 


beams. Capacities ‘4 to 

1) tons. Made in Plain 

(Push) Type or Geared Type, Self-aligning, 
steel plate construction—adjustable. Ball- 
bearing or Timken Roller Bearing equipped. 
Alemite-Zerk lubrication, 

DR smooth- operating 


“A 


All types, Hand 
Power, Electric 
} Overhead Travel- 
ing. Single or 
Double Girder. Top running or underhung. 
Engineered to specifications. 


DR powerful WINCHES 


Popular types for hand operation. Worm 
Geared models in capacities 200 lbs. to 2000 
ibs. All-Steel type, capacities 5 tons and 
2 tons. Single and Double Purchase Crabs. 
Derrick Winches. Electric driven 
Models. For inching heavy 
machinery, moving cars, 
or handling loads 

between floors 
general mainte- 

nance work. 


DAVID ROUND & SON 


35000 AURORA ROAD CLEVELAND 22, OHIO 





| Conveyor Belt 


Green Color 
Reduces Eye Fatigue 


\ new green, abrasion resistant 
conveyor belt, for use on assembly 
and inspection lines where visual con 
centration is necessary, has been de- 
Ve lope | 

According to the maker, tests have 
shown that eye fatigue is substantially 
reduced when a green belt is used for 
assembling or inspecting such objects 
as radio tubes, small parts 
:ssemmblies, and shells 

While the has no effect on 
belt performance, it is said to increase 
eficiency. The abrasion r 
istant, green inspection belts are avail 
able in any width up to 132-in 

Main Belting Company, 
delphia, Pa 


chassis, 
color 


worker 


Phila 


Di-Profiler 
Works Tungsten 
Carbide Dies 


A new Di-Profiler, said to repair, 
alter and produce carbide dies from 
blanks, has been announced. 


The tool is said to be vibrationless, | 
even when used at long stroke which | 


may be adjusted from 0-in. to .250-in. 
I'his accuracy is said to be due to the 
full ball bearing construction and the 
eccentric balancing construction of 
high precision. 

According to the maker the action 
is reciprocating and oscillating at will, 
to the amount desired and when used 
with the spindle attachment, finely 
controlled action is also obtained. 

For repairing or working carbide 
dies, a wide variety of diamond files is 
said to be available in standard and 
pecial shapes, in addition to a line 
of burs in round, inverted cone, 
straight (crosscut), taper (crescent) 
and other stvles 

Nord International Corp., Denville, 
N.] 
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Another big step 
for MARSH 


Make no mistake about it: the 
developments presented in the 
advertisement reproduced above 
will be recognized as the two 
greatest contributions to pressure gauges 
in recent years. This message has gone 
out to about a million users of pressure 
gauges telling them 
1. Marsh has perfected a new process — 
the ‘““Conoweld”’ process -- for fusing the 
socket, tube and endpiece of a gauge into 
one integral, permanently leak-tight unit. 


2, Marsh has developed a new copper- 
clad case — the “‘Marshalloy”’ case — four 
times as strong and one-third lighter than 
a cast iron case, yet as non-corrosive as a 
plastic case 


Yeu, the leader in the pressure gauge field 
has taken a still longer lead. The most 
acceptable line has become still more 
acceptable. It will pay you to push the 
line that provides so much extra sales 
leverage the Marsh line of pressure 
gauges, dial thermometers, refrigeration 
controls and heating specialties. 

Ask for latest catalog and price data. 


MARSH INSTRUMENT CO. 
Sales Affiliate of JAS. P. MARSH CORPORATION 
Dept. C, Skokie, iil. 


vgecalibrator — 
the Marsh “Rech, gov 


best t 
out © 
knocked ow 


GAUGES + VALVES + TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES 





DO YOU LIKE THIS KIND OF 


sU RE, any FLAT LEATHER BELTING. Quolity controlled from green 


hide to finished product. All standard sizes and weights 
in three famous center-stock brands: 


distributor does 3 Heart Oak, top quality ook-tanned leather belting. 


Research®, premium quality, special tannage and curry 


fy 
eee especially LL Spartan®, special combination tannage — resists mois- 


ture and fumes 


repeat orders t Go Y, Other brands for lighter service and special applications 


promotes repeat business 
- ++ intensively promotes it in 6 impor- 
tant ways — because we all know that 
repeat orders mean more profit for you. 


Fs Wigieg ys 
wate? : + eed AAS 


Top Quality = products that you can recommend and ROUND LEATHER BELTING. G&K Round Leather Belt. 
o* ings have great tensile strength, low stretch and uniform 


sell — that re-sell themselves. quolity. Acorn®, Halround® and Velvitan all guaran. 
tee excellent service over a long period of time. Also 
Patent Build-up and Folded Twist. 


at Comprehensive Line — the most complete selection in 

the industrial leather products field. . a Ye. 7) 
Simplified Bookkeeping — ome source assures easy 

ordering, shipping, billing. , on hed 


@ 4") i. 
‘ “hh 
Va v 


a force of sales engineers — to assist your sales force. 


H ‘ 
{ 
& 


Adequate Catalogs — at your customer's fingertips, BELT DRESSINGS. Famous Grake® liquid belt preserv- 
ative stops slipping instantly. Sold in cans and drums. 


the complete G&K line visually displayed and ex- Grake® Sprazon, original belt dressing in @ spray 
container, is safe, easy and economical for leather, 


plained. rubber, fabric — flat, round and V belt drives. 
G&K “One-Pound’ and Handy Bar belt dressing also 
available. 


© Selling Help — eleven sales offices with local stocks and 


6 Planned Promotion — a selling and advertising pro- 
gram geared to help you sell. 


There they are! Six ways G&K is helping you to get repeat 
business and increased profits. Make Graton & Knight your 
headquarters for all industrial leather products. 


GRATON 


Graton& Knight Company Gz 


Worcester a Massachusetts Estab. 185 CEMENTS. Neptune® a waterproof cement. Royal 
Worcester® for quick drying laps and plies; not woter 


World’s Largest Manufacturer of Industrial Leather Products proof, G&K Pulley Cover sets quickly in covering mete 
BPT pulleys with leother. . 
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Packing of the Mont 


jJ-M KEARSARGE’ 
ROD PACKING 
Style No. 166 


re 
compressors: in service U 


to sell it: Here's 4 high quality asbestos cloth. Additional resiliency 18 PFO” 
acking that has earned ¢ ellent repu- vided by the rubber expansion back of the 
tation in high temperature service. It packing. 

well against bigh pressure steams | How It is gurnished: Style No. 166 is 

nere temperatures get as high as ade in sizes of 4" and UP and is usually 

mended for us® e in si2€s eal form. Style No- 5-166 is 

ha heat-resisting jubricant 

pumps, ; a “ahited. It is also available in ring 

where packing form, Style No. R-166;5 and in coil form, 

Style No- C-166, which is furnished either 
with oF without jubricant and i 


finish. 


points ore: Kear- 
i] retain its original 
nder continuous 
essure service. 

i olds 


naturally 

yoir for the pre 

it is impregnate 
assured by the d lle Packings' 


Note to Salesmanager®! For copes of this advertisement for distribution f° 
your sales organization, write Jo ns-Manville, Box 6°, Ne York 16, N.Y 
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Sales Helps From Manufacturers 





Simonds Simplifies Grinding Wheel Prices 


A new and faster method of deter- 
mining prices and discounts for grind 
ing wheels has been made available to 
their distributors by Simonds Abrasive 
Company, Philadelphia. 

A book entitled “New Basic Prices” 
has been published with the aim of 
removing past pricing complexities 
I'he book contains seven product cate 
gories in which wheel sizes and abra 
sive type are integrated with tabulated 
price and discount information. 

Under this new price structure the 
old time-consuming methods of chain 
discount figuring is eliminated. The 
company points out that their wheels 
can now be priced with a single dis 
count 

The arrangement of the new pricing 
book takes the former mathematical 
complexity from price-finding and ré 
duces it to a few simple steps. 

All the distributor has to do is turn 
to the page identifying the wheel type, 
read off the wccording to the 
diameter and thickness, adjust price in 
wccordance with percentage for grain 

ize and for treated or untreated 
wheels, and apply discount relevant 
to the quantity of wheels being priced 

The company is promoting the use 
it distributor level by a 3 
direct mail pieces explaining the ad 
vantages of the new pricing program 


price 


series of 
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Binks Offers Spray 
System Display Board 


A new type of display board de 
signed to increase distributor sales of 
spray painting equipment has been 


prepared by Binks Manufacturing 
Company, Chicago, Illinois, 

The board displays 5 types of paint 
spray guns, 2 styles of blow guns, a 
siphon cup and 2 models of oil and 
water extractors. It is furnished with 
out charge to those who purchase th« 
equipment needed for the display. 

The board measures 22-in. wide by 
high and can be used 4 ways 
floor; in the 


36-in 
on the counter; on the 
window; and on the wall 

he display board is made of sheet 
steel. Metalescent green paint pro 
vides a background for the polished 
chrome surfaces of the equipment 
In the center, the phrase “Everything 
for Spray Painting” circles a red and 


black Binks trade mark 


Buda Co. Publishes 
Lift Truck Fact Book 


see why 





A driver's eye view of the operation, 
construction and servicing features of 
the company’s FT series of fork lift 
trucks plus a complete presentation of 
the entire materials handling line has 
been published by The Buda Com- 
pany, Harvey, Il, in a new fork lift 
truck fact book 

Forward of the 36-page book, Book 
let 1642, “Any man who can 
drive an automobile can become a 
skilled Buda lift truck operator in no 
time at all.” A photo sequence spot- 
lights basic operating features such as 
push-button starting, single-lever gear 
hifting, adjustable parking brake, un 
cluttered floorboard and automotive 
frame 


SdVS 


type 
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When Purchasing Rope— 


PATRONIZE YOUR DISTRIBUTOR 
““WATERPROOFED” 
ASK FOR 
THE ROPE 
WITH THE BLUE 
AND YELLOW 
MARKER 
ON THE 
OUTSIDE OF 
ALL FITLER 
BRAND PURE 
MANILA ROPE 


THE EDWIN H. FITLER CO. 
PHILADELPHIA 24, PA. 








WANT MORE SALES 
.» EASIER SALES 
.-e PROFITABLE SALES? Eepaueeee 


equipment available 


+. then investigate 


Kalamajoo 


METAL CUTTING BAND SAWS sail bin jaan tread 


8 
ond 8” = 16” flat. Model 
624 cuts 8” round ond 8” 


++. @ complete line, backed by con- x 24" fat. Both models ore 
sistent advertising to the more equipment 

than 325,000 readers of these 

magazines... 


MODERN MACHINE SHOP @ MACHINE & TOOL 
BLUE BOOK © AMERICAN MACHINIST @ NEW 
EQUIPMENT DIGEST @ MILL AND FACTORY @ 
DOMESTIC ENGINEERING © CONTRACTORS a peety Model 0289 
ELECTRICAL EQUIPMENT © INDUSTRIAL ARTS & ond 12” x 20” flat. Avail- 


able with or without cool- 


VOCATIONAL EDUCATION ont equipment 


Get the details on Kalamazoo... you'll be ‘way ahead. 


MACHINE TOOL DIV. Kalamayjoo TANK and SILO CO. 
9'8 HARRISON STREET * * KALAMAZOO, MICHIGAN 
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POWER TRANSMISSION—An “‘ab- 
breviated catalog” on Rex cast and 
steel chain, cast tooth sprockets, belt 
conveyor idlers, and spray nozzles has 
been released by Chain Belt Com 
pany of Milwaukee. 

The 56-page book has a pictorial 
index on the inside front cover. The 
story of corrosion- and abrasion-resist 
ant Rex Z-Metal is presented. Chain 
listings and prices are given, along 
with sprocket information. 

Take-ups, buckets, idlers, spray 
nozzles, and chain attachments are 
also listed. The story of chain belt 
manufacturing and distribution facili- 
ties is also given in the new bulletin, 
known as No. 53-110. 


SOCKET SCREWS-—The Standard 
Pressed Steel Co., Jenkintown, Pa., 
has brought out a new four-page 
folder describing the advantages of 
the company’s Unbrako socket screw 
products. 

Included are socket head cap 
screws, self-locking socket set screws, 
shoulder screws, flat head socket cap 
screws and button head socket screws. 

Also in the folder are descriptions 
of socket screw keys, square head set 
screws, pressure plugs and dowel pins. 


Dodge Issues New 
Sprocket Catalog 


A new, 24-page( 84 by 11 bulletin 
on roller chain and sprockets has been 
issued by Dodge Manufacturing Cor- 
poration, Mishawaka, Indiana. 

One page is devoted to Taper-Lock 
sprockets for each size of chain from 
No. 40 through 100 inclusive. Each 
page includes: cross section drawing, 
dimensions, number of tecth, list 
prices with and without bushings, 
sprocket number, bushing number, 
maximum stock bore available, weight 
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= POWER HACK SAW BLADES 


are best by évery test! 
@ e8 


. 


sedbedhedhedhedhsdhedhedbedhedhedhedhedheaheabeas 





QUALITY ... The very finest in both 


steels and workmanship 


SERVICE... | Prompt Deliveries 
TECHNICAL ASSISTANCE... 


Whenever needed on unusual 
or difficult cutting problems 


These things we pledge to you. The final test is on 
your own machines. Try Lenox for yourself... on 


any job .. . against any other blade in the world. 
Then you be the judge. L E 4 0 uae cae aoe 


Springfield Massachusetts 
an} HACK SAWS BAND SAWS GROUND FLAT STOCK | 
seShedbedhedhedss RRR RR sdivdadbodedbeodedbcthedhadbedbedhedeahedvedhedbudhedhedhedhedhedhodbedbediedhedbeahedhednadadbedbed 
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of sprocket with bushing, and price 


EP TH RUNNING SMOOTHLY list of chain in that size. 
O/L WITH AN EAGLE O/LER! Condensed on one page is the fol 
; lowing data relating to ‘laper-Lock 


bushings for these sprockets: cross sec 


ee tion drawing, dimensions (both sprock 
For years and Years cts and key seats), prices, weights and 
EAGLE stock bores. Full information is given | 


on Dodge roller chains—both riveted 


Welded Steel erabey oy 4 ang In age rs one 
Bench Oilers page is devoted to roller chain pin BUILD THE KIND OF 


extractors. 


Five pages of selection data for CUSTOMER ACCEPTANCE 


roller chain drives include tables of 


service factors, horsepower ratings, cal THAT MEANS MORE 


culation of chain length, center dis 
efficiently—” tances and speed ratios. Installation, PROFITS TO you! 
adjustment, lubrication and mainte ; : : 


; nance information is also given. 
They are durable one The e 


piece body Bottom 
and body electrically 
welded together elimi- 
nates solder. Available 


with either straight, 
bent or flexible spouts CASTERS—A new illustrated bro 


all interchangeable. chure on their complete line of cast 
ers and wheels has been made avail 
able by the Fairbanks Company, 

e New York City. 
for a I'he bulletin features the Lockweld 
precision pump oiler caster without a king-pin, and single 


. and double ball race swivel casters 
you cant beat the incorporating this construction arc 
GLE #66” detailed in photos and description. 
EA Also included is the company’s line 
of new heavy-duty steel casters avail- 
able in double race swivel and match- 
ing rigid type. The circular also pro- | 
purpose oiler. Easy to fill vides data on vulcanized rubber-tired 
not necessary to remove lle l —_ | e] f d 
i einakoes An roller bearing wheels, manufacturec 
pumy “ in sizes ranging from 3-in. to 18-in. FLEXCO is a clean packaged 
real super oiler that has item . .. no splits . . . no trouble 


many uses in industrial ao compleine Senet seoles- 
NIPPLE CHUCK-Beaver Pipe ios P aes 
plants I cave Pipe ante @ Galen. 


Tools, Inc., Warren, Ohio, has issued 
__and for handling a new env elope enclosure describing It’s a Quality Product that does 
its new No. 55 Universal nipple chuck an outstanding job in fastening 


flammable liquids, here’s The folder stresses how short and repairing conveyor belts. 


lengths of pipe can be converted into 


a SAFETY CAN that’s usable nipples by using this unit. FLEXCO is the complete line— 


” I'he back page is devoted to the for all conveyor belts... manu- 
really sate! a company’s new Model-D aluminum factured by the pioneering leader 
‘ power drive. in belt fasteners. 


advantages of Taper-Lock 
sprockets are clearly covered by con 
cise statements amplified with pen and 
ink illustrations, cartoon style. 








Brass spark-proof all- 


The new Eagle Safety 
¢ an ( l iste d an d Large attractive label H kl 
. > 7 . quickly 
labelled by Under- CARBIDE TOOLS—A special con identifies contents at a glance. 
writers Laboratories, 


; densed price list and catalog—the 
Inc.) has exclusive . “Brief-A-Log”—which includes details Well packaged, FLEXCO gets 
Eagle features which on all new price adjustments and to customer in good shape... 
combine conven- specifications of its standard cemented whether by freight, truck, ex- 
ience and efficiency carbide tools and blanks has been re press or parcel post. 


leased by the Carboloy Department of 
the General Electric Company, Dc An excellent profit item for all 
ORDER FROM YOUR DISTRIBUTOR troit, Michigan. | iene 4 P 

Ragle Products are also available in Canada Besides listing the products affected 

“al SE pes ~ by recent price cuts, and the Ask for Bulletin F-100 
as 9 Stihl Bee > lower prices, the 20-page “executive's 

— briefer’ provides essential buying in- 
formation required in specifying FLEXIBLE STEEL LACING CO. 
cemented carbide tools and blanks. 4633 Lexington Strect 

The publication, GT-265, is said to rhicone Gi, tiinele 
place important information at the 


for plant and personnel 


MANUFACTURING COMPANY + Wellsburg, W. Ve. 
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DISTRIBUTOR 


QUALITY 
SALES 


\ 


“close-limits 
on analysis”’ 


MEANS TO BUYERS OF 


DOUBLE CIRCLE 


“Close-limits on analysis” 
at CHICAGO-LATROBE is based 

on rigid adherence to specifications and 

standards without deviation. Starting with 

the analysis of raw material which must check within the 
close-limits of the above-average standards set by 
CHICAGO-LATROBE. Each individual operation throughout 
manufacturing ... forming, tempering, grinding, sharpening, 
finishing is given skilled inspection to be absolutely sure 
that progress is meeting close-limit specifications on 

analysis. The result is a tool as close to perfection as * 


can humanly be made. N 
What “close-limit on analysis” means to you is a top ~ 


quality tool— your best investment for economy 
and long service. 


6) CHICAGO-LATROBE 


DOUBLE CIRCLE 
TOOLS 





DRILLS © REAMERS © COUNTERSINKS © COUNTERBORES © CARBIDE TOOLS © SPECIAL TOOLS 
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GREATER PROFITS 
CLIPPER 


V Constant Consumer Demand 
W No Factory Sales to Users 
YW Nationally Advertised 
Firm Resale Price Policy 
v Highest Uniform Quality 


| Sold ONLY 
| Through Authorized Distributors 





3 COMMANDER 
Profit-Building Tools 


Advertised to over 1,000,000 readers every 


month . . . to back your sales effort. 


Commander TAPPER 


Adjustable full range torque @ Wider Range ... |} Tepper 
control instantly stops any top Hendies . 

when it's dull, loaded, strikes #Ote %" Taps. 
@ herd spot, or bottoms in 
blind hole tepping. Assures 
maximum production, cuts re- 
jects, even with inexperienced 
operators 


DRILLING COOLANT TABLE 


@ Complete Coolant System 
Contained in Precision 
Ground Drill Press Table. 


@ 1 te 8 nozzles . . . easily 
positioned. 


@ Table always squere with 
Spindle 


the tapper 


that thinks for 


@ Automatic Tep Protection. 


@ Furnished te Fit Any Drill 
Press. 


Drilling Coolant Table is com- 
plete with pump, motor, reser- 
voir ond norries provides 
plenty of coolant where and 
when you want it. Leveling 
device assures squoreness with 
spindle 


ILL CHIP BREAKER 


© Drill SHALLOW or DEEP 
Holes up te 400% Faster. 

@ Drill 10 diameters or more 
in depth without clearing 
drill. 


@ Better, Smoother, More 
Accurate Holes. 


Commander mrs. co. 


W. KINZIE ST CHICAGO 24, ILl 


Write for Catalog No. 51, 
which describes Commander 


Production Toots ' 
4217 


Products of Commander...Builder of Production Tools 
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user's fingertips aimost as simply as 
actuating a selector desk pad. 

A special, visual-aid type index 
which separates tools from blanks con 
veniently, facilitates the use of the 
“Brief-A-Log”’. 


WASHERS & STAMPINGS—Quad 
riga Manufacturing Company, Chi- 
cago, Illinois, has published a new 
washer and metal stamping catalog 
and data book. 

The new 16-page booklet contains 
information on tension, friction and 
finishing washers; wire terminals; 
blanking dies; dished blanks; standard 
gages; general stampings; progressive 
and compound dies. 


CARBIDE TOOL—New England 
Carbide Tool Co., Inc., Cambridge, 
Mass., has issued a new drill bit guide 
for choosing the right bit for any 
masonry or rock-drilling problem for 


holes from 3/16 to 6-in. diameters. 


METAL HOSE-—Bulletin No. 15-D 
on flexible metal hose has been issued 
by the Atlantic Metal Hose Co., Inc., 
New York. 

It contains illustrations of the com 
pany’s line of high pressure interlock 
ing bronze and steel flexible hose, tar 
and asphalt hose, loading and unload 
ing, and necessary couplings. ‘The 
bulletin lists all current applications 
and provides full test and engineering 
data. 

Bulletin 15-D was designed to en 
able product designers, plant engineer 
ing and maintenance men, and pur 
chasing agents to quickly secure full 
information on the flexible metal hose 
best suited to their applications. 


WATER SYSTEMS—A new folder, 
“Plenty of Water, Plenty of Pressure, 
Plenty of Pump,” has been introduced 
by The F. E. Myers & Bro. Co., Ash 
land, Ohio. 

Prepared specifically as a dealer 
hand-out piece, Folder No. M841 is a 
selling tool for Myers reciprocating 
type water systems. 

The two color folder presents per 
tinent facts on three self-oiling pumps 
‘he facts presented are useful to farm 
or home owners wanting heavy duty 
water systems with adequate capacity. 


PUMPS-— A new catalog sheet illustrat 
ing and outlining features of their new 
general purpose pump for farm, indus 
try and home use has been issued by 
Hypro Engineering, Inc., Minneapolis, 
Minn. 

The 2-color literature, Form 2531, 
describes specifications for the new 
pump, shows performance tables for 
each pump size, illustrates applica 
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MARLOW pumps 


offer 


THE LINE OF 


Sal 
LEAST, RESISTANCE 


Customer acceptance for 
the Marlow line makes it easy 
to sell. Your customers know 
that Marlows perform at high 
efficiencies with low operating 
and maintenance costs. 


Aggressive advertising and 
merchandising efforts, plus a 
progressive and cooperative 
headquarters sales organi- 
zation, further aid your sales 
activities and make your 
job easier. 


Marlow field engineers, each 
one a pump specialist, help 
dealers maintain balanced 
inventories — train dealer 
salesmen — and solve tough 
application problems that 
mean MORE SALES FOR 
DEALERS! 


The Marlow line is broad 
with each line of pumps 
designed, engineered and built 
exclusively to specific applica- 
tion specifications. That’s why 
you ean depend on Marlow 
Pumps for — 





tions of the pump and of various 
drive assemblies. 


WELDING-—A new reference table 
designed to help fabricators of tubular 
materials has been published by the 
lubular Products Division of The 
Babcock & Wilcox Company, Beaver 
Falls, Pa. 

Known as “Summary of Recom- 
mended Arc Welding Procedures for 
Various Steel & B&W Croloy Com- 
binations”, it outlines pertinent de- 
tails to be observed in joining similar 
and dissimilar alloys by arc welding. 

The table, known as Data Card 
r'DC-155, covers carbon, intermediate 
chromium molybdenum alloy steels 
and stainless steels and outlines the 
electrodes to be used and suggests 
the preheating and postwelding heat 
treatments to be employed in obtain- 
ing satisfactory results. 


BEARINGS & BARS~—The Bunting 
Brass & Bronze Company, Toledo, 
Ohio, has published a new catalog 
which contains complete listings of 
industrial stock bearings, bars and 
electric motor bearings. 

Catalog No. 152 is handy pocket- 
size, 64-pages, and contains all bronze 
bearing information that appears in 
the company’s larger full-size catalog. 


MATERIALS HANDLING New, 
two-color literature on the recently in 
troduced Baker-Lull Forkloader has 
been issued by Baker-Lull Corp., Min- 
neapolis, Minn. 

The literature describes applications 
and features of the 4wheel drive 
equipment and lists complete specifi 
cations for all models. 


MATERIALS HANDLING—A new 
bulletin which describes and illustrates 
the company’s hydraulic pallet stacker 
has been issued by The Raymond Cor- 
poration, Greene, New York. 

Full specifications of the stacker are 
listed in Bulletin No. 270X. ‘Two pho 
tos show the front and rear views and 
an installation picture illustrates the 
truck being used in a warehouse. 


MOTORS-— The Louis Allis Co., Mil- 
waukee, Wisconsin, has released a new 
bulletin covering its line of hollow and 
solid shaft vertical pump motors. 

Bulletin No. 1250 shows the various 
types of enclosures available for these 
units and illustrates many varied uses 
for these motors in industry. 

Several four-color cutaway illustra- 
tions and phantom drawings also show 
details of the non-reverse ratchet, types 
of oil and grease lubricated thrust- 
bearings available, and specific features 
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A lot more than you might think, folks. Consider, for 
example, the heating in your home . . . the warmth 
that keeps Aer snug and comfortable through a wintry 
night. Whether you use coal, oil or gas —wire rope 
an indispensable part of the equipment that probes 
the earth’s depths to bring this comfort to you 


Chances are, it may be Wickwire Rope. Because 


ae << KW 
7. 


Wire roper ( .¥ 
What’s that got to do with usr 


¢ ) ae. 
y, ie 
'/ ange” 


over half a century Wickwire Rope has been an out 
standing favorite with men in the mining and petroleum 
industries. Like users in numerous other lines of busi 
ness, these men know that for unfailing performance, 
longer life and more economical service —there’s noth 
ing to match the quality and care that go into the 
making of WICKWIRE ROPE, 


A YELLOW TRIANGLE ON THE REEL IDENTIFIES WICKWIRE ROPE 


THE COLORADO FUEL AND IRON CORPORATION—Abilene Tex * Denver 
Houston * Odessa ‘Tex. * Phoenix * Salt Lake City * Tulse 

PACIFIC COAST DIVISION—Los Angeles * Ookland 

Portland * Son Francisco * Seattle * Spokane 

WICKWIRE SPENCER STEEL DIVISION—Boston © Buffalo * Chattanooga 

Chicago * Detroit * Emienton (Pa.) * New Orleans * New York * Philadelphia 


; SPENCER STEEL DIVISION 
md 1808 Conronation 








Silicone coat on new G-E 
Rapid Start lamps helps 
them start quicker 


Moisture in the air can make a fluores- 
cent lamp slow to start. The wet film 
that condenses on the lamp is a good 
enough conductor to detour some of the 
electricity needed for proper starting 

General Electric has tailored a “rain- 


coat™ that stops this. It's made of 


silicone and breaks up the wet film into 
tiny droplets, leaving dry areas that in- 
terrupt the electrical contact. Less cur- 
rent is stolen. Starting is quicker, surer 

We call the coating Dri-Film*. The 
photo above shows the difference it 
makes. Moisture breaks up into drop- 


lets on the Dri-Film* lamp, forms a 
smooth coating on the ordinary lamp 

You get Dri-Film* on G-E Rapid 
Start lamps. It’s invisible, won't rub 
off, helps assure you all the light you 
pay for. Many leading manufacturers 
have designed lighting fixtures to use 
Rapid Start lamps and their special 
Rapid Start ballasts. You expect the best 
value from G-E fluorescent lamps. 
Here’s another reason you can. 

For more information, write General 
Electric, Department 166-ID-9, Nela 
Park, Cleveland 12, Ohio. 


*Reg. US. Pa 


You can put your confidence in 


GENERAL @@ ELECTRIC 
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Dependable, Efficient 
@ WEES air compressors 


AIR HOISTS 
gg YOUR PRODUC, AIR CYLINDERS 
Hore ppors™™ 


PRECISION BUILT COMPRESSORS 
UP TO 50 H.P. 


Advanced two-stage design saves electric current. 
Delivers more air per horsepower. 

Timken tapered main bearings. 

Pressure lubricated rod and piston bearings. 


Assures long trouble-free performance. 


TWO-STAGE, AIR COOLED 


TIME-SAVING Curtis 
Air Cylinders and Air Hoists 


Low-Cost lifting, lowering, 
pushing, or pulling 
Accurately controlled 
operating speed 
Cylinders are ground and 
polished 


Valve is of disc type lapped 
to its seat. 
Curtis Bracketed Air Cylinder 
can be placed in any position from horizontal 
to vertical. Will lift, lower, push or pull. 


Curtis Pendant Air Hoist 
for any lifting or lowering 
job where headroom is 
not limited. 


CURTIS PNEUMATIC MACHINERY DIVISION at 
of Curtis Manufacturing Co. 
1911 Kienlen Avenue, St. Lovis 20, Mo. 


FOR COMPLETE INFORMATION and technical 
data, mail this coupon today... 


1 am interested in items checked below: 
| ] AIR COMPRESSORS | AiR HOISTS []} AIR CYLINDERS 


Capacity...Current... load...lift... load.....liff..... 


CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
1911 Kienlen Avenue, St. Lovis 20, Mo. 


99 Years of Successful Manufacturing Experience 
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More Belts For Industry 
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HEWITT-ROBINS 


EXECUTIVE OFFICES, STAMFORD, CONNECTICUT 
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Hewitt-Robins Increases Conveyor Belt 
Production Facilities 41% 





$1,000,000 Expansion Program Assures 


Better Belt Deliveries For You 





Both industrial consumers and industrial supply distributors will 
reap big benefits from the new expansion of Hewitt-Robins con- 


veyor belt production facilities. 


Industrial consumers will benefit from this $1,000,000 program 
because it will help meet the mounting demand for more and 


larger conveyor belts . . . conveyor belts that will speed the 





movement and cut the handling costs of bulk materials. 


You, the industrial supply distributor, will benefit because now 
we can supply a full range of belt sizes, in widths up to 72" and 


at the same time appreciably cut delivery time. 


Add these benefits together and you get only one answer... more 
business for you! As always, Hewitt-Robins stands ready to meet 
your customer’s demands for the highest quality industrial rub- 
ber goods, both belting and hose, and at the same time provide the 


finest possible service to its distributors throughout the country. 


INCORPORATED 


DOMESTIC DIVISIONS: Hewitt Rubber «* Robins Conveyors * Robins Engineers + Restfoam 


FOREIGN SUBSIDIARIES: Hewitt-Robins (Canada) Ltd., Montreal « Hewitt-Robins Internationale, 
Paris, France « Robins Conveyors (S. A.) Ltd., Johannesburg * EXPORT DEPARTMENT: New York City. 
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Safer... because . 
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AMERICAN 








’ 


WIRE ROPE BLOCKS 


te 


~~ 4 Sate working capacity embossed on 


4 side plate. Every block packaged. 
Sr cae NYO swine Sissi settee er 


See 


Here are the two most important 


words in the wire rope block busi- 
ness today..s LOAD-RATED! This 
great, exclusive safety feature, 
plus individual packaging, has made 
American CROSBY Wire Rope 
Blocks the hottest sellers in their 
field. If you want the business, just 
tell your customers you have the 


American CROSBY line in stock! 


Made by 


AMERICAN HOIST & DERRICK CO. 
ST. PAUL 1, MINNESOTA 
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FRICTION CLUTCHES~—An illus- 
trated engineering data sheet (Form 
$31-53) describing the company’s new 
line of torque-limiting slip type fric- 
tion clutches has been issued by Morse 
Chain Company, Detroit, Michigan. 

The data sheet, punched for a 3 
ring binder, includes dimensions and 
capacities of standard 44, 54, and 
64-in. diameter adjustable clutches. 

Tables of specifications of standard 
Type A plain plate roller chain 
sprockets that can be used in con- 
nection with the torque-limiting 
clutches are also included. 


Sylvania Offers 
Welding Rod Poster 


A four-color poster showing the ad- 
vantages of their new Zirtung welding 
rod is now available from the Tungs- 
ten and Chemical Division of Sylvania 
Electric Products Inc., Towanda, Pa. 

I'he poster is designed to stand self 
supporting oa a counter or to be hung 
on the wall. 

I'he poster measures 164 by 20-in., 
and a 4-color streamer measuring 10 
by 20-in. is included with the poster. 


SPROCKET WHEELS-—A_ 16-page 
Book No. 2449 published by Link-Belt 
Company, Chicago, Illinois, com- 
pletely illustrates and describes their 
new line of roller chain wheels with 
taper look bushings. 

Illustrations show how the new 
sprockets are quickly installed and re- 
moved. ‘Tables list stock sizes of 
wheels and bushings. 


CHAINS—Chain Belt Company of 
Milwaukee, Wisconsin has issued a 
new bulletin on its drive and conveyor 
series Chabelco chains 
Designated as the “R”’, “RX” and 
“RR” series, Bulletin 53-59 interprets 
(Continued on page 200) 

















WORSE CODE 


for uledlrial chyyoly 
Dsl ubulord 


If You Had Built 
it All Yourself... 





Yes, if you built it to your own specifica- 

tions, you couldn’t build a sounder shelter |¥, 

than the Morse Code, Morse Franchise, 

and Morse Distributor’s Inventory Pro- 

tection Policy. This unique structure stands up under all kinds of business 
weather . . . your strongest protection, year after year. Ask any Morse- 
Franchised Distributor. Morse Twist Drill & Machine Co., New Bedford, 
Mass. Warehouses in New York, Detroit, Chicago, San Francisco, Houston. 


THE MORSE CODE MEANS 100% DISTRIBUTOR PROTECTION 





...nal MORSE Cutting Tools 
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TAPE makes A 


toa ANTENNA FOR 


© cenit 3” 


HERE'S A NEW TECHNIQUE WITH TAPE! THE 
d collection of useful tips to help you pg Sep 4 gemma ign gy gat 
develop new selling leads in ANTENNA ! NO SECRET ABOUT IT!... IT'S 


“SCOTCH” BRAND PRESSURE-SENSITIVE TAPE 
WITH LEAO-FOIL BACKING. LIGHTWEIGHT, LOW 
IN COST, IT CONDUCTS ELECTRICITY AND IT 
STICKS TO ANYTHING! 


industrial markets 


DON'T TRY PLUCKING FEATHERS FROM 

THAT BADMINTON “BIRD"! THEY'RE HELD TIGHT 
WITH A BAND OF *$coTCH’ BRAND PLASTIC 
TAPE -THEY CAN'T COME LOOSE! AND THE 

TAPE'S BRIGHT COLORS ADD SALES APPEAL, TOO! 


Made in U.S.A. by Minnesota Mining & Mfg. Co., St. Paul 

6, Minn.—clso mokers of “Scotch” Sound Recording Tape, 

Underseal” Rubberized Coating, “Scotchiite” Reflective 

Sheeting, “Sofety-Walk” Non-slip Surfacing, “3M" Ad- 0 J 
hesives. General Export) 122 E. 42nd St., New York 17, COMPANY 
WN. Y. in Conode: London, Ont., Con. 
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— 
HIGH TEMPERATURE _ 
MASKING TAPE - 
BEATS the HEAT 
USED TO MASK COMPONENT PARTS 
OF AN AIRCRAFT ENGINE, THIS 
TAPE STAYS ON THE JOB AT 
375°! IT'S “SCOTCH” BRAND 
MASKING TAPE ... MADE 
WITH BUILT-IN WEATHER- 
| na BALANCE ! IT NEVER 
oo BD } GETS SOFT AND STICKY 
UNDER THE HEAT OF 


DRYING OVENS... IT'S 
ALWAYS JUST RIGHT! 
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BELTS SHARPEN 
TOUGHEST ALLOY 


KNW OWN TUNGSTEN CARBIDE 


TOOLS THAT CUT THROUGH STEEL 
LIKE BUTTER ARE HONED SHARP 
WITH THIS NEW 3M ABRASIVE 
BELT ! ONLY DIAMOND WHEELS IN 
THE HANDS OF SKILLED OPERATORS 
CAN GIVE A BETTER 


FINISH THAN THIS 
PENNIES -A- 
BELT 3M 


DEVELOPMENT ! 


MINNESOTA MINING & MFG. CO 
Dept. ID-93, St. Paul 6, Minn 
Please send more information on the products checked below: 
() “Scotch” Tape with Lead-Foil Backing. 
[} “Scotch” Plastic Tape 
() “Scotch” Masking Tape 
) 3M Abrasive Belts 
() 3M Belts and machines for sharpening tungsten carbide tools 


Ger Moré DEANS of profit opportunities 
in the fast-selling 3M line > 
of industrial products. \- 8 
Send coupon today! 


-/ =, 
‘ yp 
4h) ? 


a 
Zone... r 
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satisfy customers 
with peoria chain 


Just sell it (Peoria Chain) That’s all. Profits? 


Nothing to worry about there. Your profits are 
protected by a sound, sensible factory policy. Cus- 
tomer Satisfaction? A look at Peoria Chain’s 
up-to-date, scientific “quality-controlled” produc- 


tion line will tell you why it’s valuable to rely on 


peoria malleable 


for high-grade chain. Peoria Chain meets the same 


high standards which are found in Peoria Malle- 


able iron castings used by such outstanding in- 


dustrial firms as Allis-Chalmers, Case, Caterpillar, 
Harvester, Minneapolis- 


Hart-Carter, Gleaner 


Moline build up 


and others. Let Peoria Chain 
profits and customer satisfaction for you. Order 


now, or write for FREE catalogue. 


PEORIA MALLEABLE 
CASTINGS CO. 


FT. OF ALEXANDER ST., PEORIA, ILLINOIS 


Chain Makers for Over 35 Years 
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| trodes and Wear-Flame 


the advantages of these chains into 
user benefits. 

Exploded pictures show details of 
chain construction, and a handy refer- 
ence table, indicating the chains the 
new series replace, is included. 


HOSE—A new 2-page full color weld- 
ing hose bulletin has been produced 
by Quaker Rubber Corporation, Divi- 
sion of H. K. Porter Company, Inc., 
Philadelphia. 

Cross section and cutaway photo- 
graphs in actual colors of the various 
tvpes of Quaker welding hose are in- 
cluded, as well as constructions, per- 
formance data, recommended uses, 
sizes, working pressures, weights and 
lengths. 

Another new bulletin issued by the 
company is a full color 6-page bulletin 
describing its complete line of indus- 
trial fire protection hose. 

Some of the fire hoses described are 
chemical and booster, single and 
double jacket cotton rubber lined, 
special flat folding type to conserve 
space, engine suction, forest fire fight- 
ing, and other types. 

Illustrated with cross-section and 
cutaway photographs, the new bul- 
letin includes constructions, perform- 
ance data, sizes, weights, working 
pressures and recommended uses. In- 
formation regarding the different types 
of couplings used with the hose is also 
included. 


WELDING-—A revision of its W-3 
catalog on WeldOlets and ThredOlets 
for piping services hzs been published 
by the Welding Fittings Division af 
the Bonney Forge & Tool Works, Al- 
lentown, Pa. 

The catalog includes text and illus- 
trations concerning WeldOlets, used 
in butt-weldmg and socket-welding, 
and ThredOlets, used for making 
threaded outlets. 

The 36-page ordering and engineer- 
ing reference book provides sizes, 
weights, and prices; installation in- 
structions and a technical section cov- 
ering design, engineering and material 
specifications. 

Special reference graphs in this sec- 
tion make it easy to determine code 
reinforcing requirements. ‘Tempera- 
ture-pressure ratings are also listed. 
Typical installations are illustrated. 


ELECTRODES-—Alloy Rods Com- 
pany, York, Pennsylvania, has issued 
a new 12-page catalog in color on its 
line of Wear-Arc hard-facing elec- 
hard-facing 
rods. 

Catalog copy in Bulletin AR53-20 
is written from the “how to do it” 


| standpoint, and three pages are de- 


voted to an Application Guide citing 





wear parts, types of wear, and the 
correct electrode or rod to use in 13 
major industrial applications, on about 
75 common types of hard-facing prob 
lems. 


METALS-—Beryllium products, _ in 
cluding the pure metal, oxide and 
alloys, are described in the Berylco 
Product Directory, a 20-page booklet 
published by The Beryllium Corpora- 
tion, Reading, Pennsylvania. 

he directory covers in concise form 
various products offered by the com- 
pany, such as beryllium master alloys, 
beryilium copper wrought products, 
beryllium casting ingots, castings, 
nonsparking tools, forgings, beryllium 
oxide, beryllium metal and ferro-bery]- 
lium 


Porter-Cable Features 
Action Window Display 


Perter Cable 


To introduce their new “Contrac: 
tor’s Special’’ portable electric saw, 
I'he Porter-Cable Company, Syracuse, 
N. Y., is supplying 4 three-dimensional, 
four-color action display. 

The 18-in. by 224-in. sign, designed 
for window use, features the arm of 
the builder pictured swinging back 
and forth from the shoulder to create 
the illusion of cross-cutting a plank 
with the saw in his hand. The arm 
action is operated by a solenoid cit 
cuit-breaker on the back of the sign 
powered with a single flashlight bat 
tery which is said to maintain constant 
motion for two months. 

The sign also supports an actual 
sample of the 124 Ib. saw. The com 
pany advises the display is free to 
dealers with an order of three of the 


Model 115 saws. 


SAW BLADES—A new 20-page, two 
color catalog, offered by Victor Saw 
Works, Inc., Middletown, N. Y. de 
scribes and illustrates the company’s 
complete line of hack and band saw 
blades. 

Catalog 43-V-S gives specifications 


A Message to Di-Acro Distributor Sales 


(And Sales Managers to 


oer" 
aoe 


How Di-Acro 
is Helping You ‘sy 


CENER® 


L.—with "motion" ads that show how 
"'Die-Less Duplicating” cuts costs—saves 
time — speeds production. 
This new series of ads almost gives “‘mov- 
ing pictures’”’ of the speed, ease of oper- 
ation and versatility of Di-Acro Benders, 
Brakes, Shears, Notchers, Rod Parters, 
Punch Presses and Rollers. They blanket 
the metalworking market in 43 business 
papers. Hundreds of inquiries are being 
received each month from customers and 
»srospects who are eager to know all about 
)i-Acro Machines and the unique ‘“‘Die- 
Less Duplicating’ technique. 


, =" direct mail plans and printed 
"sales helps" which identify you as an 
immediate and local source of supply for 
Di-Acro Equipment. 
A variety of these “‘sales helps’’ are avail- 
able to you now. If you are not familiar 
with them, drop us a line and we will give 
you full details. Pushing together we can 
open doors of more prospects—gain new and 
satisfied customers—realize new profits. 
Mention “Die-Less Duplicating’ and 
Di-Acro on every call—they are an excel- 
lent “‘lead”’ line, one which also opens the 
door to the sale of other equipment. 


O’NEIL-IRWIN MFG. CO. 


312 8th Avenve Loke City, Minnesota 


STOCK ’EM 


di 





and you'll 


SELL ’EM 
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Losity, Quickly with © 
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PRECISION 
METALWORKING 
MACHINES 














AVERY B ETH offers you 
4 Keys to More Flexible 


Metal Hose Sales 


When you sell Atlantic flex- 

ible metal hose, you know you can 
deliver — on time! Because Atlantic is 
geared for fast production and service to the 
Distributor. 


Check an Atlantic catalog. You will see flexible metal hose 

for every application... conveying chemicals, steam, oils, tars, 
asphalt, gases, alkalis, light and semi-solids, refrigerants, gasoline 
.+- for absorbing vibration, correcting misalignments, mobile service, 
eliminating thermal expansion strains. When problems arise, Atlantic 
engineers help you solve them—ewiftly! 


Atlantic flexible metal hose is backed by 38 years of acceptance by 
leading industrial users. Every length is Job Tested and Guaranteed 
to Do Its Job! 


More than 2,000,000 advertising and publicity messages in such leading 
publications as Machine Design, Product Design & Development, 
Industry and Power, Chemical Processing, Diesel Progress, Diesel 
Power and Diesel Transportation pre-sell your customers—help turn 
calls into closings! 


SELL THE HOSE THAT OPENS THE DOOR TO MORE VOLUME 
—MORE PROFIT—ATLANTIC! 


Flexible Metal Hose in All Workable Metale—\”-36" LD. Inclusive. 
Standard or Special Couplings. 


Write for Catalog 500. It is especially designed for Distributors’ use. 


ATLANTIC METAL HOSE CO., INC. 


104 WEST G4TH ST., NEW VORK 23,5. ¥. 











on 12 sizes and types of hand hack 
saw blades, 51 sizes and types of 
power hack saw blades, 15 metal cut 
ting band saw blades, 36 wood cutting 
band saw blades, and two types of 
hack saw frames. Also listed are 
specifications on metal cutting and 
wood cutting band saw blades that 
come cut-to-length and welded. 

Other features include: tips to users; 
how to avoid common causes of 
trouble; how to select and use both 
hand and power saw blades; recom- 
mended types to use with specified 
materials; standard packaging; avail 
able display cards for dealers. 


STANDARD PRODUCTS-~— Bulletin 
653 has been issued by Stephens- 
Adamson Mfg. Co. of Aurora, IIlinois 


| to describe and illustrate the units 


available in their new Standard Prod- 
ucts Division. 

This new department, as shown in 
the catalog, is organized to handle the 
company’s line of centrifugal loaders, 
car pullers, bin level controls, hoists 
and winches, speed reducers, conveyor 
belt cleaners, holdbacks and carriers. 


LATHES-—Rivett Lathe & Grinder, 
Inc., Boston, Mass., has published a 
new 18-page catalog on their Model 
No. 1020, 12-in. swing precision tool- 
room lathe. 

Catalog No. 1020B features the new 
lathe’s double-duty design; the “Steel- 
way” bed; the back gearing for low 
spindle speeds and the free spindle 
by direct belt drive for infinite spindle 
speeds; push button controls for com- 
plete operation; neutral clutch to stop 
spindle without stopping drive. 


V-BELT DRIVES—Catalog No. V- 
1000 issued by Pyott Foundry and 
Machine Company, Chicago, IIl., con- 
tains selection tables for V-belts and 
sheaves, as well as dimensional illustra- 
tions of the various types of power 
transmission equipment made by the 
company e 

The new 56-page catalog features a 
complete contents page and detailed 
engineering data for the computation 
of V-drives for all conditions. 


POWER TOOLS-—Syntron Com- 
pany, Homer City, Pa. has released 
Catalog No. 537 which illustrates and 
describes its complete line of portable 
power tools. 
The new catalog includes descrip- 
tive information and specifications on 
| the company’s line of electromagnetic 
hammers and hammer drills, the com- 
plete line of portable electric drills, 
| screwdrivers, nut runners, polishers, 
| sanders, and grinders. 
Information is also included on the 
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A PRACTICAL PACKAGING AREA—CUSTOM BUILT 
with Standard HALLOWELL Shop Equipment 


Standard HALLOWELL Steel Shop Equipment makes it easy and 
profitable for you to engineer a custom-built packaging area in 
your customer’s plant. All you have to do is help him set it up 
for maximum efficiency and write your order for ready-made 
HALLOWELL equipment—sold only through authorized distrib- 
utors. For complete information about this easy-to-sell, profit- 
able-to-handle line, write to STANDARD PRESSED STEEL Co., 
Jenkintown 13, Pa. 


Che Meith War : A START FOR THE FUTURE 1. Work Benches 


WALLOWELL) SHOP EQUIPMENT DIVISION $ 


JEMUNTOWN PENNSYLVANIA 
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2. Stools and Chairs 





THREE “CHEATS” $e 
IN THE WIND ADVERTISING 


LIKE THIS 
your machinery of its efficiency— 
cheat you out of profitable oper- . wm 
ation. Blast ‘em out of every y ans 
crock and crevice with a pow => 
erful CLEMENTS-CADILLAC 
blower -suction cleaning DESIGNED TO 
tool. Cleans all types of STIMULATE 


equipment . . . quickly, 
thoroughly, econom- BUYING INTEREST 
ically , IN THIS NEEDED 


. Sn AND MUCH IN DEMAND 
Eligible under ‘ -_ 
CMP. regulo- Sd rtd | F, CLEANING TOOL 


tions 


as 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 





TOCK BINS 


, 
L 2 -— a a 


Made in 5 models IF you 

with ttrachments for 

Soaiiat Ueeatnae toe WANT A 
PORTABLE COMBINAT N -. 
BLOWER-SUCTION CLEANER SELLER 


WRITE US 
CLEMENTS MFG. CO. &f cop nerans 


6624 S. NARRAGANSETT AVE. CHICAGO 38, ILL 


Foot Control Leaves 
Both Hands Free To Work 


Fast Action! Fast Selling! Immediate Delivery! 


Every production or assembly job where there is a repetition of operation, needs this 
fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 
hands free for more rapid insertion and removal of work. Speeds up drilling, tapping. 
milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 
precision-built; exerts a grip of 15 times air line pressure! Tried cace—te¢ 6 00 
ordered in quantity. With Foot Control Valve, Air Hose and Fittings, oaly.... 3 J 


Territories Open for Distributors and Factory Representatives 


W. R. BROWN CORP, 2657 N. NORMANDY AVE., CHICAGO 35, ILL. 
SPEEDY AIR VISES + AIR REGULATORS + AIR FILTERS » PORTABLE COMPRESSORS + PAINT SPRAYERS 


AMER ae, ROnpeee Ceo Sone ©. celenam any: 
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company’s new electric impact wrench, 
and their line of self-contained gaso- 
line hammer paving breakers and rock 
drills together with concrete vibrators 
of both the form and flexible shaft 
mass type. 


AIR HOSE—Described in a new bul- 


| letin issued by Quaker Rubber Cor- 
| poration, Division of H. K. Porter 
| Company, Inc., Philadelphia, is a 
| number of different uses for their linc 
| of air hose. 


The uses described in the new bul- 
letin vary from heavy-duty construc- 
tion through digging and dri'ling op- 
erations, to many heavy and light in- 
dustrial and commercial uses. 

Included are cross section and cut- 
away photos, as well as performance 


| data, constructions, sizes, weights, 
working pressures, recommended uses, 


and types of couplings best suited for 


| the specific hose. 


| GAGES-—Prices and tolerances of 
| standard thread gages made by Detroit 


Tap and Tool Company, Base Line, 
Michigan are listed in a new 3-color, 


| 20-page booklet. 


Thread plug gages, thread ring gages 


| and thread setting plug gages for ma 


chine screw and fractional thread sizes 
are included in Bulletin SG-53 

l'ypes and uses of thread setting 
plug gages are discussed and _ tables 
listing “W’, ‘X’, and ‘Y’ tolerances for 


_ thread gages up to and including 1 4-in. 
| are incorporated in the booklet 


‘How to order’ information that in 


cludes data to be shown on orders and 


where to place orders is tabulated on 
the last page of the booklet 


HANDLING EQUIPMENT-Bar- 
rett-Cravens Co., Chicago, IIl. has re- 
leased. a new Junior Catalog No. 535 
containing information, illustrations 
and specifications on fork trucks, high 
lift electric trucks, pallet trucks, in 
dustrial tractors, electric and hand lift 
trucks, steeleg skids, semi-live skids 
and lifters, portable and indastrial ele- 
vators, portable cranes, stacking 
frames, steel storage racks, lifting and 
die tables, hand trucks, and handling 
specialties. 

The 100-page eleventh edition of 
this pocket-size catalog includes new 
equipment developed by the company 


| since publication of the tenth cdition. 


GAGES—Catalog 7001 issued by Min- 
neapolis-Honeywell Regulator Com- 
pany, Industrial Division, Philadelphia, 
Penna., describes many types of pres- 
sure and vacuum gages used to 
measure vacuums as great as 10-1] 
mm of mercury and pressures as high 
as 150,000 psi. 

The 32-page catalog covers indica- 





Can your 
salesmen 
es | eee 


a new line of products, based on an entirely new idea. 
That offers a challenge to good salesmen because 
such new products need thorough, honest and 
consistent selling. And when it is proven that these 
products ofter outstanding performance, new conven- 
ience and important economies to your customers 
... then it is obvious that they can build solid, profit- 
able volume for an aggressive sales force. 

The makers of Johnson’s Wax have developed a 
dynamic new line of Wax Lubricants for cutting and 
forming metals. Already, in two brief years, it has 
been proved that selling can make these products 
into a major line —a major profit line — for the indus- 
trial supply distributor. The products are sold to 
customers you now serve ...and are used in machine 
tools with which you are familiar. Important, too, is 
the fact that this new line is sold exclusively through 
distributors. 

This new development from Johnson’s Wax offers 
an opportunity you will want to investigate. It is pos- 
sible that there is still a distributorship open in the 
territory youserve...tosell customers you now serve. 


For full information, 
write us today. 


Industrial Products Department 


S.C. JOHNSON & SON, INC. 


Racine, Wisconsin 
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Get to the bottom of things... 
for extra caster sales 


The seats of the mighty are mighty good places to look for extra caster 
sales. Plenty of chair commandos aren't getting the mileage they should 
because worn-out casters are letting them down. 

Remember . . . somebody always needs casters. Next time you're call- 
ing on a purchasing agent, take a look at the office chairs and movable 
office equipment like ledger trays and typewriter stands. Often you'll 
come away with a tidy order for Bassick casters . . . if you make sure to 
ask for it! 

Bassick casters make anything roll easier—from a tea-table to a ten- 
ton truck. And you don’t get a blank look wnen you mention them, either. 
Bassick casters are nationally advertised . . . 
famous for years because they deliver the 
performance you promise for them. That 
makes it easier for you to sell them — and 
keeps them sold! 

BASSICK “DIAMOND-ARROW” CASTERS 
protect floors, swivel easier, High qual- 
ity construction throughout, topped by 
extra-efficient two-level, ball-bearing 
swivel action. Rubber or hard compo- 
sition wheels. For wood and metal fur- 
niture. 


THE BASSICK COMPANY, Bridgeport 2, Conn. /n Canada: Belleville, Ont. 


am A DIVISION 
OF 


MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 
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tors, recorders, pneumatic and electric 
controllers and pneumatic transmis- 
sion. Information is presented in 
tabular form for ready reference 


OIL HOSE—A new illustrated 8-page 
booklet describing the types of hose 
produced for the oil industry has been 
published by Quaker Rubber Corpora- 
tion, Division of H. K. Porter Com- 
pany, Inc., Pittsburgh, Pa. 

Some of the oil hoses described in 
the bulletin are barge loading, oil suc- 
tien and discharge (both smooth bore 
and rough bore), butane-propane, fuel 
oil, gasoline pump, tank truck, tank 
car, and others. 

It contains cross section and cut- 
away photographs of products, full 
descriptions of constructions, perform- 
ance data, sizes, working pressures, 
lengths and weights, as well as recom- 
mended uses. 

Also included is complete informa- 
tion on oil hose fittings and instruc- 
tions on connecting them to the hose. 


MINING TOOLS—Four new mining 
tools are included in the latest supple- 
ment to its mining catalog issued by 
the Carboloy Department of General 
Electric Company, Detroit. 

The 4-page supplement, CM-112, 
to catalog CM-110 describes tool fea- 
tures of importance to mining people 
including specifications. 

Tools involved are: The CC-3, an 
extra heavy duty bit, the WAPT-22, a 
prong-type roof bolt drill adaptable 
for both wet or dry drilling and a new 
AD-36 auger drill—a 2}-in. diameter 
auger drill with a 13/16-in. hex shank. 

Another bulletin issued by The 
Louis Allis Co, contains 16-pages cov- 
ering its line of DC motors, 4 to 300 
hp, and DC generators, 7 to 250 kilo 
watts. 

Builetin 1450 fully illustrates and 
describes the details of DC mechan- 
ical construction, available DC motor 
enclosures for different operation con 
ditions, DC motor applications, and 
several special DC designs engineered 
and built by the company. 

Also included is a section on motor 
generator sets for converting alternat 
ing current to direct current in indus 
trial service, 

ext and diagrams also give a thor- 
ough and easy-to-understand descrip 
tion of DC electrical characteristics 
and show the features, advantages, and 
application of shunt, series, and com 
pound motors. 

Motor starting information is in 


| cluded, as well as a section on DC 
| adjustable speed applications. 


TAP CHUCK-—A new bulletin on 
well balanced, visible grip tap holding 
chucks giving sizes, capacities and part 





MEET MANY NEEDS! 





Bunting Precision Bronze Bars 


Bunting Precision Bronze Bars are especially designed for maintenance 
work. Completely machined and finished on all surfaces, these bars save 
costly machining time, wasted metal and wear on cutting tools. They 

run true when centered in your lathe. They are made of the finest Bearing 
Bronze—Bunting No. 72 (SAE 660). Always carried in stock by your 
local Bunting Distributor. 


The Bunting Distributor 


Your Bunting Distributor is an industrial distributor or a specialist 
in certain industrial items. You will find him listed in the classified 
section of your telephone book—most likely under the heading 
Bars, bronze or Bearings, bronze. If he is the leading distributor, he 
almost certainly is the Bunting Distributor. He carries in stock, 
for your money saving convenience, completely machined and 
finished Bunting Standard Stock Industrial Bearings, Electric 
Motor Bearings and Precision Bronze Bars in a complete range of 
sizes meeting all your usual production and maintenance needs. 

Ask him for catalog. 


Baaretslrae 


BRONZE BEARINGS + BUSHINGS «+ PRECISION BRONZE BARS 
This advertisement appears in Modern Machine Shop + iron Age * Machinery + Mill & Factory + Southern Power & Industry + Steel 
THE -BUNTING BRASS & BRONZE COMPANY « TOLEDO 1, OHIO «+ BRANCHES IN PRINCIPAL CITIES 
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Western Socket Screws 
Now “TRACTION KNURLED” 


This fine, 
burr-free 
herringbone 
hnurl provides 
@ sure, non- 
shid grip for 
faster 
assembly. 


... to cut assembly time 


Today's competitive market demands raaximum produc- 
tion efficiency. To help your customers meet this demand, 
Western has developed a Socket Screw with en 
knurled head that provides a secure non-skid gripping 
surface for faster, safer assembly. 


Western flush-to-surface Socket Screws add sales appeal 
and safety to every modern product — eliminating the 
danger of protruding bolt heads and giving a clean, stream- 
lined appearance. And Western saves your customers 
money, too. Made of finest alloy steel and heat treated, 
they're so strong, less are needed on each job. Precision 
machined, they fit instantly, preventing time and money- 
wasting assembly delays. 


Write today for free catalog and prices 





Western Automatic 
Machine Screw Company «nw 


371 Lake Ave., Elyria, O. 





Precision Screw Products, Parts and Assemblies Since 1873 
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designations of this tool has been re- 
leased by Ettco Tool Co., Inc., Brook- 
lyn, N. Y. 

Bulletin No. 1E completely de- 
scribes these new tap chucks. Photo 
graphs, cutaway drawing, capacity ta 
bles and other data are included. Space 
is provided on the front page for dis- 
tributor imprint. 


AIR HANDLING—A six page bulle- 
tin describing the features of a com- 
plete line of air handling units for 
industrial and commercial heating, 
ventilating and air conditioning ap 
plications has been published by West- 
inghouse Sturtevant Division, Boston, 
Mass. 

Bulletin 1600 covers outstanding 
characteristics of the units, installa- 
tion possibilities, and construction 
features. 

To complete the booklet a full line 
of accessories are described including 
humidifiers, mixing boxes and filter 
sections. 





D-A-T-E+§ 
TO REMEMBER 


Sept. 19-23—National Metal FExpo- 
sition, Cleveland. 

Sept. 21-25—National Instrument Ex- 
hibit, Chicago. 

Sept. 29-Oct. 2—National Electrical 
Industries Show, 69 Reg. Armory, 
New York City. 

Oct. 5-9—National Hardware Show, 
Grand Central Palace, New York 
City. 

Oct. 11-14—National Hardware Con- 
vention, Atlantic City. 

Oct. 19-23—National Metal Congress 
& Exposition, Cleveland. 

Oct. 19-23—National Safety Congress 
& Exposition, Chicago. 

Oct. 19-24—National Business Show, 
New York City. 

Oct. 20-22—Industrial Packaging & 
Materials Handling Exposition, Me 
chanics Hall, Boston 

Oct. 27-3 





30—Paint Industries Show, 
Haddon Hall, Atlantic City. 

Nov. 1-2—Central States Industrial 
Distributors Association Conven- 
tion, Edgewater Beach Hotel, Chi 


cago 


1954 


May 17, 18, 19—Triple Industrial 
Supply Convention, Waldorf As 
toria Hotel and Madison Squar 
Garden, New York City. 





triple 
reduction gear 


with a complete, 
new line of 


equipped with Duti-Ratéd Precision Gearing 


Now you can profit by the advantages of more 
compact, safer and simpler motor power 
transmissions... with rugged Century 
GEARMOTORS to match the operating speed 
Triple 


of your equipment. 
This new Century line offers a wider-than-ever vedyenon gear 


choice of: 
¢ BUILT-IN SPEEDS FOR COMPLETE INFORMATION. ..mail this. coupon today: 
e MOTOR OPERATING CHARACTERISTICS 
* 
© 


FRAME PROTECTION , Or 
HORSEPOWER RATINGS...1! to 15 h.p. 
with Duti-Rated Precision Gearing ... and 
fractional gearmotors from Ye to % h.p. are 
also available. Larger ratings can be 
furnished if required. 


CENTURY ELECTRIC CO. 

1806 Pine Street, St. Lovis 3, Mo. 

Please send Bulletin 

| Bulletin 4-1p21 [ Bulletin 4-1p31 
LJ Ye to % HP LJ Ito 15 HP, 
To 

Nome 

CENTURY ELECTRIC COMPANY 


1806 Pine Street, St. Lovis 3, Mo. 
+4 Offices and Stockpoints in Principal Cities 


Company 
Address 
City 


$20 
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ell the Leadership Line 


of Safety Apparel 


Y Nationally advertised 
Y Nationally recognized 
VY Universally respected 


AFETY JOBBERS seeking substantial 

profits and repeat customers should sell 
only the Nation's trademarked Leadership 
Line of Safety Apparel—Steel-Grip by 
Industrial. 

Steel-Grip by Industrial is nationally ad- 
vertised ... nationally recognized . . . uni- 
versally respected. This is backed by 
Industrial’s know-how gained through 43 
years of designing safeguards to combat 
safety hazards of industry. This results in 
better designs, longer service— proper pro- 
tection with utmost economy for the user. 
Repeat profits for the seller. 

Sell Steel-Grip by Industrial. The Leader- 
ship Line of Safety Apparel. The nationally 
accepted standard of quality not only builds 
volume—but stays sold, and gets repeat 
business. It's much easier and more profit- 
able to sell Steel-Grip by Industrial. 

Write us now for information 
about a growing profitable market 
in Safety Apparel. 


Steel-Grip 


INDUSTRIAL 


Safety Appa | 


TRADE-MARK 


To Be Sure of the Genvine 
Demand This Trade Mark 


INDUSTRIAL GLOVES COMPANY 


A CORPORATION 
1642 Garfield St., Danville, iil. 
(in Canada: SAFETY SUPPLY CO., Toronto) 


DYNEL 
CLOTHING 


Dynel chemical re 
sistant clothing 
Coots, Pants, Shirts, 
Leboratory Coots 
and special designs 
to order. We manu 
facture a complete 
line of industrial 
safety clothing in 
your choice of leath 
er, asbestos, flame 
proofed duck, wool 


No. 225-14 


ASBESTOS 
GLOVE 


Asbestos glove, 


No 


STEEL-GR 


. 141869 
1? OPEN END 


Since Industrial introduced Steel-Grip Finger 


Gverds, they hove 


been vsed successfully in 


every type of American industry. Made in owen 
and dosed end styles, in ao choice of materials. 
Ask for literature describing the various types. 
SIZES FOR MEN AND WOMEN. (U.S. Patents 


No. 2,351,906, No. 


No. 633-4 
GLOVE 


Chrome leather gen- 
eral purpose glove. 
Steel sewn. Prac- 
tically rip proof. 
Thumb patched and 
strapped. 2° or 4" 
cuff. Many other 
designs. 


No. W3-9— 
WOVEN-GARD 


“Woven-Gords” ore 
hand protectors, 
mitts, pads, sleeves 
ond aprons mode 
of a long wearing 
woven cofton safety 


2,461,872.) 


material. Provide flexibility, comfort, resistance 
to abrasion and cutting. Highly od absorbent. 
Excellent for handling oily, slippery sheets. 
Porous weave mokes them the finest protector 
for handling lower temperature jobs. Excellent 


protection at lowest 


14° length. Underwriter's 
2% ib. per sq. yd. asbestos with tough 
chrome side split leather reinforcement over 
entire palm, face of all fingers, well around 
small finger. Thumb seam entirely away 
from weering tone. Full line of asbestos 


ond Dynel. gloves and mittens, plain and leather rein- 
forced. Your choice of lined or unlined. 11", 


14° and 23° 
lengths on request. 


standard lengths. Special 


cost. 


No. 492 
HALF JACKET 


Welders’ Coots and Pants. 
Leggings, Spots, Shin- 
gverds, Aprons, Gloves, 
Mitts, Hand Pads. Leather, 
Asbestos, Flameproofed 
Duck and Wool Clothing 





FROM THE 


FILES +» 


25 YEARS AGO 





The plan for a single distributor-man- 
ufacturer association was shelved 
indefinitely. At a meeting in Cin- 
cinnati, the Southern and American 
associations OK'd the amalgama- 
tion, but National Association mem- 
bers voted it down. However, in- 
dustry leaders moved to make the 
triple convention a permanent fix- 
ture. There had already been two 
triple conventions—one on_ the 
steamer Noronic in 1927 and in 
Nashville the following spring. 

Pacific Mill & Mine Supply Co., San 
Francisco, renovated its headquar- 
ters around a new and striking de- 
cor. The inside resembled a 
Spanish village, complete with tile 
roofs, stone walls and arched win- 
dows. 

Alamo Iron Works, San Antonio, cele- 
brated its 50th anniversary. Eugene 
A. Holmgreen, son of the founder, 
was president; J. H. Holmgreen, 
vice president; and J. C. Cowan, 
mill supply manager. 

Ohio Brass Co. opened a new six-story 
headquarters building in Mansfield, 
Ohio. 

K. W. Atkins, junior vice president of 
E. C. Atkins & Co., Indianapolis, 
was appointed sales manager of the 
company’s Memphis branch. 

“The mill supply business today needs 
something more than order takers. 
It demands men who will fight for 
every last dollar’s worth of business 
the buyers have to give’”—Russell 
C. Duncan, Power Equipment Co., 
Minneapolis. 

Charles Bond, president of Charles 
Bond Co., Philadelphia, sailed for 
England on the S.S. Samaria. 

Pyrene Mfg. Co., Newark, N. J., 
opened warehouses in Houston, St. 
Louis and Minneapolis. 

Power Equipment Co., Minneapolis, 
changed its name to R. C. Duncan 
Co. 

Chain Belt Co., Milwaukee, an 
nounced plans for a new factory 
building at its Orchard St. works. 


10 YEARS AGO 


E. C. Blackstone and J. E. Dilworth, 
of J. E. Dilworth Co., Memphis, 
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There are many types of couplings — 


CAPITOL 
a - makes them ALL 


As coupling specialists, we take pride 
in furnishing the right coupling for every 
need. That's why you can specify Capi- 
tol couplings for every job. 


Capitol couplings are made to the speci- 
fications of the Association of American 
Railroads, the American Iron & Steel 
Institute and the American Petroleum 
Institute. 


Save time. Have Capitol’s complete price 

list No. 753-C handy at all times. You'll 

always find the right type of couplings 

availiable, quickly. Shipment can be 

made promptly from stock. Whether it’s 

a special or a merchant, Capitol can sup- 
ply your emergency as well 
as regular stock require- 
ments. 


Capitol has served industry 
through recognized whole- 
salers for more than a 
quarter century. 


SAVE ON INVENTORY— 

order Standard Merchant Cou: PROmp 

plings cartoned at no extra cost. SHip r 
MENTS: 





SOLD ONLY THROUGH 


RECOGNIZED WHOLESALERS 
<r = 


5 MFG. & SUPPLY CO. 
COLUMBUS, OHIO 





mth our 


io 
- ERSARY 








Known world-wide for highest 
quality ... cost no more than 
ordinary clamps. 


style 70 “Jorgensen” “I” Bar Clamp 


4 
y 


| 


style 50 “PONY” clamp fixture 
for use on 44” pipe. 


plus a wide 
voriety of BAR 
and “C” CLAMPS 


MACHINIST 
and 


know the full line 
SEND FOR NEW CATALOG 
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landed 15 tarpons on a Florida fish 
ing trip. 

!. Walker Lewis, Lewis Supply Co., 
Memphis, became a grandfather 
when |T. Walker Lewis III was 
born at Pine Bluffs, Ark. 

We need the help of every indus 
trial distributor and every distrib 
utor’s field representat’s 
for greater war production” —Charles 
E. Wilson, executive vice chairman, 
War Production Board. 


Supply sales for 1943 continued to | 


drop behind the 1942 monthly 
figures. Average number of orders 
per day for the month was 85 
average value of orders, $41.90. 
Briggs-Weaver Machinery Co., Dal 
las, appointed D, L. O’Neall as 
head of machinery sales. 
Byron Cushman, formerly 


of Barr & 


Creelman, Rochester, N. Y., joined | 


R. C. Neal Co., Buffalo, 
chasing agent 


Three firms published new catalogs: 


as pur 


Machinery Sales & Supply Co., Dal- | 
Baltimore; | 


las; Coggins & Owens, 
and A. V. Wiggins & Co., 

Ray M. Ring Co., Chicago, 
into new, larger quarters on Wash 
ington Boulevard 

Hagerty Bros. Co., Peoria, IIl., em- 
ployed professional divers to rescue 
some of its equipment from sub 
merged warehouses during the Illi 
nois River flood. 

D. M. Edgerly, of Interstate Machin 
ery & Supply Co., compared World 
War I problems with those of 
World War II: “World War I was 
easy compared to this war. We had 
few priorities. . . . 
price ceilings we are not going to 
take such a terrific beating on in- 
ventory losses after this war as we 
did after the last one.” 

Norton Co., Worcester, Mass., named 
Leroy K. Behr as Philadelphia man- 
ager for the abrasive division. 

| A. W. Lowery, 
Co., said the company would con 
centrate postwar plans on industrial 
sales, which had moved up from 20 


Syracuse. 


percent to 50 percent of the firm’s 


volume. 

K. R. Beardslee was named vice presi 
dent in charge of sales by Carboloy 
Co., Detroit. 


in the drive | 


moved | 


However, due to | 


of Salt Lake Hardware | 





GROWTH OF PLASTICS 


No section of the chemical industry 
has grown more rapidly than plastics, 
Chemical Engineering, McGraw-Hill 
publication, says. Output of synthetic 
resins was 5.9 million pounds in 1922, 
has more than doubled every five 
years since and probably will continue 
to do so through 1960. Estimated pro- 
duction this year is 2.8 billion pounds. 








iL 





Years of consumer acceptance and 
Victor dependability are just a few of 
the many reasons why Victor is con- 
stantly making new customers... re- 
peat sales! And when you add Victor’s 
complete textile belting line, you've got 
a combination that’s hard to beat for 
volume sales! 


You can broaden your sales horizon 
when you sell Victor's complete line 
of textile belting—solid woven cotton 
— Neoprene impregnated — canvas 
stitched and Balata, plus a complete 
variety of belting specialties. They're 
made in a full range of widths and 
plies, and are available with special 
treatment to meet specialized service 
requirements. Always sell Victor Belt- 
ing ...the first choice for conveying, 
elevating and power transmission. 


1c for | 


Beslangen «& ) es | Cox 











What it Contains 


Complete Caster recommendations for 
all industries, institutions, services, etc. 


using mobile equipment. 


Complete listing of all type wheels and 


selections for floor and load conditions. 


Complete presentation of Casters engi- 
neered for 
1. Light Duty 
2. Medium Duty 
3. Heavy Duty Work 
4. Special Duty Work 


industry's most complete line of 
DOUBLE BALL BEARING SWIVEL Casters 
backed by over 60 years of engineering 


experience, 


Patented Double-Spring Action Casters 
that absorb bounce and jounce, have 
interchangeable standard wheels, swivel 


regardless of over-load. 


80 pages of data to help you solve 


your materials handling problems. 





: = 
sane Fe f 


ee. | 
| 


- 6 


a: 


YOUR GUIDE TO SOLVING 
MATERIALS HANDLING 
PROBLEMS ! 


To help you with your handling problems... 
loads, floor surfaces, types of wheels... you 
should have Faultless Caster Catalog 157. 

Selection tables, recommendations of cor- 
rect type casters for specific equipment, what 
wheel constructions are best under certain 
circumstances—and much related engineering 
data are clearly given in Catalog 157. 

In addition, you will find descriptions, illus- 
trations and specifications on the most com- 
plete line of Double Ball Bearing Swivel and 
Rigid Casters ever supplied to industry. 

Catalog 157, requested on company letter- 
head, is yours for the asking. And so are the 
services of our engineering staff—for special 
problems—without obligation. 


NOELTING 
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SALESMEN DISCOVER NEW PROS- 
PECTS WITH TM ALLOY STEEL CHAIN 


T™ Alloy Steel Chain was orig- 
inally designed and sold exclusively 
to the steel industry because of the 
increasing demands for stronger 
chain. Now this famous chain is 
available in sizes ranging from 4” 
to 134" inclusive and its applica- 
tion is growing broader everyday. 
TM Alloy Steel Chain’s popularity 
is due to its tremendous stamina 
and increased safety. Made from 


Taylor's Special Analysis Alloy 


BIG MARKET FOR - 


Steel, ithas twice the tensile strength 
and five to fifteen times the life of 
wrought iron chain. Complete and 
controlled heat-treatment climi- 
nates the need for periodic anneal- 
ing—makes it highly resistant to 
grain growth and cold working at 
all temperatures. Its extreme hard- 
ness reduces wear. The result is 
lower chain costs for all types of 
industry —increased sales for jobbers! 
WriteS.G.Taylor Chain Company, 


Hammond, Indiana for details. 


| 


™ 


ALLOY STEEL | 


CHAIN f§ 


| 


@ METAL FABRICATORS 

@ AUTOMOBILE MANUFACTURERS 
@ FOUNDRIES 

@ MACHINERY BUILDERS 


@ DIE 


SHOPS 


@ RAILROAD AND CAR SHOPS 
@ QUARRIES 

@ MINES 

@ STEEL MILLS 


® OIL 


Tay 


WELL DRILLING CONTRACTORS 


$. G. Taylor Chain Co. 
Dept. 6 Hammond, Indiana 
Rush free catalog on TM Alloy Steel Chain. 


Name 


Address 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 





OBITUARIES 





William E. Kennedy 


William E. Kennedy, 
McGraw-Hill 


William E. Kennedy, 65, assistant 
publisher of American Machinist and 
Product Engineering, McGraw-Hill 
publications, died suddenly July 13 at 
his office in New York City. 

One time advertising manager fo1 
International Nickel Co., he came to 
McGraw-Hill in 1923. He became ad 
vertising sales manager of American 
Machinist in 1926 and was largely re 
sponsible for the founding of Product 
Engineering in 1930. 

Mr. Kennedy was active in the Na- 
tional Machine Tool Builders’ Associa 
tion and the American Gear Manu 
facturers’ Association, for which he 


“served as program committee chair 


man for many years. As assistant pub 
lisher of American Machinist, he at 
tended many Triple Industrial Supply 
conventions. 

He is survived by his wife; two sons, 
Lt. Slade Kennedy, now with the U.S 
Marine Corps; William A. Kennedy, 
of New York City; and a daughter, 
Mrs. David E. Bullard of Southport, 
Conn. 


Donald F. Chandler, Jr., 
Farquhar Machinery 


Donald Fleming Chandler, Jr., sales 
representative for Farquhar Machinery 
Co., Jacksonville, Fla., died June 29 
after a short illness. 

With the company since 1943, he 
had been counter salesman, store su- 
pervisor and purchasing agent before 
taking over the city territory in the 
southwestern part of Jacksonville in 
1948. 





A complete line for every type of job including our Saf-T-saws. 
A new welded edge HIGH SPEED BLADE—Shatter-Proof. Will 


stand extra tension and strain. 


BAND SAWS METAL CUTTING - WOOD CUTTING 


| : HACK SAWS HAND AND POWER BLADES 


also Linotype and Dry Ice bands, 
Band Saw Knives, and Butcher saws. 


SAW WORKS 
SPRINGFIELD, MASS. 


Sold only through Distributors 


for HACK SAW FRAMES 


Solid Steel Rod and Steel Tube 
Cast Aluminum Handle 





Electricians, machinists, plumbers, 
and others have found this frame 


i Pp e at highly satisfactory. 
p TOOL BITS 


@ SPARGROUND for the higher grade jobs 


and for extra special 
KUTALL Bits for general purpose 
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SIMPLIFIED BUSHING SYSTEM 


a feature sales point 


It is used throughout the 
complete line of BROWN- 
ING Single and Multiple 
Groove Sheaves, Rigid and 
Flexible Couplings, and 
Paper Pulleys. The Bushings 
are individually packaged 
and marked for size. oe 
Catalog CD10. 


Robert F. Hetherington 


Robert F. Hetherington 
Briggs-Weaver 


Robert Fisher Hetherington, 75, 
salesman for Briggs-Weaver Machin- 
ery Co., Dallas, for 49 years, died July 
8 in a Dallas hospital. 

He joined Briggs-Weaver in 1900 
and retired in 1949 at the age of 71. 
A machinery salesman during most of 
his career, he was also an authority on 
city water systems. 

He studied engineering at Purdue 
and started his career in Dallas with 
Hetherington-Mason, a firm organized 
by his father. 

Active in church affairs, he was a 
member of the board of directors of 


The bushings used in BROWNING 
Roller Chain Sprockets are “Unbreakable” 
Malleable Split Taper Compression Type 





BROWNING 
ROLLER CHAIN 
SPROCKETS are an 
“off the shelf” ex- 
cellent seller. They 


are individually 22OW NING 
Roller Chote ‘4 wre = a 


packaged and la- 
beled for instant 
identification. 
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The BROWNING 

line of ROLLER 

CHAIN gives you 

another “off the 

shelf” item for 
good profit. Neatly 
packaged. You'll 
find that BROWN- 
ING has the line 
that users fully ap- 
prove. 





Trinity Methodist Church for 30 
years. 

He is survived by his wife, two sons, 
R. F. Hetherington, Jr., of Dallas, 
and Hugh Hetherington, of Fort 
Worth; two daughters, Mrs. Arthur 
L. Clark, of Dallas,, and Mrs. Kent 
Lee, of Amarillo, and 13 grandchil- 
dren. 

Pallbearers were Jack Helm, Walter 
Clark, Gilbert Clark, FE. W. Saunders 
and L. S. Malone, all of Dallas and 
Frank Carney, Sr., of Fort Worth. 


Clarence W. Griswold, 
Sidney B. Roby Co. 


Clarence Woodford Griswold, 77, 
chairman of the board of The Sidney 
B. Roby Co., Rochester, N. Y., died 
July 23 in a Rochester hospital. 

He joined the company as secretary 
in 1909 and later organized its indus- 
trial supply department. He was presi- 
dent of the firm from 1928 until this 
June, when he became chairman of 
the board. William S. Roby suc- 
ceeded him as president. 

Mr. Griswold was born in White 
Plains, N. Y., and attended school 
in New Britain, Conn., where he held 


BROWNING MANUFACTURING COMPANY 


1952 BROWNING DRIVE MAYSVILLE, KENTUCKY, U.S. A. 


his first job with the American Hard- 
ware Co. 
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Arthur R. Borden, 
Hagan Corp. 


Arthur R. Borden, 53, manager of 


the Detroit branch office of Hagan | 


Corp., Pittsburgh, for the past twelve 
years, died July 6 after a long illness 
He joined the company in 1926 as 
a sales engineer. At one time he man 
aged Hagan’s Birmingham, Ala., 
branch. A graduate of Pennsylvania 
State College as mechanical engincer, 
he had also worked for Crucible Steel 


Co. and later Duquesne Light Co., of 


Pittsburgh 

Besides his wife, he is survived by 
a son, Arthur R. Borden, Jr.. and a 
daughter, Lou Ann Borden 


Robert E. Kochs, 
American Pulley Co. 


Robert E. Kochs, 48, Rochester, 
N. Y., district sales manager for ‘The 
American Pulley Co., Philadelphia, 
died June 30 in a Rochester hospital 

At one time a consulting enginecr, 
he began his career with Theodore A 
Kochs Co., Chicago 

His territory for American Pulley 
included New York State, northern 
Pennsylvania and Ontario 


Henry A. Slater, 
Buffalo Executive 


Henry A. Slater, 72, former pur 
chasing agent for Don F. Johnson & 
Co., Buffalo, died July 9. 

Before joining the industrial supply 
firm he had been purchasing agent for 
Curtiss-Wright Corp. in Buffalo 


Albert M. Schweitzer, 
Bearings Representative 


Albert M. Schweitzer, of Miniature 
Precision Bearings, Inc., Keene, N. H., 
died July 2. 

He had been exclusive representative 
for the company in northern California 
and Nevada for the past ten years 





CANADIANS RESIST UNIONS 


Employees of Canadian chemical 
processing companies appear to have 
greater sales resistance to labor 
unions than their Yankee brethren, 
Chemical Week, McGraw-Hill publica- 
tion, observes. About 50 per cent of 
U. S. chemical workers now are union 
members while only about 35 per cent 
are organized in Canada. 











HAVE BEEN SOLD 
THAN ANY OTHER BRAND 


a © 
NN. 


FOR SEVENTY-FIVE YEARS 


Star Blades have been sold only through Industrial 
Supply and Wholesale Hardware Distributors. 


FOR SEVENTY-FIVE YEARS 
Star quality materials and specially designed fabri- 
cating equipment have been industry's assurance of 
product uniformity. 


FOR SEVENTY-FIVE YEARS 


Demand for Star Blades has continued to grow. Year 
after year, Star national advertising tells industrial 
consumers — your Customers — to buy Star Blades from 
you. And, of course, the Star line is complete—includes 
all types of hand and power blades, metal and wood 
cutting band saws. 


INQUIRIES ARE INVITED 


FROM INTERESTED 
INDUSTRIAL DISTRIBUTORS 


CLEMSON 


CLEMSON BROS., Inc. 
MIDDLETOWN, N.Y., U.S.A. 
Makers of Hand and Power Hacksaw Blades, Frames, 
Metal and Wood Cutting Band Saw Blades and Clemson Lewn Machines. 
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BELMONT 


PACKINGS 
for WATER...STEAM...OIL... 


BELMONT 9 .. . for all 

/ hydraulic services 
from low pressures 
to extremely heavy 
duty, hot and cold 
water. 


BELMONT 19... . for hot 
and cold water rods BELMONT 30...for high 


and plungers;low and pressure steam rods, 


intermediate steam expansion joints, air, 
rods. and gas. 


for better sealing— LONGER 


Regardless of the temperatures or pressures involved ...no matter 
what the lading .. . your equipment maintenance costs can benefit from 
longer, more dependable packing life. If you’re paying for the best— 
and you probably are—make sure you get it by specifying BELMONT 
Packings in formulations suited to your particular needs. 

Don’t make do with the next best—insist on BELMONT. .. avail- 
able in a wide range of materials... hundreds of styles and types... 
through distributors everywhere. 


For technical assistance on packing specifications, write direct—ask 
for Catalog #40 or detail your particular problems. nae 


‘BELMONT 


PACKING and RUBBER CO. 


Butler and Sepviva Streets 


Philadelphia 37, Pa 


ooo 


ee | BELMONT PACKING FOR EVERY SERVICE 
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Operations Idea— 


Can You Use Any? 





Display Units 


Compact exhibition display units 
are made to fold into a single shipping 
case and is claimed to be the answer 
to many problems of exhibiting at 
shows whether held in your own placc 
or elsewhere. All wiring is complete 
and the entire unit can be installed by 
one man without special skills. ‘The 
manufacturer offers a four-page illus 
trated bulletin describing his line of 


| three models, largest of which is 134 


ft. long, 8 ft. high and only 14 in. 
deep. The displays are three-dimen 
sional and have facilities for storing 
samples and literature and are said to 
be adaptable to almost any type of 
product. (Ohio Displays, 2206 
Superior Ave., Cleveland 14, Ohio). 


Training Program 


A new training course to improve 
telephone manners and selling is now 
offered in a package by consultants on 
direct mail and telephone selling. It 
is a full year on-the-job course de- 
signed to train employees in the basic 
rules and practices of courteous, efh 
cient business telephoning. It con- 
sists of a series of 24 “test” cards dis 
tributed twice monthly. It is launched 
by a management memo pointing out 
the importance of the telephone in 
business and summarizing the main 
points to be covered by the series. 
Each card is illustrated in cartoon 
style and colorfully printed in red, 
green, blue or yellow, and black. Set 
up on employees’ desks or fastened to 
the wall by the phone, the cards put 
across their message each time the 
phone is used. (Boyce Morgan & 
Associates, 1757 K St., N.W., Wash- 
ington 6, D. C.). 


Ice Remover 


Don't let ice forming on the drive 
way interfere with your service this 
winter. An ice removing chemical 
which is reputed to greatly cut the 
cost of cleaning steps, walks, drives, 
loading docks and parking lots is now 
available. ‘The product is said to melt 
ice and thaw snow many times faster 
than salt; and to eliminate ice chip- 
ping and greatly reduce the need for 
snow shoveling. It is claimed to con- 
tain a rust inhibitor which affords 
protection to automobiles, machin- 
ery, drains and gutters. (The Monroe 
Co., Inc., 10703 Quebec Ave., Cleve- 
land 6). 





AL: 


THE HIT OF THE YEAR 
FOR ALLEN 
DISTRIBUTORS 


LEN: 
“HOLD EVERYTHING 


A color sound film to 
help your salesmen sell. 


M 
ANUFACTURING COMPANY 
Har riford 2, Connecticut, U.S.A. 


This new motion picture shows graphically 
and entertainingly why socket screws are 
superior, how Allens have earned their 
leadership and how to make the most of 


your sales opportunity. Running time 20 


INDUSTRIAL DISTRIBUTION 
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minutes. Available through your Allen sales 
representative. 

“Hold Everything” is one of the many 
tools provided by Allen to its Distributors 
to make the Allen franchise valuable and 
profitable. 
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catawissa 


PERFECT SEAL 
unions | 


10 


THERE'S A CATAWISSA PERFECT SEAL 
UNION FOR EVERY USE... ALL 
TEMPERATURES, ALL PRESSURES! 


The full dependability of HOT FORGED STEEL is 
yours in a Catowissa Union (hot forged from solid 
steel bars) with several extra valve features that 
are exclusive here at the UNION SPECIALISTS! 


All Catawissa Unions are designed to give o 3-to-! 
SAFETY FACTOR... 3,000-Ib. service unions are 
tested to 9,000-lbs., 6,000-lb. service unions 
tested to 18,000-lIbs., etc 

Exclusive Ball-to-Angle seat design assures ao PER- 
FECT SEAL even when the pipe is not in alignment! 
Machining operations assure a UNIFORMITY AND 
ACCURACY heretofore found only in special fit- 
tings and, with rigid inspection both during and 
after machining, gvarantees LEAKPROOF 
CONSTRUCTION! 

Satisfaction is guaranteed in any application— 
whether it be general low pressure service or ex- 
tremely high pressures and temperatures (for air, 
oil, gas, chemicals, hot oils, gases or steam). 


WRITE FOR CATALOG 11 


CATAWISSA VALVE & FITTINGS COMPANY 
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Duplicator 


Sales promotion literature you tailor 
yourself, office forms, routing sheets, 
drawings, sketches, etc. can be copied 
in aS many as five colors at one time 
on a new spirit-type duplicator. Man- 
ufacturer says it offers a clean, casy 
method of making copies of anything 
typed, written or drawn, quickly and 
economically. There are no stencils 
to cut, no inking or gelatin. Any copy 
to be reproduced is first typed, hand- 
written or drawn on a master sheet 
with a carbon backing. Up to 300 
copies are available from a_ single 
master and the master can be saved 
for re-use. (Duplicopy Co., 224 W. 
Illinois St., Chicago 10). 


Intercom System 


Flexibility is a distinguishing char- 
acteristic of a “wireless” two-station 
intercom unit that requires no wired 
installations and can be plugged into 
any electrical outlet. You can talk 
between offices and warehouse mov- 
ing the units from place to place as 
needed without any installation work. 
The system utilizes an exclusive 
“sonic gate” circuit which, together 
with a “squelch” effectively suppresses 
line noises and hum while in opera- 
tion. More stations can be added at 
any time, all stations being able to 
receive messages transmitted from any 
point. (Taik-A-Phone Co., 1512 So. 
Pulaski Rd., Chicago). 





NEW LINES 
taken on by 
DISTRIBUTORS 





Oliver H. Van Horn Co., New Or 
leans, has been appointed a dis- 
tributor for Carboloy Department 
of General Electric Co., Detroit. 

Machinists’ Tool & Supply Co., Los 
Angeles, has been named execlu- 
sive distributor in Los Angeles and 
southern California for Ready ‘Tool 
Co., Bridgeport, Conn. 

Palmer Supply Co., Seattle, has been 
appointed distributor for lines of 
Republic Mfg. Co., Cleveland. 

The barker Appliance Co., Cleveland, 
has appointed the following firms 
to handle its lines: 

@ Palmer Supply Co. 
Seattle. 

@ Bearing Distributors, Inc. 
Pittsburgh. 



































SPRING WASHERS 
BEALL TOOL DIVISION of Hubbard & Co., EAST ALTON, ILL. 
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anchoring 
problems? 


anchoring & fastening devices 


More and More, people with anchoring prob- 
lems are turning to ARRO — the complete line of 
anchoring and drilling devices for masonry. 
Remember, there is an ARRO product to meet 
your specific anchoring requirements. 


ST Secs 


ARROFIUTE CARBIDE MASONRY DRILL 


eS = 


LAG SCREW EXPANSION SHIELD TwO WING 
SPRING-TYPE 


TOGGLE BOLT 


= 


SPRING HEAD 


Roe saat) din. 
DOUBLE EXPANSION SHIELD Pam's 
"—* RIVETED HEAD 


TOGGLE BOLT 


LITTLE MAJOR TURNBUCKLE 


FOUR-POINT HAND STAR DRILL 


A-C.E EXPANSION SHIELD 


MACHINE SCREW ANCHOR 


THREE-POINT ORILL POINT 


STUD BOLT ANCHOR a 


FOUR-POINT DRILL POINT 


LEAD SCREW ANCHOR TWIST DRILL POINT 


RUBBERGRIP 
DRILL POINT HOLDER 
MAL.LEAD BOLT ANCHOR 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 
1230 BOONE AVE., MARION, OHIO 
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NEWS 


(Starts on page 132) 





Joseph E. Maurey 


Maurey Mfg. Corp. 


Names Executives 


Maurey Manufacturing Corp., Chi- 
cago, has named Joseph E.. Maurey as 
vice president and general manager 
and Russell B. Malloy as national sales 
and export manager. 

Mr. Malloy was formerly district 
sales manager covering Indiana, IIli- 
nois and part of Michigan. 


Russell B. Malloy 





To Handle Republic Line 


Republic Rubber Division of Lee 
Rubber & Tire Corp., Youngstown, 
Ohio, has named The Engineeréd In 
dustrial Equipment Co., Youngstown, 
to handle sales and service of indus 
trial rubber products in the Buffalo 
area. 





‘Dealer of Diversified Services 


LYONn’s national organization of steel equip- 
ment dealers serves virtually every segment of 
business and industry—with a diversified line of 
products totalling more than 1500 different stand- 
ard items. (A very few typical Lyon Products 
are shown below.) 

Factories, shops, warehouses, offices, churches, 
clubs, hospitals, homes—Lyon dealers sell and 
serve them all. 


This and similar ads appear each month in 
Newsweek, Business Week and leading trade pub- 
lications. Many products, plus many markets, 
plus consistent advertising support, equal vol- 
ume steel equipment sales every month of the year. 


FACTORIES IN... AURORA, ILL., AND YORK, PA. 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 953 Monroe Avenue, Aurora, Illinois 








OF LYON STANDARD PRODUCTS 
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Flawless Quality 
and A formance: 
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Cecil E. Gordon 


Dallas Representative 
Named by Van Horn 


Ihe Oliver H, Van Horn Co., Fort 
Worth, has appointed Cecil E. Gor- 
don as Dallas sales representative. 

Born in Sherman, Texas, where he 
learned the machinists’ trade, Mr. Gor- 
don has been manager of the Tulsa, 
Okla., branch of Perry Machinery Co., 
of Dallas, and manager of the machine 
tool division of Industrial Equipment 


Co. of Tulsa. 


Imperial Brass Names 
Los Angeles Office Head 


The Imperial Brass Mfg. Co., Chi- 
cago, has placed James A. Norris in 
charge of the company’s Los Angeles 
office and warehouse and the southern 

California and Arizona territories. 

He was formerly with Kerotest Mfg 

Co. Chester Weinert will assist him 


James A. Norris 
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More equipment rusts out than breaks down. Corrosion is a 
destructive force that every user of fastenings faces. 

Many manufacturers today have found that fastenings by 
Harper mean longer life for equipment, better appearance, 
well-satisfied customers—because they resist corrosion. 

The H. M. Harper Company is the world’s largest exclusive 
producer of fastenings in brass, naval bronze, silicon bronze, 
monel, nickel, aluminum and all stainless steels. Over 7,000 
items in these metals are carried in stock, bringing the advan- 
tage of a single source of supply for all fastenings. 

Harper distributors are located in all market areas, and 
back of these distributors is a complete metallurgical and 


HARPER engineering service, ready to assist in solving any corrosion 
problem. 


THE H. M. HARPER COMPANY 
8219 Lehigh Avenue, Morton Grove, Illinois 


SPECIALISTS IN FASTENINGS 


tiexagon Head 
Brass Cap Screu 


EVERLASTING FASTENINGS 
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here’s something new for 


distributors of 


PORTABLE ELECTRIC TOOLS 


HIGH SPEED HAND TOOL! 


If you're already handling conventional-speed portable 
electric tools, here’s something new to fill out your line! 
IT'S THE FRANKLIN BALMAR DISKETTE, a rugged, precision built industriai tool, 
especially |\designed for use in high speed ranges where ordinary electric 
tools simply won't produce the specified results. The no-load spindle speed 
of the Diskette is rated at 9000 RPM... . operating speeds are only 

slightly less. So users get high-speed, precision work in 


grinding polishing sharpening 
rotary filing deburring sanding 
and many other preparation and finishing jobs on metal, wood or plastic. 
Diskette can be used for either production or maintenance work. !t is 


compact and lightweight, thus can be used as a portable hand tool, or as 
a fixed machine when you sell the Diskette bench mount along with it. 
You'll find Diskette customers in foundries, machine shops, welding shops 

. any plant where precision work is required and high operating speeds 
are understood. We truthfully believe it’s the only machine of its type 
on the market today! 


YOUR TERRITORY MAY BE OPEN! 
Diskette is sold on @ 100% distributor basis. For complete information on our 
proposition, fill in the coupon below and mail it today. Our man will be in to see 
you promptly with complete details of the Diskette Deal. 





FRANKLIN BALMAR 
CORPORATION 


Woodberry, Baltimore 11, Maryland, 
or 5001 N. Wolcott Ave., Chicago 40, Ill. 


Please give me full information on available Diskette distributorships. 


NAME TITLE 
COMPANY 
ADDRESS 


! 
! 
! 
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ADVERTISING of several products of 
Norton Co., Worcester, will be handled 
by D. B. Tyler and C. S. Duxbury 


| Advertising Managers 
Named by Norton Co. 


Norton Co., Worcester, Mass., has 
_named David B. Tyler to handle ad 
| vertising of the company’s grinding 
| and lapping machines and refractory 
| and boron carbide products, and Clif- 

ford S. Duxbury, Jr., to direct export 
| advertising. 

Mr. Tyler joined the company in 
1948 and for the past three years has 
handled advertising for Norton Behr- 
Manning Overseas, Inc. Mr. Dux- 
bury, formerly with the State Depart- 
ment, takes over Mr. Tyler's export 


post. 


Opens Plant in Ireland 


Norton Behr-Manning Overseas 
Inc. recently opened a new plant in 
Belfast, Northern Ireland, to make 
coated abrasives and cloths. It is the 
Norton export firm’s 12th foreign 
factory. 


Sets up Lapping Department 


Norton Co. has established a new 
Job Lapping Department in its Grind- 
ing Machine Division at Worcester, 
broadening the company’s capacity to 
handle a large number of job lapping 
projects for the metals industry. 


Bell & Gossett Names 
Florida Representative 


George A. Israel has been named 
sales representative in Florida for Bell 
& Gossett Co., Morton Grove, III. 

He will cover the same area as the 
late John A. Pastor, with headquarters 
in Jacksonville. Mr. Israel had been 
Mr. Pastor’s assistant since 1946. He 
is a University of Florida graduate. 

Named assistant to Mr. Israel is 
| Roy H. Cogburn, Milwaukee School 
of Engineering graduate. 
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Practically every name on your list is a present or 
potential customer for hand tools and accessories. 
It's the experience, too, of Williams distributors 
that their customers are always in the market for 
tools that will do a better job faster, at less cost 
...and will stand up. That's why they are ready 
to say “yes” when you point out to them that 
Williams tools are correctly designed and expertly 
made of selected steels by experienced specialists 
Then clinch it by showing that the source of supply 
is nearby...in your warehouse 


NOW ADD THIS “PLUS”... 


To support your selling... consistent, colorful and 
factual advertising tells the Williams story to 
buyers in your market...directs them to you as 
the logical supply source. From the new 201 
catalog, you can get even more detailed product 
and application information. Be sure you have a 
copy by writing to us 


J. H. WILLIAMS & CO. 


508 Vulcan Street Buffalo 7, N.Y. 


WILLIAMS “SUPERRENCHES”—Preterred WILLIAMS CLAMPS— in a wide range of WILLIAMS tMPACT SOCKETS — 
for their balanced lightness, lack of patterns and sizes for all types of exceed every claim made for 
bulk and exceptional strength. Over 30 service. Drop-forged, heat-treated to them. Fit all power wrenches 


ne make them the strongest on the market. 7 square drive sizes. Over 500 


patterns with openings 3/16” to 3% 
sockets and accessories. 
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WHAT DO YOUR CUSTOMERS WANT 
MOST IN HACK SAW BLADES? 


SAFETY= 


L-O-N-G L-A-S-T-I-N-G 


SHARPNESS 





[Griffin | FRANKLIN, NEW HAMPSHIRE | 
‘ Seles Agents: JOMM M. GRAHAM & CO. Inc., 105 Buene Strect, Mew York 6. | 
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Jules Dahlgard 


Coe & Brown 
Adds to Sales Staff 


Jules Dahlgard has joined the sales 
staff of The Coe & Brown Co., New 
Haven. 

Formerly with other industrial sup 
ply houses, he has been selling in Con 
necticut for a number of years. His 
specialties have been cutting tools and 
powcr transmission equipment 


Cambridge Wire Cloth 
Names Evans President 


Edward N. Evans has been elected 
president of Cambridge Wire Cloth 
Co., Cambridge, Md. Clarence Ed 
ward Pink was named chairman of the 
board and chief executive officer. 

Also elected were: Fred L. Hooper, 
executive vice president; Harold E. 
Pink, secretary; and Nina E. Pink, 
treasurer. 

Mr. Evans has been with the com- 
pany 16 years. He served successively 
as general sales manager, secretary and 
treasurer and vice president and gen- 
eral manager. 

Clarence E. Pink has been presi 
dent since 1937, when he succeeded 
his father, the late Edward F. Pink. 
Between 1920 and 1927 he was secre 
tary and treasurer and general sales 
manager. 

Irwin F. Pink has been with the 
firm 31 years, lately as executive vice 
president. 


To Sell for General Dynamics 


General Dynamics Corp.’s Electro 
Dynamic Motor & Generator Divi- 
sion, Bayonne, N. J., has appointed 
William G. Hill as sales engineer for 
New England. He was formerly with 
George H. Dean, Inc., and the Uni 
versal Winding Corp. 














Here’s the big news in the hoist field — a genuine 
P&H Zip-Lift with rope control for only $199.50. 
That’s a price that will have ’em knocking at your 


door. 


Just look at these advantages: wire rope hoisting 
for wider side pull and greater flexibility; double 
brakes for double safety; and lasting drive mechan- 
ism for years of trouble-free service. What’s more, 
it’s guaranteed to withstand an occasional over- 


, 


load up to 25% more than rated capacity. 


There's profit for you 


when you sell " THRU-THE-AIR “ handling 











yl 


Yes, here’s the product to really cut you in on 
hoist profits. Don’t delay! Find out how you can 
share in the sales. Just drop us a note and we'll 
send you full information on the PaH Hoist Sales 
Plan. 


Also available with full-magnetic 
push button control 


ELECTRIC HOIST DIVISION 


HARNISCHFEGER 
CORPORATION 
MILWAUKEE 46, WISCONSIN 
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LOWELL 
SOCKET 
WRENCH 


REVERSIBLE RATCHET 


Easier, Safer, Faster to Use! 


1. Snap Ring 
holds socket more securely. Removed easily with 
nanow screw driver or any pointed object. 

2. All Steel Cap 
instead of cast. Collar press fitted and swaged to 
form one-piece integral unit with larger all steel 
bearing for much longer wear. Cap locked into ¥ Petri 
head by internal projection and screw. (Even with Leonard E. Pe eel 
screw lost and cap swung 90° parts cannot fall out.) 


3. High Tensile Alloy Handle 
4. New Tough Synthetic Finish 
5. Enlarged Hole for Lanyard 


U. S. Hoffman Names 
Sales Engineer 
U. S. Hoffman Machinery Corp., 
Syracuse, N. Y., has appointed 
Leonard EF. Petzinger as sales engineer 
eeeeeeeeeeeeneeeeee ee8 for the company’s Industrial Filtra 
tion Division in the Cleveland area 
° 4 | He will continue to handle the 
avol rie Cincinnati area where he has served 
s for the past year and a half, maintain 
. ing offices in both cities 
handle olished (he company has named John C 
p Walsh as superintendent of both its 


Syracuse plants. 





pipe with a 





WARNOCK 


SIMPLEX 


\\ STRAP WRENCH 
ALAN No man should handle 
; chrome, brass or nickel- 
plated pipe without astrap 
wrench, The Warnock 
Simplex is the simplest of 
strap wrenches. Its flexible 
woven strap provides soft 
contact but strong grip... 

scientifically curved nose John C. Walsh 
prevents denting. 

Equip your men with 
Warnock Simplex wrenches . , P 
...8ee them do more work Geo. Worthington 
and waste less material. Holds Outing 








I'he Geo. Worthington Co., Cleve 
land, entertained 2,000 guests at its 
annual employee picnic held recently 
in Euclid Beach Park. 

Feature event was the awarding of 

LOWELL WRENCH co. 102 door prizes which included elec 

VORCESTER 8. MASS trical appliances and sporting goods 
ra Other prizes were given the winners 
| of games and contests. 
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Pliable, non-kinking, free coiling... Columbian 
Rope saves wear and tear on those who handle 
it. . . because it is thoroughly lubricated for 
greater flexibility, less wear 

and tear on itself. Every 

hard-working foot is guar- 

anteed. 


COLUMBIAN ROPE COMPANY 

Auburn, “The Cordage City” N. Y. 
(\, TWINES Z 
> THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 
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£2 Great Packaging Ideas 


LOCK WASHERS IN 


1 COIN PAK 


2 NEW usa CARTON 


COIN PAK — Easier to stock, easier 
to handle . . . in all 8 Popular Sizes . . . 
(ASA Med. Steel—3/16",1/4", 5/16", 
3/8",7/16",1/2",5/8",3/4") 

COIN PAK — Machine Packaged to 
safeguard quality . . . eliminates link- 
ers, mixed sizes, foreign matter, 
COIN PAK — Costs No More... 
these 2 new Packaging Ideas are yours 
of no extra cost. 


COIN PAK — Sold Only through 
Recognized Distributors. 











ORANGEVILLE... 
TRUCKS 





‘Keep Loads Alive’ 


‘Make Heavy Loads Light and Light 
Loads Lighter’ 


The Orangeville line of floor trucks has 
been continuously added to and today is 
complete in a wide range of sizes and 
types. 

Designed for high quality and long service. 
Soaagovne offers all types for factory and 
warehouse service and » jal trucks built 
to order. The trucks illustrated for all 
round industrial and store use are typical 
of the many available from Orangeville. 


Distributors 
Your inquiries and orders will receive 
prompt attention. Be sure you have our 


complete catalog in your files for ready 
reference. 


ORANGEVILLE MFG. CO. 


ORANGEVILLE 6, PENNA. Since 1879 




















BIG ORANGE 
Shackles Have It! 


Aa 
w 


D 
Forged of Hi-STRENGTH STEEL 
Cain Strong 


Esha Tough 
ANCHOR Screw Pin SHACKLES 


and 
CHAIN Screw Pin SHACKLES 
Now Available in Sizes 
SELF COLORED or GALVANIZED 
Write for Literature and Prices 
MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 
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D. W. Wilson 


Eastern Representative 
Named by Taylor Chain 


The S. G. Taylor Chain Co., Ham 
mond, Ind., has named D. W. Wil 
son as sales representative for seven 
Eastern states. 

He will assist S. N. Morison, mana 
ger of the company’s Special Products 
Division of the Pittsburgh sales office, 
serving industry in Pennsylvania, New 
York, New Jersey, Maryland, Dela 
ware, West Virginia and Ohio 


| Hanson-Whitney Co. 
| Names Sales Manager 


Hanson-Whitney Co., Hartford 
Conn., has appointed Ralph Edwards 
as general sales manager for machine 
tools and Edward P. Cody as general 
sales manager for small tools and gages. 

Mr, Edwards is joining Hanson- 
Whitney after 20 years’ experience in 
the machine tool industry. Recently 
he was New York branch manager for 
the Keller Tool Co., Grand Haven, 
Mich. Before that he operated a ma- 


Ralph Edwards 















“OlC is a mighty fine company, and their 
products are just as fine as they are... 


says Mr. Alien York of 
Raub Supply Co., Lancaster, Pa. 


















Raub Supply Co. in Winchester, Va. Raub Supply Co. in Williamsport, Pa. 


Fa i, SP ig? wer g,* 
pa ~ % 





Raub Supply Co. in Harrisburg, Pa. Lancaster, Pa., home of Rave Supply Co. 


Large and small companies voice similar acclaim for OIC and OIC 
products. It has taken years of precision engineering, practical 
service and wholehearted co-operation for OIC to earn such praise. 
And continually, OIC adds to and improves its Long Line of 
Valves ... makes available extra co-operation and service. That's 
why supply companies prefer OIC. That's why an OIC distributor 
franchise has ever-increasing value! 


THE OHIO INJECTOR COMPANY ¢ WADSWORTH, OHIO 







THE LONG LINE OF VALVES 


FOUNDED 18683 


IRON & BRONZE, 
Va LVES |rorceo « casr stett, 


LUBRICATED PLUG VALVES 
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@ Purpose of this catalog is to help you and your 
customers select the right pump for the job. 


All types in the diversified line of Deming Pumps for 
industrial service are illustrated. Sectional views 
show features of construction. Performance tables 
simplify the problem of selecting the best pump for 
the specified need. 
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Here are 96 pages of useful information. Deming 
industrial Catalog 1-52 is yours for the asking. No 
obligation. Use coupon, or write, as you prefer. 


< 


THE DEMING CO., 511 Broadway, Salem, Ohio 


Please send free copy of INDUSTRIAL CATALOG No. I-52. 
PLEASE PRINT 


MY NAME 





COMPANY ; n! 





ADORESS m8 
ciTY ZONE ___ STATE ; wee T 
ee 
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Edward P. Cody 


chine tool business in Newark, N. J., 
for 15 years. He was with the Ma- 
chine Tools Sales Division of Pratt & 
Whitney for five years. 

Mr. Cody has been with the com 
pany since 1924. He held various posts 
in both sales and production and in 
1948 became sales manager. 

Finar A. Hanson, vice president, 
said the two new executive posts were 
set up because of company growth and 
increased need for specialized market- 
ing activities. 


Two District Managers 
Named by DeWalt 


DeWalt Inc., Lancaster, Pa., has 
appointed new district sales managers 
for its northern New Jersey and Con- 
necticut territories. 

Wallace M. Kunkel will handle all 
of New Jersey north of Trenton and 
Ross C. Stevens will direct sales in all 
of Connecticut plus Westchester and 
Putnam Counties in New York. 

Mr. Kunkel has worked as a copy 
writer for several New York City ad 


Wallace M. Kunkel 








“a 


The Cushman Power Chuck 
Catalog No. PO-651D covers 
our complete line of Air 
Chucks, Air Cylinders, and 
Accessories Cushman 
Manuvally-Operated Chucks 
are separately described and 
listed in Catalog No. 651D 
Either or both will be sent on 
request 


WORLD STANDARD 


r/ 


CONSERVE YOUR 
wai io 


YOU CAN’T MACHINE IT 
ECONOMICALLY UNLESS 
YOU HOLD IT RIGHT 


AIR CHUCK 
EQUIPMENT 


There is a correct type of standard or special 
chuck and jaw equipment for every chucking 
job. Cushman's background of experience in 
this specialized field can usually help you find 
it and thus save time and money, while fre- 
quently simplifying set-up methods. 


This is especially true in the comparatively new 
field of AIRCHUCKING. Cushman’s very com- 


plete line of Precision Air-Operated Chucks, 
High Speed Air Cylinders and Accessories, 
and the Cushman Power Wrench, offers almost 


unlimited possibilities in tooling for economy 
and speed without sacrifice of quality. Our 
engineers will welcome your problems. 


THE CUSHMAN CHUCK COMPANY 
HARTFORD 2, CONNECTICUT, U.S.A. 
Chucking Engineers Since 1862 


Manufacturers of 
AIR CHUCKS, CYLINDERS, and 
ACCESSORY EQUIPMENT + THE CUSHMAN 
POWER WRENCH + CUSHMAN MANUALLY- 
PERATED CHUCKS and FACE PLATE JAWS. 





ror PRE GCS he eR 
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in Process Clarifiers 


Under varying sludge loads, rake arms of this Process 
Clarifier sweep the 100 ft. diameter settling basin at speeds 
most ideal for sewage and water treatment. Lineal velocity 
of 10 ft. per minute must not be exceeded. Centered in 
the drive mechanism, powered by a 3/4 hp motor, a 
Winsmith Differential Gear Speed Reducer rotates the 
rakes at a consistent 1/30 rpm. 

“The Winsmith unit was selected primarily for its high 
available reductions within a compact case . . . quiet opera- 
tion, reliability,” says Process Engineers, Inc. “Some of our 
installations .. . have been operating continuously over 
the last four years without shutdown for other than nor- 
mal maintenance.” 

Rugged dependability and compactness have led numer- 
ous manufacturers to think of Winsmith first when they 
first think of speed reducers. It’s the most complete, fully 
standardized line of worm, helical and differential units 
within the range of 1/100 to 85 hp. 

Request Catalog 148 for details. 


WINSMITH, INC. 
12 Eaton St. 
Springville (Erie County), N. Y. 
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Ross C. Stevens 


vertising agencies, including McCann 
Erickson, Young & Rubicam and 
Fletcher D. Richards, where he was 
last employed. He is a graduate of the 
University of Missouri. 

Mr. Stevens was at one time a 
DeWalt dealer in Washington, D. C 
Later he worked as a salesman for an 
industrial chemical broker. Since 1950 
he has been selling for Certain-teed 
Co., roofing and gypsum product man 
ufacturer, in the Virginia and New 
York City and New Jersey areas. He 
attended Franklin & Marshall Col 
lege. 


Reliance Electric 
Adds Sales Engineers 


Reliance Electric & Engineering 
Co., Cleveland, has added three en 
gineers to its Cleveland, Buffalo and 
Detroit district sales offices 

They are: Donald L. Peterson, 
Cleveland, who reports to W. W 
Spanagel, district manager; David H 
Rush, Buffalo, reporting to C. B 
Allen; and John E. Harger, Detroit, 
reporting to J. L. Buell 

E. E. Helm, sales vice president, 
said the appointments were part of 
the firm’s program to increase tech 
nical sales and applied engineering 
service to users. 


To Sell for Scovill 


Scovill Mfg. Co., Waterbury, 
Conn., has appointed Metalec Sales, 
Inc., Detroit, to handle several of the 
company’s lines, including contract 
manufacturing for the main plant and 
the Oakville Co. division, forgings 
and automatic screw machine prod 
ucts. 


Raybestos Names Director 


S. R. Zimmerman, Jr., assistant 
general manager of the United States 
Asbestos Division, Raybestos-Man 
hattan, Inc., Passaic, N. J., has been 
named a director of the company 





Machine Tool Builders 
Visit Scully-Jones 


The management Club of Scully 
Jones & Co., Chicago, was host re 
cently to a group of representatives of 
machine tool builders from northern 
Illinois. 

Speakers were Paul Gruber and 
Robert Fisher, of The Cincinnati 
Milling Machine Co. and Cincinnati 
Grinders, Inc. The program included 
a plant tour, dinner and business meet 
ing. 

Also present were representatives 
of Barnes Drill Co., Greenlee 
Brothers & Co., The Ingersoll Mill 
ing Machine Co., Rehnberg-Jacobson 
Co., and Sundstrand Machine ‘Tool 
Co. 
























































Production Expanded 


Scully-Jones has expanded manufac , 
turing facilities for its line of chuck 


ing tools, officers announced. —t + — a 
VINCENT Dressers and Cutters 
for every grinding operation 











Yes, there’s real profit for jobbers in a stock of Vincent 
Dressers and Cutters... a fact that has been proven time and 
again during the past forty years by jobbers throughout the 
country. Here are a few of the reasons: 

Vincent Dressers have an exclusive design that minimizes 
costly dresser replacement and gives better dressings on 
every application. And, Vincent Cutters provide the exact 
degree of hardness that prevents teeth from breaking or 
from mushing over. They're heat treated right in our own 
plant—one of the three largest in the country. 

Added to these important features, Vincent Dressers and 
Cutters are available in sizes and styles to meet every 
dressing need. Combine these tangible selling points with 
the fact that the Vincent line has been continually advertised 
to your customers in leading trade publications, and you have 
Names Representative a sure-fire profit picture that's hard to beat. Why not 

Senter Elasteie Teale. New Beit investigate today? Vincent Steel Process Company, 
ee eee ee re 2424 Bellevue Avenve, De Detroit 7, Michigan 


Conn., has appointed Erhardt W 
Kunert to the North and South Caro 


lina territory working out of the New | Vi NCE 
Britain office | 

A Navy veteran, Mr. Kunert worked 
for an insurance firm before joining 


Stanley. 

Other recent changes in the Stan 
ley organization are: 

Robert W. Brandt, formerly cover- 


ing North and South Carolina, trans- ' 1909 
ferred to the Texas and Oklahoma SINCE © 


tensibany; Designed — Built — Merchandised 


Martin A. Rouse, formerly in Mas 

sachusetts and Rhode Island, retired ° 

after 25 vears service; fe) fe fe) .@ | better job. , Biel the user—for you 
Robert Lee, assigned oD Cover | Producers of * HSS TOOL BITS * CONICAL CUTTERS AND HOLDERS * DIAMOND 


Rhode Island in addition to his pres- 
ent territory DRESSING TOOLS + TUBE CLEANER CUTTERS * HIGHWAY SURFACER CUTTERS 


Erhardt W. Kunert 


Stanley Electric Tools 
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These Brand Names Spell PROFIT 
for Shaw&at" Distributors! 








The industry-wide use of these high-quality 
hoists and other lifting specialties is due to: 


Advanced engineering and operational features 


Standardization and mass production methods 
that permit our Distributors to carry adequate 
stocks for fast delivery to customers 


A firm sales policy that clearly defines the 
Distributor's responsibilities and privileges as 
well as our own 


An in-plant training program that teaches 
Distributors’ salesmen all about our manufac- 
turing techniques, products, and applications 
— plus local meetings and sales help by our 
field organization 











Consistent advertising, reinforced with effec- 
tive promotion materials and sales tools 


The time, effort and money-saving advantages 
which our Distributors’ salesmen so capably 
demonstrate to prospective buyers 


A profit margin that makes ‘Shaw-Box"’ Load 
Handling Equipment highly desirable to sell 


Every “Shaw-Box" Distributor is backed by the 
resources and facilities of a company with more 
than 66 years of experience in building load- 
handling equipment exclusively. Their top-level 
salesmanship has contributed substantially to 
the wide acceptance of ‘Load Lifter’, ‘Budgit’, 
‘Tugit’, and ‘TipiT' as synonyms for the best in 
load-handling equipment. We pledge our con- 
tinued co-operation to insure the future success 
of all “Shaw-Box" Distributors in selling our line 
profitably. 























j 
MANNING, MAXWELL & MOORE, INC. 
ae Shaw-Box Crane & Hoist Division 
Milt MUSKEGON, MICHIGAN 
o 


ion Builders of “Shaw-Box" and ‘Load Lifter’ Cranes, ‘Budgit’ and ‘Load Lifter’ 
Hoists and other lifting specialties. Makers of ‘Ashcroft’ Gauges, ‘Hancock’ 
Valves, ‘Consolidated’ Safety and Relief Valves, and ‘American’ Industrial 





Instruments 





ees sad 
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BACK FROM KOREA, Col. Charles 
C. Corbin, president of Corbin Sup 
ply Co., Macon, Ga., takes over his 
desk after Air Forces tour. 


Macon, Ga., Distributor 
Plans New Building 


Corbin Supply Co., Macon, Ga., is 
planning a new office and warchousc 
in the industrial area at Poplar and 
10th Sts. 

It will be a one-story, 62 by 162 ft 
structure of concrete block, faced with 
red brick. To the rear will be a 60 by 
95 ft. auxiliary warehouse for stecl 
pipe, carload shipments and inflamma 
ble materials. 

A mono-rail system will handle 
heavy materials, with a swing beam 
to unload car lots of pipe and steel 

The facilities were designed by Col 
Charles C. Corbin, company presi 
dent, Construction will start soon. 

Col. Corbin returned recently from 
Korea, where he served a tour of duty 
as a base group commander. 


Geo. D. Roper Corp. 
Names General Manager 


I’. R. Dickerson was elected vice 
president and general manager of the 
Pump Division, Geo. D. Roper Corp., 
Rockford, IIl., at a recent directors’ 
meeting. 

Other officers and executives named 
were: C. R. Ochler, treasurer; L. R. 
Jensen, operations vice president; J. H. 
Makenson, vice president and general 
manager, Appliance Division; E. C. 
Sorby, vice president in charge of 
trade and public relations; H. D. 
Weigel, general manager, Ordnance 
Division; C. A. Miller, controller; and 
W. F. Hinz, assistant treasurer. 

Mr. Dickerson has been general 
manager of the company’s Pump Di 
vision since 1951. He started with 
Roper as a sales engineer in 1936 and 
became sales manager in 1948. 








DISTRIBUTORS 


find fast turn-over... steady repeat business 


Here is one of the fastest moving lines you can handle. Your 
customers and prospects have thousands of manufacturing 
uses for various tapes. Handling the DUTCH BRAND Line 
means extra sales. There are Masking tapes, both flat and 
crepe back in regular and extra strength, cloth back tapes, 
double tack tapes, and a complete line of electrical insulating 
tapes. Tapes are consumed and steady repeat business results. 
Distributor arrangements give you an ideal setup for profit- 
able tape business. 


It will pay you to discuss tapes 
and their possibilities with a 
DUTCH BRAND salesman. 


FOR MASKING 
FOR INSULATING 
FOR HOLDING 
FOR SEALING 

FOR SPLICING 
FOR REINFORCING 


FOR PROTECTING 





VANCLLEEF BROS. [NC. 


Manvuiecturers of Rubber Products 


DIVISION oF Johns Manville 


7800 WOODLAWN AVE. . CHICAGO 19, ILLINOIS 
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SPACE-SAVING ... RUGGED 
FOR UNLIMITED INDUSTRIAL APPLICATIONS 


Hardened “ZEROL” gears 

Matched pairs of gears run in before assembly 

Double shielded ball bearings throughout 

Provision for re-lubrication if necessary 

Choice of four or five mounting faces 

High load capacity 

Long service life 

Compactly designed and rigidly constructed for guaranteed 
industrial service. 


lg and 1 H.P. at 1800 R.P.M. with 250 and 750 in. Ibs. 
static torque, with two or three shaft extensions. 


’ 


DISTRIBUTORS’ INQUIRIES INVITED 


A few choice territories now available. If interested, write for complete 
details of our Distributor Policy 


rou, Yar, or 


84 EMERALD ST. KEENE, N. H., U.S.A. 


Also Manufactured and Sold Through Distributors 
in Canada by H&R Arms Co., Ltd., Montreal, P.Q. 
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E. G. Brown, Jr. 


J. H. Williams & Co. 
Names Representative 


E. G. Brown, Jr., has been ap- 
pointed factory sales representative for 
J. H. Williams & Co., Buffalo, cover- 
ing eastern and southeastern Pennsyl- 
vania and Maryland except for Balti- 
more, 

Recently he had been assisting 
J. J. McCann, Philadelphia district 
manager. 


Whitney Chain Co. 
Assigns New Posts 

Whitney Chain Co., Hartford, 
Conn., has transferred T. Wayne 
Gehan from San Francisco to Los 
Angeles and appointed Donald E. 
Boose as power transmission sales en- 
gineer at Los Angeles 

Mr. Gehan was assigned to the Chi- 


| cago office as power transmission sales 


engineer before coming to San Fran- 
cisco. At one time he worked for the 
Edward D. Malty Co. in Los Angeles. 

Mr. Boose joined Whitney Chain 


T. Wayne Gehan 





SIGN OF BEST SELLERS 


eee The product that’s known best is the one that 
. sells best. Every month in the year, hard-hit- 

ting advertising in top industrial magazines 

hammers home the story of CINCINNATI su- 

periority. Cash in on this ready-made market 

for electrical tools backed by a 50-year record 

of outstanding service to industry. Send today 

for Catalog 53-LE of THE CINCINNATI line 


SIDE HANDLE 
TYPE DRILLS 


Dependable, heavy-duty operation in 
large or small shops. Heat-treated alloy 
steel gears, running in grease-tight 
compartment. Ball bearing armature 
shaft; ball thrust bearings on drill spin- 
dle. Two-pole self-releasing trigger. 
Universal motor for AC or OC, 25 to 60 
cycles. Capacities: 36”, 42”, 98”, %”, 
%”, 1”, and 142”. 


Heavy duty, rugged for trouble-free service. 
Ball bearing armature shaft; ball thrust bear- 
ings on drill spindle. Heat-treated alloy steel 
gears, running in grease-tight compartment. 
Capacities: 44”, 5/16” or 38”. Universal mo- 
tor for AC or DC, 25 to 60 cycles. 


6°’ PORTABLE GRINDER 


Designed for grinding rough cast- 
ings, welded metal, all buffing and 
polishing. Ball bearings mounted 
in dust-proof housings. Patented 
overrunning clutch eliminates vi- 
bration ond chatter. Universal 


BENCH AND 
motor for AC or DC, 25 to 60 cycles. 


PEDESTAL 
GRINDERS 


Sturdily built and well engineered; designed to boost 
production in shops of every typs. Fully enclosed 
motor and ball bearings in dust-proof housings. Fur- 
nished in 6”, 7”, 8”, 10”, 12”, 14” and 19” sizes. 
Snagging grinders up to 24” size. 


BALL BEARING 
TOOL POST 
GRINDER _ Efficient grinding on lathe centers, cutters, 
reamers, rolls and dies. Mounts on compound rest 
of any lathe with 9” swing, or larger; and grinds 
within 242” of maximum swing. Grinder can be 
swiveled around camping bolt; spindle height 
easily changed. Adjustable motor mount to main- 

tain belt tension. 


BUFFING AND 
POLISHING LATHES 


AIR MASTER 
DUST COLLECTOR 


Perfect protection against dust 
and abrasive grit for men and 
machines. Trapped as they 
leave the wheel, flying particles 
are filtered out by fabric and 
steel wool bags. The AIR MAS- 
TER is a self-contained unit— 
rugged and dependable in every 
detail. Sizes to fit any grinder or 


Engineered for continuous heavy 
duty service. High-grade steel mo- 
tor shaft, accurately ground to 
size; locking device for changing 
wheels. Four deep-groove ball 
bearings, in dust-proof housings, 
locked to shaft to provide end 
thrust and eliminate wear. Fur- 
nished in all sizes from 4% H. P. 
to 15 H. P. 





THE CINCINNATI ELECTRICAL TOOL CO. 


Division of The R. K. LéBlond Machine Tool Co 
CINCINNATI 8, 


2686 MADISON ROAD 
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Now...capitalize on big demand 
to CARBOLOY:. 


MASONRY 
DRILLS 








No packing! 
No stalling! 








Stock and sell this 
great open-line item! 


Millions of portable electric drills are in 
use in home and industry. Right now, 
from this huge market, there’s a tre- 
mendous demand for Carboloy “Live- 
Spiral” Masonry Drills —the carbide- 
tipped, rotary-type drills that zip thru 
any masonry fast and clean. 

This demand is mushrooming. The 
Carboloy organization is vigorously ad- 
vertising these drills to industry, to 
building tradesmen, to hardware deal- 
ers and home-workshop men in nine 
major publications and by direct mail. 

Cash in on this natural money maker. 
Carboloy “Live-Spiral” Masonry Drills 
are priced for profits and quick turn- 
over! Attractively packaged for quick 
sales! Engineered for phenomenal 
results! 

Send coupon for resale proposition 
and merchandising details. Drills avail- 
able in kits or separately in plastic tubes. 


Light-Duty 
Anchoring Kit 


Contains 4 Carboloy “Live- 


Spiral” Masonry Drills 
Me”, 4%", Ya”, 

1,” chuck. Suggested list 
7.70 


all fit 


price 


Heavy-Duty 
Anchoring Kit 


Contains 3 Carboloy “Live- 
Spiral” Masonry Drills... 4”, 
a”, 4” fit '4” chuck. Sug- 
gested list price $10.20 


Handy Man Kit 
Contains 3 Carboloy “Live-Spiral” 
sonry Drills ... 4”, %”", 1%” ... fit 4” 
chuck. Suggested list price $6.65. 


Carboloy”’ and “Live-Spiral”’ ore registered trademarks of 
the Carboloy Department of General Electric Company 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC ComPAnY 
11131 E. 8 Mile Bivd., Detroit 32, Michigan 


Rush me resale proposition and descriptive folder without obligation. 


MAIL 
yuo) e7\ 4 
FOR 
FULL 
paving “Oe 


City Zone State 


Nome NN» en 





Company 








- 
| 
| 
| 
| 
| 
l 
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Donald E. Boose 


in April. Previously he had worked 
for power transmission manufacturers 
as a sales engineer. 

Company officers said the Los An 
geles office will continue as engineer- 
ing sales and service outlet for the 
complete Whitney line in Southern 
California and Arizona, with facilities 
for emergency service to all Pacific 
Coast points. A. J. Swisler is manager. 


Electro Refractories 
Honors Employees 


Veteran employees of Electro Refrac- 
tories & Abrasives Corp. were honored 
at an annual service award dinner re 
cently in Buffalo, N. Y. 

Gold emblem rings were presented 
to Milton H. Berns, refractories divi 
sion sales manager; Orrin W. Potter, 
Minneapolis sales representative; and 
Frank Sparceno, grinding wheel in 
spector, all with 20 years ‘service. 

Grant S$. Diamond, company presi- 
dent, who was observing his own 30 
year anniversary with the company, 
made the presentation. 


Lindquist Hardware 
Names Representative 


The Lindquist Hardware Ceo., 
Bridgeport, Conn., has appointed John 
W. Crowther a sales representative for 
New Haven County. 

He was formerly with The John | 
Bassett Co. 


Elected by 3M Subsidiary 


National Advertising Co., subsidi 
ary of Minnesota Mining & Mfg. Co., 
Waukesha, Wis., has elected James L. 
Hayes as president, succeeding Her 
bert P. Buetow, recently named presi- 
dent of 3M. He is the former presi- 
dent of Inland Rubber Co., also a 3M 
subsidiary. National Advertising spe 
cializes in highway signs. 





All you need do is take a close look at the threads on a 
Bethlehem Bolt, and you ll see why these bolts are so good 
to use. Bethlehem Bolts have threads which are clean and 
smooth-fitting. They're the kind you can count on for 
quick, accurate assembly. 

And good threads are not the only advantage of Bethle 
hem Bolts. They have straight shanks, and smooth-sided 
heads which are easy for the wrench to grip. What's more, 
Bethlehem Bolts come in a wide size range, covering 
virtually every requirement. 

If you use bolts in your business—no matter what the 


type, size or quantity—we're at your service. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 


Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 
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- ome < nab? 


... machinery secu 


Threaded “Multi-Unit” 
Machine Bolt Anchor 


complete expansion before 


Permits 
work 
fastened. Made of 
hard tir alloy 
lead alloy 


coulked, soft 


retainer 


rings. 


deepest irregularities 


hole withe 
creased holding power 


from wedge action of zinc collar. 


selector chart 


Whot you and your custo 
mers wont to know: the 
tiaht oncher to use, how 


mony what size 


s lifted into place and bolt 
alternating 
collars and soft 
When 
lead flows to fill 
of anchor 
ut crushing masonry. In 


results 


DESIGNED FOR 
ULTIMATE HOLDING POWER 





sole working lood 
masonry classification 


244 


Send for yours! 
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U.S.S. Threads 
—Bolt Head Out 
of Hole—Used with 
any standard ma- 
chine bolt or 
threaded rod for 
anchoring in all 
types of masonry. 


Other quality 
products by U.S.E. 
Machine Bolt and lag 
Shields — Caulking-type 
ond Wood Screw Anchors 
— Toggle Bolts —Turn- 
buckles—Wire Rope Clips 
ond Thimbles— Pipe 
Clomps— Masonry Drills. 

SOLD THROUGH 
DISTRIBUTORS ONLY 


NEW SALESMAN, Robert Robert 
son, Ellsworth Steel & Supply Co., 
Stratford, Conn., gets an early start for 
his calls on the territory 





Worthington Names 
Training Manager 

Worthington Corp., Harrison, N. J., 
has appointed O. B. Wert as manager 
of the technical data and_ training 
section of the company’s Air Condi 
tioning & Refrigeration Division. 

He has been with the division and 
its predecessor, the Carbondale Ma 
chine Co., since 1929. In his new 
post he will direct preparation of price 
manuals and other educational mate 
rial and will set up training courses for 
distributor personnel 


Marks 25th Anniversary 


Harry E. Sargent, sales engineer for 
Worthington’s San Francisco district 
ofhice, recently completed 25  vears’ 
service with the company. After work- 
ing at the Holyoke, Mass., and Har- 
rison plants, he came to San Fran 
cisco as assistant Pacific Coast man 
ager of the Marine Division in 1944 
and became manager in 1945. Since 
1946, he has specialized in sales to 
the petroleum industry and utilities 


To Expand Plainfield Works 


Worthington will spend more than 
$1,000,000 expanding and moderniz 
ing its Plainfield, N. J., works during 
the next eight months, company ofh- 
cials announced. The project is ex- 
pected to increase by one-third the 
production of construction equipment, 
positioning machines and industrial 
mixers. 


To Sell for Parker 


Parker Appliance Co., Cleveland, 
has appointed Snyder Co., Odessa, 
Texas, to handle the company’s prod 
ucts for the oil industry im the terri 
tory 








L. B. McKnight 


L. B. McKnight Named 
Chain Belt President 


Chain Belt Co. of Milwaukec 
elected L. B. McKnight as president 
and chief executive officer succeeding 
J. C. Merwin, now chairman of th« 
board. 

Executive vice president since 195] 
Mr. McKnight joined the company in 
1927 as sales manager of a subsidiary, 
Stearns Convevor Co. in Cleveland. In 
1932 he joined the parent compan 
staff in Milwaukee and has since held 
management posts in sales and market- 
ing. In 1948 he became vice president 
and director 


has 


J. C. Merwin 





To Handle Ready Line 


The Di Eugenio Tool Center, Pho 


nix, Ariz., was recently named exclu 
sive representative in Colorado, New 
Mexico and Arizona for The Read 
lool Co., Bridgeport, Conn 














HACK SAWS — BAND SAWS 





AT THESE 


BARNES 
Features... 


Special equipment 


assures perfect welds. 


Controlled anneal pro-e 
vides flexibility and 
strength. 


A well-known name, a top-quaiity 
and outstanding service 
add up to repeat sales and con- 
tinuing profits for Barnes Distribu 
Barnes Welded Band Sows, 
Arc Line 100-foot Coils and Ran 


product 
Consistent quality —rigid 


inspection, 
tors 


dom Coils—can always be de @ Tailor-made to exact 

pended upon to give full customer 

opttiiiaiien length—NO SCRAP, 
@ Prompt delivery from 


local Distributor's stock. 


Barnes Band Saws are available 
3 ways: Welded Bands,/Are\Line d 
100-foot Coils, Random Economy f 


Coils. 


YOUR 
INDUSTRIAL 
DISTRIBUTOR 


SO vn creme cent 


1297 TERMINAL 








Me 
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BLUE DEVIL 
SOCKET SCREW PRODUCTS 


Key to the growing demand 

for these precision made Blue Devil 
fasteners is the strong emphasis a 
we place on design — modern, William F. Jenkins 
functional, right for every require- 
ment. They belong in your 
design picture, too! Butterfield Division 


Names Sales Manager 


William I. Jenkins has been named 

Cap SscREws sales manager of the Butterfield Di 

‘ heads 5 

quretge an sma) ature better, vision of Union Twist Drill Co. with 
ne! . ; factorics at Derby Line, Vt., and Rock 

Island, Ouc 

He succeeds L. H. Laythe who con 
tinues as office manager and sales con 
sultant. 

Blaine ‘T. Hall will assist Mr. Jen 
kins in sales promotion and advertis 
ing and James ‘TT. Mckadgeon be 
comes manager of the newly organized 
customer service department 


Norton Names Five 
To Outside Sales 
Norton Co., Worcester, Mass., has 


announced Sve appointments and one 
retirement on its outside sales staff. 


Allen C. Moore, formerly of the 


A 
‘ Su Detroit office sales engineering depart 
ment, has been named abrasive engi 
necr in the western Michigan area 
PIPE PLUGS 


succeeding Stewart J. Bell, retiring 


SET SCREWS =o protruding after almost 40 years with the com 
Supplied with heads. Precision pany. 
threads 


round th eads assure an , _ . 
PLAT HEAD frown 94” osm: excellent dry seal. Harlan W. Cobb, office manage 
A. 4 SCREWS (ow re Oe eroeet at Cleveland, will become a field engi 


STRIPPER BOLTS with An Aa Be : neer covering the Cleveland area. 
. Philip H. Threshie, formerly field 
lip ireshie, formerly fel 


to per: engineer on the West Coast, has been 

uk tentenies ' appointed abrasive engineer covering 

asrgager more the San Diego area and the state of 

Arizona 

I'wo recent graduates of the sales 

training course, Robert P. Cooper and 

Robert N. Hamilton, have been 

named field engineers and assigned to 
SOCKET SCREWS EXCLUSIVELY! the Los Angeles area. 


Mr. Bell has been western Michi 

lowing a period as office manager of 

. the Detroit warehouse. Before that 
6500 Avondale Avenue + Chicago 31, Illinois he was assigned to the Worcester and 


New York City offices 


amper pr +o 
stripping elimi- 
nated. 





SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 
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Yes, real estate men, along with architects, 
engineers and plumbing and heating contractors, 
know that radiant heated properties are easier to 
rent and sell, command a maximum figure, reduce 
tenant and owner turnover, and minimize main- 
tenance, cleaning and decorating costs. 

Looking at it from either the owners’ or ten- 
ants’ side, it’s easy to understand. Uniformly 
comfortable heat with no hot or cold spots, warm, 
draft-free floors to protect the health of the 
family, cleaner air, complete freedom of decora- 
tion from unobstructed wall and floor space... 
all add up to good reasons for mutual satisfaction. 

Investment-wise, too, stee/ pipe encourages the 
use of popular radiant panel heating, in one or 





since we have invisible heating 
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in our new development!” 


hundreds of dwellings. For in this single heat 
transmission medium is blended the advantages 
of economy, formability, weldability, and dura- 
bility . . . all backed up by more than 60 years of 
proved performance in conventional hot water 
and steam heating applications. 

That's why, for radiant panel heating, snow 
melting and other applications stee/ is the most 
widely used pipe in the world! 

2 > ue 

A free 48 page color booklet, “Radiant Panel 
Heating with Steel Pipe”, is still available. A new, 
free companion booklet, ‘Snow Melting and Ice 
Removal Systems” is also ready! Ask for one or 
both, without obligation. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 








Mr. Moore, a graduate of George 
town University, entered the Norton 
. sales training program in 1951. He 
it 7 easier to sell has been a grinding engineer for the 
past vear 

Mr. Cobb has been office manager 


W t 7 t pA \ S at the Cleveland warchouse since 
1947. He also handled field engineer- 
ing work 

; Mr. ‘Threshie has been a West 

a — - ee age engineer since completing 

they’re GUARAN 4 EED the sales training course in 1952. Be 
fore joing Norton, he was assistant 

purchasing agent for Acushnet Process 

Co., New Bedford, Mass. 

to last eec0e Mr. Cooper, a University of Michi 

gan graduate, was an army officer in 

both World War II and Korea. Mr. 

Hamilton was an instructor at Wor 

WITT CANS are guaranteed to outlast 3 to 5 ordinary cester Polytechnic Institute before 

Cans. Their ruggedness ...over the years...fairly shouts joining Norton in 1948. He recently 

the value and economy that users everywhere understand. completed a tour of duty as a Nav 

WITT quality that is evident on inspection plus customer licutenant. 

satisfaction that follows each purchase makes every WITT 

CAN another salesman added to your staff. Here are just Office Managers Named 

a few models it will pay you to stock: Norton Co. has appointed two new 

office managers, Edmund H. Gagnon 

at Cleveland and Everett M. Story 

ASH AND GARBAGE CANS at Hartford, Conn. 


& PAILS: Five Can sizes: 12%, He | With the company since 1936, Mr. 


16, 20, 27 and 33 gallons capacity. : 
Garbage Pails: four sizes: 5, Gagnon has worked in order service 
6-3/5, 5% and 10 gallons capacity. @& and sales offices. He has been deputy 


chief of the Norton Fire Department 
for several years. 

Mr. Story joined the company in 
1942. Since 1943, he has been con 
nected with the Abrasive Sales De 





partment. He has been active in local 
government in the town of Paxton, 


Mass 


OILY WASTE CANS: 


Standard equipment in leading indus- ‘2 Of ‘ 
trial plants. Made in 7 sizes, 5 to 30% GE Names Alaska Agent 
gallons capacity with hand and foot- General Electric Co., Schenectady 
operated covers. Approved and labeled . . ; d 
by Underwriters’ Laboratories, Inc. has appointed its first agent dis 
= Associated An amyl Mutual Fire tributor of apparatus products in 
ee Alaska, the Northern Commercial Co. 


It will stock small equipment in five 
Alaskan cities, backed up by service 
from Seattle, Wash. 








ROLLER CANS: Ideal for storage and 
handling of liquids and solids. Three 
sizes: 20, 27, 33 gallons capacity. Can be 
furnished with -— or corrugated 
bodies, iron or rubber wheel casters, and 
regular or flat covers 





OTHER WITT PRODUCTS: Underground 
Garbage Receivers, Hooded Cans, Hoist- 
ing Cans, Mopping Pails, Extra Large 
Refuse Cans, Can Dollies and specially 
designed Cans. WRITE FOR FREE 
CATALOG 


WITT CANS HAVE THE “RIGHT” ANGLE 


“Originators of the THE WITT CORNICE COMPANY MACHINE TOOL sales are L. Pollard’s 
Co., 


Corrugated Con” = 211) WINCHELL AVE, CINCINNATI 14, OHIO — = Nelson Hardware 
OANIOKC d 
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TOP QUALITY YZ 
C-O-TWO FIRE EXTINGUISHERS 


DRY CHEMICAL TYPE 


Convenient 4, 20 and 30 pound hand 
sizes . . . no syphon tubes or valves 
within the cylinder to become clogged 
or inoperative . . . discharge hose 
and squeeze type discharge nozzle 
remain empty until actuation takes 
place . . . one piece removable top 
assembly. Also, convenient 150 pound 
wheeled size . . . sturdy, wide-faced 
wheels . . . discharge hose and two 
position discharge nozzle having soft 
or solid stream fully enclosed in pro- 
tection casing . . . footrail and dual 
bor handle provide easy inverting 


MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 


Squeez-Grip Carbon Dioxide Type Fire Extinguishers 
Dry Chemical Type Fire Extinguishers 
Bullt-in High Pressure and Low Pressure Carbon Dioxide 
Type Fire Extinguishing Systems 
Bullt-in Smoke and Heat Fire Detecting Systems 


CARBON DIOXIDE TYPE 


Convenient 2%, 5, 10, 15 and 20 pound hand 
sizes . . . discharge horn non-conducting, corro- 
sion resistant, shatterproof, non-metallic construc- 
tion. Also, convenient 50, 75 and 100 pound 
wheeled sizes . . . available with sturdy, wide- 
faced wheels either with or without rubber tires, 
as well as available with or without discharge 
hose and horn protection cover. 


@ Top quality backed by experienced engineering results in operating superiority 
over the years with the world famous C-O-TWO Squeez-Grip Carbon Dioxide Type 
Fire Extinguishers as well as the newer C-O-TWO Dry Chemical Type Fire Extin- 
guishers. Furthermore, modern manufacturing facilities and extensive field testing, 
together with approvals such as the Underwriters’ Laboratories, Inc., Factory Mutual 
Laboratories and Government Bureaus make your sales profits free from the headaches 
of frequent returns and bothersome service calls. 

With C-O-TWO Squeez-Grip Carbon Dioxide Type Fire Extinguishers the pene- 
trating carbon dioxide is a clean, dry, non-damaging, non-conducting inert gas... . 
smothers fire in seconds, leaves no after fire mess . . . highly effective on flammable 
liquid and electrical fires, as well as some surface fires involving ordinary combustible 
materials. The C-O-TWO Squeez-Grip Valve is the greatest single contribution to 
the releasing of carbon dioxide for first aid fire fighting . . . just squeeze lever to open 

. release to close. 

With C-O-TWO Dry Chemical Type Fire Extinguishers the heat-shielding dry 
chemical is a non-conducting, non-abrasive, non-toxic, finely pulverized powder com- 
pound ... blankets fire instantly . . . exceedingly effective on flammable liquid, gas 
and electrical fires, as well as surface fires involving ordinary combustible materials. 
The exclusive inverting design renders constant free flowing dry chemical, assuring 
faster, more effective and complete discharge. 

Both types of C-O-TWO Fire Extinguishers can be steady sales to industrial 
plants the year round, with special attractions added each spring during Clean Up 
Week and likewise in the fall during Fire Prevention Week. Talking C-O-TWO Fire 
Extinguishers can be a good door opener as well as one of the topics of conversation 
most anytime you make a sales call. Contact us today for complete free information 
on these top quality, “stay sold” fire extinguishers .. . it will be worth your while 
to get all the facts. 


C-O-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 + NEW JERSEY 
C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * TORONTO 8 * ONTARIO 
Sales and Service in the Principal Cities of United States and Canada 


AFFILIATED WITH PYRENE MANUFACTURING COMPANY 
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PROFIT 
ITEMS 


No. 707F — 602 


O Seu 


FLEXIBLE 
SPOUT 
Pistol Oilers 


with 7”, 10", 13” spouts 
Reaches anywhere; delivers a drop or 
stream. Non-tip base. Asbestos pocked 
spout. Threaded brass tip. Seamless 
steel body. Holder available 


No. P708 





Pistol Oilers \ 


6 oz. to 2% pt. sizes 
Hydraulic pump. One piece seamless 
body. Large filler opening. Non-tip 
bose. All ports guaranteed. 


FLEXIBLE 
SPOUT 


Supply 
Cans 
1, 2, 3, 5 Gallons 
For industry, outboard motors, gasoline 
power equipment. 9” flexible spout 
with cap. Chain for spout cop and 
filler opening available. Red, bive, 
gray, aluminum. 
ALSO FAMOUS “GEM” BENCH OILERS 
Send for Complete Catalog 
MANUFACTURING 
CORPORATION 


Goebel Street 
33, PAL 








Distributor-students and their manufacturer-teachers prepare to hear a discussion 


on “Coupling Design and Theory 
y The Falk Corp., Milwaukee 


Lhe second of a series of three sales 
traiming seminars was completed by 
The Falk Corp., Milwaukee, recently, 
with eighteen distributors in the 
graduating class. 

Instruction in every aspect of Falk 
A dinner at 
Club con 


products was featured 
the Milwaukee Athleti 
cluded the sessions. 
attending included James J. 
Spaulding, Jr., and Harold Harris, 
Spaulding Electric Co., Detroit; Her 
bert L. Patterson, Crawford & White, 
Inc., ‘Terre Haute, Ind.; Al Beaty, 
Beaty Machine Works, Keokuk, lowa; 
Harry Sherwood, Hewitt ‘Transmission 
Co., Neenah, Wisc.; Norman M. Os 
born, ‘Transmission Equipment Co., 
Pittsburgh; John C. Whitworth, 
Bonne ‘Terre Farming & Cattle Co., 
Bonne Terre, Mo.; Adam FF. Gall, 
Charleston Electrical Supply Co., 
Charleston, W. Va., John R. White, 
Crawford & White Inc., ‘Terre Haute; 
Donald E. Mosley, Bitco, Inc., Spo 
kane, Wash.; Walker Wellford, Jr., 
J. E. Dilworth Co., Memphis, ‘Tenn.; 
Karl Valmore, Meier ‘Transmission 
Supply Co., Cleveland 

Richard G. Williams, Bickford & 
Francis Belting Co., Buffalo, N. Y.; 
Edward R. Patton, Dodge-Newark 
Supph Co., Inc., Newark, N. J.; I 
Lewis, Enslow Machinery Co., Hunt 
ington, W. Va.; Peter J. Gherra, 
Dodge-Chicago Industrial Equipment, 
Chicago; and, Alan F. Williams, 
Southern Pump & Supply, Inc., 
Tampa, Fla 

On the second evening of the train 
ing session the entire group attended 
the doubleheader between the Braves 
Phillies at the Milwaukee Municipal 
Stadium 


rhose 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 


' at the recent three-day training session sponsored 





Name Maewhyte Executive 

John W. Goodwin has been ap 
pointed purchasing agent for Mac 
whyte Co., Kenosha, Wis., 
the late Charles P. Lamich. 


succe¢ eding 





The Packaged 


MUSIC WIRE 
Thiet Sells! 


Precision 


Brand 
anes wi er 








@ The only “tangle free” pockage 
in the market. Wire is simply drawn 
from center of patented carton as 
required. Easy to stock and use — 
saves time. A fast seller with the 
quolity that builds sales. Packages 
marked with size, weight, and gauge. 
The wire is highly polished and ex- 
tremely tough. Used for springs for 
tool and die makers, factory and 
machine shop, and scores of other 
applications. Cellophane wrapped. 


Wore Sales rection 


@ Shim Stock — packaged in dispenser cortons 
for over-the-counter sales. Available in brass, 
steel and stainless. 


@ Feeler Stock — another packaged item cello- 
phane wrapped for moisture protection. 


PRICES AND DISCOUNTS ON REQUEST 


PRECISION 
STEEL WAREHOUSE, Lis 


Manufacturing Division 
4401 W. Kinzie St Chicago 24, Ill 





ARMSTRONG 


TOOL HOLDERS... 


for the toughest steels! 


The “Armstrong System” provides special ARMSTRONG TOOL HOLDERS 
for ARMALOY (cast alloy) and for ARMIDE (carbide-tipped) cutters. With 
these modern cutting tools, the toughest and hardest steels are easily mo 
chined. Far heavier feeds and the extremely high cutting speeds become 
practical (300 f.p.m. with ARMALOY cutters; 600 f.p.m. with ARMIDE cutters). 
Delays for tool re-grinding are reduced to an absolute minimum-—edges hold 
up to 100 times as long. 


Industrial Distributors can increase profits by selling the complete System 
of Tool Holders, not just individual tool holders . . . by selling the correct 
types for all operations, the correct sizes for each job . . . by selling the 
correct bits, blades and cutters for each material and cutting speed. 


ARMSTRONG BROS. TOOL CO. 


"The Tool Holder People” 
WRITE FOR CATALOG 5205 WEST ARMSTRONG AVENUE 7 CHICAGO 30, U.S.A. 
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PARKER VISES © 


America’s First Vise Maker 


Here are 
2 of YOUR 
6 BIG 
Selling 
Points 
io 


1—STEEL JAW CONSTRUCTION 


The vital part of any vise — the 
steel jaw. A rigid jaw is abso- 
lutely necessary in order to hold 
work properly. However, the vise 
is worthless, if when worn, the 
jaws cannot be renewed. With the 
Parker construction, two straight 
pins (not tapered) are driven into 
the drilled holes and polished off. Thus the jaws are 
just as rigid as though they were cast on. By driving 
the pins out, the jaws can be replaced when worn at a 
small cost. The entire top of the vise is covered with 
tool steel (not a face jaw) an added protection against 
filing, chipping, etc. Parker steel jaws are interchangeable. 


2—SWIVEL BASE CONSTRUCTION 


The Parker Swivel Base 
is POSITIVE in action! 
It is desiqned on the as 


principle of the auto- 
mobile brake — “shoes 


that grip the sides.” 
Turning the wrench 
wedges the shoes 


against the sides of a 

circle in the base providing a gripping power of 360°. 
The hexagon wrench is easier to operate than the old 
style binder bolt. It can also be readily changed to the 
opposite side of the vise for use by left-handed mechanics. 


100% SALES THRU THE DISTRIBUTOR 
Full protection to the distributor stocking PARKER VISES 
MERIDEN, CONN., 
|) et ae Pee a eS se 


Y Gk ‘ 
RRR LT TL LL 
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Fred Wilkins, Jr. 


American Mfg. Assigns 
Wilkens to Southeast 


American Manufacturing Co., 
Brooklyn, N. Y., has adv anced Fred 
Wilkens, Jr., to the company’s south 
eastern territory, with headquarters in 
Jacksonville, Fla. 

He was formerly attached to the 
Philadelphia division. He served with 
the Air Force in World War II 


Whitney Chain Assigns 
West Coast Executives 


Whitney Chain Co., Hartford, 
Conn., has appointed George A. Ban 
ton as district manager of the com 
pany’s San Francisco office and 
George I’. Haag as West Coast con 
sultant to A. J. Swisler, regional man- 
ager. 

Mr. Banton was formerly at the Los 
Angeles office. He was also a sales 


George A. Banton 





UTICA 


FULL FORGED RIBS 
CAN TAKE IT! 


AND HERE'S WHY: 





\ CROSS SECTION VIEW OF FORGED RIBS 
SHOWING STEEL FIBRE STRUCTURE 


PTA rP— 





SaaS 





STRON BECAUSE STEEL FIBRE STRUCTURE IS COMPRESSED 
AND FORCED TO FOLLOW CONTOUR OF RIBS 
EACH RIB SHARES THE SINEW-LIKE 
STRENGTH OF THE ENTIRE JOINT MEMBER 





Full forging of the rib joint is the secret of this 
new Utica pliers. Forging makes the steel fibre 
structure follow the contours of the ribs as shown 
in the diagram above. Hence, each rib shares the 


sinew-like strength of the entire joint. There is 





pa 
; It pays to use quality tools 








UTICA 4, NEW YORK 





ooo 


DROP FORGE AND TOOL 


S ae 


“JOINT 


Pliers + 507-10 


With FOXGED rib-joint 
for added strength 
exactly where you need it. 





SEE US AT THE NATIONAL HARDWARE SHOW 
Booth Nos. 37, 38 and 39 


no weak point, likely to break, with this method 
of manufacture. 

Be sure you see these new pliers! One look, one 
“heft”, and you'll know that they live up to the 
standard of Utica quality. 


e end the world’s tal 
tools are made in U.S.A. 


Cc ORPO R AT 1 On UTICA’ (when referring to hand tool and 


Adiam Tool & Supply Co., Ltd., Montreal 


t'tiea Tools’ are Trade Marks Reg U.S. Pat. OF 
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See compat Levee... 
SP were, vue 
SANDERS 


NEW MODEL 600 
Single-Pad Air Driven 


ebclal oe 
leagl ‘hse “—" = 


perience in the anti-friction bearing 


RAaCPe... ACTION Pid 

ield. 
Mr. Haag has been active in sales 
MODEL 100 —— and engineering of Whitney Chain 


Single-Pad products for 32 years on the Pacifi 
Air Driven Coast. 


George F. Haag 


engineer at Chicago. Betore joining 
the company, he had many years’ ex 





National has a complete line 
of portable sanders... air or 


, , : ORBITAL 
electric driven with either 


straight-line or orbital action. 
With the National line you C’) 
are able to offer your custom- J. M. Tull Metal & Supply Co., 
Atlanta, Ga., is building a new addi 
tion to its steel warehouse to house 
expanded operations 

Ihe structure will be 59 by 311 ft. 
Equipped with a crane handling 12,- 
7 en 000 ths. it will also have a two-ca1 
rail siding and a loading ramp for 


J. M. Tull Building 


Warehouse Addition 





ers, in all fields of manufactur- 





ing, the sanding machine best 
adapted to their needs. See MODEL 400 Mity-Midget 
how you fit into National's Single-Pad a 

distribution system, Write for 
details today. ORBITAL 
Dealer Aids and Advertising 


to help you sell! 


ACTION 








MODEL 300 


Two-Pad 
Air Driven 


STRAIGHT 


At Vile yor PPLILE 
weformialiwe 


NATIONAL AIR SANDER, INC. 
2822 Auburn Street, Rockford, Ilinois 





MODEL 500 


Single-Pad 
Electric 


ORBITAL 





trucks 
® It is expected to be finished in Oc- 
tober in time for the company’s sched 
uled welding clinic and __ liquids 


handling demonstration 


Briggs-Weaver 
Adds to Staff 
J. A. Burnett has joined the engi 


| neering section of  Briggs-Weaver 


Machinery Co., Dallas 
Formerly with Texas Aircraft Supply 


| Co., Fort Worth, he has had 31 

| years’ experience in sales, engineering 
| and administrative work. He has also 
| been connected with Douglas Aircraft 


Co., Higgins Industries, Boeing Air- 
craft Co. and the U.S. Air Force 


Opens Fort Morgan Store 
The National Supply Co. has 


| opened a new store in Fort Morgan, 
| Colo., serving the southern and west- 
| ern sections of Denver and the Jules 


ec ' 


ACTION | 
cno | burg Basin. 
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JEFFREY opens the door 
to wider PROFITS 


Helpful sales aids are a basic part of Jeffrey’s plan for 
Distributor Profits. Unified promotion includes consist- 
ent advertising to all markets, up-to-date catalogs, new 
displays and decals, regional ad inserts and distributor 











sales meetings. 














penta 


sound products... persistently promoted 
make more distributor dollars 


Ter 
beet TYPICAL JEFFREY PROFIT-MAKERS 


fant Chains Belt Idiers 
S ket Pull 

: 4 A prockets ulleys 

: 


Gears Pillow Blocks 


Buckets Takeups 
® | Spiral Flights Power Scoops 
DISTRIBUTOR 








DISTRIBUTOR 


DISPLAY DECAL 


JEFFREY ADVERTISING IS APPEARING 
IN LEADING INDUSTRIAL AND TRADE PUBLICATIONS 


~ IF IT'S MINED, PROCESSED OR MOVED \ 
. « «IT'S A JOB FOR JEFFREY!” 7 
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THE AD MAN WAS 








Fibre screw anchor for 
use with wood or lag 
screws. Only universal 
anchor thot can be used 
in any material 
Wood screw sizes 
#6 to #20 
log screw sizes 
#% to #% 


Rw ANC HORS 


Heavy duty masonry 
anchor of “confined 
lead type” for holding 
bolts. Mede in one 
piece — double ended 
cannot be misapplied 
Bolt sizes 4" to 1" 


aes 


Three point easy-to 
sharpen masonry drills 
for hand and power 
drilling. For Rotary 
drilling —use Raw! Cor 
bide tipped drills 


The improved machine 
screw anchor. The taper 
permits use in under 
sized holes, resulting in 
saving of drill costs 
Machine screw sizes 


6432 to Mx Il 


WL DRIVE 


Only expansion bolt 
combining anchor and 
bolt in one piece. Simple 
to vse, easy to install 
Drives like nail into 
drilled hole. Tremen 
dous holding power 
Sizes 3/16 to M% 


rR“ HAMMER: sEI¢ 


Newest! type of heavy 
duty ennchine bolt an 
chor. Hammer is only 
tool needed to set it 
permanently in the 
masonry 

Bolt sizes--3/16" to Ye 


a 
For simplicity of instal 
lation and security of 
anchoring any fixturé or 
utility in hollow walls 
or ceilings. 








THIS AD MAN had spent 20 years dealing with the 
technical facts of industrial products. He knew most of 
the angles and their answers. Shown a small Rawlplug, 
he figured it could resist a “pretty strong pull.” 


SURPRISE! 


Then we gave him a demonstration. ..a #12 Rawlplug 
with a #12 screw set in concrete. Attaching a jack and 
scales we applied a direct pull. Up went the indicator. . . 
500, 1000, 1500 Ibs. The Rawlplug held firm. We applied 
more pull, and still more, till finally the plug started to 
creep. The indicator stood at 2200 Ibs. and the ad man 
was flabbergasted! 


EVERYTHING! 


The fact is, that Rawlplugs and other Rawlplug devices 
are absolutely tops for holding power...have a safety 
factor times in excess of most anchoring re- 
quirements. 

And on top of that, the famous Rawlplug line is com 
plete and enables you to meet virtually every anchoring 


demand of every customer and prospect. 


YOU WIN! 


The Rawlplug line is sold only through distributors. The 
line is constantly being developed ...and effective ad- 
vertising describes its unique advantages to everyone 
who counts in your area. 

Write for the whole Rawlplug story... it can boost 
your sales and win brand new friends. 


many 


THE 


RAWLPLUG Co., Inc. 


271 Church St., New York 13, N.Y. 
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Philip S. Hill 


Sales Vice President 
Named by Hyster Co. 


Philip S. Hill has been elected vice 
president in charge of sales of the 
Hyster Co., Portland, Ore. 

The post is new one in the com 
pany. Mr. Hill has been general sales 
manager for the past several years 
With the company 20 years, he was at 
one time eastern division sales mana 
ger. He also managed the company’s 
Washington, D. C., office. 

Jack Lewis, former chief production 
engineer, has been appointed vice 
president in charge of production 


Champion DeArment 
Names Representative 


Champion DeArment Tool Co., 
Meadville, Pa., has appointed Richard 
L. Perrin as representative in North 
and South Dakota, Minnesota, north- 
ern Michigan, nerthern Iowa and most 
of Wisconsin. 

Mr. Perrin 


manufacturers in the area for the past 


has re prese nted_ tool 


several years 

He takes over part of the territon 
formerly served by Champion's senior 
salesman, Frank Grooss. Mr. Grooss 
relinquished part of his area because 
increased demands required additional 
service, company officers said 


Film on Wiring Released 

Aluminum Co. of America has 
leased a new motion picture, Electric 
Wiring with Alcoa Aluminum. It 
deals with handling and joining tech 
niques in installing conduit, cable and 
wire 


To Sell for Scully-Jones 


Scully-Jones & Co., Chicago, has 
appointed Precision Tool Sales, Tulsa, 
Okla., to stock the company’s lines 
in its territory. 





Chicago District Manager 
Named by Johns-Manville 


Johns-Manville Industrial Products 
Division, New York City, has ap 
pointed William S$. Hough as Chicago 
district manager succeeding George R. 
Frankland, who retired last month 
after 40 years with the company. 

Milton B. Roth, formerly a division 
sales engineer, will take over Mr. 
Hough’s former duties as assistant dis 
trict manager at Chicago. 

Mr. Hough started with the com 
pany as a research chemist in 1926, 
transferred to the New York district 
sales headquarters the following year 
Later he became manager of industrial 
product sales to chemical and aviation 
industries in New York and in 1948, 
Chicago assistant manager for indus 
trial products 

Mr. Roth joined the company in 
1927 and took over field sales duties 


in 1935 


Carboloy Shaves Price 
On a Carbide Tool Line 


Carboloy Department of General 
Electric Co., Detroit, has dropped the 
price 15 percent on its general pur 
pose, single-point cemented carbide 
tools. 

Tools affected are standard tools, 
stvles A through G, plus roller turners 
Adjustments are being made on sev 
eral other styles of tool blanks, spokes 
men said 


To Sell for Newman 


L. Newman, Oakland, Calif., has 
appointed four firms to handle the 
company’s line of wheel dressers 
Abrasive Cutting & Engineering Co., 
Elkins Park, Pa., covering eastern 
Pennsylvania, Maryland and Dela 
ware; Forcey Machine Tool Sales, St 
Paul, Minn.; James P. Herbert, Ro 
chelle Park, N. J., covering New York 
State and New Jersev; and R. M 
l'arpy Co., West Hartford, Conn 





NEW ‘FRINGE BENEFIT’ 


A Washington forest products plant 
is furnishing a service that is popular 
with employees—free car washes— 
Factory Management and Mainte- 
nance, McGraw-Hill publication, re- 
ports. Two automatic washers have 
been set up and operate around the 
clock: they were suggested by an em- 
ployee and built by the plant's mill- 
wright department 











Bay State lane 


Check with your nearby 
Industrial Supply Distributor... 
get Precision Performance 


for every tapping job. 


BAY STATE TAP & DIE COMPANY * MANSFIELD, MASS. 
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p aC /) 


=a CAR 
MOVERS 


for every railyard job 


Three types 

Heavy-duty, POWER KING 
(two cars of more in one 
move) 
Avera 
BADGER 
per spot) 
To avoid low brake beams 
and other interferences, 
popular No. 9 BADGER 
NEVERSLIP covers all jobs 
of spotting and shifting 
freight cars on side tracks 
Hove a good stock on hand 


SAFETY HANDGUARD 


duty, No. 5 NEW 
(one of two cors 


Mover. it eliminates accident 
hazards to operator. We are 
cireularizing the trade — bet- 
ter stock them NOW! 


ADVANCE CAR MOVER CO. 


APPLETON, WISCONSIN 











DYKEM STEEL BLUE 


Stops Losses Making Dies and Templates 


Most popular package is 8 oz. con with brush 
in plastic cop. Simply brush on, right et the 
bench; ready for the layout in a few minutes 
The dark blue beckground mokes the scribed 
lines show up in sharp relief, and at the same 
time prevents metal glore. increases efficiency 
and accuracy 


Write for full information. 


THE DYKEM COMPANY 
2305A North lith St. St. Lowls 6, Mo. 





| Alloys firm in 





| Yale Division Names 


_ Advertising Heads 


Newcombe C. Baker has been ap 
pointed advertising manager of the 
Yale Materials Handling Division, 
The Yale & ‘Towne Mfg. Co., Phila 
delphia. Carleton P. Adams was 
named sales promotion and publicity 
head 

Mr. Baker was formerly manager of 
special sales promotion and Mr. 
Adams was advertising manager. 


Division Wins Safety Award 


I'he Yale Materials Handling Divi 
sion recently won the National Safety 


| Council's award of merit for having a 


safety record 91 percent better than 


| the national average in general indus 


trial machine work for accident sever 
ity. It was 52 percent better for acci 


| dent frequency. 


Names Utah Representatives 


The Materials Handling Engineers 


| of Salt Lake City have been appointed 


representatives for Yale industrial 
trucks in Utah and parts of Wyoming 


| and Nevada 


Buys Powdered Metals Concern 


Yale & Towne has purchased the 
business and assets of the Powdered 
Metal Products Corp. of America, 
Franklin Park, Il. 

I'he move marks Yale & 


l'owne’s 


| second acquisition in the powdered 
metals field. 


Last Summer the com 
pany bought the American Sintered 
Bethel, Conn. Pow 
dered Metal Products was founded in 
1943. It operates a plant and labora 
tory employing 85. 


| Students Visit Plant 


Bell & Gossett Co., Morton Grove, 


Ill., was host to 20 students on the | 


annual field trip of the Wisconsin 
Schools of Vocational & Adult Educa 
tion recently. All apprentice steam- 


fitters, the students studied the plant | 


as part of their 500-hour , program. 





PAPER SHEETS DEVELOPED 


One mill has announced develop- 
ment of a paper bed sheet that is 
waterproof on one side and perspira- 
tion-absorbent on the other, Chemical 
Week, McGraw-Hill publication, says. 
The sheets are claimed to be inexpen- 
sive, odorless and rustle-less replace- 
ments for rubber sheets, widely used 
in hospitals. 








| 


F. 
“0 


+ 
se 
"© Huot opi 


TELL YOUR CUSTOMERS about this ideal filing 
system for their drills! No more rumaging 
around in dark drawere and boxes. Indexes 
are made in 17 sizes to hold one-of-a-size of 
fractional, number, letter, metric, stub or 
taper shank drills. 
(Drills not furnished). 
Made of steel, hammer- 
lin enameled. The con- 
venience and attractive 
prices make them sell on 
sight. Remember— 
“Huot rhymes with 
-it”’. 


Write for catalog pages 


HUOT MFG. CO. sro"... 








T-BOLTS 


BOLSTER & T-SLOT 
TYPES TO J.1.C. PRESS 
ROOM STANDARDS 


Forged precision machined 
heat treated. Tensile 
strength 150,000 Ibs. 


SIZES 
BOLSTER BOLTS 
—dia. to 1%” 
Heads sq. to 3” 
hex. to 254” T- 
Slot bolts, 1%”, 
3%”, %” dia. 
lengths to 12”. 1” 
dia. 4” to 22” long. 


NUTS— 


hardened— 
threaded to close 
fit. WASHERS — 
hardened— 
ground both sides. 


Write for bulletin-prices 
WEST POINT MFG. CO. 


26941 W. 7 Mile Rood Detroit 19, Mich. 
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COUNTER SALES at Johnson Electric 
Co., Staunton, Va., are handled by Charles 
Lohr, nine vears with the firm 





Booklet Outlines 
Handling Methods 


A booklet designed to improve 
materials handling in small firms has 
been published by the Small Defense 
Plants Administration. 

Included are: methods for deter 
mining whether a plant’s materials 
handling system is as good as it 
should be, descriptions of materials 
handling equipment, pointers on 
plant layout, and tips on the elimina 
tion of waste motions and extra effort 
in many machine operations. 

Selection of equipment and using 
it properly are also stressed. 

Called Improving Materials Hand 
ling in Small Plants, the booklet is on 
sale from the Superintendent of 
Documents, in Washington 


Flexible Steel Lacing 
Names Representative 


Flexible Steel Lacing Co. has 
named Howard Gill to cover Missis 
sippi, Alabama, Georgia, Florida and 
western Tennessee. He succeeds Aus 
tin Webster who retired recently after 
many years’ service. 

Born in Mississippi, Mr. Gill has 
lived in Atlanta and Memphis. He is 
a navy veteran and a graduate of Geor 
gia Te h, class of 1949. 


Cited by Notre Dame Club 


John W. Courtney, Detroit area 
manager for crucible sales of Electro 
Refractories & Abrasives Corp., Buf 
falo, has been cited as Man of the 
Year for 1953 by the Notre Dame 
Club of Dearborn, Mich., for his 
work as founder and charter president 
of the alumni group. 





VISES 


ARE BUILT TO WORK 





Hardened, alloy-steel jaws can never 
get lost, loose or broken because 
they are mold-welded into a perfect 


and permanent union 


EVERY DETAIL IS 


* The hardened alloy-steel jaw facings of the Reed vise make jaw 
replacement unnecessary. Because they are permanently welded into 
position, they avoid the nuisance of lost, loose or broken jows so 
often encountered with ordinary vises. Together with other exclusive 
Reed features, they create a sturdy, solid-as-a-rock vise that will out- 
last and out-perform any other vise on the market. The alloy steel 
screw and vise nut are machined to close tolerance for maximum 
bearing, easy operation and perfect alignment. An adjustable front 
end bearing and a longitudinol take-up on the vise nut maintain align- 
ment and eliminate all lost motion permanently. Castings are of 
sound, semi-steel, contoured for heavy sections at all stress points 
while permitting maximum accessibility to the work. 


It pays to sell quality! Because they ‘‘carry the load’’ 
under the hardest conditions of usage, REED Vises moke 
friends for the distributor who sells them. Take advantage 
of this profit and good-will power by maintaining an 
adequate stock at all times. 


MANUFACTURING COMPANY 
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DISTRIBUTORS 


For Precision, Performance and Production 
Capacity the DIA/AOND 22-M is unequalled 
in its price range! 

® Moximum distance — 


15” (center of spindle 
to table top) 


* Spindle speeds —- 9 
(85-1500 r.p.m.) 

* Power feeds (table) 
003”, .005”, .008” ® Collet capacity — % 
(per spindle rev.) * Table area — 5%” x 

* Longitudinal travel — 

14” a 

* Vertical travel — 15” 

* Cross traverse — 5%" 

® Spindle taper — No. 
9845S 


” 


® Base — 17” x 28” 
1 HP. 
- 1000 Ibs. 


* Motor 


* Weight 


WANTED 


NOTICE! 


Effective immediately DIA- 
MOND mills and hand op. 
erated turret presses will be 
sold separately from our line 
of power presses and power 
shears. Thousands of our mills 
and turret presses are in op- 
eration throughout the world. 
The model 22 M mills and 
turret presses have been 
standard for many years — 
the only new change is our 
policy on distribution. There 
is a big demand for our mills, 
so get on the “bandwagon” 
to profits. Write us today. 
Don’t forget the accessories 
you can sell for the mills or the 
punches for the turret presses. 


ALSO AVAILABLE 


TURRET PUNCH PRESS 


WRITE FOR CATALOG AND 
FURTHER INFORMATION 


NATIONALLY ADVERTISED 
FOR MANY YEARS 


<DIAMOND 


MACHINE TOOL 


DIAMOND MACHINE TOOL CO. 


GENERAL OFFIL 


5111 COFFMAN-PICO ROAD, PICO, CALIF 
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E. J. Byrnes, Jr. 


Colorado Fuel & Iron 
Names Sales Executive 


E.. J. Byrnes, Jr., has been named 
assistant general manager of sales for 
the Fastern Division of ‘The Colorado 
Fuel & Iron Corp., New York City 

One time product sales manager of 
the Springs & Formed Wire Depart 
ment, Wickwire Spencer Steel Co., 
Mr. Byrnes became assistant general 
manager for Colorado Fuel & Iron’s 
Eastern Division in 1944. His head 
quarters are in New York City 


Gear Division Head 
Named by Borg-Warner 


\. P. Emmert, former president of 
the Warner Gear Division of Borg 
Warner Corp., Chicago, has been 
named general manager of the cor- 
poration's Detroit Gear Division, suc 
ceeding A. J. McAllister, who has re 
tired. 

Mr. Emmert has been inactive for 
a vear because of health. 

A. W. Rose has been named Pacific 
Coast representative of Borg-Warner, 
for financial and manufacturing busi 
ness in the Far West. Recently vicc 
president and assistant general man 
ager of the Warner Gear Division, he 
has been with the corporation since 
1931. Most of his duties have been 
in sales. 


Bearings Firm Plans 
West Coast Plant 


Miniature Precision Bearings, Inc., 
Keene, N. H., will open a new West 
Coast branch plant early in the Fall 

It will service the northern Cali 
fornia and Nevada territory former, 
handled by Albert M. Schweitzer, 
who died July 2. Meanwhile service 
for customers in this territory will be 
provided for the home plant in Keene, 


| company officers announced. 





ARTHUR YORKE, President 
Hansen & Yorke Co., Inc., New York 


“We like the Dayton V-Belt line for wo specific reasons 


“For Hansen & Yorke Customers: The assurance of hav- 
ing available a complete line of V-Belts and Drives that 


have achieved nation-wide acceptance 


“For Hansen & Yorke Co., Inc.: Dayton’s selective dis- 


tributor policy protects us in our highly competitive market 


In addition, Dayton’s cooperation with our organization 
enables us to do a more profitable selling job im our power 


transmission department. Main office and distributing point of the large 
Hansen & Yorke Company, inc., New York operation 


Mr. Yorke's decision to “Depend on Dayton” is typical 


of industrial distributors everywhere who recognize the 
DAYTON 


TWINS 
cuT 


: V-BELT 
a guarantee of on-the-line sales assistance to their men in } 
? , costs! 


greater selling requirements of today’s competitive market. 
They know that selection of the Dayton line brings with 


‘'t the assurance of far more than product superiority . . . 


he field, as well 


A letter, wire or call will bring a Dayton representative to 
show how the Dayton franchise will put you in a better 


selling position regardless of how competitive your market 
may be. Dayton Thorobred is the uni Dayton Cog-Belt* for unus 
versal belt for all normal vally tough drive problems 
applications. Gives longer, delivers 40% more power, 

trouble-free service, size for size. 





*T.M. 


Belts Hayton nL wiolo ex 


Since /905 
WORLD’S LARGEST MANUFACTURER OF V-BELTS 


© OR. 1953 DAYTON RUBBER CO., DAYTON 1, OHIO 
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MAKE 
INDUSTRIAL 
HOSE 

LAST LONGER 


For full information write for 
the Sherman industrial brass 
fittings catalog. 


AIR NOZZLES 


Several popular styles in solid brass. But- 
ton or lever operated valves, straight and 
angle patterns 


BARREL FAUCETS 


Available in ground key and self-closing 
lever types. Precision made to high stand- 
ards. Solid brass handles 


GOLD LABEL 
NOZZLES 


Finest nozzle made 
Heavy bronze construc- 
tion plus patented “non- 
rising” sleeve adds extra 
years of service. Finger- 
tip adjustment from mist 
spray to positive, leak- 
proof shut-off. 


"INDUSTRIAL BRASS FITTINGS | 
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Aulay Oughtred 


Black Bros., Vancouver, 
Names Sales Manager 


Black Bros. Ltd., Vancouver, B. C., 
have appointed Aulay Oughtred as 
sales manager. 

For the past four years he has sold 
for the company in the downtown 
Vancouver area 

A graduate of the University of Brit 
ish Columbia, he is a veteran of war 
service with the Roval Canadian Air 
Force. He was also for a time a pilot 
for Trans-Canada Air Lines 


Philadelphia Branch 
Opened by Binks 


The Binks Mfg. Co., Chicago, has 
opened a new branch sales office and 
warehouse on North 9th St.. Phila 
delphia, servicing the area formerly 
handled by the Hovey Sprav Equip 
ment Co. 

Ike property includes’ two build 
ings, providing 11,000 sq. ft. of floor 
space. The office area has a confer 
ence room and display room, and a 
repair department will also be main 
tained. Parking and pickup spaces 
are provided 

P. J. Peters has been named man 
ager of the new branch operation, 
which covers eastern Pennsylvania, 
Maryland, Delaware and southern 
New Jersev. 


Mid-West Abrasive 
Elects President 


The Mid-West Abrasive Co., 
Owosso, Mich., has elected A. C 
Reppenhagen president. L. P. Jack- 
son will continue as chairman of the 
board. 

Mr. Reppenhagen joined the com 
panv in 1944 from Fxperimental 
Tool & Die Co. where he had been 
general manager. He is a graduate of 

| the University of Detroit 





ATLAS 








——CAR MOVERS— 


STRONG ... 
EASY TO USE... 
RELIABLE 


Your customers 

who ship and re 

ceive freight need 

this combination 
to help them keep needed production mov 
ing to its destination. Help them to select 
the type best suited to their need. The 
secret of ATLAS great power is a forward 
thrust which is known as “compound lev 
erage.” Let us send details. 


ATLAS 
Perfect SPURS 


For all makes of Car 
Movers made of best 
steel obtainable and heat 
treated properly to with- 
stand the tremendous 
strain placed on them 
By turning regularly you 
get much longer wear 
because you make use 
of all four edges 


@ 


APPLETON -ATLAS CAR 
MOVER CORPORATION 


1421-25 So. 2nd St.. Milwaukee 4, Wis. 














SODERING 
BRAZING 
WELD! 


Sold thru Distributors 
Send for Catalog 


LB. ALLEN CO., INC. 


6731 BRYN MAWR AVE. 
CHICAGO 31 ILLINOIS 
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Minnesota Mining 
Buys Insulation Firm 


Minnesota Mining & Manufactur 
ing Co., St. Paul, has purchased Ir 
vington Varnish & Insulator Co., 
Irvington, N. J., manufacturer of in 
sulating varnishes, varnished cloths | 
and papers and extruded plastic insula- | 
tions. 

Irvington will become a 3M divi 
sion following the $7,000,000 deal in 
volving exchange of stock. 

Herbert P. Buetow, 3M president, 
said the move was a natural one in 
view of his company’s interest in elec 
trical insulation. 

Officials said no changes are planned 
for Irvington’s management team and 
operating polices. Arthur E. Jones 
will continue as Irvington president, 
and Robert L. Westbee, general man 
ager of 3M’s electrical insulating and 
sound recording tape division, will | 
handle liaison between the new divi 
sion and the parent company. Irving 
ton has three plants in New Jersey, one 
in California and one in Ontario, 
Canada. 











SUPREME | 


rs ail 


SUPREME chucks produce steady pro- 
fitable sales. On every call you'll find 
a prospect. Handling the SUPREME 
line will add to your volume. 





William J. McSherry 


Sturdi-Bilt Steel 
Names Representative 


Sturdi-Bilt Steel Products, Inc., 
Chicago, has appointed William J. 
McSherry & Co., Chagrin Falls, Ohio, 
to sell the company’s line of work 
benches and shop tenders in Ohio. 

The firm will establish distributor 
franchises and aid distributors’ pro 
motion, Sturdi-Bilt officials said. 


To Sell Republic Valves 


Republic Mfg. Co., Cleveland, has 
appointed Florida Metals, Inc., 
Tampa; FE. D. Sweetland Co., San 
Francisco; and Pace-Turpin & Co., 
Salt Lake City, to sell the company’s 
line of valves. 








F 


SUPREME chucks are interchangeable 
with other makes. They are a top 
quality product. They are nationally 
advertised and well known to the 
trade. Distributors find the SUPREME 
Distributor policy an excellent work- 
ing arrangement. 


Right now is a good time to inquire 
about open territories for the SUPREME 
line ... it will pay you to do so. 


CHUCKS 


Supreme Products, Inc., 2222 South Calumet Avenue, Chicago, Illinois 


THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME 
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.+. it’s Bronze-to-Bronze 
Seating in a True Ball Joint! 





y 


The drop-tight fit of a Dart is directly traceable to the 
precision grinding of its two bronze seats which form a true ball joint. 
No need to strain with a wrench — fastening and uncoupling are equally 
easy. Because the seats stay “healthy’’ Darts can be used over and over 
again — to cut costs! Tell the Dart quality story to your customers. They'll 
appreciate it — and you! 


QUICK FACTS 
@ Dart’s heavy shoulders can withstand any amount and degree 
of wrenching 
@ Dart's extra-wide bronze seats resist pitting and corrosion 


Dort's nut and body are practically indestructible — they're 
air-refined, high test, malleable iron 


DART UNION COMPANY 
Providence 5, Rhode island 
The Fairbanks Co. — Distributors 
Boston+New York+Pittsburgh-Rome, Ga. 


UNIONS 





Can You Select 
| The Right Wheel? 





There are thousands of grinding 
wheel types but most experienced 
salesmen have a good knowledge of 
grinding fundamentals. Here are 
some basic pointers on wheel selection 
from the Small Defense Plants Ad 
ministration’s Technical Aids for 
Small Business No. 26, published in 
cooperation with the Grinding Wheel 
Institute: 


Cutting Action 


Grinding can be likened to the 
action of a milling cutter having 
thousands of minute cutting teeth. 
Each of these “teeth” or sharp abra 
sive grains produces tiny, cleancut 
chips. As the grain becomes dulled, 
it should either fracture or be released, 
exposing a new layer of cutting grains. 


Composition 


The two chief components of any 
grinding wheel are (a) the abrasive 
grains and (b) the bond, which holds 
the abrasive grains firmly in place. 
Also, there are pores or air spaces be- 
tween the abrasive grain particles and 
the bond. ‘These are considered part 
of the wheel structure. 

The rotating wheel brings thous 
ands of sharp abrasive edges against 
the work, repeatedly and rapidly, until 
they are worn dull. Wheel pressure 
on the work helps to fracture or com- 
pletely release the duller grains and 
uncover new layers of sharp cutting 
edges as they are needed. 

The continual replenishing of new 
edges occurs only when the grinding 
wheel is well suited to the material 
being ground. Otherwise its action 
may be either too “soft” or too 
“hard” and the user is not getting the 
best possible wheel life or cutting 
efficiency from the wheel. 

A “soft” wheel releases its abrasive 
grains prematurely, before they have 
performed their maximum useful 
work. “Hard” wheels hold onto the 
gains even after they have become 
dulled. 

When a wheel is too hard, it not 
only fails to release its abrasive grains 
promptly, but also begins to “Load” 
or pick up ground-off particles (swarf) 
in its pores. The grinding face be 
comes slicked over and takes on a 
blazed appearance. This causes slow 
ing of the cutting action, which is a 
distinguishing characteristic of a 
wheel that is too hard for the job it 

| is doing, 
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STANDARD for 
Cough fots suue 1§ 81" 


VS, 
: A 
oa ) ae 


} 
“ Red Shield says: 


ST elslelolgo Mla 7a-M ule lal \-ialale Ry sl-talol ie Mele-Moh Zell (elo) (Mola Ze Ma ee mele 
X vidual tool problems anywhere in the U.S.A. The Standard Line is complete, pre- 
{ ferred and promoted. Standardize withStandard. It is a good line to represent. 
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3950 CHESTER AVENUE CLEVELAND 14, OHIO 
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THE STANDARD LINE: [wist Drills . Reamers - Taps - Dies « Milling Cutters - End Mills - Hobs - Counterbores - Special Tools 





“@ KENNEL” 


: 


For your convenience... KENNEDY 


packaged malleable fittings in handy cartons 


266 


You can now simplify the problem oi handling and kecping 
tabs on your fittings inventory. 

KENNEDY Malleable Fittings—both black and galvanized— 
are available in pre-counted, easy-to-handle cartons .. . at no 
additional cost. This simplifies ordering, shipping and storage 
. ++ makes it easy for you to take an accurate inventory count 
at any time. 

STRONG, SECURELY STAPLED CARTONS also protect against 
dirt, rust and damage to threads. 

Quick, EASY IDENTIFICATION of type and size is provided by 
KENNEDY'S helpful method of labeling. GREEN labels are used 
for BLACK, and Rep for GALVANIZED fittings. 

START Now TO StmPLirFy your fittings handling. Write today 
for booklet describing types and sizes available. 


m KENNEDY 


VALVE MFG. CO. + ELMIRA, N.Y. 
VALVES + PIPE FITTINGS + FIRE HYDRANTS 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 


Abrasives 


Two basic types of abrasives are in 
common use: 
a. aluminum oxide 
b. silicon carbide 
Aluminum oxide is produced from 
bauxite, a mineral-like deposit. Sili- 
con carbide is made from silica sand 
and carbon in the form of coke. Both 
are the results of chemical reactions 
at intense heat (about 2200° F) in 
an electric furnace. Each has certain 
characteristics which make it more 
suitable for one material than another. 
Silicon carbide is the more efficient 
abrasive on hard cast iron since it is 
harder and stronger than aluminum 
oxide. However, it dulls more rapidly 
than aluminum oxide when grinding 
soft or hard steels. 


Bonds 


There are six basic types of bonds: 

a. Vitrified (V) 

b. Resinoid (B) 

. Rubber (R) 

. Shellac (FE) 

. Silicate (S) 

. Magnesite or Oxychloride (0) 

Vitrified bonds, being ceramic, are 
hard and stiff, well adapted to precis 
ion grinding, and capable of produc- 
ing fine finishes where the machine 
conditions are right. Surface grind- 
ing wheels and segments used for 
production grinding are usually of this 
bond. They usually range from E to 
J in grade. Vitrified bonded wheels 
should not be operated at speeds in 
excess of 6500 sfpm. 

Resinoid and other organic type 
bonds have more flexibility. Their 
use i§ determined by the individual 
operation and is somewhat a matter 
of preference. Resinoid bonded 
wheels are particularly well adapted 
to use on high speed portable grind 
ers and swing frame machines. 

The more recently devised rein- 
forced resinoid bonds are usual in 
either thin straight or raised hub-type 
wheels. The former are particularly 
well adapted to cutting nonferrous 
gates and risers, deburring and light 
snagging, while the latter are used on 
portable grinders of the sander type 
for weld grinding and light snagging. 

Resinoid, rubber and _ shellac 
bonded wheels are usually thinner and 
are used, generally, where a high finish 
is required. They may be operated 
safely at speeds of from 6500 to 9500 
sfpm. 

Silicate bonded wheels are particu- 
larly useful where, due to the nature 
of the workpiece, heat, generated by 
the grinding action, must be kept to 
a minimum. They are used, there 
fore, primarily for tool sharpening and 





other edge grinding work. Straight 
grinding wheels may be operated 
safely at speeds up to 6500 sfpm. 

Magnesite bonded wheels are used 
tor certain types of disk grinding 


Structure 


The size of the pores, and their 
distribution, are determined largely 
by the wheel structure, which is the 
proportion of abrasive grain to bond 
ing material. Structure is rated on a 
numerical scale starting with number 
one, running from “dense” to “open”. 

Vitrified bonded wheels, made for 
grinding on their periphery, usually 
have a medium to open structure as 
indicated by structure numbers 5, 6, 
7, 8. Segments, cups and cylinders 
are usually of No. 8 structure to pro 
vide proper chip clearance. 

Very free and cool cutting action is 
obtained in wheels and segments hav 
ing an even greater degree of porosity, 
as may be had in a No. 12 structure 


Marking System 


A universal marking system for 
designating the various components of 
grinding whecls has been adopted 
and is standard througheut the in 
dustry. The designating letters and 
numerals indicate the five characte: 
istics of a wheel in logical sequence, 
i.e.: 

1. Kind of abrasive is indicated by 

A for aluminum oxide 
C for silicon carbide 

2. Grain size is indicated by four 
series for numbers which designate 
the size of the abrasive grain. ‘Thus, 
a 36-grain would pass through a screen 
having 36 openings or meshes per 
inch while a 90-grain size screen has 
90 meshes or openings per inch 

3. Grade is a measure of the degree 
of tenacity with which the bonding 
material holds abrasive grains under 
normal grinding and is 
designated by one of the 26 letters of 
the alphabet, ranging from A for soft, 
through N, medium to Z for hard 

4. Structure. Although generally in 
cluded, the use of the structure desig 
nation is optional. Number 1 indi 
cates a dense wheel, and as the num 
bers increase, the wheel becomes less 
dense or more open. ‘Twelve to fif 
teen grades are usual at the manufac 
turer's option. 

5. Bond. The fifth symbol in the 
standard marking system is a letter 
which indicates the type of bond 
These letters, as explained under 


“Bonds” are B, E, O, R,S, V. 


pressures 


Wheel Selection 


Proper wheel selection cannot be 
made until four factors, common to 


eye it 


aa 





try it 
--> 








buy it 





Ball PEIN 
HAMMERS 


by BILLINGS 


THEY CAN TAKE IT! It’s the opinion of 
men doing those tough jobs—punishing 
jobs where a hammer must take a steady 
hourly beating day in and day out. 


Here are some of the reasons why... 
(1) Heads are Vitalloy® Forged of 
selected alloy steel, (2) Held within con- 
trolled specified hardness limits, (3) Heat 
treated to develop the ut most in physical 
properties, (4) Every head Magnaflux(*) 
inspected, (5) Distinctive convex shape of 
Eye, (6) Securely driven wedges 
interlocked for safety, (7) Billings guaran- 
tee of sound, perfect Heads, (8) Handles 
ot selected, second growth hickory, waxed, 
(9) Two finishes, fuli polished (Model AD) 
and black with bright Face and Pein 
(Model BC). 


SAFETY EYE 
CONSTRUCTION 


INTERLOCKING WOOD 
AND METAL WEDGES 


*One of the best methods of indicating cracks or flaws in 
the structure of steel. 


Yes, Billings Hammers can take 
it and build sales for you with 
every blow ... Do you know 
about the Billings Selective 
Distributor Policy # 


QUALITY TOOLS AND FORGINGS SINCE 1869 
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... SELL DARNELL 


CASTERS & WHEELS 


A TYPE 


AND SIZE 
FOR EVERY 
PURPOSE 


STOCK...FEATURE 
... SELL. the Line 
That Helps Build 


Sales For You 


Darnell Casters and Wheels 
start to cut costs for your 
customers from the very 
first day of installation. 
Easy rolling and swivelling 
increase employee effi- 
ciency, save floors and help 
add to production. 


With over 4000 types of 
casters and wheels to select 
from, you can specify 
the exact model to meet 
your customer's individual 
requirements. 


DARNELL CASTERS 
& €-Z ROLL WHEELS 


Always 
S'Wi VEL. 
and ROLL 


DARNELL CORPORATION, LTD. 
DOWNEY (LOS ANGELES COUNTY) CALIFORNIA 
60 WALKER STREET, NEW YORK 13, NEW YORK 
36 NORTH CLINTON STREET, CHICAGO 6, ILLINOIS 
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almost every grinding job, are con 
sidered: 
|. Type of material to be ground 
2. Area of contact between work 
and wheel 
3. Amount of material to be re 
moved 
4. Finish and accuracy required. 
It is important in selecting a grind- 
ing wheel that you know more than 
just the material to be ground. Know 
ing that thoroughly, however, is half 
the knowledge you need because th« 
type of material will determine thi 
type of abrasive to specify. 


Type of Material 


Grinding requirements for most 
steels and steel alloys—including the 
hard, stainless steel varieties (No. 400 
Series )—annealed malleable iron and 
the tougher bronzes, call for an alum: 
mum oxide abrasive. ‘This is a reli 
able rule-of-thumb, but even morc 
certain, and more important to keep 
in mind, is the fact that exceptions 
exist, and you must be sure you ar 
right. 

Wheels of silicon carbide usually 
are best for grinding chilled iron, gray 
iron, No. 300 series stainless steels, 
brass, soft bronze, aluminum, copper, 
and various hard-facing alloys includ 
ing cemented carbides. 

A medium to fine abrasive grain 
size should be specified for wheels to 


| be used for grinding hard, brittk 


materials because penetration of each 


| grain is necessarily slight, and a greater 


number of grains per unit of area 
will, therefore, cut more effectively 
than if a coarser grit wheel, with lower 
concentration of grains, were used 

Therefore, as the hardness of the 
work-pieces increases, use progres 
sively softer grades and in some cases 
also finer grits. This permits th« 
abrasive grains to break down and 
are dulled, thus exposing new sharp 
edges. 


Area of Contact 


The area of contact between th« 
wheel and the work enters into selec 
tion of grain size and grade, particu 
larly the latter. 

Where the unit pressure between 
wheel and work is moderately high, a 
wheel of medium grain size has been 
found best. Along with a medium 
grain size, a medium wheel grade will 
provide good cutting action and eco 
nomical wheel life. An example is a 
general purpose wheel for cylindrical 
grinding for which a 46 grt (med 
ium) and grade L (medium) will 
usually be found satisfactory. 

Where the unit pressure in the 
contact area is relatively low, grain 








THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD °« 


\ 
\ 
; 


“SHINYHEADS” 


America's Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile swongis 90,000 p .s. i. 
Carried in stock. 


*LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size — not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Fiat and chamfered ma- 
chined point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


¥ 
CONNECTING ROD BOLTS 


Made of alloy steel—heat treated 
—threads rolled or cut—finished 
to extremely close thread and 
body tolerances — body ground 
where specilied. Expertly made 
by the pioneers in producing con 
necting rod bolts by the cold 
upset process. 


e CLEVELAND 13, OHIO 


“HI-CARBS"” 


Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 


SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in produc- 
ing Cup Point Set Screws by the 
cold upset process. Cup points 
machine turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burcs. Flat and chanijered ma- 
chined point. Carried in stock. 


K 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style—to blue print 
specifications — hexagon head 
hard; polished if specified — 
threads soft to close tolerance — 
points machine turned; flat and 
chamfered. 


¥ 


SPRING BOLTS 


Case hardened to proper depth 
and ground to close tolerances. 
Thread end annealed. Supplied in 
various head shapes, with oil 
holes and grooves of different 
kinds, and flats accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in- 
sert—steel covered. Finish: piain, 
zinc plated, cadmium plated. Size 
9/16", 3/4", 15/16" across the flats. 


Tapped 1/4" to 3/4" inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hex- 
agon nut fits snugly into shell 


j 
Vi 
7 
f 
re) 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 


carried by 
LEADING 
DISTRIBUTORS 





SPECIALS 
furnished to 
BLUE PRINT 

SPECIFICATIONS 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 








vi The Way 
ee’ To More 
; 

Aa Packing Sales! 


J a 


the Universal Sheet Pack 

Industry is ‘sold on.” 

Palmetto Supersheat #2900 is the indus 
try-wide choice as an all-service flange and 
joint packing for super-heated and saturated 
steam at all pressures and temperatures 


Recommended also for oil, aif, ammonia 
gas, acid, alkali and other applications 


“PALMETTO —e synonym for 
packing” 

What's in a name? Lots in a name! The 
Palmetto trade-mark has been a mark of 
quality through 90 years of industrial expe 
rience. Palmetto’ means the packing has 
been designed by, and received the con 
stant attention of, packing experts. The 
man knows what you're talking about— 
when you say “Palmetto.” Current adver 
tisements in Power, Mill & Factory, Plant 
Engineering, etc., back you up 


“SUPERSHEAT'’'—the fost word in com- 

pressed sheet packings. 
Made of selected long-fibre asbestos pres 
sure-bonded with special heat- and chem 
ical-resisting bonding materials, Supersheat 
#2900 achieves the ruggedness that every 
heavy-duty packing must have. No ply 
separation—resilient to compensate for 
expansion and contraction of flanges. Ex 
ceeds spec. MIL-A-17472 


Investigate! Write for new bulletin PC 
102 for details on Supersheat—aond other 


sheet packings in Pal- ; 
YO 


“quality 


metto's compressed 
asbestos line. 


peal f ¥ 


4 it~ 


packing mo perfomance inte wor ppladion 
GREENE, TWEED & CO. 


North Wales, Pennsylvania 





| successfully 








size and grade are adjusted to meet 
this condition by sclecting a relatively 
coarse size. and a grade at the soft 
end of the range to permit the 
abrasive grains to break away as they 
constantly present new cutting edges. 
Examples are rim-type wheels o1 seg 
ment wheels on vertical spindle sur 
face grinders 


Material To Be Removed 


The amount of material to be re 
moved also has a distinct bearing on 


the grade or hardness of the wheel 


| selected. Hard, dense materials, which 


resist the penetration of the grains 
and cause them to dull rapidly. re 
quire a relatively soft grade wheel to 
achieve good stock removal, the soft 
grade allowing the dull grains to break 
away more casily and repeatedly ex 
pose new lavers of abrasive grains. 

On the other hand, when softe: 
materials are being ground, a harder 
grade wheel, which holds its grains 
can be used 


longer and wears less, 


successfully 


Finish and Accuracy 


Just as rapid stock removal calls for 
a coarse grit size, a fine finish on the 
work-piece requires a relatively fine 
grit wheel 

Putting a “commercial” finish on 
steel, for example, calls for an alumi 
num oxide abrasive in a medium grit 
vitrified bonded wheel. On the other 
hand, grinding the same part to a 
mirror finish is usually best handled 
with a silicon carbide resinoid bonded 
wheel. Sometimes a shellac bonded 
wheel is also used 

Many operators have found that a 
single, medium grit wheel can be used 
for both roughing and 
finishing by dressing it coarse for 
roughing and then fine for finishing. 
Very light cuts are taken on the last 
few passes or revolutions of the work 


piece 


Russell, Burdsall & Ward 
Names Chicago Executive 


Thomas Toby has been named as 
sistant vice president of sales in charge 
of the Chicago office of Russell, Burd 
sall & Ward Bolt & Nut Co., Port 
Chester, N. Y. He succeeds James M. 
Hill. who retired this Summer. 

Willard B. Dunham has _ been 
named manager of Western distribu 
tor sales, with headquarters in Chi 
cago. Vernon N. Paulson will be man 
ager of Western industrial sales. Mr. 
Paulson’s office will be moved shortly 
from Chicago to the company’s plant 
in Rock Falls, I. 





MOTORIZED 
HEAD PULLEY 


@ THERE'S NOTHING LIKE IT ON THE MARKET 
It’s completely different from conventional 
conveyor drives. It’s simply a new applica- 
tion of the long-proven gear reduction 
drive. Everything . . . electric motor, reduc- 
tion and ail moving parts... is con- 
tained inside the pulley shell. The shell 
rotates about the motor which is held 
stationary by a torque arm attached to the 
conveyor frame. I'ts the newest thing in 
maintenance-free conveyor operation. It's 
a sure-fire seller! 
@ EVERY CONVEYOR CUSTOMER IS A 
PROSPECT 
The market is unlimited! Every belt con- 
veyor or belt-bucket elevator owner will 
want several, because Motorized Head 
Pulleys save 70% to 90% of conveyor trouble 
and downtime! With every part inside the 
re! shell, there are no sprockets, chains, 
-belts or jack-shafts to service and lubri- 
cate... no exposed motors to maintain, 
@ THERE IS NO END TCO THE REPEAT SALE 
POTENTIAL 
When they add up the savings gained b 
Motorized Head Pulley installations, all 
maintenance-conscious owners will be 
repeat buyers. Think of your pulley re- 
placement sales in the mining, milling, 
crushing and heavy construction industries; 
in factories and foundries; in chemical, 
coal, food processing plants, etc. 
@ PROFITABLE SALES AREAS STILL OPEN 
A few choice territories are still open for 
live-wire distributors. Send the coupon 
today for complete details about this 
valuable franchise. 


IOWA 


MANUFACTURING COMPANY 
Cedar Rapids, lowa, U.S.A. 





1OWA MANUFACTURING COMPANY 
Ceder Rapids, lowe, U.S.A. 


Please send details about your Motorized Head 
Pulley opportunity. 
Nome —— 
Title — 
_ 


Address ___ 
City 
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CHAIN & SPROCKET with split taper 
bushing is inspected by Thomas R. Luns 
ford and W. F. Glisson at W. I 
Co., Albany, Ga 


Glisson 





Industry Improves 
Safety Record 


The National Safety Council 1 
ports that 1952 was its safest year on 
record. 

Member companies both 
the frequency and severity of acci 
dents to workers. Of the 40 basi 
industry classifications, 31 had lower 
frequency rates and 25, lower severity 

The average frequency rate in all 
industries reporting, based on the 
number of disabling injuries per on 
million man-hours, was 8.40, a r 
duction of 7% from 1951. The com 
munication industry had the _ best 
record for  frequency—1.61 
lumbering had the worst, with 35.48 

The rate for wholesale and retail 
trades was 9.44—a 20 percent increase 
in accident frequency 

Among industries reporting — fre 
quency rates over 10 were: pulp and 
paper, foundry, clay products, food, 
wood products, construction, quarry, 
mining and lumber. 

Under ground coal mining had the 
highest severity rate, with quarrics 
next and other mining third. 


reduced 


Eutectic Welding Alloys 
Building New Plant 


Eutectic Welding Alloys Corp. r 
cently broke ground for a new plant 
addition in Flushing, Long Island 

It will contain a 273-ft. long pro 
duction line adjoining the company’s 
Plant No. 1. 

Rene D. Wasserman, 
president, addressed the gathering at 
the ceremony. He said the company 
had to expand to keep pace with 
orders. 


company 


while 





Series H-Helical Gear 


@ Note how driven shaft fits directly 
into tubular low-speed shaft of 
reducer and extends for full width 
of housing. 


Large Timken bearings 
throughout. 


Turnbuckle adjustment on either 
side eliminates sliding motor base 
required for adjusting belt 
tension. 


Helical gears cut from forgings 
or Mehanite castings for long, 
quiet service. 


Steel pinions, integral with shafts, 
are induction hardened and lap- 
ped together with gears for max- 
imum bearing and quietness. 


© No Adjustable Motor Base! 

© No Reducer Supports! 

© No Alignment Problems! 

® Quick, Easy Installation! 

® Trouble-Proof, Long-Life Service! 
© Efficiency From 96% to 98%! 

© Low In Price & Operation! 


2 Standard Ratios: 
19.6 to 1 and 11.25 to 1 














Wak Coupon Tow! 


THE MEDART CO. 


ATTACH TO COMPANY LETTERHEAD 


MEDART CO., 3535 DeKalb St., St. Louis 18, Mo 


Most Complete Source For 
Mechanical Power 
Transmission Equipment 


Also send following catalogs 


3535 DeKalb St., 
St. Louis 18, Mo. 


Title 


Name 


(€) Send Speed Reducer Catalog & Data Book 


) Geors () V-Belts & Sheaves 


0 Power Transmission Equipment 
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COILUMBIAN VISES 
| SLEDGE 


a 
* 1 
J 


NEW PRESIDENT of the Industrial 
Safety Equipment Association is Stanley 
C. Herbine, industrial sales manager of 
Willson Products, Inc., Reading,- Pa 





Division Managers 

Named by Westinghouse 
Westinghouse Electric Corp. has 

named A. Morton Cooper as manager 


of application engineering of the com- 
pany’s Gearing Division. He suc- 


| ceeds G. H. McBride, now assistant 


manager of the Switchgear Division. 
Mr. Cooper formerly held various 
sales posts in the Philadelphia office, 


| servicing paper and rubber industries. 
| Hle became manager of the general 
| mill section in East Pittsburgh in 


| 1943. 


Mr. McBride joined the gearing 


| sales department in 1927, later serving 
| in Philadelphia as Middle Atlantic 


« 


COLUMBIAN MALLEABLE IRON CASTINGS ARE GUARANTEED UNBREAKABLE 


DOUBLE GUARANTEES. Your Distributor 
backs our Columbian guarantee with his own. 
He gives you double assurance that you are 
buying the world’s finest vises. A-T311 


eaecveCce sed s. Vere 


SLEDGE-TESTED 


| 
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gearing representative. He returned to 
Pi.tsburgh in 1940 to handle marine 
sales, and became Gearing Division 
sales manager in 1942. 


Vice President Resigns 


| At Buckeye Brass 


Leon P. Disinger has resigned as 
vice president and general manager 
of The Buckeye Brass & Manufactur 
ing Co., Cleveland. 

With the company since 1923, he 
has been successively factory manager, 
sales engineer and sales manager be 
fore his recent post as general manager. 


New Orleans Warehouse 


|Opened by Quaker Rubber 


Quaker Rubber Corp., division of 
Il. K. Porter, Inc., Pittsburgh, has 
opened a new branch warehouse and 
sales ofice in New Orleans to serve 
the southern Louisiana area 

Morgan Kather is manager. 






















DRILLS 
CARBIDE END MILLS atm ene 


rare re een 














CARBIDE 
SPECIAL TOOLS 
j 
4 ob 
CARBIDE be 
MILLING CUTTERS ‘te = 
CARBIDE TOOL | 
<x BITS 
J / —m 
4 / 4 


The Super line of carbide tools features 
aggressive and up-to-the-minute thinking 
a in 
a complete range of sizes are carried in stock in 
warehouses conveniently located in New York, 
Detroit, Chicago and Los Angeles. 





21650 Hoover Road, Detroit 13, Michigan 


also 5210 Sen Fernando Rd., Glendole 3, California 








THREE BIG REASONS WHY 


industrial distributors and their salesmen like to handle 
Bristol’s Hex Socket Cap Screws. 


Bristol’s Hex Socket Cap Screws are quality products . . . 
at standard prices, Precision-made, with features that put 
them at the top of the market, Bristol’s screws are easy 
to sell. 

Bristol’s strong distributor policy helps the distributor, 
directs business through him, protects his franchise. Dis- 
tributors get support from national advertising and hard- 
hitting direct mail programs. 

There's no delivery problem with Bristol’s Hex Socket 
Cap Screws. Adequate stocks are on hand to fill orders 
without delay—and the Bristol distributor can meet every 
demand for socket screws. 


No wonder it pays to be a Bristol distributor! 


4 I; ISTO kK SOCKET SCREWS 


THE BRISTOL COMPANY, Socket Screw Division, Waterbury 20, Conn | 
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NEW BUYER at Corbin Supply Co., 
Macon, Ga., Robert L. Joiner (who su 
ceeded Harold Holland) checks sprocket 
drives with Sherman Pierc« 





Wayne Pump Co. 
Names Sales Director 


The Wayne Pump Co., Fort 
Wayne, Ind., has appointed Francis 
FE. Laurent as director of sales for all 
divisions of the company. 

Recently manager of the southeas 
tern region, he has been with the com 
pany 20 years, starting in the service 
division in New Orleans. Later he 
was New Orleans sales representative, 
assistant manager at Memphis and 
manager of the south central division. 

Company officers said Mr. Laurent’s 
appointment will not affect the pres- 
ent sales organization. Division man- 
agers will continue as before, with M. 
R. Barnthouse as general sales man 
ager. 


United States Rubber 
Opens Denver Branch 


United States Rubber Co., New 
York City, has opened a new branch 
in Denver serving Colorado and parts 
of nine other states in the Rocky 
Mountain area. It will handle mech 


| anical goods, footwear and general 


products as well as tires. 

The building contains 84,000 sq. ft., 
including offices and a_ warehouse 
equipped for mechanical handling. It 
has a staff of 67 


Executive Named 


United States Rubber Co., New 
York City, has appointed James C 
Westfall as assistant to Emest G. 
Brown, vice president and general 
manager of the company’s mechanical 
goods division. Formerly assistant 
superintendent of the Passaic, N. J., 
plant’s belting department, he was at 
one time manager of sales-production 
coordination at Passaic. 





Floyd H. Shannon Heads 
Ross-Willoughby Sales 


The Ross-Willoughby Co., Colum 
bus, Ohio, has named Floyd H. Shan 
non sales manager succeeding Howard 
W. Voelker, who is retiring to live in 
Florida after 53 vears in the industrial 
supply business. 

With the company 27 years, Mr. 
Shannon has been assistant to the sales 
manager for sometime. 

Mr. Voelker took his first job with 
a supply firm in Cleveland on August 
20, 1900. He worked for two Cleve 
land distributors before joining Ross- 
Willoughby in 1925. For 18 vears, 
until 1928, he covered central Ohio 
for Ross-Willoughby and a Cleveland 
house. In 1928, he became assistant 
sales manager for Ross-Willoughby 

He plans to live in either North Mi 
ami or Fort Lauderdale 


Hardware Square Club 
Plans Annual Outing 


The Hardware Square Club’s an 
nual outing is planned for Sept. 15 at 
Reinhard’s, Bayville, Long Island 
N. Y. 

Club officers said the program will 
consist of an old-fashioned stag out 
ing and clambake. Included will bi 
softball, swimming, quoits, horseshoc 
pitching and cards. Refreshments will 
be served throughout the day until the 
clambake at 6 

Louis W. Appell, of Louis W. Ap 
pell, Inc., is general chairman. Irving 
Gartner of Stevens, Inc., is in charge 
of tickets. 


American Marietta 
Buys Concrete Firm 


American Marietta Co., Chicago, 
has acquired the Concrete Products 
Company of America with manufac 
turing plants in Pittsburgh, Pottstown 
and Williamsport, Pa. 

The firm produces concrete pipe 
ind bridge sections. Earlier this year, 
American Marietta acquired Lamar 
Pipe & Tile Co., another concrete 
products firm in Michigan. Officials 
said the two new subsidiaries will be 
merged as the Lamar Division 


Engineers Elect Officers 


New officers of the Michigan chap 
ter, Society of Industrial Packaging & 
Materials Handling Engineers, include 
Darrel A. Buhlman, Ford Motor Co., 
president and Alfred G. Woodcroft, 
Carboloy Department of General 
Electric Co., executive vice president. 


Where the angle is right 
you can sell 


ANG 


TRADE MARK 


Photograph courtesy Doughnut Corporation of America 


For example, D.C.A. engineers needed a right-angle power take-off for the 
table drive in this semi-automatic doughnut cutter. Custom-made take-offs 
would have proved expensive and unwieldy. ANGLgear was tried, and its 
small size, plus high capacity, filled the bill 


Hadustrial machinery is full of right A PARTIAL LIST OF 
angles—most of them requiring power ANGLgear FIELDS 
take-offs. Because the market is industry 
wide, distributors everywhere find Air- 
borne ANGLgear easy to sell. Many en 
gineers and designers specify ANGLgear 
regularly, and distributors are finding new 
prospects every day. Make a check of 


Packaging @ Food Packing 
Construction e Heat-treating 
Hydraulics @ Optical Parts 
Atomic Energy ¢ Agriculture 
Bottling e Instruments 
Oil Surveying ¢ Ceramics 
Box Manufacturing 
Woodworking e Canning 
3-D Movie Equipment 
Electrical Equipment 


open. Write us. 
Shipbuilding 
*The ORIGINAL right-angle bevel gear unit 
“ Sr 


industries in your area. Wherever you 
can help solve a right-angle transmission 
problem, you've won a customer. There 
may still be a territory near you that 1s 





a 


ACCESSORIES CORPORATION 
1414 CHESTNUT AVENUE + HILLSIDE 5, NEW JERSEY 
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BENCH MODEL “DB” 


STERLING 
DRILL GRINDER 


Grinds '/," to 2'/," drills, 2, 3, and 4 
lip, without chucks, collets or extra 
fixtures. Easy to sell because it meets 
demand for a bench model drill 
grinder with ACCURACY and BIG 
CAPACITY. 


STERLING 
MODEL"G” 
UNIVERSAL 

TOOL and 

CUTTER 

GRINDER 


A quality grinder with extra capacity 
at « competitive price. Excello motor- 
ized spindle, 10'4" swing, 27” be- 
tween centers. Plain and Universal 
models, 


STERLING 
MODEL “DA” 
DRILL and CARBIDE 
TOOL GRINDER 


A combination drill grinder 
with same capacity as Model 
“DB" plus wheel and table 
for grinding single point 
carbide tools. 


“STERLING GRINDERS are 
top quality, easy to sell—a profitable 
line. Write TODAY for complete details. 


McDONOUGH ‘:.° 


1521 GALLOWAY © EAU CLAIRE, WIS. 





Walls are already up on Tidewater Supply Co.’s new building 


I'wo-story section 


will house the company’s offices and display rooms 





Cardboard Boxing 
Adopted by Carboloy 


Carboloy Department of General 
Electric Co., Detroit, is now shipping 
in cardboard instead of wood con 
tainers. Officials say container costs 
have been reduced 66 percent, and 


decreased weight has also resulted in 
| 


lower freight rates. 


I'he box most generally used meas- | 


ures 14 by 10 by 8 in., and is eight 
pounds lighter than the old container. 
Officials say tests have proved it just 
as satisfactory, however, and that it 
will withstand dropping and rough 
handling. 

Another advantage, they said, is 
that merchandising messages can now 
be printed on the outside of the 
package. 


New York Manager 
Named by Blackhawk 
Blackhawk Mfg. Co., Milwaukee, 


has appointed James J. Scully as dis- 
trict sales manager of the metropoli 
tan New York and New Jersey area 

Mr. Scully joined the company in 
1946 and has been New England 
manager for several years. He will 
continue to direct sales of the com 
pany’s hand and hydraulic tools in 
New England. 


Safe Working Rules 
Listed in New Booklet 


Ihe National Safety Council has 
published a new pocket-size manual to 


| promote safe working habits. 


Called Working Together for 
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Safety, it’s applicable to any plant or 
warehouse, and covers everything from 
materials handling to fire prevention. 

Free copics are available from the 
National Safety Council, 425 North 
Michigan Ave., Chicago. 
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MACHINE TOOL 
ACCESSORIES 


Universal acceptance 
assures a profitable line 


Year after year distributors have relied 
on the ZIP line of T-bolts and accessories 
to serve the needs of their customers. By 
taking advantage of the universal accept 
ance among users of these items, you too 
will find the ZIP line a profitable one to 
handle. It will pay you to make “SELTZER” 

our source of supply for Zip Machine 

‘ool Accessories. 


“Immediate delivery from stock, any quantities” 


GEO. HX. SELTZER & CO. 


xT HiILt f 





Special tube assures 


extra long life ==), 


Braided steel wire plies : * + 
ping ba lame it with H OSE 
strength and safety } @ 
Spiral cord asbestos —> s 


breaker ply makes heat- 
resistant bond between 


pena > ' Hy-Test just can’t burst and spray out live steam . .. steam that 

ne ae 5 can scald and even kill! Here’s why. Hy-Test hose is reinforced 
es ni with several rubber-encased plies of closely-woven braided-steel 
wire that prevent sudden failure. 

After long and severe service, harmless seepage through these 
blowout-proof plies provides ample warning of the need for 
replacement. 

Add to this safety feature a specially-compounded steam- 
resistant inner tube, a breaker ply of spiraled asbestos cord that 
keeps the outer surface cool, and an extra tough, abrasion-resist- 
ant cover and you have a super-service, super-safe hose for super- 
heated steam—Hy-Test steam hose! It’s made to withstand 

G working pressures up to 200 pounds. 
Second Sm : o" Your local NY B&P Distributor can supply you with Hy-Test — 
Century as and other superior quality steam hose for less severe service. Fol- 
of Service low his advice for maximum hose value...with maximum safety! 


to Industry 
— 


NEW YORK BELTING & PACKING CO. 


America’s Oldest Manufacturer of Industrial Rubber Products 
1 MARKET STREET— PASSAIC, NEW JERSEY 


‘ 
Voepee! 
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Spring Lock Washers 
are Sandards of Industry 


Reliance Spring Lock Washers exert con- 
tinuous concentrated spring power to keep bolted 
assemblies tighter longer wherever they are used 
in industry. Their helical coil spring design 
provides designers and production men with an 
inexpensive fastening device that can be used 


wherever there is a bolted assembled part. 


Reliance Spring Lock Washers are manufac 
tured in a modern equipped plant to rigid 
specifications from cold finished spring steel. 
Their non-fatiguing reactive tension over a wide 


reactive range insures tight thread fit and auto- 


a 


PRPOUCTION 


matically compensates for looseness resulting 


from service wear 


Reliance Spring Lock Washers can be used 
with any type of nut or bolt head and cannot 
damage threads. Their versatility is well known 
to production and design men throughout in- 
dustry. They are available in carbon, alloy or 


stainless steel, bronze, K-Monel or aluminum. 


RELIANCE DIVISION 


EATON MANUFACTURING COMPANY 
550 Charles Ave. $.E., Massillon, Ohio 


Bri 
-& 


we 


JUST OFF THE PRESS! If you have not done 
so, write for our new 36 page cotalog 
“Reliance Spring Lock Washers’ W-50. 
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NEW MARINE DIVISION at Strong, 
Carlisle & Hammond Co., Cleveland, 
is headed by Karl Ware, shown check- 
ing specs with Robert Chester. 








American Steel & Wire 
'Combines Sales Divisions 


| American Steel & Wire Division 
| of United States Steel Corp., Cleve- 
| land, has combined two of its divi- 
| sions, Spring Products Sales and Man 
| ufacturers Products Sales. 

Charles W. Meyers, former man- 
ager of Spring Products Sales, will 
head the combined divisions. Ed 
mond J. Walsh will be assistant man 
ager of the division in charge of rods, 
wire and cold rolled strip. Robert D. 
Knight will be assistant manager in 
charge of springs. 

Mr. Meyers is a veteran of 30 years 
with American Steel & Wire. Be- 
ginning as a chemist, he later became 
instructor and then assistant manager 
of the metallurgy department in 1937. 


| He transferred to the sales department 
in 1942, working first in the aviation 


field. Later he served in the Wire 
Rope & Construction Materials Divi 
sion and the Manufacturers Products 
Division. He has directed spring 
products sales since 1949. 

Mr. Walsh joined the division in 
1928, and has been in sales since 
1940, serving successively as salesman, 
office manager and assistant chief of 
the Wire Section, Iron & Steel Divi- 
sion of NPA in Washington. In 
1952 he joined American Steel & 
Wire’s New York City sales office as 
assistant manager of the Manufac- 
turers Products Division. 

Mr. Knight started in the division’s 
Trenton, N. J., wire mill in 1932 as 
a technical apprentice. He later be- 
came superintendent of the spring 
mill and since 1949 has been assistant 
manager of Spring Products Sales. 


Names Cleveland Manager 
American Steel & Wire has ap- 





pointed Norman M. Sted as manager 





of sales for the Cleveland district, 
succeeding Paul B. Gilroy, now as- 
signed to special duties on the staff 
of the vice president—sales. 

Harry I’. McAnerny has been named 
to a new additional assistant manager- 


ship. 


Mr. Sted joined the division as | ; 0 e | 
office boy in 1926, transferred to the | ¢ iT} i 
sales department in 1934. He became | J | \ 
office manager in 1939. He was as- 
sistant to the Cleveland sales manager 
from 1943 until 1945, when he be- 6 m6 y 6 ) ara 
came assistant manager of the Manu- | J 1] | | ( | | - a ( Hal ( 
facturers Products Sales division. He s 
has been manager of the division 
since 1949. 

Mr. Gilroy started with American 
Steel & Wire as a salesman in the 
St. Louis office. He later worked in Because of the endless applications of Reliance 


the Salt Lake City, Denver and De Baa . o= 
troit offices, then came to Cleveland Spring Lock Weshers, Reliance dinette 
in 1922 as assistant sales agent. He actually sell to a ready-made market. A new 


became manager for the district in distributor finds there are uses for Reliance 
1935. Spring Lock Washers in most industria! plants. 
Mr. McAnerny has been with the 


division 27 vears. He became a sales 





But the universal need of this product is not 
man in 1938 and eight years later, as the only reason new distributors take on the 
sistant manager at Cincinnati. Sinc« cous —— profitable Reliance line. Aggressive sales and 
1949 he has been assistant manager = Ban advertising policies help him build his volume 
of Manufacturers Products Sales. from the start. At no cost to him, Reliance 

In his new post as assistant man Spring Lock Washers are merchandised to cus- 


An a 


ager for the Cievelat t, he will eer ee 

5 ay and distric re wil ——— tomers and prospects through the pages of 
work with Reid C. Pierce, who has Fire oe —— 
been assistant district manager for Stree Hi catalogs and engineering folders by direct mail 


| letters sent to a list of several thousand industrial 


the past 16 vears. | Serre | 

7 users. This stimulates interest and builds sales. 

In addition, publication advertising appears in 
. : long list of outstanding trade journals such as 

Parker Appliance = 

, “PE 2 STEEL, MILL AND FACTORY, PURCHAS- 

Names Five to Staff | ING, MACHINERY and MACHINE DESIGN 


Five industrial sales engineers have just to name a few. 


joined the staff of Parker Appliance 
Co., Cleveland. 

They are: Thomas Kramer, Jr., as 
signed to eastern Pennsylvania; Robert 
B. Wilson, northern New Jersey; John 1088 orestiee Me There are distributorships open and interested 
C. Watson, Philadelphia and south industrial distributors are invited to write for 
ern New Jersey; R. Gurden Miller further information. 

Connecticut and Rhode Island; and 


Robert N. Boucher, metropolitan 

New York. (A) 
Mr. Kramer and Mr. Watson will 

work in cooperation with R. B. Jewett, 4 


veteran Parker representative with Dependable Distributors 


headquarters in Philadelphia. ‘The 


other three men will work with H. A. 
Ludlam in New York City. stock Dependable 


em 
Wins Legion of Honor r) 
A. Donald Kelso, president of Ung 


Norton Behr-Manning Overseas, Inc., 
and vice president of Norton Co., LOCK WASHERS 
Worcester, Mass., was made a Cheva 
lier of the Legion of Honor recently 
for services to France. He was deco 
rated by Francois Charles-Roux, 
French consul general for New Eng- 
land, in Lafayette Day ceremonies 


New Reliance distributors have everything to 
gain and nothing to lose when they take on the 
Reliance line of quality Spring Lock Washers. 

















INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 








Whatever the security job — there’s a Master 
Padiock to fit providing maximum pro- 
tection at the lowest possible price! 


COMBINATION PADLOCKS — Strong, double- 
wall construction; 3 number dialing; self- 
locking tumblers; virtually unlimited combina- 
tions. Also available with key-control .. . one 
company-owned key opens all locks 


LAMINATED PADLOCKS — Stronger than a 
solid steel block; hardened tool shackles; pin 
tumbler mechanism; cadmium  rust-proofed 
throughout strongest padiock construction 
known 


Special service on master-keyed 
ond keyed-alike sets. 


Seles Tip — Check the number of years 
your customers’ pediocks have been in 
vse. Old imstolictions ore dangerous 
and should be replaced . . . NOW! Per- 
sonnel turnover, lest keys, etc. might 
permit access by unevthorized persons. 


Catolog of 
complete Master 
line. Write 
for itt 


Master Padlocks 


Master loch Company. Milwaukee 45, Wis 
Wertd s Leading Padlock Maunfactmners 


President Ray C 
Frederic J. Zierk, treasurer, and Harry J 


Neal (center) charted company progress. He 
Lock, 


shared rostrum with 


general sales manager 


Star performers cited at the Buffalo distributor’s all-day sales session were these top 


four salesmen of 1952—Paul Rockwe!l! 

R. C, Neal Co.'s sales force from 
four cities met for a full day session 
in Avon, N. Y., recently to review 
progress and air selling problems. 

On the program, besides, breakfast, 
lunch, dinner and a cocktail hour, 
were: announcement of salesmen’s 
standings, talks by both officers and 
salesmen, a movie, a humorous selling 
skit, and discussion periods. 

Ray C. Neal, president of the Buf- 
falo supply firm, and Harry J. Lock, 
general sales manager, presided 
Speakers were: Mr. Neal, on “In 
ventory”; Mr. Lock, on “Your Co 
operation with the Sales Depart 
ment”; Frederic ]. Zierk, treasurer, 
“Cooperation of the Accounting D« 
partment with the Sales Depart 
ment’; and Len Thorn, “Reasons 
Why We Cannot Carry a Complete 
Inventory of Every Item.” 

Fred Hughes, one of the four top 
salesmen of 1952 spoke on “The Value 
of Small Accounts,” and Mike Wilson, 
senior salesman, described his 25 
years of selling experience 

Actors in the skit, titled “Things 
a Salesman Shouldn't Do,” were Mr. 
Hughes, Mr. Thorn and Mr. Lock’s 


secretary, Mrs. Moriarty. 


Art Moor 


Ford Sears and Amos Main 


\fter-dinner speaker, Jack Spaulding, 
general sales manager, Black & Decker 
Mfg. Co., talked on distributors’ value 


The National 
tors Association 
Sale,” was shown. 

Speaker at dinner was Jack Spauld 
ing, general sales manager of The 
Black & Decker Mfg. Co. Arthur Rau, 
vice president of the Marine Midland 
Bank in Buffalo, was also guest of 
honor. 


Industrial Distribu 
film, “Closing a 
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ba when vou L HINA “s 


PACKAGED FASTENERS 


-™ 


They speak for them- 
selves! Your satisfied 
customers tell why... 





Or 

74 

XL THE-RECOR 9, 
‘Sens 





© 5 
ot »? 
ett? ut 
p tA ot ‘ 
@ COtor CODE ion © cw 
UICK IDENTIFICAT.” eye 


METAL 
REPEAT SALES! 
> ee 


LAINLY LABELEn Fo 

Size, 
Yes — your salesmen praise the eye-appeal of Stp 4 
Central Packaged Fasteners. Color-coded labels Nice TO custToOmMer® : 
enable them to select type, size and head style 9 WAITING! 
at a quick glance. American industry has used 
Central’s finest line of precision fasteners for 
nearly half-a-century. For real “Shelf Appeal’’ 
specify Central Packaged Fasteners. 


Speelfy CENTRAL... the Complete line! 


® WOOD SCREWS ® STOVE BOLTS 
© TAPPING SCREWS © DRIVE SCREWS 
@® MACHINE SCREWS @ SEMS SCREWS 


® WING NUTS AND CAP NUTS © THUMB SCREWS 
STANDARD SLOTTED AND PHILLIPS RECESSED HEADS 
® HEXAGON AND SQUARE NUTS © WASHERS 





You Can Depend on Central 


Vr, 3501 SHIELDS AVE., CHICAGO 9, ILLINOIS 
RMP 3028 £ ELEVENTH ST, LOS ANGELES 23 ALIF. © 149 EMERALD ST. KEENE N WH 
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you can make a 


PROFIT 


selling hose clamps 





—_ because 


air 
water 
steam 
gas 





EVERY SHOP THAT USES- 


IS A PROSPECT! 


liquids 
sludge 
oil 

coal dust 








Stock - Sell - Profit with 
PUNCH-LOK HOSE CLAMPS 


GET OUR DEALER PROPOSITION 


321 North Justine Street, Chicago 7, Illinois 
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Kenneth McCrea 


Canadian Manager 
Named by Delta 


Delta Power Tool Division of Rock- 
well Mfg. Co., Pittsburgh, has ap 
pointed Kenneth McCrea as district 
sales manager for eastern Canada. 

He will work closely with Walter 
L. Redpath of ‘Toronto, recently 
named Canadian regional manager of 
the division. 

Mr. McCrea is former manager of 
the machinery department of J. Pascal 
Hardware Co., Verdun, Quebec. He 
also spent many years in sales work 
for L. S. Tarshis & Sons, Ltd., of 
Montreal. 


Scully-Jones Moves 


Scully-Jones & Co., Chicago, has 
moved its Detroit office from East 
Grand Boulevard to James Couzens 
Highway. Officials said the new loca- 
tion outside the city’s congested area 
provides better parking, more central 
location for customers and more stock 
space. 





BLACKBOARD HELPS 
PRODUCTION 


One company has proved that giving 
employees facts means their coopera- 
tion, Factory Management § and 
Maintenance, McGraw-Hill publica- 
tion, reports. In each of its plants, the 
company chalks up production sched- 
ules, in man-hours, on a blackboard 
for as far as six months ahead. It's a 
simple antidote for worry about job 
security and production's been up since 
the plan was adopted. 














Clark Equipment 


Names Representatives ‘ 
ae » shang . | "Yes sir! We have 
Clark Equipment Co. has revamped 


and expanded its dealer organization ; 
in they Midwest and on the West the ae oF ” 
Coast to handle products of the newly you want.. .” 
acquired Ross Carrier Co. 

Officials said that in most cases ex 
isting Clark dealers will add the Ross 
line to their regular lines. 

Newly appointed dealers are: Rob 
ert H. Dodd Equipment Co., Port o P 
land, Ore.; Christy Equipment Co., vi THE WORLD S ONLY COMPLETE LINE 
Omaha; Glen L. Codman Co., San 
Francisco; Robert H. Braun Co., Los CARBIDE TIPPED 
Angeles; R. E. Common Equipment we 
Co., Peoria, Ill.; W., A. Marschke & FOR DRILLING HOLES yy” TO 6” DIAMETER IN 


Sons, Indianapolis; Materials Han 

dling Corp., South Bend, Ind.; Big TILE e BRICK bd CONCRETE ° GRANITE 

River Equipment Co., Davenport, 

Iowa; sien Equipment Co. OR ANY OTHER MASONRY MATERIAL 

Grand Rapids, Mich.; Arst Equipment 

Co., ‘Tulsa, Okla.; and Preston Faller, ! No matter what the material — from soft 

Seattle. brick to hard granite . . . No matter what 
size hole — from 3/16” to 6”... you 
are dealing in a complete line that never 

Ys" to 14" Diameters sends disappointed customers elsewhere 


— ft t i . 
for soft to medium for their needs! 
materials — for use in 


eee Cony ea Enterprising merchants start out with an 

drill press or hand 

brace. eye-catching Counter Display Stand and a 
representative assortment — and build 
business from then on with sizes most in 


? é demand. Plenty of counter and mail lit- 
4 gt erature — including Masonry Drill Bit 
yl? 








Guide for masonry materials, bit sizes and 
power performance. 


%” to 4” Diometers There is a well-established and 

end vp — for hard constantly growing demand for 

~~ concrete ond similor this complete line, nationally ad- 

Jf, a vertised in trade papers reaching 

‘ON Md drilts — applying a half-million industrial users. 

pressure. Write for complete details, cata- 
log sheets and price list. 


in INTRODUCTORY ORDER 
3 INCLUDES DISPLAY 


Stanley G. Nurzyk has been ap / 
pointed sales representative working f 
a of the New Britain, Conn., oe STAND ae Pree ° 
quarters of The Stanley Works’ hard 
ware division. 
He will handle all the Connecticut “ae — 
territory except Hartford County 2 ante — %” — 4" 
Mr. Nurzyk joined the company in ma OF ow Ee & .. 
1948 and did customer service work 1 EACH: %”,— %” — 1” 
in Connecticut, Massachusetts and Complete for $43.90 
Rhode Island. Later as a missionary ous. Cagueer Sinenua 
man he toured several Southern and Cyclo-twist Assortment 
midwestern states aboard the com STAND J5-31 


pany’s ““Rollorama.” Ye. —-% —-% —%* — 
/ 


ae 


Stanley G. Nurzyk 


Complete for $13.70 
Less Regular Discount 


Welding Movie Released 
Allegheny Ludlum Steel Corp. has LP England Carbide TOOL CO., tac. 


released a new 16 mm. sound and 60 Brookline St., Cambridge 39, Mass 
color film, Resistance Welding of Manutocturers of the “masonry-eating’ f aie 
Stainless Steel. It discusses spot, seam, yelo-twist « Cielalans - Thundertedd  thunde 

projection and butt welding $ 1 Carbide Tipped Tools 
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MODEL J 


FOR EXTREME 


The Big Sturdy 
JOHNSON 10” x 18” 
BAND SAW Is Machined 
to the Closest Standards 


WRITE FOR DETAILS OR 
SEE YOUR JOHNSON DEALER 


JOHNSON MANUFACTURING CORP. 


ALBION, MICHIGAN 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 








Little Decline in °53, 
Say Industrial Leaders 


There is little indication of a 
serious business decline in the re 
mainder of 1953, according to 189 
industrial executives cooperating in a 
recent survey conducted by the Na 
tional Industrial Conference Board. 

However, cooperators generally feel 
that business in the last half of 1953 
will be conducted on a more competi 
tive basis. 


Volume Up—Trend Down 


Forty-three percent of the cooperat 
ing companies expect the total volume 


of new orders booked in the second 


half of 1953 to exceed that in the 


comparable 1952 period. This com 


pares with 29% who forecast a decline 
in new order volume. ‘The rest of the 
cooperators see no change. The Board 
notes, however, that 47 companies 
expect the trend in bookings to be 
downward in the second half, while 


| only 24 believe that their bookings 


will rise. 


Cancellations—Little Increase 
The NICB survey did not reveal 


excessive cancellations of orders. 
Eighty-four percent of all cooperating 
companies report they have experi 
enced no increase in canccllations, 
while another 5% report that can 
cellations have actually declined 

Of the remaining companies most 
indicate that to date the increases in 
cancellations have been relatively 
small. 


Last Half Sales to Top 1952 

A majority (59%) of reporting ex 
ecutives predict that dollar sales (bill 
ings) m the second half of 1953 will 


| exceed those for the second half of 


1952. Aside from an expected higher 
physical volume of business, increased 
selling prices are most frequently men 
tioned by executives optimistic on the 
sales outlook. Other reasons given are 
avoidance of major strikes, elimination 


| of most raw material shortages and 


increased output of military supplies 
for the government 


Backlogs—The Peak Is Past 


Forty-five per cent of cooperators 
report current backlogs of unfilled or 
ders are smaller than a vear ago, while 
35% of the companies report in 
creased backlogs. Twenty percent have 
experienced no change. 

Only about 20% of the companies 
reporting believe that their backlogs 
at vear end will be any larger than 
at present, while more than twice that 
number believe their backlogs will be 








PRODUCTION AND 
MORALE GET A 


puik- Litt 


AT THE HAMER 
OIL TOOL COMPANY 


“Production and worker morale have 
) gone up noticeably since we installed 
Coffing Quik-Lift Electric Hoists,” 
says Floyd S. Hamer, production manager 
of the Hamer Oil Tool Company, Long 
Beach, California 
This leading manufacturer of blind and 
plug valves finds that Quik-Lift Electric 
Hoists have more than measured up to ex- 
pectations both for their ability to do the 
job and to stay on the job. So successful 
were the first few units tried, in fact, that 
today there are 36 Quik-Lifts in one build- 
ing alone 
Quik-Lifts are made to order for produc- 
tion work of this type. They are built to 
stand up under tough assembly-line use. Like 
Hamer, many have found that a Quik-Lift’s 
dependability soon repays its cost in saved 
down time — and production and morale 
get a lift in the bargain. 
For full information on Quik-Lifts, and the 
complete line of Coffing portable hoists, write 


Dept. AQE. 


“Nobody lifts anything around here now.” 
Today, all the heavy lifting is done by Cof 
fing Qutk-Lift Electric Hoists at the Hamer 
Ou Tool Company. Quik- Lifts are available 
in 17 sizes from 500 to 4,000 lb. and a 
choice of lifting speeds up to 49 [t. per. min. 


COFFING HOIST COMPANY 
Danville, Illinois Cr 
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Fairbanks Products 


for 


PROFITS Plus 








Fairbanks products assure profits plus, Profits plus fer yeu in 
customer satisfaction. Profits plus for you in faster easier sales. 


Fairbanks Valves are standards for dependability. Sound engineering, 
rugged construction, have been proven in service. You and your cus- 
tomers get a complete line of bronze and iron body valves! 

Fairbanks Trucks — American industry runs on Fairbanks Trucks. Their 
rugged construction, smoother operation, takes the load off your cus- 
tomers’ minds. The most complete line of hand trucks, platform trucks, 
and dollies for every kind of service. 

Fairbanks Steel Casters are revolutionary achievements in design. Give 
your customers many exclusive advantages. The “Lock-weld” construc- 
tion climinates the king-pin, the cause of most caster failures, and sub- 
stitutes an all welded structure providing greater strength and rigid 
alignment for easier swiveling. 

Fairbanks Wheels —- A complete line to insure the ultimate in customer 
satisfaction. There’s a wheel for every type of service to fit your cus- 
tomer’s precise need. 

Dart Unions — General distributing agent for Dart and Pic Unions. 


393 LAFAYETTE STREET 


F «e b k NEW YORK 3, WN. Y. 
© | q r | nm 4 Branches: New York 3 


COMPANY pa Se 
Boston 10 * Rome, Ga. 
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reduced. ‘The remainder anticipate 
no change from current levels. 

The NICB survey reveals that the 
concerns generally attribute declines 
in backlogs of orders to increased pro- 
ductive capacity, government con 
tract terininations, the stretch-out of 
contracts, and the removal of restric 
tions on use of metals. 


Inventories Under Control 


Although 30% of the cooperating 
companies report inventories higher 
as a percent of sales than a year ago, 
39% have lowered their inventory 
sales ratios, while the remainder rc 
port no change. 

Almost half of the cooperating in 
dustrial firms expect to reduce inven- 
tories in relation to sales during the 
next half year as compared with only 
a fifth which indicate a relative rise. 


Close Watch on Collections 


Approximately 25% of cooperating 
companies report some lag in collec 
tions, although in the majority of 
cases it is very slight. Thus far the 
tendency toward slower collections has 
been noticed mainly among chroni 
cally slow or marginal accounts, some 
foreign customers, and customers with 
small working capital. 

In most instances, however, the 
Board's survey reveals that the credit 
situation is being watched more 
closely, although only about 6% of 
the cooperating companies have actu 
ally revised their credit policies. 


Profit Outlook Favorable 


More than half of the executives 
estimating profits before taxes expect 
them to exceed the comparable 1952 
figures, although many note that 
profits as a percent of sales will actu 
ally decline. NICB notes that fewer 
than one out of four companies reply 
ing believe that their 1953 prospects 
are poorer than in 1952. 

the survey reveals that while some 
companies feel that higher prices will 
contribute to improved profits, 
stronger consumer resistance against 
such increases is reported. New prod 
ucts just going to market and the 
operation of additional capacity will 
bolster profits in some companies. 

Causes most frequently mentioned 
by companies expecting lower profits 
in 1953 are lower volume of ship 
ments and increases in costs not com 
pensated for by increased selling 
prices. 


Named by Edward Valves 


Edward Valves, Inc., East Chicago, 
Ind., has named Carl L. Erwin as- 
sistant works manager. 








Baker-Raulang 
Marks 100th Year 


The Baker-Raulang Co., Cleveland, 
is celebrating its 100th anniversary 
this year. 

Today a manufacturer of fork lift 
trucks and cranes, the firm had its 
beginning as a one-man wagon repail 
shop founded in Cleveland in 15853 
by a German immigrant, Jacob Rauch 
In 1878, the Rausch & Lang Carriage 
Co. was formed This merged in 
1915 with The Baker Motor Vehicle 
Co., builder of carly electric automo 
biles and later of gasoline models 
one of which, the Owen Magnetic 
(1915), is said to be the first automo 
bile with automatic transmission 

Baker Raulang dropped the auto 
mobile business in 1916, to concen 
trate on industrial trucks and tractors 


Permite Paint Names 
Director of Sales 


Permite Paint & Varnish Division 
of Aluminum Industries, Inc., Cincin 
nati, has appointed R. Wain Bowman 
to the new position of director of 
sales. 

Named to two other newly created 
posts were John Magee, manager of 
industrial sales in the Midwest region, 
and George Graman, plant manager 
Lvle B. Paris will continue as sales 
manager. 

John W. Craig, president, said the 
changes are expected to provid 
deeper sales penetration of distribu 
tion channels and help integrate the 
division’s operations. 


Firth Sterling 
Names Executives 


Firth Sterling Inc., Pittsburgh, has 
appointed Raymond J. Zale as assist 
ant to the sales manager, Steel Divi 
sion. He will direct the sales and 
promotion of tool steel products 

Recently a steel metallurgist for the 
company, le previously worked for 
Lindberg Steel Treating Co. as plant 
metallurgist and assistant plant man 
ager of the Rochester Division. He 
was also with Darwin & Milner, Inc., 
as New York State sales representa 
tive. 

Robert E. Kimmins has been named 
assistant to the steel sales manager, 
with responsibility for high tempera 
ture alloy steels. 

Formerly with Expanded Metal 
Engineering Co., Long Island, N. Y., 
Mr. Kimmins has just been released 
from Navy duty. He headed the Fer 
rous Metal Section of the Aircraft 
Production Resources Agency at 
Wright Field. 


the new 


‘ 


contender 


with the help of 


CAMPBELL CHAIN 


This sturdy 1-ton Aluminum Packet Hoist, produced by The Harrington Com- 
pany, Philadelphia, weighs only 32 Ibs. Its Y2-ton and 2-ton counterparts 
weigh only 30 and 53 Ibs. The saving in weight was achieved by using high 
tensile aluminum parts, including the newest development in chain—Campbell 
Aluminum Hand Chain. To provide maximum carrying strength, Harrington con- 
tinues to use Campbell's electrically welded, heat treated steel Load Chain. 


Campbell's engineering service, used in designing this new hoist, is available 
to you... whenever you're working on a problem that involves chain. This 
service, combined with long experience and a continued reputation for quality 
makes Campbell Chain the choice . . . for use on original equipment and in 
the plant. 

It will pay you to sell Campbell Chain. There is a size, type and 


grade to meet practically every requirement. Get your copy 
of the latest Campbell Chain Catalog. Write today. 


CAMPBELL CHAIN Gomsany 


MAIN OFFICE: YORK, PA 


West Burlington, lowa; Portland, Oregon; Sacramento, Calif 


Makers of Chain for every need... INDUSTRIAL...FARM... MARINE 
:..and the famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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Introducing NEW 


Gh 


WAY 


SOFT-FACE 
HAMMERS 


HS srodes of 
Hardness for 


All Types of Work 


Outwears Other Types 
of Soft-Face Hammers 


lume Buildow 
— a BIG 
Replacement Mankét 


Every one of your customers 
needs these efficiency tools. Not 
just one or two—most will want 
a whole assortment as they find 
out how IDEAL Cush'N-Blo 
Hammers outwear and outper- 
form every other type of soft- 
face hammers. 


SELL THEMSELVES. All you 


REPLACEABLE TIPS 
of Super-Durable Plastic 


= 
— 


7 
i 


have to do is put a Cush’N-Blo 
in your customer's hands. He'll 
see for himself how it enables 
maximum impact with less effort 
because there is no rebound or 
sting. Cush’N-Blo Hammers are 
SAFETY approved. Spark-proof 
and chip- proof, they will not 
mushroom under the heaviest 
blows, can be used on finely fin- 
ished surfaces, electrical equip- 
ment, precision machines. Tips 
can be used in any combination, 
can be replaced or changed in a 
jiffy—which means = re- 
placement business for you. 


CASH IN ON THE HOTTEST LINE IN HAMMERS—ORDER TODAY 


A HAMMER a 
FOR EVERY JOB 


' 

! 
5 Diameters ' 
14 Weights ' 
Regular or , 
Shot Loaded ' 

cl 


City 
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IDEAL INDUSTRIES, Inc. 
1000 Park 
Send me complete date and prices on IDEAL 
Cush‘N-Blo Hammers. 
Neme. 

Company 

Address 


Avenue, Sycamore, Iilineis 


Zone State_ _ 


eae eoeoeweeaeeaeaeaaead 





Cad 


Freight Rates Held Up 
for Defense, ICC Says 


The Interstate Com 
mission said recently that national de 
fense played an important part in its 
recent decision to continue present 
freight rate levels through 1955 

The commission said it had been 
called on to act at a time when opin 
ion was divided on whether the coun 
try would continue its present high 
level of prosperity or level off and pos 
sibly head toward recession. The com 
mission has a mandate from Congress, 
its members said, to keep the national 
transportation system in shape to meet 
any emergency. For that reason, it was 
decided to keep in effect for two years 
the temporary 15 percent rate increases 
granted to the railroads and domestic 
water carriers last year 


Commerce 


Insurance Needed 


The commission said, “Our experi- 
ence indicates that our national trans 
portation system may, without exten 
sive notice, be called upon to make 
extraordinary exertions in behalf of 
national defense 

“There should be some insurance 
against any possible slow down or 
break down in transportation service 
and that fact may well resolve some 
doubts about the propriety of increases 
in rates which might otherwise prove 
insuperable.” 

The railroads wanted to make the 
15 percent increase permanent. They 
said a continuation of the present rate 
was essential if they were to complete 
their broad program of improving plant 
and equipment. The increase, until 
the recent decision to extend it, was 
scheduled to end next February 
Uncertainty Cited 

Explaining why the rate would not 
be fixed permanently, the commission 
cited economic uncertainty of the 
times. It labeled the past 15 vears a 
“prosperous era” and said it “creates 
some concern as to whether the pres- 
ent high level of economic activity can 
be sustained for an appreciable length 
of time in the future.” 

The commissioners noted that the 
farmers’ purchasing power is on the 
wane. “This trend could be conceiv- 
ably a first portent of a general break 
in the national purchasing power.” 


Alpha Tool & Supply 
Expands Plant 


Alpha ‘Tool & Supply Co. has 
moved from Westwood, N. J., to a 
larger plant at Closter, N. J. 

Officers said the new facilities pro 
vide room for expansion and more 


| space for shipping, storage and offices 








your letterhead, 


PAU e Th, 
"tn SCRE 


E., GARDE 


B21 STEWART - GARDEN Cl 


TELEPHONE 
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Seek eon 


er Important 
Improvemen 


MODEL M11-24 
Contrectors Barrow 


SELF-LUBRICATING 
WHEEL BEARINGS 


It’s new . . . revolutionary! Now you can buy your 
favorite Jackson Contractors Wheelbarrows with lifetime 
self-lubricating wheel bearings! Yes, you can count on 
Jackson to bring you the latest, most outstanding improve- 
ments. This highly porous wheel bearing—a product of 
powder metal processing—is impregnated with lubricant 
so that you have a long-term reservoir of oil. Heat expands 
the oil and brings it to the bearing surface, as needed. 
This unique Jackson feature gives you the advantages of 
lower price, longer wear, better performance and, of course, 
eliminates lubricating. For your next job, specify 
Jackson barrows with self-lubricating bearings! Model 
M11-24B (Roller Bearing) still available. 


Credit Pool Urged 
To Spur Expansion 


The Wisconsin Bankers Association 
wants to form a “credit pool’ system 
to encourage expansion of industry in 
the state and attract new firms 

Similar arrangements have been set 
up in Maine, Rhode Island, New 
Hampshire, Vermont and Massachu- 
setts, according to the American 
Bankers Association. 

The idea is to permit banks to pool 
their resources to make available ade- 
quate credit for new or expanding 
companies. Lack of credit is a par 
ticularly difficult problem in small 
communities. 

Usually the first step is to form a 
pool of 10 or 12 banks in the state 
Also industrial development corpora 
tions are founded, in which most of 
the banks in the state participate 

The Wisconsin Bankers Association 
has discussed such a plan with the 
Wisconsin State Banking Department. 

Spokesmen for the bankers said the 
plan would have to fit in with statutes 
regulating loan ratios, the purposes for 
which banks can be organized, and 
state laws on branch banking. Bankers 
have not decided whether there should 
be a central pool, statewide in opera 
tion, or a number of regional pools, 
coordinated to meet varving conditions 
in different communities 


SKF Enlarges 
Charlotte Office 
SKF’ Industries, Inc., Philadelphia, 


has opened a new district office and 
warehouse in Charlotte, N. C 

Officials said larger stocks of bear 
ings would be carried to serve North 
and South Carolina and parts of Geor- 
gia, Tennessee and Virginia. David 
B. Eden, Jr., is district manager in 
charge. 

Richard H. DeMott, SKF presi- 
dent, said the growth of Southern in 
dustry made the move necessary. SKF 
enlarged its Atlanta office and ware 
house last year. 


Named by Federal Electric 


J. S. Thompson, A. A. Browne, and 
I’. Challoner have been appointed 
directors of Federal Electric Products 
Co., Newark, N. J. The three men 
are officials of Pacific Electric Mfg 
Co., San Francisco, recently acquired 


MANUFACTURING COMPANY @ HARRISBURG, PENNA. is president; Mr. Browne, general 


manager, and Mr. Challoner, vic 
president and secretary treasurer 





Oldest and largest wheelbarrow maker in America 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 





~ 


\ 
‘ 
\ 


~ 
ie 
- 


a 
_ 
— 
- 
-— 
-——— ee 


why sales managers get gray 











When they sell Armour Coated Abrasives, 


your salesmen make more dollars per call! 


We can’t stop the gray hairs from sprouting, but Armour Coated Abrasives added 
to your line can help cure some of your headaches. Let's take volume as an exam- 
ple. Almost every plant your salesmen call on uses some kind of coated abrasives. 
So if your men make it a point to talk coated abrasives each time, their calls can 
be more profitable. And Armour Coated Abrasives sell quickly —they've had over 
fifty years of acceptance, and customers know their quality. 


Armour does a pre-selling job on your prospects and customers. Advertising and 
direct mail are coordinated to help your men get in to see the right people. And 
ARMOUR we supply informative, interesting pamphlets and booklets, as well as helpful “give 


aways, to help make the sale once they're in. 


There are lots of other reasons why it’s smart to sell the Armour line. There's 
Coated Hb ° the new Armour Technical Application Laboratory, full of the latest equipment to 
help solve problems for distributors’ customers. With backing like this, your sales- 
Armour and Compeny men can't help but get more dollars per call 
North Benton Road 


If you're interested in handling the Armour line of quality coated abrasives, 
Alliance, Ohio 
write today. 
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...to Greater Silos 
and Profits with 


ELEPHANT 
BRAND 


MADE BY 


“The Oldest 


Vf) lo l-toMeolalo Ma d-iiol (sie @alell micelle a Z-e mel: 


e Conveyor Chain 
e Liberty Coil Chain 
e Machine Chain 


e Weldless Coil 
Chain 


e Proof and BBB e Sling Chains 


Coil Chain ¢ Grab Hooks, 


Slip Hooks, 
and Cold Shuts 


@ Steel Loading Chain 


e High-test Steel 


Chain @ Boomer Chain 


Almost 100 years of “Know-how” are behind depend- 
able Elephant Brand Chains. They are always uniform 
— tested —high quality. Always standard, full size, 


and meet all Government and Railroad specifications. 


Write for Catalog and Prices 


EST. 1854 


NIXDORFF-KREIN MFG. CO.,916 Howard St., St. Louis 6,Mo. 
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Plant Maintenance Show 
To Be Held in Chicago 


Ihe Plant Maintenance Show, held 
for the past four vears in the East, 
will move to Chicago for the 1954 ex 
position. The name will be changed 
to the “Plant Maintenance & Engi- 
neering Show,” Clapp & Poliak, its 
producers, have announced. It is 
scheduled for January 25-28 at the 
Chicago International Amphitheatre 

The exposition will cover 100,000 
sq. ft. of space, about a third more 
than last vear’s show and six times the 
size of the first exhibit in 1950. More 
than 350 companies are expected to 
exhibit. Already signed up are 310, 
the managers announced. 

lhree companies, General Electric, 
Clark Equipment, and Westinghouse 
Electric, plan displays each covering 
3,090 sq. ft. or more. 

Concurrently, the Plant Mainte 
nance & Engineering Conference will 
be held at the Hotel Conrad Hilton 

Reason for the name change, ac 
cording to the show’s managers, is that 
“the maintenance function has grown 
so important in the few vears since the 
first show was held, that it is no longer 
possible to separate it from other plant 
engineering functions.” 

“From a frequently held concept 
that maintenance was primarily an oil 
ing and mopping process, the science 
has grown until it is now recognized 
is an integral part of plant construc 
tion, layout, power and production 
Few companies these davs can afford 
to overlook the tremendous cost of 
maintenance, and, as automatic proces 

continve to be developed, main 
tenance becomes more and more the 
primary factor in cost reduction.” 


Sanson & Rowland 
Buys New Building 


Sanson & Rowland, Inc., Philadel 
phia, has purchased a new 42,000 sq 
tt. building on West Loudon St 

Parking space, air conditioned of 
fices and a modern metal fasting ware 
mechanical handling 
equipment are features of the new 
structure. It will be occupied as soon 
is equipment can be installed 


house with 


The company has been located on 
North 5th St. for 50 vears 


Joins Morey Machinery 


Morey Machinerv Co., New York 
City, has appointed Fred A. Milnes 
to head the company’s enlarged di 
vision of presses and related equip 
ment. Formerly sales engineer and 
export sales manager for E. W. Bliss 
Co., he has also been a tool design 
enginecr for Aluminum Company of 
America. 








METAL CUTTING 
FOR YOUR CUSTOMERS 


REZISTOR 
HIGH SPEED STEEL 
BAND TOOL 


A REVOLUTIONARY, NEW, CUT-OFF TOOL DESIGNED 
SPECIFICALLY TO CUT STAINLESS, DIE STEELS and OTHER 
TOUGH FERROUS ALLOYS FASTER, MORE ECONOMICALLY 


@ CUTS TWICE AS FAST ... as conventional carbon steel 


band blades when sawing tough alloys. 


© CUTS UP TO 30 TIMES LONGER ... . as proved by 


actual, on-the-job tests in the field. 


Because not all band saw machines now manufactured are designed to take full 
advantage of the greatly increased production potential of the MILFORD REZISTOR 
Band Tool, all initial installations will be application engineered by specialists 
from the Thompson plant; this will eliminate misapplications and assure customer 
satisfaction. To make sure that your interests are protected, all sales will be 
invoiced thru Milford Distributors 


WRITE NOW for descriptive literature. Contact your MILFORD Representative, 
talk over all the possible applications in your area and plan to introduce this 
latest MILFORD “‘first”’ 


THE HENRY G. THOMPSON & SON CO. 


SAW BLADE SPECIALISTS FOR OVER 76 YEARS 


NEW HAVEN 5, CONNECTICUT 


MILFORD BLADES ARE AVAILABLE ONLY THROUGH INDUSTRIAL DISTRIBUTORS 
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AND YOU NEVER 
APPRECIATE 


HOME 
SERVICE 


FOR DISTRIBUTORS 


until you're really 
in a tough spot 


It’s easy enough to be happy, when 
your business in mechanical rubber 
goods goes along “like a song”. But 
the time you appreciate Home Rubber 
Service is when everything goes “dead 
wrong’. Then you can really smile— 
because Home Rubber has what it 
takes to take care of both ordinary 
and EXTRAordinary service situations 
. . . we have the goods, the where- 
withal, the facilities and the old know- 
how. In addition to which Home gives 
you mechanical rubber goods that are 
TOPS in quality, and have been so for 
73 years. Put that in your pipe and 
smoke it! 


Te HOME 


RUBBER COMPANY 


Factories and Main Offices 
TRENTON 5, N. J. 


SINCE 
1880 


SERVING 
DISTRIBUTORS 
SINCE 
RUTHERFORD B. HAYES 


BELTING 


Transmission Conveyor 
Elevator 


HOSE 


Steam — Acid — Mill 
Chemical — Creamery 
Suction — Water — Air 
Jetting — Sand Blast — 
Fire 


PACKING 


Sheet and Rod Packings 
for every purpose 


“N.B.O.” 


the original 
BLACK SHEET PACKING 





= 








PHONES: 


New York - WOrth 2-4460 
Chicago - CEntral 6-0601 
Trenton - 5-617! 


Revenue Agent Promises 
Crackdown on Violations 


T. Coleman Andrews, Internal Rev- 
enue Commissioner, has promised a 
stepped-up drive to ferret out tax vio- 
lators. 

He said in a New York City speech 
recently that his agents in nine states 
are checking up on taxpayers who 
“aren’t playing square with the Gov- 
ernment”. He said this canvass will 
be continued and others will be initi- 
ated. 

So far, the drive has included the 
six New England states, Maine, New 
Hampshire, Vermont, Massachusetts, 
Connecticut and Rhode Island; Ne 
braska, Ohio and Texas. 

He said results had not vet been 
tabulated, but early reports indicate 
that a great many delinquent individ- 
ual income and business tax returns arc 
pouring into field offices along with 
the money due. 

“It all adds up to the fact that we 
are causing a lot of folks to face up to 
their tax obligations for the first time,” 
the commissioner said 

Examining agents have been told to 
watch especially for abuses in the use 
of entertainment expenses such as 
country club dues, maintenance of au- 
tomobiles and yachts, travel for per- 
sonal reasons, visits to vacation resorts 
and similar expenditures claimed as 
deductions. 


Superior Mechanics Guild 
Now Has 250 Members 


The National Guild of Superior 
Mechanics, founded last year by 
Bonney Forge & Tool Works, Allen 
town, Pa., now has 250 members from 
28 states, its sponsors announced r 
cently. 

The Guild was established in June, 
1952, to honor outstanding mechanics 
Nominations are made by salesmen in 
the industrial supply, hardware, auto- 
motive, farm and refrigeration fields 
Only mechanics and service managers 
are eligible. 

States with the most members are 
Illinois, with 31; Kansas, 28; and New 
York, 22. 


Continental Supply 
Names Advertising Head 


Continental Supply Co., Dallas, has 
named John B. Spence to head the 
company’s advertising and sales pro- 
motion division. He succeeds A. J. 
Mueller, now assigned to concentrate 
on catalogs and pricing. 

Mr. Spence, an Army veteran, has 
been associated with the firm for a 


Branches: New York * Chicago * London Dae 
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in Toper-Bushed 


Originators of Shaft-Mounte d 
Multiple Groove Sheaves. 


Speed-Reduction Drives. 


Originators of Compressed-Plywood 


First Complete Line of Stee! Conveyor Pulleys 
Motor Pulleys 


“Built for the Belt”. 


Originators of Double-Taper 
Adjust able-Speed Sheaves. 
th, 


- i > ti 
LA eal By A ie 
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Originators of Automatic 


Originators of Individuol Cotton Card Drives. Tonlendlanteel Mintie Basbh, 


“a 


Originators of One-Man Barre! Cradles. 


A Leader in Industrial. Wheels, 


Originators of Pressed-Stee!l Hand Trucks. 


Originators of Taper-Bushed Backstops. 


pipe | 
ey 


... First in Products Means First in Profits 





AMERICAN orginated or improved every prod- 
uct it makes. This means exclusive product 
advantages for distributors. 

AMERICAN design and research staff is con- 
stantly on the look-out for new and needed 
products—or new ways of bettering existing 


Power Transmission and 
Materials Handling by 


MERICA 


PULLEY COMPANY 


ones. This gives distributors a continuing ad 
vantage in the market place. 

American backs its distributors with: (1) 
Attractive Profit Margins. (2) Territorial 
Protection. (3) Extensive Factoryand Ware- 
house Stocks. (4) National Advertising. (5) 
Promotion Campaigns. (6) Modern Sales 
Literature. (7) Trade Show Participation. 
(8) Sales Training —at the Factory, in the 
Field. (9) Comprehensive Engineering Aid. 

A sure way to build your sales and profits is 
to push American Pulley Products the year 


round. 


4216 Wissahickon Ave., Philadelphia 29, Po. 
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National Safety Show 
a Bs ou Pp To Be Held Next Month 
iL The annual National Safety Con- 
jon MILWAUKEE Trucks gress and Exposition will be held in 


Chicago October 19-23. 


4 7: 
eee but Lower Prices are More than 12,000 are expected to 
attend the event, the National Safety 


Only ONE of the Reasons Council, its sponsor, has announced. 
There will be 600 program partici- 
pants and 200 sessions covering acci- 


























@ Lower prices, YES, BUT combined with a grow- 
ing line of medium duty all-steel welded trucks. 


@ Lower prices, YES, BUT reaching the growing dent pre ention. 
market for light but rugged tubular steel hand All fields will be covered, including 
No. 88-6 trucks, and all-steel-deck inmneneong oe “ industrial, traffic, farm, school and 
unit, m . 

Ne. 6635-€ ee ae be a ond Welding home. Industrial sections of the Na- 
Trucks, Each provides the maximum in dollar for tional Safety Council will conduct 25 
dollar value, in customer satisfaction, in distribu- complete programs on automotive and 
tor sales potential. aircraft manufacture, metals, printing, 
MORE DISTRIBUTORS WANTED: petroleum, mining, food, construction, 

Sales records show that greatest increases have come from distribu- public utilities, wood produc ts, etc. 
tors qualified to serve the ——— market pod ie _~ The American Society of Safety En- 
of tinea Ts Nema eet aia ware weit. | gincers will sponsor sessions of gen- 
covering the most popular hand trucks for factories, offices, stock- eral interest to all industries. lopics 
rooms, warehouses, shipping rooms. will include nuclear energy, electronic 
Ask our factory representatives to give you more information, tell testing, psychology of safety, machine 
you about the fastest growing hand truck line in America, Clip guarding and protective equipment, 
No, 2203-A the coupon to your letterhead and the facts will be on your desk research on safety and safety training. 
CER the week, Compare valves fer youre Paul J. Mundie, industrial psycholo- 


onan Please send us Catalog M-123 and Price designed to increase the safety man’s 
Schedules. , : : 
. personal effectiveness by dealing with 


human factors in the accident prob- 


Name 
ruck and ( as ( orp -_ lem. 
T ter ona Exhibit space in the Hotel Conrad 


CS &. ew Cateey, Eee oh ee =p Hilton will include products and 
equipment relating to safety, health, 
first aid, sanitation and general welfare. 


For Volume Sales Jones & Laughlin Opens 


Warehouse in Nashville 
Jones & Laughlin Steel wr Pitts 


burgh, has opened a new warehouse in 


CONCO SPUR GEAR HOIST Nashville, Tenn. 
és ; Louis R. Webb, the company’s 
In capacities ranging from 1/4-ton through 25- sales representative in Nashville for 
ton. All modern features. Request bulletin 1540. ~ on SIX age is resident manager 
‘ Officials at the opening included A. A. 
For army type and low headroom type trolley Archibald, director of special products 
hoists request bulletin 1550. and services, Donald L. Ande, acting 


general manager of the warehouse di- 
Rc *-* . J 
vision; and Edward E. Hoehle, Mem- 


phis district sales manager. 


CONCO DIFFERENTIAL HOIST Students in Summer Jobs 
Light weight, low cost. Capacities Y2-ton Westinghouse Electric Corp., Pitts- 
and 1-ton. Request bulletin 1520. burgh, is employing 141 college stu- 

dents in summer jobs. Working in 25 
different divisions of the company, 
the students are assigned to duties in 


CONCO I-BEAM TROLLEYS enginecring, research, marketing. and 
3 ‘lati Forty members 


industrial relations. 


Plain or geared type, with Hyatt Roller Bearing wheels, hold Westinghouse scholarships. 
in capacities of 1-ton through 10-ton. 2 
Request bulletin 1510. Named to Goodyear Staff 
Ls The Goodyear Tire & Rubber Co., 
Akron, Ohio, has appointed Fred P 
Clements to the industrial products 


CONCO ENGINEERING WORKS | ivision of the company’s advertivng 


Division of H. D. Conkey & Co., Division Street, Mendota, Iilinols 








| department, succeeding S. R. Harper. 
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ALLENCO 


O@i ie) 
wot in INTERIOR FIRE P 
ws . INDUSTRIAL HOSE FITTINGS 


Money can't buy finer design, 
workmanship, 





at may Save 
” €quipment. 


WIDE SELECTION 


It is doubtful whether any line is broader. Every. 

thing in Portable or Permanent standpipe-ty pe fire 

Protection “quipment, to meer any requirements. 

Plus hundreds of forms of brass B00ds for air, 
steam, water and other hose. 


EASY SELECTION 


It can be difficult to Select 
Precisely the right form fo¢ 
each of the many differen, 
UNIS Fequired, Not $0 with 
ALLENCO. Our products 
are so Classified, Organ. 
ized, des, ribed in file and 
Catalogs thar YOu save 
hours in Ordering | . Per- 
haps days in hnou mg you 
Bet just whar you want, 


GET YouRS topay 


Complete, concise, clear, current. . 
Oods catalog, including Fire Protection line. 
Write for your copy, now. 











Established 1887 


W. D. ALLEN Manufacturing Co. 


7 
CHICAGO 6 ¢ NEW YORK 
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OVERHEAD 


MATERIALS 
HANDLING 


EQUIPMENT 


GOOD... because you can recommend 
—without reservation —the CM Electric or 
Hand Hoist exactly right for your cus- 
tomer’s needs...and every industry is a 
customer. 


STEADY... because hoists are in year 
‘round demand. Convincing ads in lead- 
ing industrial publications maintain con- 
tacts...hold established CM preference... 
direct new customers your way. 


PROFITABLE ... because Industrial 
buyers and executives recognize CM 
equipment as a service-proven line 
backed by over 70 years of hoist manu- 
facturing experience. No special sales 
training necessary and the unit of sale 
produces a well worthwhile net profit. 


HOISTS « TROLLEYS 
TRAVELING CRANES 


Cif COMET 


Ye to 2 ton capacities. Portable, 
compact and rugged electric chain 
hoist. Available in push button 
and pendant rope control models 
Plug in on 110, 220 of 440 volt 
power lines 


Cif METEOR 


Y to 5 ton capacities. Fast, low headroom heavy 
om duty wire rope electric hoist. Single and two 
speed models. Many exclusive features. 


Cf CYCLONE 


% to 10 ton capacities 
Lightest weight and most 
efficient chain hoist. Rug 
ged aluminum alloy con- 
struction for heavy duty 
and long life. 


Cif PULLER 


%, 1%, 3 and 6 ton capac- 
ities. Lifts and pulls at any 
angle. For 1,001 jobs. Low- 
cost. Safe and easy to 
operate. 





| OTE se 
7) b 


Cif TROLLEYS 


Low headroom. Tandem, Matchless 
and Moore styles. Plain, geared or 
motor driven. 


CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 


TONAWANDA, NEW YORK 


DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 
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Challenge Machinery 
Marks 50th Anniversary 


The Challenge Machinery Co., 
recently celebrated its 50th anniver- 
sary of manufacturing at Grand 
Haven, Mich. 

An all-day picnic was held for em- 
ployees and the local newspaper 
honored the firm in a special nine- 
page section. Flowers and messages 
were received from business associates 
and firms from throughout the 
country. 

Ihe company first started business 
in Chicago in 1870 as an electrotype 
foundry under the name, Shniede 
wend & Lee. In 1893 it was reor- 
ganized under its present name and 
moved to Grand Haven six years later 

Challenge now has three plants in 
Grand Haven, one acquired in 1945 
and a third in 1952. It employs 300 

J. Edgar Lee is president and J 


| Wesley Lee, executive vice president 


All-State Firms Named 


All-State Welding Alloys Co., 
White Plains, N. Y., has appointed 
the following firms to sell the com 
pany’s lines: Lake Welding Suppl; 


| Co., Muskegon, Mich.; Lincoln 
| Welding Supply Co., Lincoln, Neb.; 
Suburban Welders Supply Co., New 

tonville, Mass.; McEvoy Supplies, 


Inc., Charleston, S. C.; Tennessee 
Welding Supply Co., Knoxville; Cali 
fornia Welding, Salinas; Illinois 
Missouri Welding Products Co., 
Jacksonville, IIL; and Lee Equipment 
Co., Detroit. 


/'Open Canadian Offices 


Mid-Continent Supply Co. has 
opened division offices in Calgary, Al- 
berta. ‘The company is building a new 
store in Edmonton. 








SALTY AIR CONDITIONING 


Wayne Major Airport in Detroit 
may become the naton’s first airfield 
with naturally air-conditioned passen- 
ger terminal, hangars and shops, Avia- 
tion Week, McGraw-Hill publication, 
reports. A byproduct of negotiations 
with a salt company for mineral 
rights under the field is a proposal 
that air be brought up from a salt 
mine through shafts and circulated 
through airport buildings—dropping 
temperatures to an estimated 62 de- 
grees. 
































Help for the Salesman 


types that cover 95 percent of all packing 


needs ... the line that enables you t fler 


been a must at R ryt e < anha YW And lower invent ries, sime lifie 1 orderina re 


never been truer thar duced downtime. They'll tell you the line is 


w selling the R/) 


ba 


backed to the hilt with consistent advertising 


and sales promotion, Write or call us today 











ALL R/M PACKINGS FOR MAINTENANCE PURPOSES ARE SOLD ONLY THROUGH AUTHORIZED R/M DISTRIBUTORS 


PACKINGS 


RAYBESTOS-MANHATTAN, INC., PACKING DIVISION, MANHEIM, PA. 


Factories: Bridgeport, Conn.; Manheim, Pa.; No. Charleston, S.C.; Passaic, N.J.; Neenah, Wis.; Crawfordsville, Ind.; Peterborough, Ontario, Canada 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings «+ Teflon Products « Asbestos Textiles « industrial Rubber Products «+ Abrasive and Diamond Wheels 
Rubber Covered Equipment « Brake Linings ¢ Brake Blocks «© Clutch Facings « Fan Belts «© Radiator Hose «+ Sintered Metal Products «+ Bowling Bails 
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Sales Management Course 
Started at Rutgers 


National Sales Executives, Inc., has 

opened a new Graduate School of 
Sales Management and Marketing at 
Rutgers University, New Brunswick, 
N. J. 
The course is designed, say its spon- 
sors, to give sales management people 
“a wider perspective of actual busi- 
ness problems” in various types of 
selling organizations. Based on case 
studies and the conference method of 
instruction, the sessions are expected 
to provide a broad view of trends shap- 
ing the future, it is claimed. 

The course lasts three weeks, with 
P one session held each year for two 
i years. Attending now are 100 vice 
! presidents, sales managers and super- 

! visors from companies in a variety of 

i fields. | 

r Discussion groups deal with prob- 

' lems in: Organizing for Profitable 

i | Sales, Internal Administration, Manag- 

§ ing an Effective Sales Organization, 

' 

/ 
! 
4 


= “ 


EXCLUSIVE FEATURES 
1. Saves time—one hand operation —"‘lift, slide, lock!"’ 
2. Saves tooling expense — smaller, simpler jigs. 
3. Saves space in tool crib. 


4. Indispensable for toolroom work in addition 
to production. 


Setting Sound Sales Objectives, Set- 
ting up Sales Operating Budgets, and 
Organizing the Sales Executive’s Time 
and Efforts. 

A faculty of university professors 


CARDINAL MACHINE COMPANY and businessmen will conduct the 
GLENDALE, CALIFORNIA course, under George J. Vinson, Na- 
tional Sales Executives education 


director. 


IT’S A CINCH TO CLINCH Haupt Paint & Hardware 
WITH AUTO-NAILER'™ Adds New Department 


SPEED VISE SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS. 


new literature available 


F Haupt Paint & Hardware Co., Long 
— Island City, N. Y., has made over an 

: adjoining building into a new spray 
painting department. 

The addition includes a 15 by 75 ft. 
display room, stock room and experi- 
mental laboratory equipped with a 
spray booth. The company’s lines of 
-- compressors, spray guns and related 

<< equipment are stocked in the new sec- 
\e MT tion. 
a 


3.nails-a-second speed soves up to 75% in lobor costs 



































over hand nailing 
No jigs necessary — Avto-Nailer will nail any pottern 
Avto- Nailer is flexible — changing from one size (or de 
dud tedaies andes te patie he dr: edocs § BOLIVIA PROTECTS GOLD 
Auto-Noiler mokes and drives its own noils—3 @ second — Bolivia has its own way of encourag- 
can be clinched or bradded, if desired i ing efficient production at three of 
Auto nails will not beck out its gold deposits and keeping it out of 
Auto noils reduce noil cost. Use only length thot’s illegitimate foreign markets, Engineer- 
needed. None bent, none dropped ee ing and Mining Journal, McGraw-Hill 
More rigid — less racking. Shooks are auto nailed under publication, reports. The government 
1,000 Ibs. pressure effecting tremendous friction be- } not only offers premium prices to pro- 
ducers and furnishes capital equip- 
ment, but it assures workers of ade- 
quate food supplies at minimum 
prices; it also posts secret police at 
the deposits. 


tween the shook members 
Use irregular or scrap lumber even knots ore ovto 
nailed in stride 

@ No splitting of wood -—Affords close spacing or edge 


nailing 


Write for FREE Catalog. 265 MARIETTA ST., N.W., 


AUTO-NAILER CO.  amanrta 3, oa. 
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Steel Production 
Passes All Records 


Production of steel in July, at 
9,284,000 net tons, was a record for 
that month, according to the Ameri- 
can Iron & Steel Institute. The previ- 
ous July record was in 1951. 

Production for the first seven 
months of 1953 was 67,229,936 tons, 
largest ever in a like period. The total 
was 20,000,000 tons more than the 
first seven months of last vear, when 
production was cut by the steel strike. 
It exceeded the 1951 total by 6,000,- 
000 tons. 

July was the sixth month this vear 
when steel production exceeded 
9,000,000 tons. July output was 93.2 
percent of capacity as rated January 1 
against a revised rate of 97.2 percent 
of capacity in June. 


Stanley Works 
Wins Ad Awards 
The Stanley Works, New Britain, 


Conn., has won three awards for ex 
cellence in advertising in the consumer 
and export field. 

The company received two honor 
able mentions in the 1953 Building 
Products Literature Competition 
sponsored jointly by the American 
Institute of Architects and The Pro 
ducers’ Council. The Export Adver- 
tising Association awarded a citation 
for Stanley's ads promoting the sale of 
American products abroad. 


Porter-Cable 
Names Export Head 


Porter-Cable Machine Co., Syra 
cuse, N. Y., has named John C. 
Jensen to head the company’s new 
export department at South Haven, 
Mich 

The company is starting a world 
wide promotional campaign on_ its 
portable electric tools and industrial 
grinders. Mr. Jensen, who has had 15 
years’ experience in the export field, 
will work with foreign distributors 
ind salesmen 


Bell & Gossett Names 
Southern Representative 


Bell & Gossett Co.. Morton Grove, 
Ill.. has named Lawrence L. Arbuckle 
as territorial representative for heating 
ind industrial equipment in southern 
Alabama, western Florida and lower 
eastern Mississippi 

He was formerly manager of th 
company’s refrigeration division 








50 tons of power... 


positioned in seconds! 


It’s a cinch with the new HEIN-WERNER 
model 50.12AA hydraulic jack p 


No “spotting” drudgery here! 

The sturdy positioning handles 

on this new HEIN-WERNER Model 50.12AA 

offer a firm, secure grip. ..permit easy 
maneuverability. Handles of new 50-ton and 

100-ton Hein-Werner Jacks fall flush 

against jack housing when not in use. 

This HEIN-WERNER model of 50-ton capacity 

is ideal for industrial use to move heavy machinery, 
pull gears and pinions, bend pipes, and as the 
power unit for presses. Like all HEIN-WERNER 
hydraulic jacks, it is powerful. ..safe...easy to 

use. Tandem pump speeds jacking and saves effort. 
Base is drilled for installation of pressure gauge. 
For further details, write us. 


Made in models of 12, 3, 5, 8, 12, 20, 30, 50 and 
100-tons capacity. . .Hein-Werner also makes “Push and 
Pull” Hydraulic Jacks of 4, 10 and 20-tons capacity. 


‘ HEIN-WERNER 
bin-Werner CORPORATION 
MYORAUL ALISA Win K ESHA, WIS. 
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Write, wire, or ‘phone 


Richard M. West 


Osborn Mfg. Co. 
Names Ad Manager 


The Osborn Mfg. Co., Cleveland, 
has named Richard M. West adver- 
tising manager. 

Mr. West joined the 
years ago, covered 
1948 and 1949 and 
engineer in 1951 


company ten 
sales territory in 
vorked asa sales 


He 


became assist- 








bead catalog must be de- 

signed and arranged to 
adequately represent your stock. Each 
item must be clearly and concisely 
described. 


Your catalog can have full selling 
power through CUNEO styling, be- 
cause this organization is one of 
specialists in preparing distributors’ 
catalogs. CUNEO compiling, printing, 
and binding all have a definite value 


promotion 


int advertising and sales | 


| head last vear 


| Tubing Appliance 
Names Representatives 
Los 


les, has appointed representatives for 
four Eastern and Midwest territories. 


lubing Appliance Co., Ange 


Tool Spec ialty 
Virginia and 
western Pennsylvania; Leo A. Heal 
Co., Boston, for the New England 
States; John T. Monaghan Co., New 
York City, for metropolitan New 
York and New Jersey; and Albert T. 
Singer, Rochester, N. Y., for New 
York State except for the metropoli 
tan New York City area 


They 
Co., for 


are: Jergens 


Ohio, West 











to you in terms of effectiveness. 


See how CUNEO can help you—confer 
with a CUNEO specialist—get the 
facts and you'll see why a CUNEO 
built Catalog pays off. 


Broadway 6-5340 
Catalog Division 








TELEVISION WATCHDOG 


Television now is being used in in- 
dustry to keep track of products rang- 
ing from oysters to sugar cane, ac- 
cording to Electronics, McGraw-Hill 
publication. A_ three-dimensional tv 
system is being used by the Maryland 
Fisheries Commission to study oyster 
beds and two sugar plantations in 
Hawaii are installing closed-circuit 
television to watch the cane as it 
moves mechanically from cleaning 








plant to grinding machinery 





239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 
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OTHER 
BEARING 
TYPES: 


General 
Purpose (GP) 
* 
Electric 
Motor (EM) 
* 
Graphited 
— 
Universal 
Bronze Bars 
* 
Babbitt Metal 


PLILIULE 


SELF LUBRICATING 


6 
RRONZE 


fae 
no 
; 


4 
bs z 


SF Self-Lubricating 
a? LEDALOYL 
BEARINGS 


| an a distributor's salesmen began telling his 
customers about Ledaloy] self-lubricating bearings and found 
several buyers who didn't know that they were stock items. You 
see, Ledaloyl is the Johnson brand name for molded powder 
metal bearings, impregnated with oil to become self-lubricating 
in use. There are many applications for them. They are ideal for 
applications difficult to lubricate, and many uses where heavy 
duty service is not a factor. The self-aligning bearings adapt 
themselves readily. All Ledaloyl Bearings are low in cost as they 
are molded to shape, requiring no machining whatsoever. Tell 
your customers more about them and you, too, can increase 
your bearing sales. 


JOHNSON BRONZE CO-:- 535 South Mill St., New Castle, Pa. 


JOHNSO 
Sioeve: 
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Robert Lowell 


Supreme Products 
Names Sales Head 


Supreme Products, Inc., Chicago, 
has named Robert Lowell as eastern 
sales manager with headquarters in 
New York City. 

Mr. Lowell has spent most of his 
career in marketing and sales work 
He will direct all the company’s East 


Indifference — whether it’s under 
the “big top” or on the 
production line —is inexcusable 
and often fatal. You simply can’t 
afford to take chances with a 
hard won reputation for quality 
performance. That's why we 


Say it's a pretty good rule to stick 


to a solder you know and trust 


ern salesmen. 


Bovaird Supply President 
Heads Petroleum Group 


Davis D. Bovaird, president of Bo 
vaird Supply Co., ‘Tulsa, has been 
elected president of the Petroleum 
Equipment Suppliers’ Association 

Formerly vice president of the asso 


ciation, he succeeds M. B. Jones, of 


... time-proved Kester Solder, Cece 
S. M. Jones Co., Toledo 


constant in solder alloy and 


always a consistent flux formula. : 
Boston Gear Works 

Names Advertising Head 

the exact Solder you require . . . choose 

8 Fluxes in Core Solder, available in 


For the right Solder . 

KESTER, the job-engineered Solder 
5 core openings. Also remember: Kester Solid Wire 

and Bar Solder, Kester ‘‘Solderforms” and separate Fluxes. 


/ KEsTER ‘“ 
FLUX i | ee ) 

Nee os 
— Z 


SOLDER COMPANY 


Boston Gear Works, Quincy, Mass., 
has appointed George A. Burke as 
advertising managet 

Formerly with Modern Materials 
Handling magazine, he direct 
both advertising and promotional ac 


tivity 


will 





ALUMINUM ENGINES SEEN 


Automobiles may eventually have 
brazed aluminum engines, American 
Machinist, McGraw-Hill publication, 
predicts. Recent developments in 
brazing (a process of fastening metals 
together permanently without welding) 
make it possible to precision-cast alu- 
minum blocks and heads in sections 
Aluminum radiators also are in the 
offing; many already are being road 
tested. 


4214 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS 
NEWARK 5, NEW JERSEY; BRANTFORD, CANADA 
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Arts, Engineering 
Combined in New Course 


Engineers from at least one collegs 
program will have a broad background 
of general knowledge too when the 
graduate. 

Illinois Institute of Technology in 
Chicago is now cooperating with 20 
other institutions in a combined pro 
gram which gives students degrees in 
both liberal arts and engineering. Stu 
dents attend a liberal arts college for 
three years, Illinois Tech for two. At 
the end of the five vears, they have 
earned both degrees. 

College officials said the plan was 
developed to help meet the demand 
for trained engineers who also had a 
background of general knowledge, and 
would be fitted for jobs requiring engi 
neering know-how, but also experience 
and interest in other fields 

College cooperating in the Ilinoi 
Tech plan are: Baldwin-Wallace Col 
lege, Aurora College, Carthage Col 
lege, Centre College of Kentucky, Coc 
College, Hamline University, Heidel 
berg College, Hiram College, Illinois 
College, Illinois Wesleyan University, 
Lake Forest College, Macalester Col 
lege, Muskingum College, North Cen 
tral College, Roosevelt College, St 
Mary’s College and Westminster Col 
lege. 


Denver Distributor 
Building New Quarters 
Western Machinery Co., Denver, 
Colo., is constructing a new $100,000 
building on West 7th Avenue. 
The one-story structure will have 
14,000 sq. ft. of floor space and about 


three times that area in yard space. 


Named by B. C. Ames 
B. C. Ames Co., Waltham, Mass.. 


has named Barwood & Co., Philadel 
phia, as exclusive representatives in 
Baltimore, Philadelphia and Trenton, 
N. J., and adjacent territory. 





BUSY SALESMAN H. M. DeMotte, 
Bostwick-Braun Co., Toledo, is flanked 
by R. E. Allen, of Minnesota Mining & 
Mfg. Co., and M. G. Bonner, Morsé 
I'wist Drill & Machine C 


The pipe and bolt threading machine that gives 
Top Performance 


RIBE&ID 500 


Built like a 
ilal-Maateldallatcicete), 


... your customers want the 
new quick-opening 


Quadritype Die Head 


Rit enginee: ing does it again! New 
500” threads, cuts and reams with top 
efficiency and speed. Ready for work on 
any size pipe, 4%” to 2”, in seconds! 
Independent operation of tools, more 
than ample power, concealed oil system 

a score of other great new features. 
No wonder its popularity has been im- 
mediate and wide-spread. It pays you 
to stock and display the more-for-your- 
money FRIfaib ‘‘500’’! 


New Quadritype die head 
adjusts instantly 1” to 2’ 
regardless of position of 
lever, without removing 
dies or head from machine. 
Same work-saver feature in 
Dualtype die heads—\ ” 
and %%"’, \4" and 44"’. Mon- 
otype also available, 4%" 
to 2''—also bolt die heads, 
a” fr. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 





INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 





The Complete "BULL nd DOG" Line 


Machinists © Top Swivel Jaw © Woodworkers 
Hinge Pipe © Combination Pipe © Utility « 


Backed by 85 years of time proven acceptance. 
Hundreds of plants have used them and still do. 
Sell PRENTISS for those “REPEAT” vise orders. 


Prentiss Sales Policy 


100% thru Stocking Industrial Distributors. 


ORDER 


The Complete Line of Vises 
From ONE Source 


All Individually Boxed 


A few territories still open. 
Write for detailed information. 


PRENTISS VISE DIVISION MERIDEN, CONN. 


OF THE CHARLES PARKER CO. 
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Titanium Made 
By New Process 


Titanium slag and pig iron is now 
being produced at the rate of 900 tons 
a day at a Canadian smelter on the 
St. Lawrence River. 

The pilot smelter, owned by the 
Quebec Iron & Titanium Corp., a sub 
sidiary of Kennecott Copper Corp. and 
New Jersey Zinc Co., has five furnaces 


| in operation at Sorel, Quebec. Officials 


say there is still much to learn about 
the economic smelting of titanium, 


| which has been called “the metal of 


the future” because it is the strongest 
of the major light metals. 

But the Sorel smelter is now oper 
ating profitably, they report. 

For the time being, and as far into 
the future as metallurgists can see, 
titanium will be used mostly for pig- 
ments. 

All the slag produced in Sorel goes 
to paint factories in Baltimore. 

The two other light metals are alu- 
minum and magnesium. ‘Titanium, 
metallurgists say, is not only the 
strongest, but has much the least re 
sistance to corrosion by rust or salt 
water. Its industrial use, however, de 
pends on production at an economic 


| cost, a problem that has so far stumped 


the experts. The cost of smelting, they 
say, must be brought down from 
around $20 a pound fabricated to $1. 

The Canadian company has worked 
out a method for smelting the ilmenite 
ore to produce both iron and titanium 
oxide. Though the end product is a 
base for paints, scientists are working 
on the problem of producing metal 
and may come up with the answer 
soon from pilot operations like the one 
at Sorel. 

Canada holds the key to titanium 
production. Kennecott Copper had 
proved 100,000,000 tons of high-grade 
ilmenite by 1947, enough for 200 
years’ production at 500,000 tons a 
year. The combined content of tita 
nium and iron oxide is 70 to 72 per 
cent, which is much higher than the 
next greatest known source of ilmenite, 
in Travancore, India, or the sources in 
the United States. 

The Canadian source is near Lake 
Allard in eastern Quebec Province 
about 150 miles up the Gulf of St. 
Lawrence on the northern side. 


Names Hupp Consultant 


Victor A. Olsen, who retired last 
vear as general manager of the Detroit 
Transmission Division of General 
Motors Corp., has been named execu 
tive consultant to Hupp Corp., Clev« 
land, and its subsidiary, AM¢gears, 
Inc., Chicago ' 





¥, | 
a 
\ 
Mason Phelps, Jr. 


Mason Phelps, Jr. 
To Head Pheoll 


Pheoll Manufacturing Co., Chicago, 


has named Mason Phelps, Jr., as presi 


dent succeeding Colonel John Slezak, 


who resigned recently to accept an ap 
pointment as assistant secretary of the 
Army. 

Mr. Phelps, 28, is the son of the late 
Mason Phelps, Sr., who founded the 
fastener firm 46 years ago. ‘The new 
president started in the shops, serving 
as apprentice machine operator and 
later works manager. A Yale graduate, 
he served with the U.S. Marine Corps 
in World War II. 


Poe Hardware 
Adds to Staff 


Poe Hardware & Supply Co., Green 
ville, S. C., has added Harry B. 
Graham to its outside sales staff as a 
textile mill specialist. 

Paul Hannah has joined the sales 
staff to specialize in farm equipment 
He was formerly with an automotive 
supply firm. 

Company officers said they were 
strengthening the organization to 
meet more competitive selling condi 
tions. 





AKOMA PUT TO WORK 


Aroma ordinarily lost in making 
fruit preserves now can be captured 
and returned to the product, enhanc- 
ing its flavor, according to Food Engi 
neering, McGraw-Hill publication. The 
aroma also can be used to flavor other 
fruit products. 











INDUSTRIAL 


Che Reamer Specialists 


LAVALLEE & IDE, INC, 
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CHICOPEE, 


MASS. 





Sales Contests Popular, 
THE MOST COMPLETE SOURCE Industry Survey Shows 


What’s the best type of special 
incentive for salesmen? 

Sales contests, according to a recent 
survey of 542 companies by National 


IN ALL METALS Sales Executives, Inc., and Indiana 
‘ University. 
3 @) LT S —> Bonus payments ranked second; 
yj “friendly, informal relations between 
i> salesmen and their immediate super 
N UJ T S “ag. visors,” third; “scientific planning of 
: -, p ‘ ‘ EY quotas and territories to assure equal 
=~ recognition for equal effort expended,” 
pags, , “? C R F WS@ Ae) fourth; and honor awards and recog 
Complete line — well advertised nition (medals, pins, letters, trophies, 
pedestal type grinders (inclading| the spout | i 4 etc.), fifth. 
Carbide Too! Grinder shown above). 6” to 12” ey Almost all those polled agreed that 
Ta ee T IS Be |, Simost all those polled agreed th. 


wheels b th o ti ™ ed 
pegaese Ene 980 the basic compensation plan ranked 


cision grinding. Ball bearings in dust-proof hous- 
ing are lubricated for life. - p p 0 D U C T S ahead of any other incentives in stim 
‘2 ulating average salesmen to better 


STAINLESS STEEL Veu/ their performance. 
Distributors: . 
—— NAVAL BRONZE - STEEL - BRASS yy oo ges bg a are oer 
BULLETIN ALUMINUM = MONEL - EVERDUR in : he fc "oat en” I Pp eons 
321-F NICKEL ALLOY STEEL ncentives for alesmen, xy Professor 
Albert Haring and Professor Robert 


‘ | oes eR sage yy a H. Myers. The companies whose 
Silly: it | sales executives were questioned rep 
BALDOR ELECTRIC CO. K fF }aATi@),| F resented all broad fields in which out 
4364 Duncan Ave. St. Louis 10, Mo. side salesmen are employed. 
BOLT & NUT CORP 
How to Get Extra Effort 


alder BALL-BEARING 135 CHURCH ST, N.Y. 7,N.Y. ff 
| RINDERS WOrth 4-4600 Some facts and opinions brought 


out concerning contests: 
1. Sales contests and honor awards 


4 : 

—to ind HIDDEN Sales were very effective in stimulating sales 
| men to extra effort. Four out of five 

executives reported either excellent 


on your regular calls! or good results, while only one out 
of 20 said results were poor or harm 
ful. 
2. Objectives of contests vary. The 
objective most often used was to find 


30-DAY TRIAL OFFER >” f | new customers. Obtaining | greater 


Z volume per call was next, getting bet 
on the : y on : ted 

an ter coverage of territory, third; pro 
moting special items, fourth, and 
overcoming seasonal sales slump, fifth. 


t  @ ] L 3 y automa ttc 3. A major problem with contests, 
4 executives felt, was to create goals and 

S AW Fl L ft 4 ? , set rules so that every salesman has an 
equitable chance to win. Having men 


compete against their own records or 


You probably have a lot of customers who use | 
gute 06 caulte ae eadeak, Gat ch ahaa thom'te creating teams whose composite sales 
hand or send the work out. You may find many 
hidden prospects for the Foley Saw Filer, and records are comparable are techniques 
our 30-Day Trial Offer enables each customer to | to this end. 
prove ite merits on his own saws | . 

In any plant where a number of saws are used 4. Contests usually run from one 
the Foley quickly pays for iteelf. Foley filed saws e yy ; Pe we: 
ine Veter culeniy pare tor Nese, Voter Sled cawe to three months. Within the year, 
they - 20 mes h faster and smoother, run cooler they are scheduled when their objec 
stay sharp longer 

7a FOLEY BAW PRE tives are appropriate. Only one con 
° the om : 
The FOLEY SAW FILER Practically Sells sa enah Cor ee SAWS up to test at a time is the usual rate. 
y U ULAR SAW 
Itself on our 30-DAY TRIAL OFFER fo 2i¢ dlameiae and. all tye b ws Weekly bulletins and similar promo 
Our 30-Day Trial Offer is open through you to with a three cornered fe) = _ tion are almost essential to keep con 
any well rated company, and your customers wi!! te } 1 . 
thank you te be informed about it. Write today test enthusiasm up. he most sig 
nificant promotional release is the 


for full details and literature 
FOLEY MANUFACTURING Co. correct standings of contestants, up 
3363 N. E. Sth St. Minneapolis 18, Minn to the minute. Simple rules are essen 
, : tial. 


We also make Foley Retoothers for : . 
hand sews, Sew Setters, Grinders, ete. 5. Cash prizes are the most fre 
quently used, with merchandise sec 
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ond. Travel prizes are increasing. 
The survey found that contests with 
one or a very limited number of jack 
pot prizes are losing importance. Ex 
ecutives stressed the importance of 
having a high percentage of contest 
ants win something. 


Honor awards important 


Because honor awards ranked high 
as a special incentive, the editors felt 
that the sense of recognition and of 
belonging was one of the major moti 
vating forces in salesmen. Though 
the executives surveyed said that 
honor awards without material ben« 
fits can be very empty, they noted 
that honor awards were inexpensive 
and highly effective when supplement 
ing other benefits. 

Honor awards ranked above mone 
tary benefits such as vacations with 
pay and profit sharing and retirement 
provisions in the survey. 

The survey breaks companies down 
into 35 principal product lines and 
nine classifications by volume of sales. 

“Survey of Special Incentives for 
Salesmen” is available to both mem 
bers and non-members from National 
Sales Executives, Inc., New York City. 





Smith-Wadsworth 
Expands Supply Section 


Smith Wolewents Hardware Co., SAFE FLOORS FOR YOUR CUSTOMERS 
Charlotte, N. C., is expanding its i 
dustrial meni nutes dar aitinn YEAR’ ROUND PROFITS FOR YOU! 


three new salesmen to the staff. 


Bill Freman, recently on leave for 

Navy duty, has returned to the com SELL 

pany. Pat Paterson, has joined the 

company to cover the area surround 

ing Charlotte and Bruce Suttles has 

taken over as a new city salesman. Reg.U.S. 
The company recently separated its semen 


retail from wholesale operations and 
moved the wholesale division to a 
new location at 1316 South Tryon St. AB SO a 7 NTS 
Company officers said former quar 
ters were outgrown. 
Absorbs all types of oils, greases, fats, paraffin, 


etc., from slippery, hazardous floors and aisles, 
leaving them dry and skidproof. 





MILLION-DOLLAR CHECK THESE ADVANTAGES 


WINDOWS Sold through wholesalers only 
Workers at the Atomic Energy Com Easy to sell—big profits 
mission’s Savannah River plant will be Nationally advertised in leading trade publications 
protected from high-level gamma radi- Free attractive literature 
ation by windows weighing more than Field missionary men available 
ten tons each, Nucleonics, McGraw- Every call a potential customer 


Hill publication, says. About 25,000 GET THE FACTS, WRITE TODAY! 
square feet of glass will be used, cost 


ing @ million dollars. Oil-Dri Corporation of America 


520 North Michigan Avenue Chicago 11, Iilinois 
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The Skinner line of p 
ing equipment has t 

mn rigidity and design 
essential for today’s 
needs. Chucks are ava 
6" to 21” with forged s 

and with either 2 or 3 adjust 
series ~~ 
2100 construction grips internal or ex 
positively regardless of jaw position. The ch 
release the work, even if air line is broken, un 
actuates the draw bor. Skinner double-acti 
(series 2100 for speeds up to 1500 R. P.M.) and n 
air cylinders are available with semi-steel bodies for 
Skinner power chucks, and for actuating all types 
fixtures and tailstocks. Series 2200 do 

rotating air cylinders have aluminum bodies 
operation up to 3000 spindle R. P. 

accessories include hand-operating valves 
air unit, including regulating valv 
gage and lubricator — filters — soft 


jaws; draw bars— dra 
Write for catalog giving 


complete details on the Skinner line 
of power and manually operated 
chucks. And ask about new movie 
“Chucks and Their Uses’ — available 
for free showings. 


THE SKINNER 


CHUCK COMPANY 
205 Edgewood Ave., New Britain, Conn. 
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SERIES 


| Aleoa Defends 


Canadian Purchase 


Aluminum Company of America 
has asked the New York City District 
Court to set aside a Justice Depart 
ment petition to prevent it from 
buying 600,000 tons of Canadian 
aluminum. 

Alcoa said blocking the deal would 
deprive thousands of independent fab 
ricators in the United States of the 
aluminum they need to keep their 
plants in operation. Company spokes 
men also accused the Justice Depart 
ment of threatening to sabotage the 
program established in 1951 bv the 
District Court, which the court felt 
was necessary to strengthen competi- 
tive conditions in the aluminum in 
dustry. 

The contract is for Alcoa to buy 
600.000 tons from Aluminum Lim 
ited of Canada from 1953 through 
1958 

The company denied that it would 
hinder aluminum plant expansion in 
the United States. Spokesmen said 
there are relatively few users of alumi 
num in pig and ingot form, the wav 
the metal comes from Canada. Most 
users need the metal in fabricated or 
semi-fabricated forms, which Alcoa 
supplies. Cancellation of the contract, 
spokesmen said. would prevent the 
company from furnishing these forms 
to its customers, who are among the 
nearly 17,000 independent fabricators 
in the United States. 


Henry W. Millar 
Heads Utica Firm 


Henry W. Millar has been named 
president of Charles Millar & Son 
Co., Utica, N. Y., succeeding his 
father, the late Charles Millar 

The new company head has been 
vice president since 1949. His brother, 
John McG. Millar. has been made 
vice president in addition to the office 
of secretary, which he has held for 
four vears. 

The new executives represent the 
fourth generation of the familv to 
head the Utica industrial supply firm, 
which serves parts of six states 





ELECTRONIC INVENTIONS 


Of the hundreds of patents issued 
each week, an average of about 12 
per cent are applicable to electrical 
and electronic arts, according to Elec 
tronics, McGraw-Hill publication 














ACCESSORY 
EQUIPMENT 


os 


HOIST TROLLEY 


1. 


HOSE TROLLEY 


of 


CHAIN BASKET 


DE Peis aeabe ee hpi 


Ts te be te be ee 


AIR 


@o° 


Lift rate... 
over 40 ft. per minute! 


i ae 
Overall length 10%“ 
weighs only 28% Ibs. 








Betters all 
safety requirements! 


The Aro Equipment Corporation, Bryan, Ohio 
Offices in All Principal Cities 
in Conada—Are Equipment of Canada, Ltd. Toronto, Ont 


AIR HOIST 


Also... Air Tools . . . Lubricating 
Equipment . . . Aircraft Products . . . 
Grease Fittings 


The Aro Equipment Corperation, Bryan, Ohio 


Please send full details on the new ARO Air Hoist, without obligation. 


Name a 
Company 
Street__ 
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Available now te distribuddrs! 
OPERATION TEAMWORK 


A NEW FILM STORY OF THE INDUSTRIAL SUPPLY DISTRIBUTOR 


OPERATION TEAMWORK, a new slide film available to distributors, explains 
the essential role of the industrial distributor in America’s industrial economy 
and describes his operations. The distributor presented in the film character- 
izes industrial distributors from coast to coast. The functions and operations 
pictured are composite drawings of hundreds of actual photographs cataloged 
in the editorial files of INDUSTRIAL DISTRIBUTION. 


OPERATION TEAMWORK demonstrates the indispensable service that dis- 
tributors render to industry—to both manufacturers and users of industrial 
equipment, tools and supplies. This service is shown revolving around three 
basic jobs: 


1—Management Direction and Control. 
2—An Adequate and Well-rounded Inventory. 
3—An Aggressive Sales Force. 


Each of these functions is presented in detail. Each is shown for its import- 
ant contribution to the goal of all distributors—to render the service that 
industrial buyers demand. 


OPERATION TEAMWORK was originally prepared as a basic part of several 
planned presentations for your suppliers—manufacturers selling through indus- 
trial distributors. The purpose of these programs is to create a better under- 
standing of your sales and marketing role and to stimulate closer cooperation 
with you. 


Now, at the suggestion of a group of distributors, the script has been adapted 
to the distributor’s use as a training film for his own organization and for 
presentation to his customers and prospects. The film is a 35 MM strip in full 
color. It can be operated in low frequency automatic projectors and/or manual 
projectors. 


The film and recording is being offered to distributor at cost—$18.00 for 
the complete set. Send orders to 


° 
| nl 1 U S T rl (I | The McGraw-Hill publication 


edited exclusively for Industrial Distributors 


* ra . 
f} | sTr| h uTI 0 1 and their salesmen. 


ABC ABP 


330 WEST 42ND STREET, NEW YORK 36, N.Y. 
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At last! 


A BUSINESS GIFT 


that’s really 
different 


new push-button 
home and car 
fire extinguisher 


If you've been looking for a business gift that’s different and sure 
to be appreciated, look no further. Nothing like this new Pyrene 
push-button fire extinguisher has ever been given before. Yet there 
couldn't be an item more needed or wanted. We guarantee that 
it will please any customer, any friend you have in mind. 


This brand-new precision-made Pyrene* has already been named 
Grand Prize Winner of this year’s National Home Safety Awards. 
Here's why: just press the button and instantly you get a steady 
20 foot stream of fast-acting, nondamaging extinguisher liquid. 
Release the button—the stream stops. It kills gasoline, oil, grease 
fires (water won't). It’s safe on electrical fires (water isn’t). And 
it’s effective on all small paper, wood and 

cloth fires. This Pyrene is easy to recharge, 

too — at a gasoline station air hose. Give it 

as your firm’s gift this year. 


This new Pyrene is not only an appropriate 
gift to make to your own customers, but 
gives you an opportunity to get large orders 
from those looking for unusual gift items. 
We offer these Pyrenes in quantity at attrac- 
tive prices and ship them in smart gift pack- 
ages. On orders of 120 or more, we will label 
the extinguishers with the donor’s name. 


Get your order in soon. Write to us today. 
0s Comes filled, complete with woll 


*T_M. Reg. U.S. Pat. OF bracket for easy mounting 


PYRENE MANUFACTURING COMPANY 
581 Belmont Ave. Newark 8, New Jersey 
Affiliated with C-O-Two Fire Equipment Co. 
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Small Business Agency 
Hailed by Weeks 


Most Government operations in- 
volving small business have now been 
brought under one roof in the new 
Small Business Administration, ac 
cording to Secretary of Commerce 
Sinclair Weeks. 

The move gives small business men 
and their employees “one of the best 
breaks in years,” Mr. Weeks said. 

He outlined Administration pro 
grams in an address recently before 
the Retail Jewelers convention in New 
York City. 

The new setup takes the Recon 
struction Finance Corporation out of 
the loan business, Mr. Weeks pointed 
out. By next June, the RFC will be 
discontinued. Benefits of the Small 
Defense Plants Administration will be 
retained, but features to which small 
businessmen objected will be climi 
nated, he said. 

Purpose of the new Small Business 
agency, he said, is to aid small con- 
cerns in obtaining (1) private financ 
ing directly or (2) as a last resort, loans 
through indirect or direct participa 
tion by the Federai Government. 

“As a member of its Advisory 
Board,” Mr. Weeks said, “I favor poli 
cies which stimulate small business 
through sound financial assistance, 
technical and managerial aids, help in 
the procurement of defense produc- 
tion contracts and in other practical 


’ 


ways.’ 


Most businesses are small 


“The importance of the Adminis 
tration’s new program can be appre 
ciated when ene realizes that, accord 
ing to statistics collected by the Com 
merce Department, out of approxi 
mately four million business enter 
prises in the country, 95.2 percent 
hire less than 20 people. Less than 
one percent hire 100 or more. 

“I think you will find that this 
move is another forward step in help 
ing business and in maintaining em 
ployment.” 


Government costs cut 


Mr. Weeks also hailed what he 
termed a “sincere effort’ to cut the 
cost of government. He said expenses 
had already been reduced substan 
tially against obstacles and in the fac« 
of necessary demands. 

“But we have not been using a 
meat cleaver blindly. We have re 
duced payrolls wherever necessary 
We are eliminating waste and duplica 
tion. We are simplifying operations. 
As a result we now have more efficient 
public services run by fewer Federal 
employees at less overall cost to the 
taxpayers. 





NOW! (utty [wins Team Up 


TO CUT CRANE . ie ) HOISTING COSTS! 


= 


As Tough as Tuffy Slings 


Throughout industry where slings are used, 
Tuffy Slings have set high performance 
records. Their extra flexible, non-kinking, 
non-knotting, patented 9-part braided con- 
struction has in a few years made Tuffy the 
sling preferred by the men who work with 
them and the men who watch sling costs. 


Many times our engineers have been proposi- 
tioned to develop a hoist line which would 
measure up to Tuffy Slings in flexibility, wear- 
ability and extra toughness to absorb load 
shocks and stay on the job longer, and cut 
downtime and hoist line costs. 


Now, you can forget about all the complicated 
specifications you've wrestled with in buying 
hoist lines. Just give the diameter and length 
wanted and specify Tuffy Hoist line. 


After many months of laboratory research 
and many more months of testing in field, 
Union engineers are ready to put the New 
Tuffy Hoist Line up against any rope ever 
used on overhead, stiff leg and mobile cranes. 
Reports from the field tell of Tuffy Hoist Lines 
running two and three times as long as the 
ropes previously used. Next time reeve your 
crane with Tuffy. 


Industrial DISTRIBUTORS WANTED! 


The demand for Tuffy Braided Wire Fabric Slings has grown beyond 

our present distribution facilities in a number of territories. Now, a 

new Twin product, Tuffy Hoist Line opens up still greater selling 

opportunities for distributors calling upon the industrial trade. With 

the Tuffy Sling and Hoist line Twins, distributors are freed of dealing 

g in complicated specifications, stocking a number of rope constructions 

Write for 48 page Sling Hand Book and ond are favored with the advantage of making better deliveries of 

Rigger’s Manual and information on Tuffy the simple-to-order Tuffy lines and slings for all industrial hoisting 

Hoist Line. purposes. Write our Sling Division today for complete details of our 
highly advantageous distributor proposition. 


corporation 


2236 Manchester Avenue ° Kansas City 26, Mo. 
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Machines and Tools for the Sheet Metal Shop 


Quality machines and tools for sheet metal work. In addition to 
machines shown, the Barth line includes: slip roll formers, bar folders, 
foot shears, ring and circle shears, slitting shears, gap shears, bar 
shears, grooving machines . . . burring, turning and wiring machines, 
and combination bench machines. 

Barth also distributes the Connecticut Brakes manufactured by 
Whitney Steuck, Inc. 





SLITTING AND ROD SHEARS 


Knuckle joint permits easy cutting... 
offset frame permits sheets to pass 
freely. Solid construction with mini- 
mum of parts insures against spring- 
ing. Hold-down prevents tilting of 
sheets being cut. Shearing gauge and 
adjustable rod cutting gauge fur- 


CRIMPING AND 
BEADING MACHINES 


Available in two models to handle 20 
and 24 gauge materials. Heavier 
model is of back geared construction 
. . « driving gear removable to «on- 
vert to a direct acting crimper. Fur- 
nished with plain collars that permit 
independent crimping. Regular equip- 
ment includes gauge, wrench and 
bench standard. 


POWER SHEARS 


Suitable for 14 gauge or lighter mild 
sheet steel. Made in two sizes: 52 
inches and 72 inches long. Fabricated 
steel construction of underdriven type. 
Operates on repeat or non-repeat as 
desired. On non-repeat operation, 
knife bar will not make second stroke 
with treadle held depressed. Equipped 
with safety guards. 














FREE ILLUSTRATED BULLETINS ON BARTH PRODUCTS AVAILABLE ON REQUEST. 


Distributor inquiries invited. 
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He said the Commerce Department 
had reduced its requested authoriza- 
tions by $169,443,000. Congress made 
further cuts so that final appropria- 
tions were $811,826,925 instead of 
$1,127,245,925 as requested by the 
previous Administration. 

Mr. Weeks said he considered this 
year’s saving “only a step in the right 
direction.” 


Budget before tax relief 


In spite of reduced expenses, the 
secretary pointed out, operations for 
the fiscal year ending June 30 created 
an overall deficit of $9.4 billion. “Pre 
vious legislation has authorized ex- 
penditures of $81 billion, which can 
not be revoked and must be paid as 
bills come swarming in. All of these 
pressures and inherited commitments 
have pushed the public debt to $272 
billion—and it is fast approaching the 
present legal limit of $275 billion.” 

“If we are ever to wipe out deficits 
and approach a balanced budget and 
eventual tax reductions, we must have 
the fighting support of the business 
community, the group most aware of 
the perils of inflation and insolvency. 

“In the case of the excess profits 
tax, the public is gratified that the 
overwhelming majority of business- 
men placed the relief of the United 
States treasury above immediate tax 
relief for themselves, and resolutely 
supported the President’s tax program. 

“Their sacrifice is a fine example of 
what businessmen can do to help this 
Government out of the red.” 

Mr. Weeks said the proposed rise 
in low class postal rates would be 
“another acid test’? of business duty 
to the nation. “The Postmaster Gen- 
eral is improving the postal service 
and is trying to put the department 
on its financial feet. But in some cases 
the very people who have been effec- 
tively leading the nationwide fight to 
reduce overall Government deficits 
object to a proposed slight rise in 
rates.” 

He said tomorrow’s solvency must 
be built on “some sacrifice.” 


Scores excise taxes 

Mr. Weeks called the present ex 
cise tax system “cockeyed” and said 
the Administration is working out 
plans for its improvement to be sub 
mitted to Congress in January. Fx- 
cises, he said, provide the third largest 
source of Federal revenue but tend to 
“soak” small business. 


Opens Parker Outlets 


Florida Metals, Inc., Tampa, has 
added lines of Parker Appliance Co., 
Cleveland, to its warehouses in 
Tampa and Miami 
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Lda 
ILLINOIS DISTRIBUTORS 


Offer your customers a really complete cutting tool service by adding... 


A A top quality line, designed to meet your sales needs, 


TFTOoOok WORKS é-... backed by a sound franchise policy 


2501 North Keeler Avenue «...and supported with a unique sales promotion plan. 
ae ae See how ILLINITE Standard Metal Cutting Tools are certain to increase 


your sales. Write for details 


“ 
*e, 
* woee* 


SEND FOR THIS 
FREE CATALOG TODAY ! 






Complete with dimensional and ordering 
information — organized for tool buying con 
venience. Write for your copy now! 





Look what you gatiwien you 


BUY TOOLS FROM ONE SOURCE 





You simplify ordering, 
mailing, and accounting. 





You save on shipping, 
receiving, and handling. 





You make time for your sales 
force by giving them only one 
brand to know and sell. 


N 
SOURCES 
p If THAT 

You also gain new customers 
who specify Disston tools! 





You also expand sales among 
present customers who will 
find al! Disston tools as fine as 
the Disston tools they now 
know and use! 





You can see what this means: The savings you make (noted in 
items 1, 2, and 3) help you lower your fixed costs—therefore 
lowering your break-even point. That enables you to make 

more profit on the same volume of business. 


But, your volume can actually rise (as noted in items 4 and 5), 
helping you to even greater profits! 
Think it over—this idea of buying all your tools from Disston— A FEW OF THE MANY TOP. 
and you'll see that it is a really workable, sensible way for you QUALITY DISSTON TOOLS 
to make more money without investing even one thin dime. Band Saws 
: , Circular Saws 
Write directly to us for further information. Do it today! Hack Saw Blodes & Frames 


Files 
Carbide Tipped Saws & Knives 
Cutter Heads 


HENRY DISSTON & SONS, INC. Ser 


923 TACONY, PHILADELPHIA 35, PA., U.S.A. 





Branches: Chicago, Seattle, Portiond (Ore.), Vancouver (B8.C.) © Factories: Toronto, Ont., Canada; Sydney, N.S.W., Austraflc 
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Officials to Stimulate 
Small Business Loans 


Officials of the newly established 
Small Business Administration ar 
planning a nationwide tour to pro 
mote private loans for companies that 
need them. 

William D. Mitchell, $.B.A. chief, 
said the project had been discussed 
with a group of private bankers who 
were favorably impressed with th« 
idea. 

S.B.A. officials will meet with local 
public officials, businessmen and bank 
ers to discuss “pools of private capital 
to encourage and foster small busines 
enterprise.” 

Mr. Mitchell indicated that th 
main function of the new agency, 
which takes over many of the func 
tions of the Reconstruction Financ« 
Corporation and the Small Defens« 
Plants Administration, will be one of 
helping companies find private sources 
of capital, rather than lending out 
Federal money. Congress has author 
ized a $55 million revolving fund for 
S.B.A. lending. Mr. Mitchell said thi 
would not “cause a ripple on the na 
tion’s economic surface” even if the 
total sum were lent out at onc 

“Therefore, we believe we should 
develop and foster mechanisms 01 
groupings which will expand greatly 
the financial resources of the partici 
pants.” 

The S.B.A. will not lend Federal 
funds until after September 28, the 
date the RIC’s lending functions 
end. Meanwhile, Mr. Mitchell said 
S.B.A. officials will be drawing up thi 
new agency's lending policy. The pol 
icv, under the law creating the agency 
is to be outlined by the Loan Policy 
Advisory Board made up of the Secr 
taries of the ‘Treasury and Commerce, 
Mr. Mitchell and his deputy admin 


istrator 


Greenville Firm 
Assigns Area 


Greenville ‘Textile Supply Co 
Greenville, S. C., has transferred (¢ 
H. Hinkle from the home office to 
Gastonia to cover the Gastonia area 

He will report to Odell Mill Sup 
ply Co. in Greensboro, parent com 
pany of Greenville Textile Suppl; 
John T. Mason, formerly with Min 
neapolis-Honeywell Regulator Co 
succeeds Mr. Hinkle in Greenville 


Name Development Manager 


Boston Woven Hose & Rubber Co 
Boston, Mass., has named Thoma 
Hayes as light mechanical develop 
ment manager 


.. would nl you? 


knowing that they offer mul- 
tiple sales opportunities on every 
call because I-R Impactools are used 
throughout the plant — for maintenance, 
repairs, production and assembly —wherever nuts must be run 
or removed and whenever there's drilling, reaming, tapping, 
screw driving and other operations to perform! 





1-R IMPACTOOLS ARE 
MULTI-PURPOSE TOOLS 


They handle nut-running from 
%'' to 1%" thread size —plus 
round-the-clock jobs like these 


Removing “frozen” nuts « Drill 
ing metal, wood, masonry * 
Reagming * Tapping « Driving 
and removing screws * Running 
wire brushes « Hole sawing « 
Driving studs on/off « Extract- 
ing broken cop screws and 


studs * Driving wood augers 
USE STANDARD 


ATTACHMENTS 
. AVAILABLE IN KITS 








@ You've got every advantage when 
you sell Ingersoll-Rand Impactools— 
the most complete line of electric 
Impactools available. And you're aided 
by national advertising directed to your 
customers—plus plenty of help for 
your salesmen! 


@ We're prepared to offer new 
Ingersoll-Rand distributors a profitable 
deal that promises substantial business 
year after year. Get in touch with us for 
full details on a valuable I-R franchise! 


Ingersoll-Rand 


#917-18 11 Broadway, New York 4, N.Y 
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WHEN SO MUCH 
deperids. Be 
on so little ae 


WYN CHICAGO’ Waar. 
e ted AT.- ’ 
TREATED CAP SCREWS. Dont settle for less than 


Corners stay sharp . “Chicago High Carbon 
¢ provide positive non- 


sip wrench grip..No | Heat Treated Cap Screws 


decarburized surface. 
ee @ For complete hardness from the 
nominal diameter re- center all the way out — no soft 
mains to size . . . No skin to cause weor or breakage 
decarburized surface. . 

due to fatigue. 


tre ae. @ For freedom from scale — cleaner 
ment... Me decerbure to handle — give a tighter thread 
ized surface. fit — have smoother bodies. 
@ For extra safety — better appear- 

ance — ALL at no increase in cost 

to you. 
HERE'S WHAT “CHICAGO'S” High Carbon Heat Treated “Chi- 
Seereean AanAbaD. 1. Yeu, cago” Cap Screws are not superfici- 

ally cyanided. Heads, bodies, 

threads and points all are of the 
same, true hardness. It is no longer 
necessary to cut threads to remove 
decarburized surfaces. Chicago's 
improved heat treating in carbon 
recovery atmosphere gives a 
smoother, more accurate, stronger 
Unretouched microphotograph of product at no increase in cost, mak- 
common heat treated screw thread ing “Chicago” Heat Treated Cap 


showing soft outer skin which causes . . 
enscssive weer ond brockage. Screws even safer than before. 


Continuing our long established 
policy, “Chicago” Screw Products, 
in bulk or in packages for original 
equipment or replacement, are sold 
through Service-Conscious Indus- 
trial Supply Distributors. If you do 
not now stock “Chicago” Heat 
Treated Cap Screws, write us for 

full details and samples. 





Same View of a “Chicago” High 
Carbon Heat Treated screw thread, 
showing uniform hardness through 
the entire thread structure. This 
insures complete freedom from 
scale, more accurate fit to permit THE CHICAGO SCREW COMPANY 
tighter wrenching 2 WASHINGTON BOULEVARD 
BELLWOOD LLINOIS 





Hexagon Heed (ap Screws, Stee! ond Brass » Squere Head and Headless (up Point Set Screws » Semi-Finished Hexagon Nuts, Steel and 
Gress » Nexegen Costelleted Huts » Fillister and Flot Heed Cap Screws » Teper Pins » Milled Studs » Socket Head (ap Screws » Socket 
Set Screws » Socket Pipe Plugs » Stripper Bolts or Shoulder Screws » Squere Head Dog Point Set Screws © Keys, Assortments and Kits 
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Book Review 
Machine Tool Selling 
by Harry J. Loberg 
McGraw-Hill Book Co. 





[his 192-page summary of sales 
techniques was edited from a refresher 
course sponsored by the two associa 
tions of the machine tool field. 
Though slanted for the heavy equip- 
ment people, it contains some helpful 
service for the sales engineer of the 
specialized distributor. Parts of it make 
good reading for any distributor sales- 
man. 

Among the topics: personal qualifi- 
cations of salesmen; analysis of cus- 
tomer personality; market analysis; 
sales presentation; technique of sales 
engineering interviews; sales presenta- 
tion to a group; meeting objections; 
and the follow-through after the sale. 

Most distributor salesmen will skip 
the chapters on installing and estimat 
ing output of heavy equipment. 

But the basic technique of selling 
the industrial buyer has much com- 
mon ground for all salesmen, whether 
selling supplies or milling machines. 

l'ake customer personality. This 
book is written for highly specialized 
men, sales engineers, but it stresses 
that before the estimates and quota- 
tions are even started, the salesman 
must assess the kind of man he is deal- 
ing with and act and talk accordingly. 
This is salesmanship, which comes be 
fore the engineering. 

The section on market analysis 
touches on that frequently illusive goal 
of distributors—customer potential by 
plants and territories. There’s a case 
history describing one salesman’s ap- 
proach to a specific area. Though the 
survey is on a larger scale than supply 
salesmen would find useful, it’s a good 
checklist of steps to take and sources 
of information. 

All books on selling leave you with a 
moral. This one has three command- 
ments of good selling: know your 
goods, know your customer; know 
yourself. 





INDUSTRY IN ALASKA 


Construction is just getting started 
on Alaska’s first pulp mill at Ward 
Cover, near Ketchikan. The $45 mil- 
lion plant, which will take two years 
to build, will be the largest industrial 
enterprise ever undertaken in Alaska, 
according to Chemical Engineering, 
McGraw-Hill publication. 














em am ae aa ar wr ana a eee ee eee ee ee ee 


IN TEXTILE PROCESSING PLANTS 





Here’s how NEOPRENE’S performance 
can win new sales for you 


Textile mills, bleacheries, dye houses, and fin- 
ishing plants are an important part of your 
market for products made with Du Pont 
neoprene. For neoprene resists the heat, oil, 
grease, and chemicals that are present in 
every textile processing plant. 


V-BELTS formerly used on a drying oven 
fan in a large textile mill lasted only 2 to 
3 weeks. A distributor salesman recom- 
mended heat-resistant neoprene V-belts 
... proved his case when the new belts 
lasted 10 times longer. 


VIBRATION PADS of neoprene 
do a big job in reducing noise 
and machine vibration. Neo- 
prene retains its resilience de- 
spite constant exposure to heat, 
oil, grease, and chemicals. 


HOSE made with neoprene tube and cover finds many uses 

throughout the plant . . . can be used to handle water, air, 

oil, or chemicals. Outlasts ordinary hose many times over 
. . Stands up under the toughest kind of service. 


Maintenance engineers and purchasing 
agents are looking for long service life in prod- 
ucts like hose, V-belts, vibration pads, and 
work gloves. So underscore the neoprene prod- 
ucts in your line. Remember—a neoprene cus- 
tomer is sure to be a satisfied customer. 





FREE! THE NEOPRENE NOTEBOOK, Your customers 
read the Neoprene Notebook regularly. So don’t 
miss the information it offers about new and inter- 
esting applications of neoprene. If you're not getting 
it now, we'll be glad to send it to you. Write E. I. 
du Pont de Nemours & Co. (Inc.), Rubber Chem- 
icals Division 11-1), Wilmington 98, Delaware. 





BETTER THINGS FOR BETTER LIVING 
. +» THROUGH CHEMISTRY 


NEOPRENE 


The rubber made by Du Pont since 1932 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types Gf Gorham tools . . . tool bits, 
cutoff blades @nd wear-resistant centers. These 


tools are basic needs for any shop... and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . threé different tool bit 
grades ... slitting saws . . . cutoff blades... key- 
seat cutters ... and the famous “M-40-U" Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


Military to Continue 
Melting Aluminum Scrap 


The military services will continuc 
to operate aluminum “sweating” fur 
naces for melting down scrap. Charles 
EK. Wilson, Defense Secretary, an 
nounced recenth 

The Air Force plans to construct 
two new furnaces, one in Oklahoma 
Citv and the other in Sacramento, 
Cal 

Scrap dealers have voiced opposi 
tion to the move, claiming the Gov 
ernment will lose money on the opera 
tion. 

Mr. Wilson defended the melting 
operation in a letter to the Senate 
Small Business Committee. He said 
the services get a better return for 
scrap if they sweat it into ingots in 
stead of selling it in loose form. The 
services are required by law to “de 
militarize” all surplus fighting equip 
ment so it cannot be restored to com 
bat condition. Cutting or smashing 
the equipment, the services contend, 
is more expensive than melting it 


down. 


Four Southern States 
Lose 115 Coal Mines 


In four Southern states, 115 coal 
mines have closed during the last two 
and a half years, the Southern Coal 
Producers Association reported re 
cently 

This has caused an estimated pay- 
roll loss of $50 million annually in 
West Virginia, Kentucky, [ennessee 
and Virginia. The closed mines em 
ployed 15,399 and produced 15 mil 
lion tons of bituminous coal in their 
last year of operation 

Ihe association's surve' overed 
only railroad served mines and did not 
take into account truck mines and 
other small operations. 

Walter Thurmond, secretary of the 
S.C.P.A., said the loss will “grow 
alarmingly unless there is some way to 
find relief from high production costs 
per ton so that we can compete with 
mines in other sections of the country 
and with rival fuels such as oil and 
natural gas.” 


To Handle Permite Line 


Aluminum Industries, Inc., Cincin 
nati, has named James O'Rourke, Jack 


sonville, Fla., manufacturer's agent, to 

Gocham TOOL COMPANY sell the company’s line of Permite 
paints and varnishes in Florida. He 

Ga! tvervne IN STANDARD AND SPECIAL CUTTING TOOLS” was with Devoe & Revnolds Co. for 13 
vears as salesman and branch manager 


i WOODROW WILSON ° DETROIT 3, MICHIGAN before opening his own business in 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 1948. 
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pega inn. 
A Complete Roller Chain 
Power Transmission Line 
To Fill Industry’s Needs 


There's more to selling a roller chain line 

than an interchangeable bushing system. 

Your customer being aware of this, will 

want the full services of experienced 

personnel who know and understand power 
REASONS WHY YOU transmission and its problems. 

Cullman offers a complete power 

SHOULD SELL CULLMAN transmission line — engineering and field 
services — stock and special sprockets — in 
fact everything to fill industry's needs. . 
plus 60 years of experience. 

When you sell The Cullman Power Trans- 
mission line you sell quality that is reflected 
in long life, better service and increased 
profits to you. 


ROLLER CONVEYOR STOCKS OF ALL Tealuing CULLMAN 
— — tear Grip faster sPROcKets 


(for Hub Type 


_— sn Sprockets) 
d Ls = anh She 


FLEXIBLE STOCK & SPECIAL 
COUPLINGS SPROCKETS 


a 
al 











(for Plate Type 
Sprockets) 





© “Off-the-shelf” SERVICE 

SV: —~ @ ALL STEEL CONSTRUCTION 

geequensenee —- @ MINIMUM SERVICE REQUIREMENTS 
SERVICE SERVICE @ INTERCHANGEABILITY 

@ ALTERATIONS ELIMINATED 








SELL THE LINE THAT HAS THE SERVICE 


im 
Ha ! CULLMAN power transmission 


- 
ROLLER CHAINS and SPROCKETS 


CULLMAN WHEEL COMPANY ° 1347 M ALTGELD STREET . CHICAGO 14, ILLINOIS 





REPRESENTATIVES AND DiSTtTRIiBUuUTORS 'N Att PRIENCHEPAL criTries 
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K” FITTINGS 


Another Great Building 


It is common practice for “K” Fittings to 
be used in buildings of all types and sizes. 
So we are not citing their use in the Govern- 
ment Accounting Office Building as some- 
thing unusual, but the structure itself is 
interesting. 


The outside dimensions are 328 x 578 ft. 
The building is seven stories high, with 
basement and subbasement. It houses 
9,000 people. Feeding service accommo- 
dates 2,000 at one seating. An auditorium 
seats 250, There are garage facilities for 


800 cars. 


Pipe fitters like to work with “kK” Fittings. 
The threads are tapped full and clean. 
Openings are chamfered so pipe enters 
easily. Precise angularity of machining as- 
sures symmetrical runs. Uniform walls 
and high tensile strength give “K” Fittings 
the stamina to withstand the most severe 
make-up strain. 


We tell piping contractors and purchasing 
agents to order fittings from distributors 
who handle the “K” line. 


Good workmanship sells “K" Fittings 


PIPE FITTINGS 


CAST IRON AND MALLEABLE 
3,000 Shapes and Sizes 


Complete information gladly furnished. 





THE KUHNS BROTHERS COMPANY 
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Certificates of Necessity 
Still Being Allowed 


It's still possible to trace some of the 
current industrial growth patterns by 
checking certificates of necessity. 

For a recent two week period, July 
15-29, the Office of Defense Mobiliza 
tion issued 156 certificates authorizing 
rapid tax write-offs of $181,936,440 
worth of new or expanded industrial 
facilities. 

The allowances go to companies 
who plan to produce defense or 
defense-related goods. The operator 
may depreciate for tax purposes a speci 
fied portion of the cost of his new 
facility at a faster rate than normally 
allowed. This has the effect of reduc 
ing his income tax payments for the 
early years of the facility's operation. 

For the same two-week period last 
vear, certificates issued were valued at 
around $840,000,000. 

Largest write-off allowances in the 
recent group went to a utility com- 
pany, a silicone producer, and an oil 
company. The other certificates went 
to railroads, nickel, steel, oil, aviation 
and instrument companies. 


Packaging, Handling Show 
To Be Held in Boston 


Some 30,000 sq. ft. of additional 
space has been readied for the 1953 
Industrial Packaging & Materials Han- 
dling Exposition, scheduled for Oct. 
20-22 in Boston, the show’s managers 
have announced. 

They said the original space is now 
filled. The show will feature live as 
well as stationary exhibits, demon- 
strating the use of equipment. 

The Society of Industrial Packaging 
and Materials Handling Engineers is 
sponsoring the event. ‘Thomas W. 
Regan, of the General Box Co., 
Winchendon, Mass., is exposition 
chairman. 

Top winners of the seven groups 
of the Protective Packaging & Mate- 
rials Handling Competition will be 
displayed. 

Massachusetts Institute of Tech- 
nology will hold a technical short- 
course in cooperation with the 


S.1.P.M.H.E. 


Named to Show Committee 


J. F. Corkery, electric tool sales 
manager of Thor Power Tool Co., 
Aurora, Ill., has been appointed to 
the show committee of the Automo- 
tive Advertisers’ Council. He is also 
chairman of the council’s publicity 
committee. 





Remington Ran 


thods News 





Now... Organize 
for more sales! 


That’s exactly what smart distribu- 
tors throughout the country are doing 
...and they are employing Remington 
Rand record-keeping systems for swift 
guidance. These simple, low cost sys- 
tems make it possible for management 
to act quickly, decisively...by basing 
their judgment on complete, up-to-date 
facts. Whether you are set up as a 
general line house or a specializing 
house, there’s a Remington Rand sys- 
tem to help you build up a really effi 
cient selling organization. 





Low Cost Sales and 
Inventory Control at 
Thomson Diggs Co. 


This large, west coast wholesaler uses 
Remington Rand Tabulating and 
Kardex Visible Systems for truly ef- 
fective inventory and sales control. 
Information is compiled quickly and 
arranged efficiently so that facts are 
right at their finger tips. And it’s done 
simply! Close control on the 35,000 
items in Thomson Diggs’ warehouses 
is maintained with Kardex Visible 
Records. Inventory information is sum- 
mary posted from reports machine- 
tabulated from punched cards and cen- 
tralized in these records where Graph- 
A-Matic signals concentrate attention 
on facts that require action...over and 
understocked items...when to reorder 
... when to expedite...help achieve 
maximum capital turnover. 

Sales facts are swiftly recorded on 
these punched cards. As a result, sales 
analyses of any type—by salesmen, ter- 
ritory, item, type of sale—are prepared 
from these cards with amazing speed 
... producing a quick, over-all picture 
of Thomson Diggs’ sales efforts. 

The complete story of this reorgani- 
zation problem and its solution makes 
valuable reading. Write for MC789. 





A battery of Kardex Inventory Control cabinets at Boykin Tool and Supply Com- 
pany enables them to give better customer service at 40% lower inventory costs 
...cut overstocks...save capital outlay and obsolescence losses...cut cost of acqui- 
sition and cost of possession...free capital for other constructive uses, Read SN774. 


Keep your salesmen 
well informed 


Provide each of your road salesmen 
with Dexigraph photocopies of his ter- 
ritory’s visible record—complete with 
your helpful comments and instruc- 
tions. These photocopies give your 
salesmen complete instructions for a 
stronger selling job and keep them 
informed of their progress when com- 
pared with previous months’ visible 
records. Dexigraph is a simple, speedy 
and inexpensive photographic unit. 
Copies an entire Kardex slide in a 
fraction of a second...and anyone can 
operate it. You can roll the Dexigraph 
from one department to another de- 
pending on the location of the records 
to be copied. Just plug it into any 
standard electrical outlet. No special 
wiring is required. As developing is 
an independent operation, it can be 
done wherever and whenever it is most 
convenient. 

More information on this sales 
booster is in free folder D217. 
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SULAP saves $10,000 
a year for 
supply company 


And that isn’t all. Globe Machinery & 
Supply Co. handles their accounts re 
ceivable more efficiently with this Sim- 
plified Unit Jnvoice Accounting Plan. 
Just a few of the benefits of SUIAP 
statement mailing reduced by 90°, 
better credit histories, complete ac 
counting control figures, fast and ac- 
curate credit authorization and col- 
lection follow-up, fire protection for 
vital records, and fewer clerks are 
needed. Three people are now doing 
the work previously requiring six... 
and doing it more efficiently with this 
pay-by-invoice plan. 

Read Systems Narrator 781...it’s a 
glowing report on the job SUIAP is 
doing...and comes directly from the 
company’s credit manager. It’s “Must” 
reading for executives searching fo 
the most efficient method of handling 
their accounts receivable. Check off 
SN781. 


Memington. Fland. 


Management Controls Reference Library 
Room 1127, 315 Fourth Ave., N. Y. 10 


Please cirele the 


desire 


D217 


literature you 


SN774 SN781 MC78&9 
Name 
Title. 
Firm 
Address 
City 
Tone State 
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Big Profits 
and Prestige 


representing this well-known 
name in welding equipment! 


P.H FRANCHISES OPEN 


on the line that gets you the lion's 


share of the fast-growing welding business! 


) 





60% market expansion predicted! 


. ° The industry’s most complete 
Big Line! line — includes products you 
have a chance to sell wherever fabricating is done, 
wherever there’s a maintenance job. 


Bi F | Only the P&H distribu- 
ig eatures! tor can offer Dial-lectric 
Instantaneous Remote Control —and it’s a real 
sales-closer! Ie lets operator adjust heat right at 
the work, as easily as tuning a radio. No hard- 
working cranks to turn, no moving parts to wear 
out and cause delays and maintenance expense. 


Bi 4 h! As many as a million sales 
1g US @ messages a month in 17 lead- 
ing trade journals pre-sell key buying factors on 


P&H advantages— make closing the sale easier 
for you. 


Bi 0 e | If you're an aggres- 
ig pportunity:! sive businessman— 
want to cut yourself in on this growing market 
(60% expansion seen possible)—and can see the 
advantages of hooking up with one of the big 
names in welding equipment, write us for informa- 
tion regarding a franchise in your territory. 


wo WELDING DIVISION 


HARNISCHFEGER 
CORPORATION 
4683 West National Ave., Milwavkee 46, Wis. 
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Only Mild Recession 
Seen by Slichter 


A recession in the next two years is 
likely, but the chances are it will be 
a mild one, according to Professor 
Sumner H. Slichter of Harvard Uni 
versity. 

Also, the Government has the power 
to halt any downturn before it starts 
by reducing taxes, he said. 

Professor Slichter was speaking be- 
fore the Personnel Association of 
Toronto, Canada. 

He based his prediction, he said, on 
these facts: 

“Today American industry is oper 
ating at a near-capacity level. The 
boom has now lasted for over seven 
years with only a mild interruption in 
1949, and there are grounds for doubt 
that the present rate of production and 
employment will continue much 
longer. 

“The present rate of expenditures 
on plant and equipment (about $26 
billion to $27 billion a year) has been 
going on for about two years. Its 
failure to rise above the present rate 
during this period suggests that at this 
late stage in the boom no further in 
crease in these outlays is likely. In 
fact, a drop could easily occur. 


Some Housing Drop Seen 


“Moreover, some drop in the level 
of housing expenditures seems likely. 
The increase in the number of house 
holds is slowing down, and the rise in 
interest rates, which increase the cost 
of owning relative to the cost of rent 
ing, will also discourage housing con 
struction. 

“Automubiles are being produced 
at the rate of over six million a vear. 
The size of the replacement demand is 
not known, but it is probably in the 
neighborhood of four million annually. 
Is there continuing demand for :more 
than two million passenger cars a year 
over and above the replacement de 
mand? 


Indebtedness Is Up 


“The present level of consumer de 
mand has been made possible only by 
a fairly rapid rise in indebtedness. The 
fact that individuals in 1952 incurred 
about $9 billion more debts than they 
paid off suggests that a drop in the 
rate at which new indebtedness is in 
curred would be followed quickly by 
a big jump in the rate of personal 
saving. 

Professor Slichter said there was 
persuasive evidence that the boom had 
“lost its buoyany,” since wholesale 
prices had been drifting downward 
slowly since March of 1951. He said 
reasons for believing there would be 









NOTHING LIKE IT? 
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DISTRIBUTORS 


Your territory may still be open! 
Send coupon or write today for 
details about profitable 
franchise opportunity. 











OPPORTUNITY FOR DISTRIBUTORS 


REA 


LACEMENT COST 
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These new-type T-] Reamers have interchangeable 
beads... quickly changed! Just one shank for your 
customers to buy—use with wide range of heads 
from 4” to 2%”’ inclusive, in %%"" increments... 
spiral flute. This cuts replacement cost to /ess 
than half! 

Head has tapered hole which insures concen- 
tricity and a snug fit on smoothly ground tapered 
shank. Reamer operates free from binding or 
sticking, due to cutting portion wearing undersize 
and creating negative relief. Performance reiains 
all advantages of standard, expensive reamer. 
Backed by T-J's 37 years of know-how as one of 
largest manufacturers of die sinking milling cutters. 


’ 






The Tomkins-Johnson Co 
Jackson, Mich 






Please send details about your distributor 
plan for T-J Reamers 


Name 
Compony 
Street 


City State 
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A BUDA JACK FOR EVERY NEED! 


Give customers the jacks they want 

. ». let them choose from Buda’s 
complete line of industrial jacks. 

By stocking Buda, you’re able 

to give fast delivery on all sizes, all 

styles. Customers count on you 

to fill all their jack requirements. 

In addition to selling more jacks 

and building customer confidence, you'll 
be part of Buda’s terrific profit program. 
A real money-maker, the Buda Line 

can be one of your best profit lines. Learn 
what a Buda Jack Distributorship can 
mean to you. Write today for all the facts. 





High Lift Jack 25 to 50 Tons 


THE BUDA COMPANY, HARVEY, ILLINOIS 


Ratchet Ball Bearing Screw Standard High “Two Speed" 

yt | 10 Ry vy T pe Ratchet Hydraulic Jacks 
— = rs) ons - 

5 to 15 tons 15 to 50 tons i5-ton Cap. ieee 
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a recession in the next year or two 
were “very persuasive.” 


Why Drop Should Be Mild 


He said that the business contrac- 
tion should be a mild one for several 
specific reasons. “There is even some 
chance of preventing a contraction,” 
he predicted. 

“1. The dangerous accumulation of 
inventories that was resumed in the 
durable goods industries last fall has 
ceased, 

“2. No large drop in defense spend- 
ing seems to be in sight. Negotiations 
between the Western nations and 
Russia, if and when they occur, are 
bound to be prolonged. 

“3. ‘The drop in expenditures in in- 
dustrial plant and equipment will be 
small. Recent expenditures on plant 
and equipment have just about made 
up for the abnormally low expendi- 
tures during the depression of the 
’30’s and the war. Furthermore, any 
drop in investment in plant and equip- 
ment will be limited by the large vol 
ume of“industrial research that is now 
being done in the United States. 

“4. The drop in housing outlays is 
likely to be moderate. ‘Today new 
houses are competing more effectively 
with old houses than in times past 
the result partly of higher incomes, 
partly of changes in taste, and partly 
of different methods of financing 
which increase the attractiveness of 
owning relative to renting. 


Backlog in Public Works 


“5. Expenditures by states and lo 
calities for goods and sevices may be 
expected to increase. A considerable 
backlog of need for public works grew 
up during the war, and new needs are 
also arising. 

“6. Some increase in personal in 
comes after taxes may be brought 
about by reductions in taxes, particu- 
larly personal income taxes and excise 
taxes. ‘The present high rates of taxa- 
tion place powerful instruments of 
control in the hands of the Govern- 
ment. Since individuals apparently 
spend over 90 cents out of cach dollar, 
after taxes, on consumer goods, a re 
duction of $10 billion a year in per- 
sonal income tax payments would soon 
produce an increase of around $9 bil- 
lion a year in the demand for con- 
sumer goods. 


Deficit May Be Justified 


“A reduction in taxes would of 
course require that the Government 
incur a deficit. It would obviously be 
wasteful, however, to allow unemploy 
ment to grow in order to keep the 
budget in balance. Furthermore, the 





Any way you look at it 


this Thermometer is City Rewilityg 





You've been asking for a dial thermometer like ADVANTAGES 


this—A thermometer that can be positioned and firmly Te Positive locking in every conceivable angle 


locked at any practical angle—now you can have it! 
2. Reduces the number and variety of instru- 


No stretching or straining to see this thermometer. : : 
ments required in your maintenance stock. 


Easy to adjust to required new positions before or after in- 
stallation. No risk of the multi-angle selector working loose. 
A specially designed selector assures positive locking at 
every practical mounting angle and a few turns of one nut lock 4. Easy to change to any desired angle, 
the selector securely. before or after installation. 

These instruments, supplementing USG’s complete line 
of Gotham temperature indicators, are designed to fit all standard 
connections and are available in all standard ranges. If you have a 
number of applications requiring ‘‘odd angle” mounting these new 
multi-angle thermometers will reduce the number and 


Be Provides that extra “odd angle” instru- 
ment which normal stock does not furnish. 





5. Saves engineers time when writing 
specifications. 


6. Affords easy reading at odd angles. 


variety of instruments you have to carry in stock. Dept. Vi 
Before you order an angle thermometer be sure you United States Gouge 


see USG’s new Gotham Multi-Angle Thermometer. Division of American Machine and Metals, Inc. 
Sellersville, Po. 


Gentlemen: 
We'd like to know more about the new USG Multi-angle Ther- 
mometer. Please get in touch with us. 


Name Title 
Company 

Address 
EE 
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BURNERS THAT OFFER 
MORE THAN HOT FIRE 


(1500° in 5 minutes — 2300° in 30 minutes) 


No. 120 
Hi-Speed Steel 


Heat Treating Furnace 


No. 118 
Combination 
Bench Furnace 


No. 130A 
Hi-Speed Steel 


Heat Treating Furnace 


EFFICIENCY ECONOMY 
DEPENDABILITY 


+ + « « from a name 50 years old 
in the Gas Appliance Industry 


When the job calls for heat treating tools, dies 
and small metal parts, both you and your cus- 
tomers profit from the big line of Johnson Gas 
Burning Equipment. Write for the free com- 
plete Johnson Catalog which shows additional 
profit-making items. 


No. 1202 Blower 


No. 101 
Bench Furnace 


| ee eS 


hae 


No. 60ABC 
Concentric 
Ring Burner 


No. 706 
Annealing 
Furnace 


JOHNSON GAS APPLIANCE CO. 


588 E Avenue N.W. Cedar Rapids, lowe 


IF IT\ BURNS GAS LOOK TO 


SINCE 
1901 


ee of unemployment in the 
Jnited States might seriously damage 
our foreign relations. . . . Moreover, 
if business turns down, a government 
deficit financed in part by bank credit 
will be needed as a stabilizing influ- 
ence. 


Taxes a Powerful Weapon 


“The present high taxes give the 
Government a more powerful weapon 
for combatting recession than it has 
ever before possessed. If the Govern- 
ment is willing to make prompt and 
vigorous use of this instrument, any 
contraction in business can be halted 
before it has proceeded far.” 


Electrical Salesmen 


Score Pep Talks 


Today's salesmen are left cold by 
the “let’s-get-out-and-knock-’em-dead” 
type of sales meeting, according to 
results of a survey of electrical dis- 
tributors’ salesmen conducted by Elec- 
trical Wholesaling, McGraw-Hill pub- 


| lication. 


Rated of first importance among 
ingredients of a good sales meeting 
was a description of the product and 
its uses. 

Other basic sales mecting features, 
in the order they were ranked by the 
salesmen, included: (2) tips on how 
to sel! the product; (3) charts, mod- 
els, films to bring out sales points; (4) 
comparison of products with competi 
tor’s lines; (5) how to meet. sales 
arguments of competitive products; 
(6) price compared with that of com 
petitors; (7) demonstration gimmicks, 
samples to help sell product; (8) size 
of market and how much it is worth; 
(9) question and answer period to 
help clear up problems; and (10) 
outline of national consumer prod 
uct advertising. 

That sales meetings are too long 
and drawn out was foremost among 
responses to questions on what the 
salesmen do not like about sales meet 
ings. Some respondents noted they 
ire resentful of executives, sales man 
agers, and others who walk in and 
out of meetings at will, giving the im 
pression that they have more im- 
portant things on their minds, and 
then jump up at the last minute to 
give falsely enthusiastic pep talks 
Salesmen also feel that manufacturers’ 


| men frequently don’t know enough 


| 
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about the product or can’t get the 
knowledge across, the survey showed 

Ihe salesmen turned thumbs down 
on attempts to gloss over the prod 
uct’s weak points, long-winded presen- 
tations, canned talks, false claims and 
half-truths. 





“Within any trading area, the number of Atkins-Brand Distribu- 
tors will be limited, in direct proportion to the sales potential. 


“Greater volume through the fewest practicable outlets shall be our objec- 
tive. Every effort will be made to obtain our share of the potential through 
existing Atkins-Brand Distributors. When their numbers must be increased 
to obtain this share, adequate discussion with established Atkins-Brand 


Distributors will take place before any commitments are made.” 
. e 


° 
7 
*O8e6. ooo? 
& . 
Pee cccccccseeeeee*® 


Our first objective is a fair share of the market. We will help existing Atkins- 
Brand Distributors to attain it by our increased sales-engineering assistance 
to them... by the establishment of a distributor sales training school . . . 
and by more effective advertising and promotion. 


BORG-WARNER CORPORATION + INDIANAPOLIS 9, INDIANA 


‘R@@ie> | feo: ee i ATK NS AND ¢ MPAWNY 
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>>D>D>D> LET THESE KEYS 
OPEN UP EXTRA PROFITS FOR YOU! 


Fast Sellers . . . Proven Re- 
peaters! Your customers— 
and prospects know that Key 
Pipe Sealing Compounds seal 
joints positively ... yet are 
easily opened... do not 
freeze in the joints. Product 
superiority ... backed by 36 
yeors of leadership in the 
field moke these Key prod- 
ucts @ dependable source of 
sales and profits for you! 


Good Door Openers, Too! 
Steady national advertising, 
dealer helps and continuous 
sampling program build uni- 
versal demand . . . actually 
make openings for soles to 
many new customers for you. 





Wm 


For sealing 
pipe joints 
carrying water, 
gas, low pressure 
steam. 








eae eae ~~ amram 
|W ork Inspection AAirrors 


Exclusive All-Angle Ball Joints 

Precision Engineered 

Replaceable Copper-Backed Clear View Mirrors 
Folds and Fits into Pocket 

Many Sizes Cover Practically All Applications 


For sealing 
lines carrying 
oils and high 
Pressure 
steam. 








WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 





IMMEDIATE 
DELIVERY! 


WRITE FOR YOUR COPY OF COMPLETE ILLUSTRATED CATALOG |! 


ULLMAN PRODUCTS CORPORATION 


15 RIVER ST., NORWALK, CONN. 
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“Cold” Calls Produce 
9 Orders out of 100 


“Cold” calls in organizations sell- 
ing to industry produce 9 orders out 
of every 100 calls, according to a re 
cent survey by the Sales Executives 
Club of New York. 

Following up leads from advertising 
nets 16 orders for every 100 calls, and 
following up an invitation to call after 
the prospect has consulted the selling 
organization’s catalog produces 38 
orders 

Ihe New York City group 
mailed questionnaires to 1,328 execu 
tives responsible for sales in 1,018 
firms that sell to product engineering, 
plant engineering and machine tool 
industries. Returns were 22.4  per- 
cent. All those replying were national 
national dis 


sale s 


advertisers and have 
tribution. 


Cost per Call: $17.24 


On the question, “What do you 
estimate is the average cost per call 
by your salesmen?” the answers pro- 
duced a mean average of $17.24 
More than a third of the respondents 
reported call costs of more than $20; 
more than a quarter reported costs un 
der $10. ‘The lowest reported call cost 
was $1 and the highest, $130 

Respondents were asked for “edu 
cated many 
resulted from cach of three kinds of 
calls; (1) cold calls; (2) calls by fol 
lowing up an inquiry from publication 
advertising; and (3) calls after the cus 
tomer had studied the firm’s catalog 
and invited the salesman to call 

On cold calls, average number of 
orders was 9.2; on following up ad 
vertising, 16; and on following up in 
vitations, 38.4. 

The club's surveyors pointed out 
that since satistically accurate answers 
were not necessarily required, the re 
sults should be taken as broad in- 
dicators rather than as precise meas 
urements. But differences in results 
between the three types of calls were 
so marked as to be highly significant, 
they said. 


gucsses on how orders 


Costs per Order Vary More 


More variation was shown in the 
cost per order. On cold calls, respond- 
ents reported an average cost per or- 
der of $187.39; on calls following an 
advertising lead, $107.75; and on calls 
by invitation after reading the cata 
log, $44.89. 

The survey brought out significant 
extremes in the cost of orders. One- 
third reported only two orders from 
every 100 cold calls, while nearly one 
fifth had 20 orders or more. 

A third of the companies got orders 














This WALKER-TURNER @20” 
OVERHEAD DRILL PRESS SET-UP 
saves handling time. . . cuts costs 


Wherever large or heavy parts or units are to be worked, 
this set-up—utilizing a WALKER-TURNER DRILL HEAD 
with its special ball-bearing carriage traveling along a boom 
—can save handling time and costs . . . bring new produc- 
tion economies. Special set-ups like this make it possible 
to get WALKER-TURNER precision drilling (either hand 
or power feed) at surprisingly low cost. pret ween Peny Pove Nnrd ag he np phe yy Py he | 


AG SAWS * LATHES * SPINDLE SHAPERS * JOINTERS * BELT ond DISC 
SURFACERS © FLEXIBLE SHAFT MACHINES 


SOLD ONLY THROUGH TRAINED INDUSTRIAL DISTRIBUTORS 





Almost Unlimited Application WALKER=TURNER OISTRIBUTORS 


W ALKER-TURNER Drill Heads may be used for Here's a market cut out for you, and you alone! 
almost unlimited applications. The illustration Walker-Turner has both the power tools and the 
left shows a set-up in daily use performing selling toole that can mike it yours. (1) A 
os a radial drill of extra large capacity, light -heavyweight line of machines, designed 
Horizontal and angular mountings—in single especially for light industry (and that's your 
units or in batteries—are making substantial ma jor market), and (2) application engineering 
savings for hundreds of manufacturers -- the Walker-Turner distributor saleaman is 
For complete information, write your name foetery trina Be sure your ealeamen talk up 
and address in the margin of page. Walker-Turner story. It's powerful! It's 
what you need to turn prospects into custamers, 
and customers into profite. 











UPSON-WALTON 


f 
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from 10 out of every 100 calls on ad 
vertising leads, while one-tenth found 
40 to 80 were productive. 

One company out of every seven got 
10 orders per 100 calls by invitation. 
One quarter of the firms got 60 to 95 
orders out of 100 calls this war 


Following Leads Doubles Orders 


The surveyors concluded that fol- 
lowing advertising leads roughly 
doubles the number of orders which 


| salesmen get from cold calls. Calls on 
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engineered for safety 


PSON-WALTON’S long experience in the 

manufacture of wire rope and rope fittings 
pays off when it comes to slings. Factory assembled 
by skilled craftsmen, Upson-Walton slings are 
tops in strength and safety. 

Upson-Walton slings are sold Wire 
through selected distributors ROpp 
everywhere to assure you of quick 
delivery and a wide choice of 
associated fittings. Catalog on 
request. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE ¢ CLEVELAND 11, OHIO 
New York * Chicago * Pittsburgh 


MANUFACTURERS OF WIRE ROPE, FITTINGS, TACKLE BLOCKS — ESTABLISHED 1871 
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invitations following catalog survey 
increases them more than four times. 

Ihe survey did not indicate how 
many advertising leads or how many 
catalog invitations a company may 
expect, the club pointed out. The sur 
vevors said they assumed that few 
managements could afford to sit back 
and wait for advertising leads or invi- 
tations to call. However, they said, it 
seems a safe assumption that ever 
company surveved needs both adver 
tising and catalog to back up its sales 
force 


Power Shortage Danger 
Called Remote 


Chances are remote for a power 
shortage in the Pacific Northwest this 
winter, according to officials of the 
Kaiser Aluminum & Chemical Corp 
in Spokane. 

Wilham A. Dittmer, the company’s 
power manager, told the Spokane 
Chamber of Commerce that he be 
lieves there will be a power surplus of 
100,000 to 150,000 kilowatts this 
winter. Stream flows are now much 
better than last vear, he said 

Three Government dams will start 
pouring a million kilowatts of power 
into the Northwest within the next 
three vears, but the demand is grow 
ing about as fast as new production 

During last winter's drought, power 
loads for some Northwest industries 
were curtailed by the Defense Elec- 
tric Power Administration. The Kaiser 
plant at Spokane operated at only half 
capacity. 





FEEDING PLANTS WITH 
ROCK 


New use of basalt as a plant food 
raises the possibility of mining and 
processing the rock which underlies 
most of Oregon, Engineering and Min- 
ing Journal, McGraw-Hill publication, 
says. The rock is quarried in the state 
now for sale to gardeners for treat- 
ment of compost piles and as a soil 
conditioner. 

















WHY IT PAYS TO BUY STEEL FROM WAREHOUSE 





You don’t need to invest in expensive 
cutting equipment ! 


WHEN YOU BUY STEEL FROM — up money in large, expensive steel-cutting machinery is something 
you can avoid, if you wish. Yet you can have your cutting done on the 


most modern equipment available. When you order your steel from U.S. 
© LOWER faVENTORY Costs Steel Supply, specify just how you want it cut. We will meet these speci- 
fications exactly. For example, our flame cutting equipment will follow the 
@ LOWER SPACE COSTS , q _ “-_ . 
most complicated patterns without error and turn out finished shapes precisely 
as you want them. Your U.S. Steel Supply salesman will give you complete 


WAREHOUSE YOU GET: 


@ LOWER TIME COSTS 
information about our cutting services. 


@ LOWER CAPITAL INVESTMENT 


“me ff U.S, STEEL SUPPLY 


© FEWER INVENTORY LOSSES DIVISION 


General Office 
208 So. La Salle St., Chicago 4, Ill. Warehouses and Sales Offices Coast to Coast 





UN tee ew AT ES ae ae 


Here they are! 
The new WENDT-SONIS 


4 


Wendt-Sonis now adds a 
brand new line of carbide 
blanks to its complete line 
of cutting tools. 


Eight styles are available 
including reamer blanks, 
solid round blanks and cen- 
ter tips. A wide variety of 
grades, sizes are also avail- 
able. 


Research and on-the-job 
testing have proved that 
these new Wendt-Sonis car- 
bide blanks reduce produc- 
tion costs. 


Write for new “Tooling 
Tips” folder, containing 
complete details and prices 
for the new carbide blanks. 


Send a post card to Dept. D. 


BLANKS 


BSP 


Style 4000 Style 3000 


Style 2000 


Reamer Bianks 


Center Tips 


Mechanically Held Carbide Inserts 
Are Also Available 


WENDT’ SOnis 


HANNIBAL, MISSOURI 


576 WN. Prairie Ave. 


Hawthorne, California 
THE MOST COMPLETE LINE OF CARBIDE CUTTING TOOLS AND BLANKS 


336 


549 W. Randolph 
Chicago, Illinois 
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Sales Executives 


Hold Key To Future 


The destiny of the American pn- 
vate competitive system, according to 
Sinclair Weeks, Secretary of Com 
merce, is in the hands of sales execu 
tives. 

“Through your enterprise,” Mi: 
Weeks told a group cf national sales 
executives, “the wants and the desires 
of the consuming public will be trans 
lated into sales. Without sales, pro 
duction becomes nothing but inven 
tory and inventory nothing but a 
financial headache.” 

Mr. Weeks said that doubting 
Thomases of the enterprise system 
may point to adjustments to follow 
eventual defense cutbacks. But smart 
salesmen’s eves “‘light up” with an 
ticipation as they think of new mar 
kets, better packaging, premium of 
fers, special sales and the growing cus 
tomer interest im multiple unit pur 
chases. 


Limitless Prospects 
I 


“They see limitless _ prospects,” 
added Mr. Weeks, “in the shifts from 
farm to city and from tenement to 
suburban home; the high rate of per 
sonal income; the increasing number 
of higher educated with higher living 
standards developed by the climb; the 
prolonged life span of the aged and 
the boom in babies. 

“They know of innovations and in 
ventions frozen on drawing boards un 
til war production ends. They fore 
see the infinite possibilities of research 
and the expansion of hydro-electric 
power, chemistry, jet propulsion and 
atomic cnergy. 

“One in every two persons in the 
working population today is either 
making or selling products which were 
unheard of at the turn of the century. 
We can do even better in the latter 
half of this century. 

“Sales executives and salesmen are 
by nature optimists because they are 
prophets. They look ahead. Anyone 
who looks ahead to the America of 
tomorrow cannot help but be filled 
with confidence. 

“Providence has blessed this cen 
tury with a wealth of national re 
sources. Down through the years we 
Americans have used those resources 
and our own ingenuity to produce the 
highest standard of living in history. 
Aggressive salesmanship can _ break 
even that marvelous record.” 


To Sell for Worthington 


Worthington Corp., Harrison, N. J., 
has appointed the Poe Co., Detroit, to 
sell and install Worthington turbine 
pumps. 





Job Applicant’s Story: 
How Accurate Is It? 


Job applicants in manufacturing in 
dustries generally tell the exact truth 
about salary and time on the previous 
job, but are less accurate in answering 
some of the other questions, a survey 
by the National Foreman’s Institute 
revealed recently. 

The study was made by James N 
Mosel, George Washington Univer 
sity psychologist, and Lee W. Cozan, 
a Washington, D. C., personnel ex 
ecutive. 

Investigation of application blanks 
showed, they said, that: 

1. Eighty percent of the job appli 
cants were honest about their pay on 
former jobs. 

2. Men and women applicants ap 
peared to be about equally truthful, 
though the women were slightly more 
inclined to bluff. 

3. Length-of-employment informa 
tion was almost always accurate. 

4. The biggest exaggerations ap 
peared on the subject of job duties 
This information definitely needs 
checking, the surveyors believe. 

5. The personal interview is morc 
effective as a barometer of honest in 
formation than the written applica 
tion blank. 

6. Applicants are less accurate about 
details of their last two jobs than they 
are about jobs held some time ago 
A check of the two most recent em 
ployers is generally sufficient 

7. Reference-checking on personality 
traits is unreliable. The reference will 
rarely commit himself on that score 


American-Marietta 
Buys Adhesive Products 


American-Marietta Co., has put 
chased the remaining interests in Ad 
hesive Products Co., Portland, Ore., 
from the United States Plywood Corp 

The division, whose products ar 
used by the plywood, hardboard, pulp 
and paper industries, has been un 
der American-Marietta’s management 
since March. 





TOP DEFENSE FIRMS 


Fifteen of the 100 companies that 
received the largest amount of mili- 
tary business since the start of the 
Korean War are in the avionics and 
electronics business, Aviation Week, 
McGraw-Hill publication, says. Eight 
of these 15 were not in the select 100 
during World War II. 














TOUGHNESS that’s Easy to 
Handle . . . Easy to Sell! 
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INDUSTRIAL HOSE 


Toughness ... combined with flexibility and light 
weight . . . makes Quaker the hose that’s easy to 
sell! Whatever the job, whatever the liquid, gas or 
substance . . . Quaker has a hose that’s exactly right 
for it! Always as light in weight as working condi- 
tions will permit, always easy to handle, no trouble 
to use. Engineered to resist high pressures, twisting, 
bending, deteriorating liquids and abrasion. Quaker 
toughness assures the long wear, low upkeep, and 
top value that customers prefer—that’s why they 
insist on Quaker! 


Belting, Hose, Packing and 


Moulded Rubber of every 
construction for every need. 


sew 


QUAKER RUBBER CORPORATION 
DIVISION OF H. K. PORTER COMPANY, INC. 


OF PITTSBURGH 


PHILADELPHIA 24, PA. 
Branches in Principal Cities 
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Because they have many easily recognized advantages over other units offered 
for the same applications, these specially designed assemblies provide a real 
opportunity for increased Distributor sales and profits. Backed by Mulconroy's 66 
years of experience in the Industrial Specialties field, they are designed to assure 
the utmost in convenience, safety and durability. 


STEAM CLEANING 
HOSE ASSEMBLY... 


Light in weight and extremely flexible. Ready to 
install on Jenny Machines and similar units used 
for cleaning grease, oil and dirt from automobile 
chassis and other equipment by steam at pres- 
sures up to 200 Ibs. Heat resistant tube; braided 
galvanized steel wire corcos; wear resistant 
synthetic rubber cover; outer half-round steel wire 
spiral. “Press-Lock” Coupling on both ends. 


FLUE or TUBE CLEANER 
HOSE ASSEMBLY... 


Two styles—for air (Style F-A, illustrated) and 
steam—for all still flue and boiler tube cleaning. 
Either style available with layer of woven asbes- 
tos, as shown, under ovter spiral, for extreme 
external heat conditions. Regulorly furnished with 
“Press-Lock” Coupling one end and “Mulconroy” 
Male or Female Coupling other end. Streamlined, 
no-clamp “Press-Lock" Coupling at the clearing 
end is particularly advantageous—no projec- 
tions beyond outside diameter of hose. 


THE “PRESS-LOCK” COUPLING 


STYLE M-A 49 


A coupling of the pressed-on type, but entirely different from others in both design and method of 
attachment. No clamps are used. Instead, a three-way gripping arrangement assures stronger holding 
power than conventional clamps can provide. Cut-away view (right) shows how coupling is anchored 


to hose. Because entire hose structure is utilized, hose will withstand 


edented degree. 





ti flexing to an unprec- 


Write for Complete Tnformation 


"MULCONROY Siar... 


WHERE OTHERS Sion!” 








Business Groups Study 
American System 


A study program to promote greater 
understanding of the American eco 
nomic system among business men 
is being promoted by the Chamber 
of Commerce of the United States. 

Planned, locally operated study 
groups are the basis of the project. 
They use a series of 17 pamphlets 
known as the Economic Primer, es- 
pecially prepared by the Chamber. 

Chamber spokesmen said so far 35 
groups have been organized. Success 


| of the program, they said, shows that 


“business men have an enormous 
thirst for greater understanding of 
the economic system which has made 
the United States the richest, most 


| productive nation known to history.” 


The booklets present economics 
not as a cure-all for problems, but as 
a method of analysis and a way of 
breaking down a problem into its 
component parts, according to the 
Chamber. 

“Participants in the study groups 
will be able to use their training and 
talents to advance economic policies 
that will serve the nation and pro 
voke interest in them in schools, col 
lege forums, civic clubs, women’s or- 
ganizations and letters.” 


Universities start plan 


Three of the groups are im uni 
versities—the University of Washing- 
ton, Seattle; Union University, Jack 
son, Tenn., and Baylor University, 
Waco, Texas. 

Lemuel R. Boulware, vice president 
of General Electric Co., announced 
recently that his company had started 
a study unit. “Beyond the courses,” 
he said in a statement, “we should 
all study, write, speak, advertise and 
discuss economics. We will ruin the 
country irreparably, unless we adults 
get some economic education quickly 
about money, inflation, taxes, incen 
tives.” 


Meet weekly 


The Chamber said that to start a 
group, business, civic and professional 
leaders should be invited to partici 
pate. Meetings should be held often 
enough to develop sustained interest. 
A practical schedule, experience has 
shown, calls for weekly meetings for 
two-hour periods at lunch or in the 
late afternoon or early evenings. A 
business man skilled in economic an 
ilysis should be designated as discus 
sion leader. Best group size is 15 to 
ri 
25 persons. 

The Economics Primer is available 
from the Chamber of Commerce in 
Washington, D. C. 


| The pamphlets are titled: The Mys 
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tery of Money; Control of the Money 
Supply; Money, Income and _ Jobs; 
Ihe National Income and Its Dis 
tribution; Progress and Prosperity; 
Sustaining Prosperity; Demand, Sup- 
ply and Prices; Prices, Profits and 
Wages; Why the Businessmen? How 
Competitive is the American Econ 
omy? Understanding the Economic 
System and its Functions; Spending 
and ‘Taxing; ‘Taxing, Spending and 
Debt Management; Labor and the 
American Economy; Individual and 
Group Security; International ‘Trade, 
Investment and Commercial Policy; 
and ‘The Ethics of Capitalism 


“Kibitzing” by Salesmen 
Has Helped the Economy 


“Kibitzing” by salesmen has led to 
many new products and new markets 
in America, according to Steelways, 
publication of the American Iron & 
Steel Institute. 

The development of new outlets for 
steel requires salesmen’s knowing as 
much about their users’ products and 
manufacturing processes as the users 
themselves do, the institute points 
out. 

One kibitzing salesman revolution 
ized the bottle cap and saved a manu 
facturer $1,000,000 a year. He simply 
noticed what he believed was an un 
necessary duplication of manufactur 
ing effort and his company found a 
way to cut the process in half. 

Another steel company has helped 
customers develop new farm equip 
ment. It sponsored at Purdue Uni- 
versity a research project that was in 
strumental in changing the harvesting 
pattern on the American farm. Re 
searchers developed a method for dry 
ing crops in storage structures with 
out having to wait for Nature to do it 


Ford To Build 
Big Assembly Plant 


The Ford Motor Co. recently an 
nounced plans for its largest assembly 
plant, to be built in New Jersey. 

The company signed an agreement 
to buy a 177-acre site at Mahwah 
Scheduled for completion in two years, 
the plant will have 1,500,000 sq. ft. 
of manufacturing space and will be 
designed for two-shift operation. 


Plans New Rod Mill 


American Steel & Wire Division of 
United States Steel Corp., Cleveland, 
is planning to build a new rod mill at 
the Cuyahoga Works with a rated 
capacity of 450,000 tons. It will r 
place older equipment now producing 
313,000 tons. 


DISTRIBUTORS! 


Here’s the first of the NEW 
Standard ROTAMATIC line 
of grinders. Write for com- 
plete information today! 


ONE OPERATOR (No Experience) 
ONE TYPE B ROTAMATIC GRINDER 
TIME: 90 SECONDS! 


Stondard’s Endless, Versatile, Variations 
of Design, Arrangement and Equipment 
best describe this new automatic line 

of STANDARD Rotamatic Grinders. 


Versatility permits application to a wide 

voriety of work. No doubt you have 

grinding problems that Rotamatic Type B Rotamatic Grinder 
can solve quickly and efficiently. Write 


us today for Catalog AG and cSlanbardiy wh 


7 the STANDARD electrical toot co 


MACHINE TOOLS 
2520 RIVER ROAD © CINCINNATI 4, © OHIO 


e@ ASSN Spindle Nose 

@ Rotary Magnetic Chucks 

@ Complete Hydraulic Operation 

@ Also 10”, 12”, 16” & 18” standard 
Rotary Surface Grinders 


SEE THIS MA 
OPERATION OCT. 
THE NATIONA 


Cc 
1 
L 


EXPOSITION, CLE 
BOOTH 84 
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CARBIDE TIPPED 
Work Support Blades 
for Centerless Grinders 


WRITE FOR CATALOG 


Standard thrufeed and infeed work sup- 
port blades available from stock. Prices 
on special blades quoted on receipt of 
prints. Worn blades salvaged —re- 
tipped and reground. 


SERRATED CUTTER BLADES 


Serrations ground after heat treat for greatest accuracy. 
For prompt quotes, send prints - or sample of blade 
you are now using, and specify material to be machined. 


WILLEY’S CARBIDE TOOL CO. 


Michigan 
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In every way you save with 

Viking All-Weather pumps 

Ask for bulletine BLOOMM 4 
SP2230MM today 


| EKeonomic Committee 
Elects Three Members 


Election of three new members to 
the Committee for Economic De- 
velopment has been announced by 
Meyer Kestnbaum, CED chairman. 

Joining the board of trustees, which 
comprises the membership of the na 
tional economic rescarch and educa- 
tion organization, are: Paul F. Clark, 
president of the John Hancock Mu 
tual Life Insurance Co., Boston; John 
Jay Hopkins, president and chairman 
of the board, General Dynamics 
Corp., New York City, and Arthur B. 
Van Buskirk, vice president, T. Mel- 
lon & Sons, Pittsburgh. 

The Committee for Economic De 
velopment is a non-profit, non-politi- 
cal organization of businessmen and 
educators. Its purposes is to help de 
termine, through objective research, 
economic policies that will encourage 
attainment and maintenance of high 
production and employment within 
the framework of a free society. Mr. 
Kestnbaum is president of Hart, 
Schaffner & Marx, Chicago. 


| Cash Earned in 6 Months 
Just Enough for Taxes 


The total amount of money earned 
by investors in retail and wholesale 
corporations between January | and 
June 26 this year will probably be just 
enough to satisfy Federal, state and 
local tax collectors, according to the 
United States Chamber of Commerce. 

An amount equal to all the earn 
ings in all wholesale and retail corpora 
tions in that period last year was paid 
out in taxes. Federal ‘Urade Commis 
sion and Securities & Kxchange Com- 
mission figures show that wholesale 
and retail corporations had earnings 
of $4.8 billion last year. Almost half 
of that—about $2.3 billion—went for 
taxes. 

The individual fares a little better 
under present tax rates, the Chamber 

| points out. All the money earned by 
Americans between January 1 and 
April 22 was just enough to pay Fed- 
| eral, state and local tax bills. 


Business Loans Increase 
In First Week of August 


The Federal Reserve Board reported 
business loans increased $156 million 
at reporting member banks in leading 
cities during the week ending Au- 
gust 5. 

This made an outstanding total of 
commercial, industrial and agricultural 
balance at reporting banks on August 
5 of $22,799,000,000, an increase of 

| $1,965,000,000 since August 6, 1952. 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 





Tax Reductions Can Curb 
Slump, Economist Says 


The end of fighting in Korea should 
mean that the living standard of th 
American people can be increased 
more rapidly, according to W. Glenn 
Campbell, of the United States 
Chamber of Commerce. 

The drop in military spending, h¢ 
said, can permit tax reductions. Also, 
catching up on the large present 
backlog of public construction can 
help stave off a slump. 

In a report prepared by the Cham 
ber’s Economic Research Depart 
ment, Dr. Campbell said: 

“The aftermath will increase the 
purchasing power of the consumers; 
inject new brains, brawn and capital 
into the production of civilian goods; 
facilitate the construction of new 
homes, schools and highways, and 
give a freer, wider range to the devel 
opment and distribution of new prod 
ucts. 


Defense Outlays Hurt 


“The truth is that large defense 
outlays hurt the nation’s economy. 
Much productive effort is wasted on 
goods that either are shot away or 
deteriorate. 

“On the average, the output of the 
American economy increases about 3 
per cent a year. In a normal year 
consumers get a large share of this 
increase. But when military expendi- 
tures are expanded rapidly, civilian 
consumers must pull in their belts 
A $10 billion cutback in military out 
lays would mean that it should be 
possible to increase civilian produc 
tion by a correspoading amount. 

“Of course, when government 
spending drops, the total demand for 
goods and services is reduced. Many 
people feel that this will mean a 
slump or depression. They fail to 
realize that lower government expen 
ditures mean that taxes can be re 
duced and people can, thus, have 
more money available for private 
spending. They also disregard the al 
most endless ways in which business, 
through acceleration of research, mar 
keting of new products, timing and 
production of sales and flexible debt 
management, can meet the economic 
consequences of reduced military ex 
penditures. And if these factors 
aren’t enough, the Federal govern 
ment could be expected to make full 
use of its corrective programs in the 
event of a recession 


The $10 Billion Gap 

“But let’s take a look at the picture 
of militarv outlavs. Before Korea they 
totaled less than $15 billion. In the 
fiscal vear 1953 the total was $44.4 


ELECTRO 
NYNAMIC 


ependable motors 


A NEW PROFIT-SHARING PROGRAM 
FOR ALERT DISTRIBUTORS WHO 


SELL =) IN ’53! 


GROWING MARKET... Precision- 
built Electro Dynamic motors are 
rapidly winning new friends be- 
cause ED’s greater stamina, extra 
dependability and superior crafts- 
manship are provable facts. 


LARGE VOLUME ... Our wide range 
of popular sizes, ratings and types 
insures substantial volume. 

AGGRESSIVE PROMOTION ... Domi- 
nant color advertising running 


month after month in 26 leading 
industrial publications plus local- 
ized direct mail campaigns and pro- 
motional aids are designed to give 
you hundreds of live leads for easy 
follow up. 


FULL COOPERATION __. A conven- 
ient warehouse and stock plan to 
assure quick deliveries. A staff of 
factory-trained technical experts to 
serve you. 


Write today for full particulars on the profit oppor- 
tunities offered to qualified industrial distributors by 


ELECTRO 


DYNAMIC 


Since 1880 


From 1 to 250 Horsepower 


(W. EM. A. STANDARDS) 





One-piece 
cast iron 


frames 


eeeeeeeeeeeeeee@ 


Pe, sanently 
aligned cast 
iron brackets. 


~ 


Extra lorge 
““free-flo” air 
chonnels. 


Liberal size 
grease lubri- 
cated bearings. 


Also a complete line of Direct Current motors and generators 


ELECTRO @ DYNAMIC 


DIVISION OF GENERAL DYNAMICS CORPORATION 
BAYONNE, NEW JERSEY 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 


341 





billion. Because of the international 
situation, military spending is almost 


| certain, even under the most favorable 


When you round out your 


Power Transmission Line 
with Twin Dise Hydraulic 


Drives, you’re— 


all the wa y, 


PRODUCT— Efficient shock-absorbing 
fluid couplings with the exclusive 
Twin Disc Double-Circuit design for 
full torque delivery, greatest com- 
pactness and shock dampening. 
(Smallest sizes are available in sin- 
gle-circuit design for lighter loads). 


FULL RANGE OF CAPACITIES—Small 
aluminum couplings 6.2s to 10.6”, 
for electric motors and internal com- 
bustion engines from 4 hp to 25 hp; 

. large stamped steel models 12.2” 
to 27”, for motors and engines up to 
700 hp. Hypro-Sueave® Drives for 
¥% to 50 hp engines and motors. 


SALES HELP—Efficient distribution set- 
up... Sales training assistance . . . 
thorough, aggressive advertisin 
program in general business — 
trade publications . . . technical liter- 

ature and direct mail materials. 


RIPE MARKET— Thousands of success- 
ful sales have created multiplied 
thousands of additional ready pros- 
pects who are anxious to increase 
production, prevent downtime, ex- 

tend machine and motor life. 





World’s largest manufacturer 


Twild (Disc of Industrial Friction and 


wes “~~ wre 


Hydraulic Drives 





TWIN DISC CLUTCH COMPANY, Racine 





CRAMCHES: CLEVELAND «© DALLAS © OETHOHT « COS ANGELES « MEWARE + MEW OCOLEAMS + SERTTEE + TeLse 
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assumptions, to remain at a level 
much higher than before Korea. A 
more or less permanent level of mili- 
tary spending somewhere in the $30 
to $35 billion range is generally pre 
dicted. Thus a cutback to that level 
from the $43 billion estimated mili 
tary spending for 1954 and the re 
ported $40 billion estimate for 1955, 
would mean a gap of $10 billion. The 
question is: Can civilian demand be 
increased sufficiently to support a $10 
billion boost in production for non- 
military goods and services? The an 
swer places a premium on consumer 
purchasing power—new and addi 
tional consumer purchasing power. 


Lower Taxes Will Help 


“At least part of that new purchas- 
ing power needed to boost civilian 
demand and production is expected 
from tax reductions. The present tax 
rates are a serious deterent not only 
to expanded buying but also to in- 
vestment expansion and _ risk-taking 
in general. It is well to remember 
that the spending cuts after World 
War II were accompanied by only 
minor tax cuts. On the other hand, 
the country now is faced with a series 
of automatic tax reductions which 
will help to stimulate the economy. 

“The so-called excess profits tax is 
scheduled to expire Jan. 1, 1954, and 
personal income taxes are to drop 
approximately 10% at the same time. 
On April 1, 1954, a five-point cut in 
corporate income tax, 52% to 47% 
is due. Several excise taxes are sched- 
uled to be reduced at the same time 

“And there are additional stimu- 
lants for the post-Korea economy in 
the offing. The low war and post-war 
level of public construction has left 
a tremendous backlog of needed pub- 
lic works. Because of this State and 
local government spending has been 
growing by about $1 to $2 billion a 
year and will continue. New highway 
needs could require average expendi 
tures of as high as $10 billion annu- 
ally over the next 10 years. Enormous 
school needs may require a $10 billion 
building program over the next eight 
vears. Other factors, including popu- 
lation growth and the trends towards 
a one-class market of prosperous mid 
dle-income people, larger families and 
more leisure time, will have a stimu 
lating effect on the economy. 


But Problems Remain 

“With all the favorable factors 
however, account must be taken of 
the problems that will demand the 
best skills of both private and public 
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machinists’ bench 
combination pipe 
woodworking 


c steel metal workers 
Your Rey quick action 
garage 
io ¢ solid nut continuous screw 

Your Key to vise sales can well be MORGAN wf A 

... for more than 60 years the name 

MORGAN has stood for the finest in Vises. 

MORGAN Vises are unconditionally guar- 

anteed because of excellence of manufac- 

ture .. . they are nationally advertised . . . 

they fit into any distributor plan. Individ- 

ually packaged in sturdy cartons to protect 

them and to make your stock work easier. 

Every plant—large or small—uses Vises, 

make sure they’re MORGAN. 


e MORGAN VISE CO., 108-112 N. Jefferson St., Chicago 6, Illinois 


We urge users 


to buy thru their 
local distributor —_— y § S & 4s 
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Here are 5 fast-moving Goulds Pumps 


1. Fig. 3642—“Close-cupld” cen- 
trifugal pump especially designed 
for air conditioning service. This 
new pump saves space, slashes in- 
stallation and maintenance costs. 
Sizes 4 to 1 Hl. P. Capacities to 
110 G. P. M. Heads to 120 ft. 
Write for Bulletin 624.A3. 


2. Self-Priming Centrifugal pumps. 
“Close-cupld” and flexible coupling. 
Open and enclosed impellers. For 
suction lifts up to 25 ft. Capacities 
to 120 G. P. M. Heads to 135 ft. 
Write for Bulletin 636.1. 








3. Fig. 4769—Single stage, enclosed 
impeller centrifugal pump. Ideally 
suited for irrigation, general water 
supply, circulation, air condition- 
ing. Capacities to 1800CG.P.M. Heads 
to 120 ft. Write for Bulletin 622. 


4. Fig. 3631—“*Close-cupld” 
horizontal cellar drainer. 
Nothing in sump but suc- 
tion pipe and weights— 
pump not in pit. Positive 
self - priming. For sump 
depths of 2 and 5 ft. Capac- 
ities to 2400 G. P. M. Heads 
to 24 ft. Write for Cellar 
Drainer Catalog Sheet. 





5S. Fig. 1742— 
hand operated 
Rotary pump 
for intermit- 
tent use. Ca- 
vacity 10 G. P. 
1. at 1OOR. P. 
M. Write for 
Bulletin 641. 





You can get the facts on these 
and other fast-selling Goulds 
Pumps by contacting your 
nearest Goulds office or by 
writing Goulds Pumps, Inc., 


Seneca Falls, N. Y. 





Remember! The distributor who can deliver makes the sale. 
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authorities to solve. It must be se- 
membered that the vast backlog of 
demand for durable goods and hous- 
ing, which existed after World War 
II, is not with us this time. Nor have 
we had the great expansion in liquid 
assets—bank savings and government 
bonds—that took place during the 
war against the Axis. Another un- 
favorable factor is the decline in farm 
prices resulting from the recovery of 
agriculture abroad and our artificial 
farm price support program. 


Defense Is Not a WPA 


“In summary, it would not be wise 
to assume that there will be no re- 
adjustment problems if defense spend- 
ing is cut substantially. But there 
could be no more dangerous philoso- 
phy for the future of private enterprise 
and a free society than to assume that 
government expenditures cannot be 
cut and that high military outlays 
should be continued indefinitely on 
a sort of latter day WPA basis. Both 
government and business should con- 
cern themselves with the problems 
but there is no reason for making the 
government into a directing and regi- 
menting agency. 


Can’t Stabilize Perfectly, but— 


“Of course, the American economy 
can never be perfectly stabilized. 
Growth, change and uncertainty are 
inescapable in any dynamic economy, 
but by the intelligent use of proper 
economic policies, coupled with the 
existence of social security guarantee- 
ing a minimum standard of living, 
the American economy can assure 
itself of a most enviable future.” 


Distributor Uses 
Television Commercial 


E. G. Oleson & Son, Portland, Me., 
uses consumer goods marketing tech- 
nique to advance the sales of inserted 
tooth rotary saws. The firm, which 
classifies itself as “saw engineers” 
beams a spot television commercial 
(one of those you get between pro 
grams) at sawmill operators in the 
northern New England area. 

The spot commercial invites saw 
mill operators to visit Oleson & Son’s 
quarters to see their saws and to ask 
for a free “on-the-job” demonstration 


To Sell for Farquhar 


\. B. Farquhar Co., York, Pa., has 
appointed Kornylak Engineering 
Corp., Jersey City, N. J., to sell the 
company’s line of materials handling 
equipment. 





Time-Saving A Problem 
For Modern Business 


Time is the businessman’s out 
standing investment and at the samc 
time his greatest obligation, according 
to an article in Systems For Modern 
Management. Were the businessman 
responsible for his own time alone 
his problem would be simple. But he 
is morally obligated and financially 
impelled to be concerned with the 
time expended and wasted by em 
plovees. 


Time Is Valuable 


Keener appreciation of the value of 
time is a strictly modern characteris 
tic, according to the article. Modern 
managers of business insist on morc 
time-saving equipment as they be 
come increasingly aware of the value 
and scarcity of time. Recent years 
have seen a prolific development in 
the invention and manufacture of 
time-saving business machines, proc 
esses and services. The prompt use 
of these devices has contributed 
greatly to business 


Get Message to Salesmen 


The next step, the article continues 
is to urge a similar recognition of the 
value of time on our most modern 
business _representatives—our _ sales 
staffs. Salesmen should be inoculated 
with the same virus of time-saving 
energy that activates the managers of 
commerce and industry 


Show Them How to Save 


Salesmen should be shown how to 
conserve precious time in their travel 
from point to point; how to avoid the 
wastefulness of jumping around from 
pillar to post; how to avoid so much 
calling on a hop-skip-and-jump_ basis 
without any organized plan or sched 
ule; how to avoid the wastefulness of 
sitting around and waiting intermin 
ably for prospects and customers; how 
to take advantage of occasional pe 
riods of exaltation when they have 
met with some. significant success 
rather than take time off to celebrate 
and last, certainly not least, how to 
benefit from suggested self-improve 
ment after business time 





DOWN ON THE FARM 


The chemical industry finds a larger 
tonnage demand for its products from 
agriculture than from any other divi- 
sion of American enterprise, Chemical 
Engineering, McGraw-Hill publication, 
says. 
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(larger than usually listed) 


Diameters up to 1'/2—and larger 


in full range of lengths 


they’re part of the 


CLEVELAND 


It's good to know where you can 

find these unusual sizes in plain 

head Socket Screws, accurately 

made of alloy steel by modern 

methods—double heat treated 

to obtain desirable physical ate / 
properties —and shipped p ™ mA Oane 
with threads protected. . ( olan UA 


inf ey ee 


...In the standard range of sizes 
Cleveland makes plain and knurled 
regular Socket Heads and Flat 
Socket Heads. Also a wide range of 
sizes in Hexagon, Flat and Fillister 
Head Cap Screws, Square Head Set 
Screws, and Milled Studs. 


CLEVELAND 7 24 FASTENERS 


TAS: 
i out 


<i1O'N 


ERATRUS 
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profitable 
sales 


. of 
satisfied 
customers 


Magor’s Eastern Pattern 16 gauge 
are available in three popu- 
lar Brands— Arrow, Bull's Eye, and 
Gold Target. Their non-splitting, non- 
curling normalized steel blades and 
ash handles will ring the 
bell with your quality-minded cus- 
tomers...keep them coming back for 
repeat sales and more profits for you. 
To dig into this profitable field 
with the simplified M line ...sim- 
ply drop a card for illustrated 
price list, NOW! 


MAGOR 
CAR CORPORATION 
SMOVEL DIVISION 
50 CHURCH ST, NEW YORK 7, ¥.¥. 





Chain Belt Buys Shafer Bearing Corp. 
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New Shafer Bearing Division of Chain Belt Co. of Milwaukee has a 50,000 sq. ft 


factory at Downers Grove, III. 


It produces roller bearings 


New Philadelphia warehouse and district office of Chain Belt Co. serves New England 


and Middle Atlantic states 


William Sivyer, district sales manager, is in charge 





Chain Belt Co. of Milwaukee has 





purchased Shafer Bearing Corp., 
Downers Grove, II. 

The 50,000 sq. ft. plant will be| 
operated as a division of Chain Belt, 
producing industrial roller bearings. 
The sale involved a modern office, fac 
tory, warehouse and heating plant 

Chain Belt officials said there would 
be no change in the Shafer manage 
ment. R. P. Tennes, former Shafer 
president, becomes division manager; 
M. J. Tennes, Jr., factory manager; 
H. E. Tennes, sales manager; A. H 
Williams, chief engineer; H. R. Lucas, | 
controller; and Gordon Terris, director 
of distributor sales. 








Philadelphia Warehouse Opened 


Chain Belt has opened a new ware 
house in Philadelphia for the New 
England and Middle Atlantic states. 

The 15,000 sq. ft. structure, located 
on Whitaker Ave., will also house the 
Philadelphia sales district office and 
the newly established Rex construc 
tion machinery district office. 

The depot serves Pennsylvania, New 
York, Maryland, New Jersey, Massa- | 
chusetts, New Hampshire, Maine, 
Vermont, Connecticut and Rhode 
Island. 

William Sivyer, district sales man 
ager at Philadelphia, will direct ware 
house activities. Richard M. Leek 


| 





| heads the Rex district office. 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 


ECONOMY 
PRODUCTS 


* Hollow Set Screws 
* Headiess Set Screws* 
> Socket Head Cap Screws 
* Stripper Bolts 
* Wrenches 


Immediate Delivery 
. » « from Stock 


We carry the largest stock of Screw Ma- 
chine Products in the middle west, there- 
fore we can give immediate delivery on 
orders. Economy Screw Machine Products 
aie needed in such quantities thot it is 
well to have a reliable supply source for 
large or small omounts in a hurry. More 
production with greater efficiency follows 
the use of Economy Screw Machine Prod- 
ucts—be ready to supply them promptly. 


7 
HEADLESS SET SCREWS" | 


Made from cold-drawn steel, core 


| hardened. Threads are sharp, clean, 

| and die-cut—this assures strength and | 
durability Large stocks on hand at | 

] all times. Made in Fiat, Cone, or Dog 

| Point to your order in Monel, Brass, | 

| Stainless Steel, or Bronze Rod 


th NOMY Machine Products Co. 
Chicago 30, Illinois 











the Profit Line 


OF GRINDING WHEELS 


Here’s a special profit opportunity for distributors who 
are looking for an easy-to-sell line of top-quality abra- 
sive wheels. Chicago Wheel —famous for its mounted 
wheels and abrasive specialties—now offers a complete 
range of grinding wheels for every standard gvinding 
application. Wheel sizes up to 30” diameter are now 
available for all types of jobs such as roll grinding, weld 
grinding, and machine tool applications. Chicago 
Wheel’s complete line includes mounted wheels, grind- 


ing wheels, internal wheels, cut-off wheels, and the ex- 


clusive “XL” Bond wheels for carbide tool grinding. 


Protected Franchises —a few fully 
protected territories are available for 
distributors who want a real money- 
making abrasive line. We'll make you 
the sweetest deal you've ever had. It’s 
worth writing for details immediately. 


Dept. iD 


CHICAGO WHEEL 


& MFG. COMPANY 
1101 West Monroe Street, Chicago 7, Illinois 
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When the B. F. Goodrich Company’s sales and adver- 
tising men develop advertising that helps distributors 
sell, they pay plenty of attention to the magazines that 
advertising appears in. For Goodrich executives know 
that a magazine’s editorial standards help not only the 
reader but the distributor and the manufacturer. 
Outstanding editorial content naturally attracts 
readers — and the better the editorial content, the more 
time the reader spends with the magazine. And that 
means that advertising has that much more time to be 
seen andacted upon, Then you find that-your customers 
and prospects-are “pre-sold”’ for the product lines you 
handle. = 
So it’s natural that Goodrich looks for top-grade 
editorial content. On that score, says I. N, Kimsey, 
Goodrich’s Field Sales Manager, Industrial Products 
Department, FACTORY rates high. Proof? “Hundreds 
on hundreds of requests for information — proof that 
your magazine does reach these people.” 


FACTORY 


MANAGEMENT AND MAINTENANCE 











1. N. Kimsey 

Field Sales Manager 
Industrial Products 
Department 

THE B. F. GOODRICH 
COMPANY 





The B 
. F. Goodrich Comp 
Per sn WU eee an 
AKRON, Ono d 








B. F. Goodrich advertising 
is created by Griswold Eshleman Co. 
of Cleveland. 








A McGRAW-HILL PUBLICATION 
330 West 42nd Street, New York 36, New York 





H. J. Behn, Bridgeport, Renovates Headquarters 
Always ute . 


TOP 
PERFORMERS 


_ 


Display section at H. J. Behn & Co. has been completely revamped. R. E. Erdman 
vice president, in charge of warchouse, and Donald Dorman, make finishing touches 


Republic Rubber Salesmen Honor a 42-Year Man 


HOSE CLAMPS 


Worm Drive 
Never Works 
> Loose 


People applaud the way AERO. 

SEALS keep a tight, leakproof, 

vibration-proof connection. No 

pinched or damaged hose 

and the clamp won't come 

loose or snap- open, no matter Officials and oldtime associates of Carl H. Zieme gave him a dinner recently on hi 

how rugged the service. Easy, — after 42 years with Republic Rubber Division, Lee Rubber & Tir . orp 
. oungstown, Ohio. On hand were (standing) A. H. Nellen, vice president; 

one-hand aan “7 Mr. Zieme; E. M. Ikirt, general manager; and O. S. Dollison, vice president 

driver or, thumb clamp. € 

precision worm gear deh e does 

tne rick, and AEROSEALS Dj Eugenio Opens New Building in Phoenix 

can be used again and again. 

S:ainless steel bands. 4 sizes : ° 

cover 90% of needs. There's 

worthwhile profit for you and 

for your customers with AERO. 

SEAL. We're promoting the 

product to the men who buy 

from you. 


HOSE CLAMPS 
ANOTHER pROOUCT 


BREEZE CORPORATIONS, INC. Open house for customers in Colorado, New Mexico and Arizona was held recently 


41 South Sixth Street, Nework 7, N. J. by The Di Eugenio ‘Tool Center, Phoenix, Ariz., at its new headquarter 
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WHAT DOES FIRTH STERLING OFFER YOU? 


( ANSWER NUMBER 2) 


THE RIGHT STEEL OR CARBIDE... THE 
EXACT METALLURGICAL COMBINATION 
NEEDED TO DO YOUR JOB BEST... FROM 
A SINGLE MANUFACTURING SOURCE 


The next time you have a difficult tooling problem we 
invite you to call in a Firth Sterling man. 


He may be called a “tooling specialist” or a “sales 
engineer” . . . but anyhow he’s just a fellow who under- 
stands the cutting, shaping and forming of metals like 
nobody’s business. He may be a graduate engineer, or he 
may have learned the hard way on a milling cutter, draw 


bench or press, but he knows the score. 


He can give you an unbiased recommendation . . . be- 
cause he has approximately 100 different grades of Firth 
Sterling high speed steels, and tool and die steels to 
choose from and a dozen grades of tungsten carbide in 
everything from die nibs to a virtually unlimited variety of 
standard and special carbide cutting tools and tips. 

All this is backed by 64 years of leadership in the 
development and produc tion of special purpose steels, and 
21 years of pioneering in carbide and “powder metallurgy” 


applications. 


It makes sense, that a company which engages in all 
phases of tooling metallurgy will serve your interests best. 


Remember, Firth Sterling ts a single, dependable source 


for complete shop tooling. 


Firth Sterling Stands for Metallurgical Achievement—Past, Present, Future 


GET THE FIRTH STERLING 


iT Li ” 
Packaged ne 
FOR COMPLETE SHOP TOOLING 


If they were jewels, instead of tools, they 
couldn't be packaged with more thought 
for distributors’ and users’ needs. Tough, 
corner-reinforced cardboard or fees oe 


Standard Firthite 
Carbide Tools 


plastic containers for maximum protec- 
tion. End or top marked with contents 
for quick, accurate selection. Boxed in 
ws quantities. Easy to handle, 


High Speed Stee! 
Tool! Bits 


stock, identify, inventory. Yes, the Firth 
Sterling packaged tool line has these 
advantages for distributor and user alike. 


 .... Firthite 
Carbide Tips 


But more, both high speed steel and 
Firthite carbide tools are available, to 
assure choice of the right tools for every 
job . . . from stock, from one depend- 
able source! os 





Firth Sterling 


— INC. — 
GENERAL OFFICES: 3113 FORBES ST., PITTSBURGH 30, PA. 


OFFICES* AND WAREHOUSES BIRMINGHAM*® CHICAGO CLEVELAND OAYTON* DETROIT 
HARTFORD HOUSTON* LOS ANGELES NEW YORK" PHILADELPHIA® PITTSBURGH* WASHINGTON® 





PRODUCTS OF FIRTH STERLING METALLURGY 


High Speed Steels Sintered Tungsten Carbides 
Tool & Die Steels 

Stainless Specialties 

High Temperature Alloys 
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| Tole}-) me-7.1 8 3) 
WITH GREENLEE 
TIMESAVING TOOLS 
FOR ELECTRICIANS 


MYDPAULIC BENDERS 
FOR CONDUIT, PIPE 
Quickly produce 
bends right on the job. 
With a Gaeen.er 
Bender one man in 
but a few minutes 
makes smooth, accu- 
rate bends in pipe and 
conduit up to §” 
Compact, yy 
Saves ours, 
saves matcrials. 


HAND BENDERS 
FOR TUBING, PIPE, 
ConoulT 


Quickly form small- 

radius bends without 

flattening or kinking 

Especially designed to 

make neat bends for 

sharp corners, nooks and other close 
quarters Saves up to 75% in time 
and materials on many jobs 


KNOCKOUT PUNCHES 

AND CUTTERS 

For fast, casy enlarging of 

knockouts and cutting of 

holes in metal boxes, cabi 

nets, panels, Various sizes 

and models for making open 

ings for conduit sizes trom 

14” up to 349". To operate, 

simply turn wich a wrench. 
MYDRAULIC 
KNOCKOUT PUNCH 
oaiver 
Portable hydraulic unit 
for driving Greenies 
Knock Punches. 
Speeds jobs easily 
operated. Develops over 

11 tons of pressure so that conduit openings 

are cut in 10-gauge metal with case. 


out 


CABLE PULLER | 
AND BORING 
TooLs 
9 Specifically de- 
signed to save 
time, speed jobs 
eliminate tedious, heavy 
work, Companion tools to 


many other Greenies timesavers for the | 


electrician, 


SREGRLSE 


Write for new Electrical Tool Folder, Greenlee 
Tool Co., 1929 Herbert Avenue, Rockford, Ill 


352 


Southern Directory 
1953 Edition Issued 


The 1953 edition of the Southern 
Industrial Directory, official publica- 
tion of the Southern Association of 
Science and Industry, a non profit or 
ganization founded in 1941 to pro- 
industry and marketing in the 
Southern States, is now off the press. 

he new edition is designed to pro 
vide a classified index to approxi- 
mately 12,500 Southern manufac 
turers employing 50 or more people. 
In the course of developing the cur 
rent edition, data has been accumu 
lated on many additional smaller 
manufacturers employing 50 or less 
ind it is planned to extend the 1954 
edition to cover these smaller firms 

I'he first edition of the directory 
was published in 1952 and listed ap 
proximately 3,000 major manufac- 
alphabetically, geographically 
ind by product. Its purposes was to 
present business with a coordinated 
regional industrial summary which 
would be helpful in identifying op 
portunities and in promoting develop 
ment 


mote 


turers, 


More Detail Planned 


It is also planned that the 1954 
edition will include more detail con 
cerning the operations of the major 
manufacturers, including names of 
executives, list of primary products, 
etc. 

In the current issue where a num- 
ber of firms are listed under a single 
product heading, the listings are 
broken down by state. Within each 
group of listings, companies are listed 
alphabetically. 

I'he firms listed include: Manufac- 
turers (those who employ 50 or more 
ind approximate number of employ 
ces is shown); SASI members; sales 
and service offices; advertisers 

The SASI is headed by James 
Crist, Gulf Power Co., Pensacola, 
I'la., president; A. P. Black, University 
of Florida, vice-president; Frank J. 
Soday, The Chemstrand Corp., vice 
president; George D. Palmer, Uni- 
versity of Alabama, secretary; A. G. 
Maxwell, Citizens and Southern Na- 
tional Bank, Atlanta, treasurer. 

Ihe association advocates a 10 
point program to spur the economic 
and technoiogical progress of the 
South 

Promotion—A continuation of in 
tensive efforts to acquaint people 
everywhere with the progressive trend 
in the South and the opportunities 
that exist there. 

Exploration—More extensive stud 
ies of the of the South, 
particularly minerals and water. 


resources 
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SOLDERING 


FLUX 


NO SURFACE CLEANING NECESSARY 


STIK « PASTE + LIQUID 


FLUX Regular 


An all purpose flux for soft soldering. Fluxes 
through oxides, oil, moisture . . . no cleaning 
of surface necessary. Provides a free flow of 
solder and mokes a firm union possible. Non- 
acid eliminates danger of acid burns. For 
copper, brass, lead, galvanized iron, tin, steel, 
cast iron, ferrous alloys, Terne plate, zinc, etc. 


Chrome-Stainless Steel FLUX 


For all soft soldering of chrome or stoinless 
steel and their various alloys. No surface 
cleaning necessary. You save clean-up time. 
Assures solid bond between solder and metal. 
To be used with either torch or soldering iron. 
Flux action keeps soldering irons clean. Avail- 
able in paste form. 


Silver Solder FLUX 


PACKAGED IN METAL CONTAINERS WHICH 
PREVENT BREAKAGE AND WASTE. CON. 
VENIENT FOR CARRYING IN TOOL KITS. 
For all silver soidering or brazing. Free flow- 
ing, non-acid flux thet penetrates close joint- 
gep clearances. Suitable for use with all 
common metals and alloys. 


Electro FLUX 


Made specially for soldering electrical parts 
ond electronic equipment. Free of salts, acids 
ond alkali. Non-corrosive and non-conductive. 
Can be used for continuous tinning of copper 
wire. Available in stik or heavy liquid form. 
Electro Flux Stiks ore excellent for use by 
radio and TV repair men. 


Aluminum FLUX 


Non-acid, non-staining ... for use with pure 
aluminum or alloys, aluminum castings or alu- 
minum alloy costings. Fluxes through oily sur- 
faces. Can be used with 50/50, 40/60 or 95/5 
solder. Has wetting properties that couses 
solder to flow freely. Saves clean-up time. 


Consultation on Flux Problems Invited 


If you heave a special fluxing condition send 
soldered and unsoldered parts — outline the 
condition . . . ovr engineering division will 
recommend the correct flux for you or develop 
@ special flux to meet your requirements. 


LAKE CHEMICAL CO. 
p -4 3094 W. Carroll Ave. 
fie Chicago 12, Illinois 





Flash this message to your customers: 


“You'll Take To 
Greater Finishing Savings 
and Versatility 


70 BL 


Wide range of fin 
ishing action on all 
metals 


TUFF-TEX 
For finishing action 
on sharp burrs and 
54 BL 


For faster finishin 
action on all metals 


FINE-TEX 


Polishing, finishing and 
burring soft metals; 
leaning medium-hard 
and hard metals 


120 BL 


Wide finishing range 
on medium-hard and 
soft metals; high pol 
ith on hard metals 


STANDARD 


General finishing action 
on all metals 


Like Ducks Take To Water!” 
Pies a best-bet for your cus- 


a refreshing dip into fin- 


just-right, smooth bite they can get with Brightboy wider appli- 


tomers for their own particular finishing cations greater versatility 


a new, broader concept of 


‘shi 5 ” 500% , ie 
ishing savings of as much as 50% needs from one of Brightboy’s six, 


finishing. Your customers need 


Brightboy as an independent fin- 


wTres > ami ; v4 « ‘ ‘ ; i. . ‘ 
greater finishing speed, adaptabil time-saving textures. 


ity, versatility—with Brightboy! 


Tell 


Brightboy BURRS, CLEANS, FIN. — : : 
olin ‘a aie ishing medium and also for use in 
ISHES, POLISHES, 


your customers about this 


in one time- ; : , , 
conjunction with other abrasives. 


completely new concept of finish- 
ing that they will get from Bright- 
boy’s working combination of spe- 
cushioning rubber and 


that 


cial-texture, 


formula-matched — abrasive 


Write For Inviting Proposition 


Wheels, Sticks, 
Rods, Blocks for 
machine and 
manual opera- 
tions. 


saving operation! 


Works all met- 


als, plastics, wood, glass and lami- 


nated materials. 


You your customers 


give 


ee) 


WELDON 


Rphcintbes | 


MORE 


You need Brightboy to complete 
your abrasives service. It’s a nat- 
ural sales tie up with cutting tools 


and cutting abrasives! 


Attractive Dealerships Open 


RUBBER CUSHIONED ABRASIVES | 


BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co. 


95 No. 13th Street 
America’ 


Pioneer 
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Manufacturer 


1953 


of Rubber-Bo 


Newark 7, N. J. 
nded Abrasive 





Give 
Tackle 
block 
sales 
a LIFT 
... With 


MAD 


The Madesco line of tackle blocks 
poys off in easier sales and re- 
peat business. Customers know 
they can depend on Madesco for 
top materials and workmanship. 
They also know they can depend 
on Madesco Tackle Blocks for 
long, efficient service. 

Put Madesco products and 
reputation to work for you. Stock 
Madesco Tackle Blocks — and fea- 
ture them prominently! 

Our catalog will make it easy to 
order. Send for your copy today. 


MADESCO 


TACKLE BLOCK COMPANY § 


EASTON, 


PENNSYLVANIA 
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lransportation—t urther improve 
ment of means for transporting indus 
trial products and raw materials 
including port facilities, pipelin ir, 
rail and highway service 

Wastes—Greate itilizati f im 
dustrial wastes and consequent mini 
mizing of air and stream pollution 

E-ducation—Constant efforts to im 
prove the entire educational structure 
particularly with regard to advanced 
scicntine training 

Research—W ider use of existing re 
search facilities and construction of 
new laboratories where nceded 

Utilities—Further expansion of fa- 
cilities for providing industries with 
clectric power, natural gas and other 
services 

Atomic Energy—aA strong effort to 
apply atomic energy to industry with 
regard to use of radioisotopes 

Marketing—Improvement in the 
advertising, selling and distributing of 
products manufactured in the region 

Coordination—A general effort to 
coordinate efforts of hundreds of 
groups working to promote Southern 
progress in order to climinat luphi 
cation and focus attention on nm 
glected fields. 


Airless Spray Painting 
May Help Cut Losses 


\ new airless spray process for in- 
dustrial painting results in paint losses 
of only three to 25 percent | depend- 
ing on the object being painted) as 
compared with losses of 40 to 50 
percent or higher with air jet spray 
methods, according to an announce 
ment in American Machinist, M« 
Graw-Hill publication 

lhe process, in which heated paint 
is sprayed by hydraulic pressure, ilso 
cuts health hazards for the operator, 
it is claimed, since there is no paint- 
laden stream rebounding into his face 

Other advantages claimed for the 
process are that it results in a better 
finish and in highly improved paint 
idhesion. 

Airless spray painting can be used 
successfully for many applications that 
formerly required brush painting, ac 
cording to the article. Lacquers, syn 
thetics, varnishes and other types of 
finishes can be spraved, it is claimed 


Airfreight Station Opened 


Air Express International Agency, 
Inc., has opened a new airfreight and 
customs broker station at Willow Run 
Airport, Ypsilanti, Mich. It will serve 
export-import shippers in the Detroit 
area. 





REPORT FROM A USER OF 


MILWAUKEE 
POWER BRUSH TOOLS 


Savings 
Estimated 
: Labor 
Port Used = of Time oF 
duc 
or End Pro’ 
¢ Production 


Specifi Application 


Maintenance 


Type of 
Brush , 
Milwoukee Transmission Gears 


1. 12" dia.—1%" hole Removing burrs 


- | brush 
wire whee Front Forks 


. plus 
“ Removing = 
os hole spelter 


“ di 
2. 12 ae Ter 


wire W 


YOU CAN HELP YOUR CUSTOMERS 
SAVE TIME AND COSTS 


% The above chart is an indication of the important place 
MILWAUKEE Power Brush Tools have in production lines. 
When you sell MILWAUKEE Power Brush Tools you are 
giving your customers a means of time and cost savings. 
Our full cooperation helps distributors in their sales—the 
performance of MILWAUKEE Power Brush Tools keeps users 
sold and means better business for you. Here is your logical 
source of supply. Simplify your sales job— 

sell MILWAUKEE. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
oS FS CATALOG NO. 36-R7 

Vy | | INDUSTRIAL. IT FEATURES 
mmemeemiee PRUSH PROBLEMS THE COMPLETE LINE 


¥ ? 
tchett Yualieg 
7*3 - 
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“a USy-N VALVE PROFIT STORY 


. 


Pilot Actuated 


PRODUCTS COMPANY, INCORPORATED 


24 


M4 


LES 


STREET 


you are missing 
something if you 
are overlooking the 


GREAT POTENTIAL PROFITS from the sale of 
pneumatics are being ignored by many mill supply dis- 
tributors. Only a few progressive distributors 
have explored this profitable field and are 
doing a substantial | busi in 
it. Why not seek additional busi 
in a field that is not over- 
crowded with competition? 
And VERSA makes the 
job still easier with the 
valve line that offers you the 
most for the following reasons. 








IT’S A COMPLETE LINE 


that will meet nearly any customers requirements. From 
over 1,000 standard binati there is a type and 
size to suit every compressed air and low pressure water 
or oil hydraulic valve need. Hand, foot, solenoid, cam, 
air or hydraulic pilot actuation for 2-, 3-, 4-way, types 
in Ye, 4, % and ‘2 NPT sizes. Spring return, spring center 
or no spring action optional for any type actuation. 





IT’S A MODERN LINE 


for appearance and compactness VERSA VALVES are 
absolutely unequalled. Functionally designed to do a job. 
Also, all actuating devices are completely interchangeable 
on all body types. Hence small stocks, quick turnovers, 
big profits. 





IT’S A DEPENDABLE LINE 

VERSA VALVES are engineered and quality produced to 
give millions of cycles of trouble-free service. When 
service is required, any VERSA VALVT can be completely 
disassembled with an ordinary screw driver without 
disturbing pressure line connections. 


IT’S A HYDRAULIC LINE, TOO 


hydraulic systems utilizing oil or water at pressures up 
to 250 psig., are easily controlled by all valves in the 
VERSA line. All exhaust ports are threaded to facilitate 
piping fluids to a sump. 


IN SHORT 


get into the profitable field of pneumatics with the 
VERSA line and supply your customers with the best. 


SEND FOR VERSA VALVES PROFIT STORY TODAY 


co. 








SA 








BROOKLYN, NEW YORK 
ATT. 








Book Review 


Executive Pay Plans: 1953 
by William J. Casey 
and J. K. Lasser 
Business Reports, Inc., 
New York City 





This 160-page study outlines new 
techniques many companies in all 
fields are using to keep the salaries of 
executives in Tine with today’s prices 
and conditions. 

According to the author, the tal- 
ented executive is today’s forgotten 
man, largely because of taxes. A man 
earning $25,000 a year in 1939 had 
$22,000 left after taxes. But today 
he only keeps $9,361 in 1939 dollars, 
after high taxes and inflation. So he 
has to earn $100,000 to have the 
same buying power that he would 
have had with the $25,000 income 
of 1939. 

Plans to attract and hold good ex- 
ecutives include types of compensa- 
tion such as deferred pay, pensions, 
stock options, long term contracts as- 
suring the executive part pay on re- 
tirement and guaranteeing his family 
a reduced scale of income for a limited 
period after his death. 

Included also is a detailed summary 
of plans showing how executives can 
build capital and estates for them- 
selves and their families. When com- 
panies help them to do this, say the 
authors, they have more incentive to 
stay on the job. 


Business Executives 
Seek Too-Green Fields 


Many an executive, when looking 
for a new job, neglects the most fruit- 


ful area of search—his own organiza- 
tion, according to Factory Manage- 
ment and Maintenance, McGraw-Hill 
publication. 

In so doing, the magazine says, he 
is ignoring the fact that within his 
own company, the cards are stacked in 
his favor. There, he knows company 
operations; he knows the people, both 
individually and in their relationships 
with one another, and he often is in 
a position to hear in advance about 
changes that may mean possibilities 
for him 


“Promotion I1.Q.” 


Six ways to improve your “promo 
tion 1.0.”, suggested by the maga- 
zine, are: (1) Look at your company’s 
record to determine exactly what the 
promotion situation is; (2) Look at 
your own record honestly and objec- 
tively to decide how good a job you've 


been doing; (3) Be consistently pro- 
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“We feature WISS SNIPS (7 
because they sell best | 
with fewer returns” 


J.R. Gabel of Hibbard, Spencer, Bartlett and Co., Evanston, 
Illinois, agrees with other distributors of Wiss metal cutting 
snips. There are several reasons why they are the choice of 
professional workers everywhere —why they sell better, with fewer returns. Wiss snips are produced 
largely by the handwork of skilled workers. Each pair is rigidly tested and guaranteed perfect. Bolts 


are set precisely to reduce wear and to increase cutting power with least effort. 


% 


WISS METAL MASTER SNIPS: Compound action design delivers amazing Wiss inlaid blades are made of high 
cutting power. These 10” snips cut with about one-half the effort required carbon crucible steel welded to a hot 
for standard 124%” snips. One edge serrated to prevent slipping. M-1 (cuts drop-forged frame to provide the ex- 
left) and M-2 (cuts right) are designed to cut the most intricate scrolls and tra service demanded by professional 
circles. M-3 is for shallow arcs and straight cutting. M-5 Bulldog Heavy workers ; 

Duty snips are tops for notching, nibbling and cutting shallow arcs in ; 

sheet metal as heavy as 16 gauge. 


WISS INLAID SNIPS 


High carbon crucible steel weld- 
ed to a hot drop-forged frame 
provides that extra service de- 
manded by professional users 
everywhere. Six Straight Cutting 
sizes from 11144” to 17”, includ- 
ing Bulldog Snips for notching. 
Three Combination* Cutting 
sizes, 124%”, 131” and 1444”. 


WISS SOLID STEEL SNIPS 


For those whose requirements are 
less specialized than the profes- 
sional user. Hot drop-forged of 
fine carbon steel, they meet or ex- 
ceed government specifications. 
Four straight cutting sizes, 8” to 
12%”. Three Combination* Cut- 
ting sizes, 7” and 13” including 
16” Bulldog Snips for notching. 


Wiss snips are hot drop-forged of the 
finest steels available. 


*Made with straight blades, but 
ground and shaped so they readily 
cut curves and irregular shapes as 
well as straight. - = 
Highly skilled craftsmen make fi 
J. WISS & SONS CO., NEWARK 7, NEW JERSEY a aoe Sone 
adjustments to assure that Wiss snips 


Manufacturers of Shears, Scissors, Pinking Shears, Metal Cutting Snips and Garden Shears will cut perfect ly for a long time. 
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44767 SIZES in THREE TYPES 


WATERerat OlLerat AlRerat 
Ground Flat Steck 
"MARSHALL produces by far the WIDEST RANGE of 


Standard stock sizes of ground flat stock on the market. 


Since its inception in 1945 MARSHALL hax grown to FIRST PLACE 
in the production of velvet finish GROUND TOOL STEEL. 


Here are a few salient reasons why:— 

FIRST to furnish wide sizes 

FIRST to furnish % —1" -1%" -—1'4" Thicknesses. 
FIRST to furnish long lengths from stock. 


FIRST to furnish 5% chrome AIR Hardening Steel 
finished ground form. 


VOW LONG LENGTHS (for economy) 113 OlLerat standard sizes available 
from stock in 36” lengths. 
ARISTOCRATS of GROUND TOOL STEEL 
PROTECTION against rust through 
careful prepared anti-rust Oil and 
sealed in a strong craft envelope lined 
with aluminum foil. MARSHALL Steel 
FREE of decarbonization. 


Each piece individually u pappes 
to protect that velvet finis 


Write for New Catalog 
of sizes and prices 


STRAIGHT 


(MARSHALL —— gy EDGES 
(—StRaiont Epos J IN STOCK 


*For complete dependability and exactitude Marshall 
Steel Straight Edges are tested for their precision and 
accuracy. Every straight edge shipped is individually 
double-checked for finish and straightness. 

Marshall Steel Company have equipped themselves with 
a ground steel check table 15 ft. long and a Watt's Auto- 
collimator and auxiliaries. The same equipment and 
method of testing straight edges as is used by the United 
States Bureau of Standards at Washington, D. C. 


W rite for required size and prices. We now have all sizes in stock. 


UU SLAM, STEEL C0. 


1 patna 6 PASE Tee 


(WATERam| (Olkaan 


| P. O. BOX 108 LA GRANGE, ILLINOIS | 









































motion-minded, that is, develop and 
train yourself so you are prepared for 
advancement; (4) Be intelligently 
“eager-beaverish” by going out of yout 
way to do a top job; (5) Be prepared 
for promotion when it comes by or- 
ganizing your present job and having 
someone trained to take over if you 
move up; (6) Be realistic in your ex 
pectations by not looking for promo- 
tions to come faster than they ordi 
narily do in the average organization 


Is It Really the Wrong Job? 


The executive may feel rightly that 
he is in the wrong company or the 
wrong job. On the other hand, such 
an idea may be just a fecling not 
based on a deep enough analysis of 
his situation. A real obstacle to ad 
vancement within his own company 
may be faulty appraisal by his su 
periors. Many people, including ex 
ecutives, are the victims of what can 
be called the “pigeonhole appraisal” 
tendency, the magazine says. That is, 
superiors size a man up, often early 
in the game, and keep on thinking of 
him in terms of that appraisal 


Greener Grass? 


More personal obstacles to the ex- 
ecutive’s promotion within his own 
company include lack of perspective, 
because of his involvement with day- 
to-day details, about his own pros 
pects, and oversensitiveness to the 
personality clashes and minor con- 
flicts that arise in any organization; 
he identifics them with the company 
and, as a result, can’t visualize a bright 
future there. 

Some executives, though a minority, 
are obsessed with the “get-rich-quick” 
idea and see few opportunities in their 
present companies that offer the big 
money they're woking for. In some 
cases, the idea of a change has a 
strong appeal for its own sake. It’s 
the old story of the grass looking 
greener in the next pasture. 

Lack of foresight, of a plan of what 
to do if an opening arises also accounts 
for the failure of some executives to 
get the promotions they think they 
should have in their own organiza- 
tions, according to Factory 





WASPS RESIST RADIATION 


Recent studies on the effects of 
radiation on the adult parasitic wasp, 
Habrobracon, indicate the insect is 
highly radioresistant, according to 
Nucleonics, McGraw-Hill publication. 
The lethal radiation dose for these 
wasps may be more than 100 times 
that for man or mouse. 
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a familiar envelope in most tool cribs // 
in many tool cribs a must. 


Dura-Temp Drills are used in high production 
drilling in tough alloys and also for general 
purpose all-around drilling. By stocking 
Dura-Temp General Purpose Drills, distributors 
and consumers avoid multiple inventories. 


Dura-Temp Drills are stocked in all styles and 
in sizes #1 to #60 and 1/16 to 1/4’. 


We have several highly desirable territories open 
for distributors requiring a quality drill and 


reamer line. 


Send for our Republic Catalog 7-D, showing our 
complete line of Roll-Forged drills, reamers, core 
drills, and special tools up to 6” in diameter. 


Factories and Offices at: 


MAKERS OF HIGH SPEED TWIST DRILLS *« REAMERS 
CORE DRILLS « SPECIAL TOOLS 


Stockrooms and Engineering Offices of: 
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Announcing Model “53” the Improved 


NEW BECKER CO. roweRrED 
SALES INDUSTRIAL SPRAY GUN 
BUILDER! No Compressors, Hoses, 


NEW .. 


DOW « « 


NEW .. 


NEW... 


Electrical Cords 
Take It Anywhere! 


. Nozzle removes with- 
out pressure loss 

. Nozzle adjusts from 
spray to stream 

. Positive easy seal; 

Acme-threaded neck 

closure 

Air hose attachment 

(optional at extra cost) 


The new Becker Model “53” Spray Gun 
features unusual versatility in spraying. 
Specially designed for industrial use, for cortrldees 
spraying protective coatings, paints, sol- 


vents, cleaners, oils, degreasers, finishes, 


etc. Cleans 


machined brass and stainless inserts, cast . 
A . ecause of its complete portability, 
aluminum head. New air hose attachment Industelal planta, mechinc chess, ond 


available for 


Write for further details on prices and 


discounts. 





easily. Rugged steel tank, INDUSTRY APPROVED! 


liquids atomizing at 120 psi. others are daily discovering dozens of 
routine and special purpose applica- 
tions 











SULLIVAN-BECKER COMPANY ¢ Dept. 523-J KENOSHA, WISCONSIN 


when 


YOUR 


customer 


asks 
for 
the 


best . 


HEXAGON NUTS 
For FASTER ASSEMBLY 


Atlas brings you the highest standards of accuracy and 
quality. To save time and motion Atlas nuts are DOU- 
BLE COUNTER SUNK (can be applied either side), 
DOUBLE CHAMFERED and FREE OF BURRS. Coarse 
and fine threads. Standards and specials. Atlas nuts 
are manufactured, finished, inspected, and packed in 
our plant in Waterbury, Conn. 


ATLAS SCREW & SPECIALTY CO. 


450 BROOME STREET - NEW YORK 13, N.Y 
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Government Urged 


Not To Lease Tools 


Government-owned machine tools, 
idled because of cutbacks in military 
production, should not be leased to 
defense contractors for manufacture 
of civilian goods as planned by Army 
Ordnance, an editorial in American 
Machinist, McGraw-Hill publication, 
states. 

While lauding Army Ordnance’s 
announced intention not to sell the 
tools under any circumstances but 
rather to keep intact “production 
packages” (all equipment required for 
the manufacture of any given military 
component, such as an engine or 
gun), the editorial maintains that the 
proposed leasing of such equipment 
would defeat the purpose of this aim. 

“If you once start to parcel out 
tools from ‘packages,’ the magazine 
says, “allowing them to be installed 
in plants scattered over a considerable 
area, just how can tools be reassem- 
bled into production lines with the 
desired saving of time?” 

In addition, the plan opens the way 
for government-owned tools to be 
worn in use on civilian products, so 
that in case of emergency, they would 
have to be rebuilt, causing grave de 
lays, the editorial states. 


Competitive Advantage 


Raising another point, the maga- 
zine asks: 

“Why should a producer of civilian 
goods, just because he happens to be 
a defense contractor, have the com 
petitive advantage of being able to 
lease rather than buy machine tools?” 

Army Ordnance’s holdings of ma- 
chine tools should be looked upon as 
a national reserve, the editorial de- 
clares. They should be mothballed 
and kept in the best possible condi- 
tion ready for immediate use in case 
of an emergency. 


To Sell for Ready Tool 


The Ready Tool Co., Bridgeport, 
Conn., has named Di Eugenio Tool 
Center, Phoenix, Ariz., as exclusive 
sales engineers for Arizona, New 
Mexico and Colorado. 





VOLCANOES FOR POWER 


Italian specialists have reported fa- 
vorably on the possibility of commer- 
cial use of volcanoes as a source of 
power in El Salvador, according to 
Electrical World, McGraw-Hill publi- 
cation. 














Which of these 
pumping problems is 
costing you money? 


Pumping problems can cut into your plant's produc- 
tion and profits—or they can be solved by selecting 
the most efficient pump for each job. To aid in this 
sometimes difficult selection, Worthington offers 
complete lines of every major type pump. Here are 
three examples of the way Worthington design over- 
comes specific pumping problems. 


@ CORROSION? 


A number of years ago, Worthington’s 
chemical engineers developed the high- 
nickel, high-chromium, molybdenum al- 
loy, Worthite. The complete line of 
Worthite chemical pumps withstands a 
wider range of corrosives, yet sells for 
less than most stainless steel pumps. 
Write for a free sample of Worthite to 
test in the various solutions your pumps 
may be called on to handle. 


@ SPECIAL JOB CONDITIONS? 


Worthington’s standardization of parts, mountings, materials 
and dimensions gives you 60,000 centrifugal pump combina- 
tions (frame-mounted and Monobloc types) from which to 
choose the one that meets your needs exactly. This unequalled 
selection of standard pumps eliminates the slow, costly custom 
manufacture of the correct centrifugal pump for every job. 


@ HIGH VISCOSITY? 


Worthington rotary pumps use herringbone gears to handle 
viscous liquids at capacities up to 5000 gallons per minute 
against pressures to 500 psi. The herringbone gear design 
eliminates end thrust, trapping, and produces smooth, pulsa- 
tion-free flow. Four heavy-duty roller bearings placed close to 
the load prevent shaft deflection. 


For further information on Centrifugal, Rotary or Worthite pumps, see your local 


Worthington distributor, or write to Worthington Corporation, Pump and Compressor 
Merchandising Division, Section PC.3.11, Harrison, New Jersey. 
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Famous \ameplates: 


Just as “‘a man is known by the 
company he keeps’, a machine tool 
can be judged by the nameplates 

it carries. 


wt 


ATTERLEE -S 
ERVICE 


ui 
MINNEAPOLIS, MINN. - 


/ The Sheldon line enjoys a very 
good trade acceptance in this area. 
The quality and workmanship of 
Sheldon equipment is very high so 
we can sell on quality and machine 
performance. With precision bear- 
ings and the close working toler- 
ances, the customer is assured of 
accurate work and of absolute 
minimum in maintenance costs. 


f 
CC RM Hak 
THE SATTERLEE CO.¢ 
MINNEAPOLIS, MINNESOTA 
2 





SHELDON TS-56B8 Precision Lathe 1114” 
swing, 128" hole through spindle, 56” bed, 
with ‘Zero Precision” Tapered Roller Bearings. 


Write for Catalog 


SHELDON MACHINE C0., Inc. 


4232 N. Knox Ave. * Chicago 41, Illinois 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1953 


Three Area Managers 
Named by Blackhawk 
Blackhawk Mfg. Co., Milwaukee, 


has named three new territorial man 
agers in the Midwest and Southeast 

Marvin J. Wells, of Oklahoma City 
and Robert R. Westbrook, of Fort 
Worth, both former territory represen 
tatives, have been promoted to man 
agerships. Mr. Wells will cover Kan 
sas, western Missouri, Oklahoma and 
the northwestern part of Texas. Mr 
Westbrook has the balance of Texas. 

Both will work under Guy B. Cox, 
district manager who has represented 
the company in the Southwest for 
more than 35 years. 

Norman Card has been named ter 
ritory manager of Arkansas, western 
l'ennessce, Mississippi and Louisiana 
His headquarters will be in Memphis 


District Manager Named 


Blackhawk has appointed David | 
Westervelt as Southeastern district 
manager with headquarters in Atlanta, 
Ga. He will be responsible for dis 
tribuor sales and service in the area 

Mr. Westervelt has had experience 
in both the industrial equipment and 
automotive fields in the past 


Orgill Brothers 
Gets Customer’s View 


Orgill Brothers & Co., Memphis, 
Tenn., wholesale hardware and indus 
trial supply firm, recently sent out a 
letter to all customers emphasizing its 
sales policy, inventory policy, modern 
building addition and equipment for 
better service but, most important of 
all, asked the customer to send along 
any ideas of how the company could 
serve him better. 

,\feer securing the customer's view, 
the company then sent a letter with 
similar intent to its suppliers asking 
the following questions: 

How do you think we are doing for 
you? 

How can we do better? 

What can you do to help us do 
better? 


Binks Representative 
Enlarges Quarters 


The Bay State Spray Equipment 
Co., Massachusetts representatives for 
the Binks Mfg. Co., Chicago, re 
cently moved to larger sales and serv- 
ices offices in both Boston and 
Springfield. 

Both new quarters have warehouse 
facilities and repair departments. 

The headquarters office is on Dick- 
enson Ave., Springfield. The Boston 
office is on Washington St. 





FAGEOL 
VANS 


are ideal for hardware display 
or delivery trucks! 


Truck interior with merchandise on display. 


Fem Beiu. & Smsee Ce 


Because of their greater payload capacity and 
maneuverability, Fageol Vans are ideal for 
traveling hardware displays... or for 


delivery use. 
Fries, Beall & Sharp Co., Washington, 
In Fageol Vans, only 4 feet of the truck iength D. C., hardware displey truck. 
OTHER IMPORTANT FAGEOL VAN ADVANTAGES 
, : +4 more favorable payload to weight ratio than is avail- 
rest can be used for a traveling showroom, like able in any other standard production truck * Fageol 
the Fries, Beall & Sharp unit, or to carry extra Vans weigh 500 to 3,000 Ibs. less than many other 
d idee trucks * lower license and registration fees due to lower 
merchandise on deliveries. net gross vehicle weights * 10% to 15% faster load 
handling * easier to drive in traffic, park and store * 
The unusual, attractive Van appearance attractive appearance * maximum advertising value * 
arouses tremendous interest wherever it goes 20 to 35 foot body sizes ° world’s sates? ond strongest 
truck because of Fageol * Super Freighter integral design 
. has great advertising value. A410 * mechanical components of International R-160-170- 
180-185-190-200 and RF-190 series trucks. 


"Registered trade name 


is taken up by engine and cab. As a result, the 


| } DOLL AANA CL LL ELLIID. 


~ Pa A 


Fageol Vans are sold through International Harvester = = TWIN COACH 
motor truck dealers and branches throughout the country. COMPANY 
Write Dept. 1D for Catalog L-5494A KENT, OHIO 
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you get maximum “use-value”’ 


when you standardize on 
Desmond-Simplex 





SLIDE 





VISES 


You name the job—there’s a Desmond-Simplex Steel Slide vise 
for every holding operation in your shop. Choose all your vises 
from the complete Desmond-Simplex line at your Industrial 


Distributors 


MACHINISTS Swivel 
base for convenience, all 
the strength of a station- 
ary base vise. 


DRILL PRESS, MILI 

ING MACHINI Pre 
cision made for heavy or 
medium duty. Slots in 
base for machine align- 
ment, variety of jaw faces 
available, non-pinching 
type handie. 


MACHINISTS —station- 
ary base, extra rigid, firm- 
ly mounted vise for heavy 
pounding and bending 
operations. STEEI 
SLIDE, as on all 
Desmond-Simplex vises. 


COMBINATION 
BENCH AND PIPE— 
High grade pipe jaws and 
deep vise jaw depth plus 
Steel Slide give unusual 
holding capacity and 
strength. 


Ask your ludustrial Distributor for Desmond-Simplex Catalog 


No. 60 or write THe 


DeESMOND-STEPHAN Meo, Co., URBANA, 


Ono, Dept. M-F. Contains complete description—application 


photos 
NAME 
COMPANY 


ADDRESS 


Desmond 


SIMPLEX :)':: VISES 


re 
FON 
iii eoee el 


Na 


— 


4 


¥ 
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Another 
Desmond 
Sales-Proven 
ad appearing 
in user 
magazines 


Plus! 
Desmond 
wall charts 
catalogs 
mailings 
displays 


aliky 

Desmond 

Sales meetings 
for your 

Sales 
personnel 


Plus! 
Desmond's 
complete ling 
—meets every 
customer 
requirement 


alky 
nationally 
known name 
—Stands for 
quality 

and service 


| 
| 


Have You Heard This? 


“The years of economic abnormality, 
the sometimes slovenly attitude and 
practices they have wrought, have af- 
fected nearly every level of the business 
structure. And purchasing is no excep- 
tion. If the salesman must learn again 
to sell, then it is just as certain that 
the buyer must learn again to buy... . 


| Certainly the way in which purchasing 


has been practiced in many industries 
during the past decade cannot and will 
not be tolerated in a free competitive 
market. The job was done under ter- 
rific pressure, and certainly no blame 
pred to those purchasing agents 
who were forced into wasteful methods 


| by a system that was none of their 


making . . . Now we are seeing the 


| beginning of the end of that ‘get it 


at any price’ policy—H. W. Chris- 


| tensen, director of purchases, Colum- 


| bia-Geneva Steel Div., U. 


S. Steel 
Corp., in address to National Associa- 
tion of Purchasing Agents convention. 
“Accordingly, it seems to me that if 
we are to expect salesmen to become as 
effective as they ought to be, we need 
to revitalize our whole concept of 
salesmanship. Specifically, I think we 
need to broaden and reorient the con- 
cept to include the most up-to-date 
psychological knowledge that is avail- 
able. Associating salesmanship with 
the functions of the mind is certainly 
not new. Rather, it seems to have been 
vaguely recognized in top level discus- 
sions for some time. The fact remains 
that it has been studiously avoided in 
formal, organized efforts to improve 
salesmen and salesmanship . . . 


Faulty Selling 


“Perhaps the greatest selling fault 
in a sales presentation is the poor 
‘opener’, resulting from the uncon- 
scious habit of thinking and feeling in 
terms of ‘self’. It is as difficult as it is 
important to think in terms of the 
prospect or customer. When a sales- 
man’s mind is unconsciously host to 
the ‘self-attitude’, he will have 
trouble in trying to talk convincingly 
from the other side of the counter or 


| desk. Particularly in the opening of a 





sales presentation, right at the point 
when resistance is strongest and needs 
most to be lulled, the salesman’s atti- 
tude is crucial. 

“Similarly, the second most trouble- 
some thing that corrodes salesmanship 
is the ‘close’ of the presentation. Per- 
suasion may have led the customer to 
want to buy, but he needs an urge for 
action; his natural inertia must be 
overcome. And this ca:mot be achieved 
unless the salesman acts in terms of 
the customer’s mind, has the feeling 
of mental leadership. Otherwise the 
salesman becomes timid, has the sub- 





conscious fear of unsuccessfully trying 
to make the prospect do something 
that he does not want to do. No one 
can conceal fear; it shows in the voice, 
mannerisms, posture, fluency. . . . The 
same thing applies to the sales pres 
entation as a whole’.—From “Psy- 
chology In Selling”, by Ray 
Brewster, Harvard Business Review, 
July-August 1953. 

“In the final analysis, price can be of 
no greater importance to the buyer 
than the materials, construction, serv 
ice, etc. which make up the cost to 
him. That’s why no salesman should 
let the price bogey get his goat. It’s 
no time for buck fever when the buyer 
says, ‘How much?’,” by W. C. Dorr, 


Sales Management, July 1, 1953. 
Unknown Salesman 


“Before you waste your time and 
look too hard for the right kind of top- 
notch salesmanship, take a look in 
your own backyard. Altogether there 
are several million dollars’ worth of 
salesmanship buried deep within the 
minds and selling techniques of your 
staff. . . . I found one the other day— 
a presentable neatly dressed, youngish 
looking man, not otherwise distin- 
guished, who would be the last person 
in the world you would suspect of 
beating all heck out of his compe- 
tition, let alone being responsible for 
a million bucks’ worth of sales. How 
did he do it? He did it this way: he 
believed in himself . . . he knew the 
customer benefits built into his prod- 
uct .. . he knew how to communicate 
enthusiasm . . . he had spent many 
years perfecting his own private in- 
formation and communications sys 
tem .. . he never stopped growing . . . 
he was on top of every sales problem 
. . » he sold ideas . . . he reached the 
decision men . . . he was a planner, a 
coordinator, skilled at integrating . . . 
he wasn’t easily discouraged . . . he 
never stopped selling more... . he 
made a customer impressior every 
time . . . he wrapped it all up in a 
better-than-average sales presentation.” 
—How Does A Top Salesman Get 
There? By William J. Tobin, Printers’ 
Ink, July 31, 1953. 





TV COMING IN JAPAN 


Seven tv experimental relay stations 
linking Tokyo and Osaka, which are 
about 300 miles apart, are reported 
to be in operation, Electronics, Mc- 
Graw-Hill publication, says. 











SPECIALLY 


ENGIN 


FERED 


high-speed 


for today S 
finishing 


methods 


With more and more plants using the new 
laminated phenolic grinding wheels and 
discs . . . and the most recently developed 
cleaners and polishers — these modern-as- 
tomorrow Millers Falls tools offer you an 
outstanding opportunity to cash in on the 
rapidly-growing demand. 

They're compact, rugged, beautifully 
balanced. In every detail, they’re engineered 
to give the performance characteristics 
needed to make the most of the latest finish- 
ing methods. 

The models shown here are just part of 
Millers Falls broad line of high-performance 
electric tools for production and mainte- 
nance. Each is designed and built to save 
time and produce better work at lower cost. 
Write for full details on the entire Millers 
Falls line of easy to sell, profit-building 
electric tools. 


LIGHT, HIGH-POWERED 


New No. 870 Sender 


Weighing only 71, lbs. — yet with 
a full 5.5 ampere rating and 
designed for continuous production 
use —this beautifully engineered 
7” sander sets new standards in its 
field. No load speed is 4500 r.p.m., 
making the No. 870 perfect for 
use with the new laminated phe- 
nolic wheels and discs. In every 
way, an outstanding performer for 
fast sanding, wire brushing, grind- 
ing and polishing. 


FASTER — MORE POWERFUL— 


Mew No. 270 Polisher 


Greater power (5 amperes) and a 
higher speed (1900 r.p.m.) make 
this newly designed 7” unit ideal 
for use with the latest-type cleaners 
and polishes which have recently 
found such favor. Light and com- 
pact, it handles beautifully and 
gets at the less accessible surfaces. 
It’s supplied with a deep carpet- 
pile wool pad, the most 
effective polishing head ever 
developed. The No. 270 is 
also highly efficient for rub- 
bing, sanding and grinding. 


= 
FOR HEAVY SERVICE— 


No. 900 Sander 


With 8.0 ampere rating, this powerful 
7” sander has long been a favorite in 
hundreds of shops. Regularly equipped 
with flexible rubber and Co-ro-lite 
pads for sanding, it also offers excep- 
tional, smooth-running performance 
with cup grinding wheels and wire 
cup brushes for a wide variety of 
finishing operations. 


MILLERS FALLS 


TOOLS 


SINCE 


1868 ad 


MILLERS FALLS COMPANY ¢« GREENFIELD, MASS. 
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COLLIS: 


COLLET 
QUIPMENT 





%& COLLIS Equipment fills today’s 
important production needs so well 
because they are made by men 
skilled in making this type of equip 
ment. Supply the proper unit from 
a complete range of types and sizes 
for Drill Sleeves and Sockets, Lathe 


Chuck Arbors, and Drill 


We will handle your orders 


tHe COLLIS company 


DEPT. A, CLINTON, IOWA 





'W. A. WHITNEY 
‘LEVER PUNCHES 





3 








. 


Me. 1 Punch ie” hole thru % 
rena well balanced tool 


Ne. 8.8 Punch ke” hele thru 


is ren—side gauge marked 
es 





fractional ine 





Since 1908 


Industry’s Choice 


Built for hardest service according to 
their rated capacities .. . finely bal- 


anced 


. strong construction. W. A. 


Whitney line of Lever Punches is a 
good line for steady income. 


* Send for our new catalog which shows 
the complete tine 





a 
W. A. Whitney Mfg. Co. 


636 Race St. 


Rockford, Ill. 
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359 
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Republic Steel Corp 
Ridge Tool Co., The 
Roberts Rubber Co., 
Roper Corp., Geo. OD 
Round & Sons, David 
R-P & C. Valve Div. of Amer 
Chain & Cable Co., Inc 26 
Russell, Burdsall & Ward Bolt 
& Nut Co 
Rust-Oleum 


Weldon 


Corp 
Safety Beit-Lacer Co 
Safety Socket Screw Co 
Sales Service Mach. Too! Co 
Seltzer & Comoany, Geo. H 
Shaw-Box Crane & Hoist 
of Manning, Maxwell @ 
Moore Inc 
Shetdon Machine Co., tnc 
Sherman Mfa. Co., H. B 
Simonds Abrasive Co 
Simonds Saw & Steel Co 
Skil Corp 
Skinner Chuck Co The 
St. Louis Cordage Milis 
Spartan Saw Works, Inc 
Standard Electrical Teol Co 
The 
Standard Pressed 


Div 


Bet 


Steel Co. 
48-49, 56, 203 
Standard Tool Co 255 
Stanley Tools 73 
Starrett Co © 

Inside Pack Cover 
Star Stainless Screw Co 367 
Stephens-Adamson Mfg. Co 177 
Stewart-Warner Corp 
Sullivan-Becker Co 
Super Too! Co 
Supreme Products, Inc 
Sutton Mfg. Corp 


Chain Co 
Kenly & Co 
Coal & Iron Div. 


Taylor 
Templeton, 
Tennesse 
Thermoid 
Thompson & Son Co. Henry G 
Threadwell Tap & Die Co 
Thor Power Tool Co 





Tilden Tool Mfg. Co 

Toledo Pipe Threading Machine 
Co., The 

Tomking-Johnson 

Twin Coach Co 

Twin Disc Clutch Co 


Co., The 


Products Corp 
United States Rubber 
Mechanical Goods Div 
United States Steel Corp 
United States Stee! Export Co 
United St-tes Stee! Supply 
Union Twist Drill Co.. Bet 
Union Wire Rove Corp 
Upson Brothers. Inc 
Upson-Walton Co The 
U. S. Elec. Tool Div. of Emer 
son Mfg. Co 
S. Expansion Bolt Co., Inc 
U. S. Gauge Div. of American 
Mach. & Metals, Inc 
Utica Drop Forae and Tool Co 


Uliiman 
Co., 


176-17 
3 


Van Cleef Bros. Inc 

Versa Products, Inc 

Victor Balata & Textile 
ing Co 

Viking Purp Co 

Vincent Stee! Process Co 

Vogt Machine co., Inc 


Beit 


Henry 


Welker. Turner Div 
& Trecker Corp 
Watson-Stiliman Fittings, Div. 
H. «. Porter Co., Inc 152 
Weinberg & McKee, Inc 
Wendt-Sonis Co 
Western Automatic 
Screw Co 
Western Chain Co 
Weert Point Mfa. Co 
Whitman 4&4 Barnes 
Whitney Mfa. Co... W. A 
Wickwire Snencer Steel Div. 
of the Colorado Fuel @ Iron 
Corp Bet. 192- 
Wilttey’s Carbide Tool Co 
Witliams, J. H. & Co 2 
Wilton Too! Mfg. Co 148. 
Winemith Ing 
NVinter Bros 142. 
Wisconsin Cuneo Prees 
Wiss # Sons Co 
Witt Cornice 
Wood's T. B.. Co 
Worthington Corp 
Wyeth-Scott Co., The 164 


Xcelite, inc 150 


Yale & Towne Mfg. Co., 137 
Yarnall-Waring Co 125 


Kearney 


Mach 
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STAINLESS STEEL 
FASTENINGS 
Gr OF ALL TYPES 
RIGHT OFF THE SHELF 


— 


In-Stock-Service on small or 
large quantities * Cap Screws 
* Machine Screws * Sheet 


~W 


ss 


Metal & Wood Screws * Set 
Screws * Nuts, Washers, Etc 
Class 3 AN Drilled Fillister Heads 


Fast service on special screw 
machine products 


WRITE, WIRE OR PHONE 
YOUR REQUIREMENTS 


New Catalog Now Avail- 


able—write today 
C. Zar ) STAINLESS SCREW CO. 
° o¢ (}-amp ((oum ome AR mory 4-1240 
L#S 230 Union Avenue, Paterson 2, N. J 


mwect NEW YORK Telephone: Wisconsin 7-904) 


> s 
SELL <QiKe 


'FEELER STOCK 


of \A(O> DETROIT STAMPING COMPANY 
332 Midland Ave. « Detroit 3, Mich. 
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"NG THE GREAGE 
FOR TOUGH 
OPERATIONS” 


says McCULLOCH MOTORS CORP. 





3 ‘inka, 


bate tested all types and makes 


of lubricants for the Zerol gears 
in the transmission. The one grease 
selected for long, tough operation was 
LUBRIPLATE. Now that we have pro- 
duced thousands of McCulloch Chain 
Saws, we more than ever recommend 
the use of LUBRIPLATE Lubricants in 
our tools.” 








For nearest LUBRIPLATE distributor, 
see Classified Telephone Directory. 
Send for free 56-page “‘LUBRIPLATE 
DaTA Boox”’. . . a valuable treatise on 
lubrication. Write LUBRIPLATE DiIvi- 
SION, Fiske Brothers Refining Co., 
Newark 5, N. J. or Toledo 5, Ohio. 


REGARDLESS OF THE SIZE 
AND TYPE OF YOUR MACHIN- 
ery LUBRIPLATE 
LUBRICANTS WILL IMPROVE 
ITS OPERATION AND REDUCE 
MAINTENANCE COSTS. 




















NTS WEAR » 
CORROSION - 


IT'S EASY TO SELL 
A LUBRICANT 
THAT FITS THE JOB 


The entire LUBRIPLATE 
was developed with the basic idea 
of “a lubricant to fit every job.” 
Whether grease or oil is required, 
there is a LUBRIPLATE product 
that meets every lubrication de- 
mand better than other lubricants. 
LUBRIPLATE Lubricants arrest 
progressive wear, protect against 
Because they 


Line 


rust and corrosion 
are endowed with special qualities 
not found in ordinary lubricants, 
they are well able to meet the mod- 
ern demands of higher speeds, 
heavier loads and extreme heat 
and cold to the utmost satisfaction 
of their many users. These users 


are all your prospects. 


LUBRIPLATE supports its deal- 
ers and their salesmen with 
national advertising. The columns 
on both sides of this one are typical 
of the LUBRIPLATE advertise- 
ments offered in over fifty trade 
and technical papers that cover 
every industry. Your customers, 
therefore, have read of the advan- 
tages LUBRIPLATE offers. The 
spade work is done before you even 
make a call. This national adver- 
tising is backed by sound, informa- 
tive literature. The LUBRIPLATE 
Tag Plan assures continued use of 
LUBRIPLATE on every machine 
that is initially lubricated with it. 
This in itself is big potential busi- 


ness for you 


The lucky salesman who has 
LUBRIPLATE to offer need have 
no worry about weekly sales 


quotas. All he has to do is ask for 
LUBRIPLATE on 


every call and he will just about 


an order on 


make a sale on every call 


IDVERTISEMENT) 
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WE RECOMMEND 

THIC LUBRICANT 
TOUR 
CUSTOMERS 


—says PACKAGE MACHINERY COMPANY 
Springfield, Mass. 











“V. S 
“We have found LUBRIPLATE 


Lubricants to be very effective 
and use them extensively in our ma- 
chines. To assure the proper use of 
LUBRIPLATE Lubricants for re-lubrica- 
tion, we place t on our machines 
before shipment. Thus the purchasers 
of those machines know the LUBRI- 
PLATE Product we recommend for each 
application and where to obtain it.” 


For nearest LuBRIPLATE distributor, 
see Classified Telephone Directory. 
Send for free 56-page “‘LUBRIPLATE 
DaTA Book”’. . . a valuable treatise on 
lubrication. Write LUBRIPLATE DiIvi- 
SION, Fiske Brothers Refining Co., 
Newark 5, N. J. or Toledo 5, Ohio. 


REGARDLESS OF THE SIZE 
AND TYPE OF YOUR MACHIN- 
ery, LUBRIPLATE 
LUBRICANTS WILL IMPROVE 
ITS OPERATION AND REDUCE 
MAINTENANCE COSTS. 
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90 MILLION SALES MESSAGES 
To Help You Sell More Starrett Tools 


90,000,000 Starrett advertisements in 1953-1954, will tell your 
customers that Starrett Tools are their best buy and that you, their 





industrial distributor, are their logical source of supply. 37 pub- 
lications,* each a leader in its field, will deliver these more than 
90 million sales messages to your customers. Whoever they are, 
consumers or industrial buyers —- wherever they are, in industry 
or specialized trades — Starrett advertising will seek them out, 
reminding them to buy from you, and buy Starrett. 


*The Saturday Evening Post, Popular Science, Popular Mechan- 
ics, Mechanix Illustrated, Iron Age, Steel, American Machinist, 
Machinery, Mill & Factory, Tool Engineer, Modern Machine 
Shop, Purchasing, Industry, Industrial Equipment News, Indus- 
trial Distribution, Hardware Age, Southern Industrial Supplier, 
School Shop, Industrial Arts & Vocational Education, Motor 











Service, Motor, Boating Industry, Wood Working Digest, Meat é 
‘ ‘ i If we put the ball game on... 
Meat Kutter Band Saws), Meat Merchandising, Meat Packers 5 

: maybe we can attract some men! 
Guide and many others. 
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Mao “Why We Handle 
Forgings with 
American Chain” 


*‘Most of our forgings are clumsy 
shapes, heavy, and awkward to handle. 
The American chain recommended to 
us is flexible and smooth. The ratio of 
the weight of the chain to its strength 
makes it easy for our men to handle it. 
They like the grab hooks which slide 
quickly into place and hold fast.” 


That’s what a material handling man 
of a large engine manufacturer said in 
his reference to this AMERICAN 2-leg 
Endweldur ‘125’ ACCO Registered 
Sling Chain with ACCO series 70 Grab 
Hooks. 

AMERICAN makes sling chains in 
many styles and sizes, with ACCO grab 
hooks, sling hooks, foundry hooks, and 
special hooks. ACCO Registered Sling 
Chains are engineered to handle ma- 
terials efficiently and safely. 


You'll find AMERICAN Sling Chains 
a profitable line to handle. Your cus- 
tomers know the reliability of 
AMERICAN Chain and accept it read- 
ily. Our Catalog DH-314 has simplified 
the selling so the distributor salesman 
can make direct recommendations and 
write the order on the spot. Write our 
York office today for full information. 


American 
AMERICAN CHAIN DIVISION Ch ° 
AMERICAN CHAIN & CABLE ain 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 





